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Officers of the American National Retail Jewelers’ Association Re-elected at the Convention in Cincinnati, Aug. 29-Sept. 1. 


Edward H. Hufnagel (Center), President; A. G. Mansur (Upper Left), First Vice-President; Joseph Mazer (Upper Right), Second Vice-President; 
A. W. Anderson (Lower Left), Secretary; Conrad J. Brotherly (Lower Right), Treasurer. 
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T he Lyxor Pattern 


A DESIGN OF ENDURING BEAUTY 
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Long Life Plate 


HE new Luxor Pattern of 
Alvin Long Life Plate, in- 


spired by the architectural wonders 























of Ancient Egypt, is sure to please 
your most particular customers. 


Impress upon the customers who 
come to your store that not only have 
the designs from which the LUXOR 
is taken endured for over thirty-four 
centuries, but that the Tableware 
itself, being Alvin Long Life Plate, 
will insure /ong life wear to the 











purchaser. 


Ready for delivery September 15. 














Illustration and Price List 


sent on request Luxor Gateway to the Avenue of Sphinxes—1411 B. C. 


ALVIN SILVER COMPANY 


SAG HARBOR, NEW YORK 
SAN FRANCISCO 
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Diamond Industry of Martapoera, Borneo 








By w. Jacob 




















S is known, diamonds have been found 

in various parts round about Marta- 
poera (Borneo) which are mined by a few 
European mining concessionaires of relative 
importance. But the inland people prefer- 
ably search for diamonds of a superior kind 
in the neighborhood of Kampong Tjempaka 
in the district of Martapoera, where, ac- 
cording to them, most diamonds are to be 
found, and in which district the Government 
reserves rights for granting permits to 
search and to produce diamonds, , it being 
further observed that the ground is reserved 
by the Government for home production of 
diamonds, gold and platinum. 

For producing these goods a square is 
sunk and the water found there is removed 
in petroleum tins. The sides of the well 
are strengthened with wood and alang- 
alang, which operation makes the works 
watertight. Then the well is sunk until the 
gravel is reached; this gravel, according to 
the natives, contains the diamonds. As 
much as possible of the earth is brought up 
and it is washed out with water. First it 
is washed out in long troughs in which the 
mass of earth and clay is worked with the 
foot in order to remove the coarse gravel 
and the clay. The diamonds found are al- 
most exclusively ground at Martapoera and 
the four steam diamond grinding establish- 
ments which are there are half in the hands 
of the natives and half in the hands of 
“Arabs.” 

The depth at which the diamonds are 
found varies from 25 centimetres to 5 and 
6 metres. The natives are unable to sink 
deeper. It must not, however, be thought 
that the diamond industry in Martapoera is 
altogether dependent on the home production 
of the rough diamonds; on the contrary, it 
is more Cape diamonds that are ground at 
Martapoera, because the cost of labor is 
cheap, and what is the principal thing is 
that yellow and technically less valuable 
diamonds are more current in the eastern 
diamond market. 

The war has had its effect also on the 
Martapoera diamond industry. In the year 
1914 there were six diamond grinding estab- 
lishments. With the rise in the price of dia- 
monds which meant the stopping of the im- 
portation of Cape diamonds, five of the es- 
tablishments had to be shut down during 
the years of war. Three of these with the 
reintroduction of the Cape diamond after 
the war came gradually into operation again. 

During the war the market was subject to 
very irregular changes. Some factories 
Were shut and opened several times. In 
the year 1919 and at the beginning of 1920 


the diamond industry was quite prosperous. 
There was not a sufficiency of machines or 
accommodation for the polishers. In the 
month of May of the year 1920 there was 
further stagnation, because there was a 
greater importation of well polished Euro- 
pean diamonds in Singapore and in Java. 
The stones of inferior quality of Marta- 
poera declined about 30 per cent. 

The year 1921 set in with a decline of 
about 20 per cent in price. The importation 
of Cape diamonds is now quite easy, but in 
view of the absence of buyers for polished 
stones, the dealers are having very few done. 
The consequence is that many polishers are 
moving on towards the important places, 
Bandjermasin and Balikpapan in order to 
find remunerative labor there for their sus- 
tenance. Yet again in the month of April 
this year a polishing house at ae 
was closed. 








Faking Old Gold and Silver Ware 





6¢TN the case of silver, although there is 

not exactly a question of patina prop- 
erly so-called, there is certainly a ‘question 
of coloring or oxidizing, for old silver, as 
everyone knows, never keeps the brightly 
shining appearance of a new piece. It rath- 
er improves with time by the acquisition of 
a low, pleasing tonality which has a most 
favorable effect, a sort of pleasing light 
and shade, which the flat negative shininess 
of a new piece rarely possesses. In England 
the conservatism of the upper classes has 
preserved some really genuine silver articles 
with duly authenticated pedigree. In 
France the spirit of the Revolution may be 
responsible to a certain extent for the 
scarcity of rich pieces of artistic silver, 
only long before the ruit hora of the Revo- 
lution various circumstances had rendered 
the life of artistic silver precarious, risks to 
which all artistic objects in precious metals 
are liable. Many fine pieces of silver, in 
fact, were coined into money during Louis 
XIV’s time, when the State became a finan- 
cial wreck under the glorious reign of the 
Roi Soleil. Changing fashion and _ taste 
also, combined with the fact that the silver 
was for use and not collections, contributed 
to the destruction of old types of silver plate 
to make way for new ones. . 

“Tt is not uncommon in Italy to hear of 
some artistocratic family that had ancient 
silver melted down a few years ago, to 
make new and commonplace table spoons 
and forks. A lady from Sienna who did 
this. for a whim kept one piece of the old 


silver service and was much astonished to 
learn later that this one piece would have 
fetched a sum sufficient to buy the coveted 
new set of table silver. In Italy, and more 
especially in Tuscany, the heavy taxes lev- 
ied by Napoleon during the occupation 
forced many Florentine families to get rid 
of their silver-plate. As a matter of fact 
in Italy and elsewhere fine pieces are very 
rare nowadays. Yet a few years ago fickle 
fashion helped several people of good taste 
to form excellent connections, gatherings of 
artistic pieces that the art lover would seek 
in vain today. That was the happy time 
when old-fashioned and yet artistic silver 
was hardly reckoned above the intrinsic value 
of the metal it contained. Fifty or so years 
ago it was not uncommon for one of the few 
collectors of artistic silver to come across 
some artistic beauty offered at so much a 
gramme, generally a very moderate figure 
slightly above the current price of the metal 
or at times at the actual value of the silver. 
Such conditions explain how Baron Pichon, 
a collector of taste, was able to buy for 
the moderate sum of 300 francs an artistic 
bowl! which was sold at his death for 14,000 
francs, a price that could easily be sur- 
passed nowadays. Unfortunately for the 
true collector, not only has old silver be- 
come fashionable, but it has become fash- 
ionable to be a collector of artistic silver, 
and thus real connoisseurship and ignorant 
greedy wealth have started the usual com- 
petition that inevitably creates an artificial 
standard of, values, all too apt to general 
faking. Faked silver, in fact, came at once 
triumphantly to the front in forms of all 
kinds, entirely new pieces successfully pa- 
rading as old, were launched upon the mar- 
ket as well as plain old pieces decked out 
with heavy ornamentation likely to suit the 
taste of the parvenu. There was also the 
usual piecemeal of different authentic parts, 
joined together more or less harmoniously 
by modern work, in fact all that the faker’s 
genius and versatility is able to produce. 

“Silver marks, which on genuine pieces 
guarantee the quality of the metal and the 
authenticity of the piece as the work of a 
certain artist, factory or mint, can, unfor- 
tunately, be imitated with success. In fact 
the faker, who is a good physiologist and 
knows that the neophyte amateur relies large- 
ly on his knowledge of marks, generally ex- 
pends great care upon the imitation of the 
various hall-marks. Passing on to 
gold, more especially on jewelry, we may say 
that imitators and fakers have wrought havoc 
by filling the market with spurious prod- 
ucts. . . .There is no way of helping the 
neophyte to collect jewelry, not only because 
fine old pieces are extremely rare, but be- 
cause no advice or theoretical hints can help 
the discernment of the genuine article, only 
sound and well-tested experience, gained 
often at great cost, is of any real avail.”— 
Riccardo Nobili. 









THE JEWELERS’ CIRCULAR September 6, 1922. 


- - - - - - 
- = * :* 2 @28 2e2° ef 
PRP a 2 Ma! S ‘ 














— #2 o> 7°97 == 




















A blade, with one sharpened edge, set 
in a handle for cutting. (Dictionary 
definition of a knife) 


Article worn for personal adornment. 
(Dictionary definition of jewelry) 


By combining the Empire 
Knife Movement which pos- 
sesses the best American made 
steel cutting blade with 10K 
Green Gold sides and bales, 
made and decorated in the 
Larter factory, an article of 
jewelry with a definite use has 
been produced. 


LARTER & SONS. 


15-17 MAIDEN LANE, 
a! BI BLD’. 
NEW YORK 
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Byzantine Gems 





wy” might naturally suppose that the 

gems of the early Christians would 
abound in representations of scriptural events 
and incidents of the life of Christ. Such 
was not the case; these subjects were abun- 
dantly produced by the Byzantines about the 
fifth century A. D. This can be accounted 
for from the fact that most of these subject- 
gems were engraved to decorate the sacred 
yessels and paraphernalia of the church and 
altars in Byzantium. 

“With Constantine we find the Byzantine 
epoch in its maturity. With the simplicity 
of the early Christians we have remarked 
that everything like representation of the 
Godhead was eliminated or rather forbidden. 
It was the Byzantines who created for the 
gem market token cameos and intaglios in 
which were incised effigies of the Holy 
Family, and incidents in every phase in that 
series of events that never has been equalled 
in historic interest in the records of time; 
the birth, life, trial, sufferings, death, and 
resurrection of the Son of God, 

“Elaborate details characterized the cameos 


picturing the triumps of that Christian em-_ 


peror and the portraiture of his mother 
Helena. The annunciation, the visitation, 
the birth in the manger, the adoration of 
the wise men and the magi, the bearing of 
the cross. the crucifixion, etc. With the 
Byzantine epoch we meet with the Emperor 
Constantine as we turn from the first period 
of decadence, in fact, almost demise, of the 
art of the incisori. The justice, energy, and 
enterprise of Constantine showered benefits 
on all industrious men in the Eastern Roman 
world. Skilled workmen, spared from the 
absorbing conflicts of war, anew devoted 
themselves in peace to their mechanical avo- 
cations. Prosperity ruled and was assured 
to the people. Foremost among the artisans 
were the gem-engravers; the demand for 
their glyptic productions, and the amount 
produced, was phenomenal. 

“The dignity of Constantine’s successful 
empire was sustained by a retinue of court- 
iers; luxury characterized all the imperial 
decorations of his palace. His willing sub- 
jects supplied his demands and gratified his 
refined tastes by zealously executing his 
liberal commands in all branches of art, and 
especially in the art of gem-engraving, which 
contributed largely to the court adornment. 
Recognizing the near relationship between 
gems and coins, we here see that Constantine, 
shortly after he had established his empire 
in Byzantium, removed the pagan emblems 
from the coins of the empire, and issued 
others on which he caused to be impressed 
the legend illustrating and recording the 
peculiar incident of his conversion; to this 
was added a phcenix, emblematic of the 
renovation of his empire, together with the 
monogram of Christ, and the Angel of 
Victory, which in his vision had directed 
his course at the time of his conversion to 
Christianity and triumph over the pagan 
enemy, 

“At the time of his baptism at Nicomedia 
he clad himself in a white robe, and from 
that time he never resumed his imperial 
purple. This incident was also engraved, 
and formed the subject of a design on a 
later coin. The engravers employed by 
Constantine were incisori of the highest 
tank of that period; none others were in 
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favor. They executed portraits of his 
family, of his wife Fausta, of his sons, and 
of himself—in combat, in bust, on horse- 
back, in imperial power; always laureated, 
and principally on cameos, very few intaglios 
being cut at this time. Several important 
examples have survived the rack and ruin 
of time, and may be seen in the Bibliothéque 
Nationale at Paris, the British Museum at 
London, the Royal and Imperial Collections 
of Vienna and St. Petersburg, and in my 
collection. 

“These unique gems, those commissioned 
by Constantine, however, form a small pro- 
portion of the glyptic harvest from the 
Byzantine period, With Constantine com- 
mences the series of scriptural cameos, which 
continue during several years in Byzantia, The 
great number of cameos preserved from this 
epoch bearing scriptural subjects, which 
were ordered and engraved for reliquaries 
and every description of vessels, and for the 
adornment of altar book-bindings, for church 
and cathedral ceremonies, far exceeds in 
quantity those imperial portraits, and to an 
appreciator of distinctive specialties in a 
representative art collection they are more 
interesting. After a few heads of Christ 
attributed to the Sassanians, we meet in 
the reign of Constantine the first gem por- 
traits of our Savior. These sacred portraits, 
even at times rudely rendered, have often 
more divinity in them than many similar 
subjects: of a later period.”—MAxweELL Som- 
MERVILLE. 








Art Work Not Toil Only 





WE in America were given a vivid view 

of the absolute need of the art designer 
and trained artisan when the European mas- 
sacre recently cut off our imported supply 
and we had to depend upon ourselves. The 
campaign of applied-art preachments was 
heard throughout the land. And we ‘have 
progressed thereby to the extent of having 
gathered up a small community of art-loving 
spirits in our schools who are taking up 
their training for decorative creation with 
more or less determination. But the delight 
in the interesting work is often marred by 
the feeling that, after all, it is “labor,” even 
if of another kind. And the spirit of the 
worker becomes depressed, much to the 
detriment of the creative impulse. The 
English art schools went, also, through all 
that disheartening influence. But a few 
practical lovers of the applied arts were 
present and took to the platform to cheer 
up the despondent scholars. And they did 
great work and effective. Among that 
small group of devoted art teachers was 
William Morris, who had shown, in his 
own workshop what a true artist can do on 
things of beauty in the art of decoration. 
His telling words of aid in those lectures 
during the last quarter of the past century 
make for impulse. An excerpt from one of 
his speeches may help renew the vigor of 
those tempted to despondency in their work. 
Here they are: 

“Take for example a century of the By- 
zantine Empire, weary yourselves with read- 
ing the names of the pedants, tyrants, and 
tax-gatherers to whom the terrible chain 
which Rome once forged, still gave the 
power of cheating people into thinking that 
they were necessary lords of the world. 
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Turn then to the lands they governed, and 
read and forget a long string of the cause- 
less murders of Northern and Saracen pi- 


rates and robbers. That is pretty much the 
sum of what so-called history has left us 
of the tale of those days—the stupid lan- 
guor and the evil deeds of kings and scoun- 
drels. Must we turn away then, and say 
that all was evil?- How-then-did men live 
from day to day? How then did Europe 
grow into intelligence and freedom? It 
seems there were others than those of 
whom history (so called) has left us the 
names and the deeds. These, the raw ma- 
terial for the treasury and the slave-market, 
we now call ‘the people,’ and we know that 
they were working all that while. Yes, and 
that their work was not merely slaves’ 
work, the meal-trough before them and the 
whip behind them; for though history (so 
called) has forgotten them, yet their work 
has not been forgotten, but has made an- 
other history—the history of Art. There 
is not an ancient city in the East or the 
West that does not bear some token of 
their grief, and joy, and hope. From Ispa- 
han to Northumberland, there is no build- 
ing built between the VIIth and XVIIth 
centuries that does not show the influence 
of the labor of that oppressed and neglected 
herd of men. And so it was ever 
through all those days when Art was so 
vigorous and progressive. Who can say 
how little we should know of many periods, 
but for their art? I think that this knowl- 
edge we have of the life of past times gives 
us some token of the way we should take in 
meeting those honest and single-hearted 
men who above all things desire the world’s 
progress, but whose minds are, as it were, 
sick on this point of the arts. Surely you 
may say to them: When all is gained that 
you (and we) so long for, what shall we do 
then? I say, as we turn away 
from the flagstaff where the new banner 
has been run up; as we depart, our ears 
yet ringing with the blare of the heralds’ 
trumpets that have proclaimed the new 
order of things, what shall we turn to then, 
what must we turn to then? 

“To what else save to our work, our daily 

labor? With what then shall we adorn it 
when we have become wholly free and rea- 
sonable? It is necessary toil, but shall it 
be toil only? Shall all we can do with it 
be to shorten the hours of that toil to the 
utmost, that the hours of leisure may be 
long beyond what men used to hope for? 
And what then shall we do with the leisure, 
if we say that all toil is irksome? Shall 
we sleep it all away?—Yes, and never wake 
up again, I should hope, in that case. 
Once men sat under grinding tyrannies, 
amidst violence and fear so great, that 
nowadays we wonder how they lived 
through 24 hours of it, till we remember 
that then, as now, their daily labor was 
the. main part of their lives, and that that 
daily labor was sweetened by the daily 
creation of Art; and shall we who are de- 
livered from the evils they bore, live drear- 
ier days than they did?” 








Walter Ziesche, who has been in the jew- 
elry business at Lompec, Cal., for about six 
years, has purchased the Stillman store there 
and has opened a new business. larger 


stock of jewelry and a line of gift articles 
are being added. 
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Stern Bros. & C 


68 NASSAU ST. 
NEW YORK CITY 


Cutters and Importers 


DIAMONDS 


DIAMOND CUTTING WORKS 


and 


REPAIR DEPARTMENT 
68 Hunters’ Point Ave., Long Island City 


We employ the highest skilled mechanics 
for the repair, recutting and matching of 
regular and fancy shapes—Emerald Cut, 
Marquise, Triangular, Navettes, etc, 


a ae CHICAGO 
16 Sarphatistraat 31 No. State St. 
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LETTER TO THE EDITOR 


Interchangeable Mileage Book Bill Enacted 
Through Influence of the Traveling 
Salesmen’s Associations 


New York, Aug. 30, 1922, 
Editor, {HE JEWELERS’ CIRCULAR: 

Knowing as I do the vast interest with 
which traveling men await news of the ac- 
complishments in their behalf by the Na- 
tional Council of Traveling Salesmen’s Asso- 
ciations and likewise recognizing the splendid 
avenue that your publication affords for the 
dissemination of information relating to the 
interests of traveling salesmen, I wish to 
convey to you immediate data pertaining to 
our latest and most important accomplish- 
ment. 

Having recently returned from Washing- 
ton where I was present, Aug. 18, as a 
representative of the National Council of 
Traveling Salesmen’s Associations, invited 
to the capitol upon the invitation of the 
President of the United States, to witness 
the signing of the Interchangeable Mileage 
Book Bill. which was most recently enacted 
unanimously by both houses of Congress, 
I have a message of vast import to com- 
municate to the traveling salesmen of the 
country. 

At no time in the affairs of this nation 
have traveling salesmen occupied such a 
commanding position in national affairs, 
and there can be no more substantial evi- 
dence of the foregoing fact than that within 
48 hours after the bill was certified by the 
Chairman of the Senate and the Speaker 
of the House, the signature of the Presi- 
dent was affixed thereto, in approval, and 
immediately thereafter the bill was trans- 
mitted to the Interstate Commerce Com- 
mission for appropriate, final action. 

To those who are acquainted with the 
usual mode of procedure in instances of this 
kind, I need only say that these documents 
after they reach the Chief Executive of 
our country lie upon his desk for days upon 
days until they are reached in the ordinary 
course. 

Further, as significant of the wide interest 
that this legislation has attracted I need 
only say that there were present at the sign- 
ing of the bill some of the cabinet officers 
and most eminent statesmen, besides whom 
there were photographers representing many 
of the leading news publications as well as 
Press associations and the moving picture 
news weeklies, 

At frequent intervals during the day, from 
various authentic sources, there came to me 
word that at present three elements are 
recognized in Washington—the Farm Bloc, 
the Labor Group and the Traveling Sales- 
men; and the last by no means the least. 
What has brought about this unprecedented 
Prominence of the traveling salesmen in 
national affairs? Without hesitation and 
beyond peradventure of doubt, the tre- 
mendous, the continuous and _ persistent 
efforts of the National Council of Travel- 
ing Salesmen’s Associations have served to 
place the traveling salesmen of the country 
in that position which their commercial 
activities, their endeavor for the advance- 
ment not only of their interests but the 
interests of the general public are the under- 
lying and dominating causes. 

The traveling salesmen do not in my be- 
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lief realize the great power for good which 
they can exercise in molding public opinion 
and in shaping wise legislation at our na- 
tional capitol, 

Once the traveling salesmen are awakened 
to a full sensibility of their latent power 
there will be a solidification of purpose 
that will work for the great commercial, in- 
dustrial and financial betterment of the busi- 
ness structures of our great country and 
the National Council of Traveling Sales- 
men’s Associations will be the instrument 
through which these wonderful attainments 
will be reached, 

A few men with ideals are giving their 
time, their effort and their financial aid to 
the cause of traveling salesmen, and the pub- 
lic, without remuneration and without hope 
of future recompense other than the satis- 
faction that will accrue to them in having 
accomplished things that are worth while. 

For the support that you have given, that 
you are extending and that you may here- 
after accord to us, we are deeply sensible 
and sincerely appreciative. 

Yours for progress, 
(Signed) A. M. Logs. 
PRESIDENT NATIONAL COUNCIL OF TRAVELING 
SALESMEN’S ASSOCIATIONS. 








Roman J ewelry 





“R OMAN jewelry is most clearly a child 
of the Etruscan and Greek styles. 
First one of these races then the other yield- 
ed to the might of the Roman arms, The 
conquerors were always ready to take ad- 
vantage of any gift possessed by those whom 
they subdued, and their goldwork shows its 
origin very plainly, The earlier Roman 
jewelry seems to be derived from the Etrus- 
can, though considerably altered in course 
of time, and later they brought Greek ar- 
tists and workmen to Rome, who carried on 
their crafts, and instructed the Roman 
workmen in gem-cutting and other branches 
in which they excelled, thus giving these 
arts a fresh stimulus, Like the Athenians, 
the Romans constantly desired some new 
thing, and when the victims of Pompey 
were the means of introducing the fashion 
of splendidly carved gems, it was followed 
with an enthusiasm almost amounting to 
madness; and later, as de Baye points out, 
the art of the Barbarians was not without 
its influence. He quotes from the poet 
Corippus, who describes the dress of Justi- 
nius II, ‘A purple robe, flowing from the 
shoulders, drapes the person of Caesar. It 
is fastened by a fibula, the chains of which 
are glittering with precious stones, a trophy 
of his victory over the Goths,’ We find 
this love of gorgeousness frequently re- 
iterated in Roman history, and many in- 
stances are mentioned—for instance, Ser- 
vilia, the mother of Brutus, received as a 
gift from Julius Caesar a pearl valued at 
fifty thousand pounds; and Cleopatra’s ear- 
rings alone were valued at one hundred and 
sixty-one thousand pounds of our money. 
Lollia Panlina, the wife of the Emperor 
Caligula, adorned herself for an ordinary 
bethrothal feast with emeralds and pearls 
worth nearly three hundred and fifty thou- 
sand pounds. 
“This extraordinary extravagance is noted 
again and again, and we find that nearly a 
quarter of a million of our money was given 
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for a single piece of jewelry, These large 
figures would of course refer to splendid 
gems and pearls, more than artistic gold- 
work, After these historical accounts of 
senseless ostentation, it is pleasant to turn 
to those unwritten documents which tell of 
earlier times and of those less ostentatious 
pieces which were the ornaments of the 
bulk of the populace, These show us that 
while among the very rich of certain periods 
preposterously expensive ornaments were 
the vogue, there was also a style of Roman 
jewelry which, while lacking the daintiness 
and exquisite taste that marks the simplest 
piece of Greek workmanship, yet has the 
charm of varied color, wanting to a certain 
extent in Greek jewelry. This taste was 
satisfied in the richer classes by emeralds, 
sapphires, and other gems; and the lower or- 
ders supplied it by means of amber, am- 
ethysts, and other cheap stones, and espe- 
cially by beautifully tinted glass. “The 
glass gems of the populace,’ as Pliny calls 
these last, may have been held in contempt 
by those who had the real thing. 

“Coronets and crowns of gold and gems 
were much favored. Necklaces were gen- 
erally of pearls or beads, with cameos or 
coins interspersed here and there. Rings 
were of great importance and magnificence. 
Under Tiberius they were a sign of rank; 
those who wore them were legally sup- 
posed to be descended from three genera- 
tions of free men. But this rule could not 
be maintained, and it was relaxed till it 
stood that only a freeborn Roman might 
wear a gold ring. But even in this form 
it was not carried out stringently, and 
those who were inclined to invade it had 
their iron and silver rings coated with gold. 
Among the most successful of the simpler 
Roman jewels were the ear-rings; they are 
somewhat heavy in their proportions, but the 
earlier ones still generally emphasized the 
swinging movement which is such a de- 
lightful feature in Greek ear-rings, by be- 
ing hinged together in several parts or hung 
with chains. Towards the end of the Em- 
pire they, like other jewelry, became heavy 
and ugly.”—MaclIver PercivaL in Chats on 
Old Jewellery and Trinkets. 








Voluntary Petition in Bankruptcy Filed by 
Harry Melnick, Gloucester, N. J., Show- 
ing Assets of $833 and Liabilities 
of $3,224 


Trenton, N. J., Aug. 31.—Harry Mel- 
nick, jeweler, 34 King St., N., Gloucester, 
filed a petition in bankruptcy in the 
Federal Court here today. He gives lia- 
bilities of $3,224, composed of secured claims 
of $300 and unsecured claims, $2,924, while 
the assets are said to amount to $833, con- 
sisting of cash on hand, $5; stock in trade, 
$200; household goods, $50; machinery, tools, 
etc., $260; debts due on open accounts, $338. 

The court has referred the petition to 
Referee Samuel D. Oliphant, of Trenton, 
for a hearing at Camden ort Sept. 15. 

Some of the creditors holding claims in- 
clude: Camden—H. H. Teitelman, $300. 
Philadelphia—Crescent Jewelers’ Co., Inc., 
$750; William Miller, $425; Newark Jewelry 
Co., $300: S. Wederman, $225; B. Boren- 
stein, $600; S. Senian, $275; Walnut Street 
Finance Co. and William ‘Miller, jointly, 
$241. 
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SWISS WATCH INDUSTRY 
Interesting Facts and Statistics Submitted by 
the American Vice Consul at Zurich, 
W. H. Mathee 


In a long article which appeared in a 
recent issue of the Commerce Reports pub- 
lished by the Department of Foreign and 
Domestic Commerce, Washington, D. C., 
Vice Consul W. H. Mathee, stationed at 
Zurich, Switzerland, writes interestingly on 
the Swiss watch industry. This article 
reads as follows: 

The Swiss watch and clock industry, un- 
like other Swiss industries, does not suffer 
acutely from competition, because no coun- 
try, which before the war was not a watch 
and clock producer, can have commenced 
manufacturing on such a scale as to con- 
stitute a menace to Switzerland’s well-estab- 
lished foreign trade. Therefore, although 
much time will pass before flourishing con- 
ditions will obtain, the Swiss clock 1nd 
watch industry promises to come back into 
the strong position it occupied before .the 
present depression commenced. 

On Dec. 6, 1921, the Swiss Federal Coun- 
cil (Bundesrat) appropriated 5,000,000 
francs as a temporary subsidy to aid Swiss 
watch manufacturers in competing in coun- 
tries having depreciated currencies. 

The effect of this subsidy on the Swiss 
watch industry is commented on in the 
Neue Zeurcher Zeitung, as follows: 

“The Bundesrat Confederation Council, 
sharing the opinion held by influential 
watchmakers, decided for a system of ‘sub- 
sidy increase, with the idea of facilitating 
the watch exports to countries with depre- 
ciated currency. For each one of these foreign 
markets the delivering manufacturer is 
guaranteed an export rate only a few points 
above the midday rate of exchange. The 
guaranty makes possible the delivery and the 
employment of workmen without degenerat- 
ing into a protection of profit for the manu- 
facturers. : . 

“In March, 1922, this act, by a decree of 
the Department of National Economics, was 
adapted in certain points to practical usage, 
according to lessons learned by the experi- 
ence of the first few weeks. For instance, 
a fixed contribution instead of a changeable 
quota was decided upon for some countries 
where a stable rate of exchange could not be 
ascertained, as they paid their bills with 
foreign bills of exchange and especially with 
Swiss francs. Furthermore, stipulated rates 
of exchange adapted to conditions for the 
various countries of export have been, and 
continue to be, made public from time to 
time since the first of the year. 

“This credit presumably will satisfy the 
Tequirements of the watch industry until 
the end of the year. It has imparted a living 
impulse to the whole industry and is a 
Prominent factor in reducing unemployment 
in the watchmaking district of the Jura. 

“At a meeting of the supervising com- 
mission for the execution of the subsidy it 
was reported that from December, 1921, to 
July, 1922, 8,683 export requests came in, 
which represent an export value of about 
20,000,000 francs. To date subsidy requests 
to the amount of 3,000,000 francs have been 
granted and 500,000 francs had been naid out 
Up to the cnd of May.” 

From Dec., 1921, to July, 1922, Switzer- 
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land exported 7,350,000 francs worth of 
watches and clocks to Germany, 2,480,000 
francs to France, 1,775,000 francs to Bel- 
gium, 1,642,000 francs to Italy, 1,639,000 
francs to Argentina, and 1,526,000 francs 
to Czechoslovakia. The filling of these or- 
ders would make possible the reinstatement 
of 2,399 unemployed workmen. Switzer- 
land exported $1,299,432 worth of watches, 
clocks, and parts to the United States dur- 
ing the last quarter of 1921, and $1,391,000 
worth during the first quarter of 1922. 

The total value of watches and clocks 
exported from Switzerland amounted to 
$6,577,729 for the third quarter of 1921, 
$7,381,545 for the last quarter of 1921, and 
$5,968,146 for the first quarter of 1922. 

Decreased exports to Germany and Aus- 
tria are chiefly responsible for the drop in 
total values in the first quarter of 1922. 

From these figures it can be seen that 
the value of exports in the fourth quarter 
of 1921 increased over the value of exports 
during the third quarter. This increase was 
probably due to the Christmas trade. The 
notable decline in export values for the first 
quarter of 1922 is indicative of the real state 
of affairs in the Swiss watch and clock in- 
dustry. 

On July 31, 1920, there were 147 persons 
wholly unemployed and 4,916 partially un- 
employed in the Swiss watch, clock, and 
jewelry industry. This number rose to 
20,403 wholly unemployed and 7,324 partially 
unemployed on Dec. 31, 1921. However, by 
Feb. 28, 1922, the number had decreased to 
19,447 wholly unemployed and 5,132 partially 
unemployed. The improvement shown in the 
February figures indicates better conditions, 
which have not yet been reflected in an in- 
creased value of exports. 








British Imports of Clocks and Watches 


During the first six months of 1922, ac- 
cording to Alfred Nutting, clerk in Ameri-- 
can consulate general at London, England 
imported 1,694,717 clocks, as compared with 
994,377 during the first half of 1921. The 
majority of these came from Germany, with 
the United States second in each year. Dur- 
ing the first half of 1922, 1,100,000 watches 
were also imported, as against 950,000 in 
the corresponding period of 1921. 








Market for Fountain Pens in Lyon, France 


The demand in Lyon for fountain pens, 
states Vice Consul Hugh S. Fullerton in a 
recent issue of the Commerce Report, is a 
consistent one and those of American manu- 
facture occupy a prominent place on the 
market and are considered superior to for- 
eign makes. Well-known American pens 
are found in most of the stationery stores in 
Lyon and have a very large sale. Due to 
the exchange situation, however, the price 
of American pens is considered high. 

There is considerable competition with 
British makes. British pens may be mar- 
keted in France for approximately half the 
price of American pens, the average price 
for a British fountain pen being 30 francs. 

Many American firms desiring to export 
to France and who deal in products some- 
what similar have found it to their ad- 
vantage to establish a branch house in Paris 
and to deal with retailers from there. 


However, an exclusive agency might be 
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granted for this district to some established 


firm in Lyon. The usual terms of sale for 
fountain pens and articles of the same kind 
are 30 days’ credit, with 2 or 3 per cent 
discount, or 60, 90, or 120 days’ credit with- 
out discount. 








CLOCK. DESIGN CONTEST 
Prizes Aggregating $1,200 Offered by Buf- 


falo Concern 


Believing that the art of clock design- 
ing has failed to keep pace with the 
general advance in decorative and commer- 
cial art, awards amounting to $1200 are 
being offered by the Cloister Clock Corpora- 
tion of Buffalo, N. Y., for the best designs 
of clock cases in three general classes. A 
distinguished jury has been selected to make 
the awards in the competition. It consists 
of Charles Dana Gibson; Richard F. 
Bach of the Metropolitan Museum of Art; 
Albert M. Kohn, of Theodore A. Kohn & 
Son, jewelers, New York; C. Mat- 
lack Price, editor and art critic; and Russel 
F, Whitehead, secretary of the Architectural 
League. 

The fact that the clock designs of the 
Willards and Eli Terry, who completed 
their work over a century ago are still 
recognized as leading in the field of clock 
design in America makes it apparent that 
clock designers have not developed their art 
on a plane worthy of the inspirations and 
impetus so early given. The donors of the 
prizes in the present competition: believe 
that this has been due to lack of incentive 
rather than the exhaustion of the field or 
a lack of ability on the part of designers 
to produce new and finer conceptions. Their 
purpose, in the competition, is to supply 
this incentive. 

The awards include three first prizes of 
$250 each, three second prizes of $100 each, 
three third prizes of $50 each, and nine 
honorable mentions. The prize winning de- 
signs become the property of the Cloister 
Clock Corporation, which also reserves the 
right to purchase at a fair price any designs 
which do not win prizes. The competition 
closes Oct. 23. 

One set of prizes is offered for an upright 
mantel clock of wood greater in height than 
breadth, and another for a case of the same 
general proportions, in. metal. The third 
set is offered for a mantel clock case of 
wood greater in breadth, at the base, than 
in height. The cases must have a minimum 
inside height of seven and a half inches, an 
inside breadth of four inches, and an in- 
side depth of four inches. 

While open to every one, the competition 
is expected to be of particular interest to 
artists, architects, designers and drafts- 
men. 








D. P. Pearson has taken over the Wade 
jewelry store at Alma, Wash., having pur- 
chased the stock and business from Mr. 
Wade. Mr. Pearson is well known in 
Elma and vicinity, having been with Mr. 
Wade in the store during the past four 
years. As soon as the east part of the new 
C. E. Gouty building is finished it will be 
occupied by Mr. Pearson with a new stock 
of jewelry. Mr. Wade will go to Tacoma. 
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HOPE SAPPHIRE 
aciameenees 


Capitalizing 
the Vogue 
of the Sapphire — 


OU need not go to the Rue de La Paix to con- 


vince yourself that the present jewelry vogue fea- 
tures the blue sapphire. Your own sales tell the story. 


The supply of genuine sapphires is exceedingly 
limited. Heller Hope Sapphires* (the only blue 
synthetic sapphires obtainable) therefore, form the 


chief basis for capitalizing this sapphire vogue. 


The recent U. S. Supreme Court decision, upholding the patent 
rights of this concern to the sole and exclusive sale of blue synthetic 
sapphires, is timely and fortunate. Not only is it now possible for 
us to more vigorously advertise and popularize sapphire - set 
jewelry—but, equally important, the sale of such jewelry is sure 
to be profitable. Stable prices and controlled distribution are as- 
sured by the Court decision, while unchecked and ruinous price 
cutting becomes a thing of the past. 


To be fully effective, however, jewelers and manufacturers must co- 
operate with us. It is the old, old story of capitalizing an oppor- 
tunity thru cooperation. 


L Heller € Son, ne 


Paris PROVIDENCE GENEVA 
358 FIFTH AVE., NEW YORK 


Producers Delta The Royal 
of Peaawes Purple Line 


* The Heller Hope Sapphire was first discovered by the famous Frencli 

chemist, Professor Verneuil, at the Heller Paris Laboratories. Hope 
Sapphires are obtainable either from this concern direct or from its 
licensed agents. 
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The News from England 





London Jewelers Preparing for Fall and Winter Business—“Mysterious Dia- 
mond” Weighing 44 Carats Displayed by Hatton Garden Diamond Mer- 
chant—Old Silver Taken from Sunken Treasure Ship—Diamond 
Dealers Going to British Guiana—Goldsmiths’ and Jewelers’ 

Annuity Institute to Hold Election 

















Lonpon, Aug. 22.—Retail jewelers are 
now laying their plans for the Fall business 
which usually follows on the heels of the 
Summer holidays when people return to the 
metropolis from the seaside resorts. The 
jewelers dress their windows with particular 
care for the termination of Summer holi- 
days marks the commencement of the town 
season with its round of social functions, 
theatrical parties, and Winter fashions. By 
the commencement of October the town sea- 
son is in full swing and there are special 
purchases of jewelry, particularly of the 
personal type. Any new jewelry fashions 
are eagerly studied by the women and hair 
ornaments and corsage pendants, earrings 
and finger and wrist adornment are pur- 
chased rather freely. There are a number 
of new designs in decorative jewelry now 
being marketed and the wise jeweler is giv- 
ing them a good position in his September 
windows. 

x ok x 


Quite a lot of interest has been aroused 
here in the so-called “mystery diamond” 
now in the possession of Gordon Nathan, 
the Hatton Garden diamond merchant. This 
diamond so strongly resembles the famous 
Hope diamond in size, shape and weight that 
dealers and experts are anxious to obtain 
possession of it. Mr. Nathan, however, 
says he is not over keen to dispose of it yet 
awhile. The Sunday Express photographed 
the gem. It reaches to the top edge of a 
50-cent piece stood on end. It is slightly 
yellow in hue—what is known in the trade 
as “Cape-white.” Mr. Nathan says he 
knows nothing of its age or history, al- 
though he has an idea it is a gem from the 
famous Romanoff collection. He bought 
it a year ago and sold it to an Indian col- 
lector who was unable to make the neces- 
sary payment and returned it. Just now 
the diamond dealer is inundated with letters 
from interested people, many of whom urge 
that the stone be named after Princess Mary 
or the Prince of Wales. A whole list of 
names has been submitted as suitable for 
the gem, while many efforts for its purchase 
have been received. It is a 44-carat stone, 
and for want of a better name is at present 
known as the “Mystery Diamond.” At his 
offices Nathan has a cardboard model of the 
Hope gem on show and this offers proof of 
the striking similarity between the two 
Stones, 

x * * 


What is thought to be another magnificent 
piece of jewelry from the Romanoff collec- 
tion has been held up by the Customs offi- 
cials at Arlon on the Luxembourg frontier 
this week. The gem, a pear-shaped emer- 
ald, surrounded by 20 diamonds and mounted 
i antique chased silver, the whole sur- 
mounted by a large diamond, was seized at 
the post-office. The Independent Belge says 


that the item of jewelry is valued at around 
180,000 francs. 
* *k * 

Lieutenant-Colonel Mackenzie Foss, who 
is endeavoring to recover treasure from the 
Spanish Armada galleon sunk off Argyll- 
shire in 1588, reports that the worst of the 
work is believed to be over. Diving oper- 
ations are being conducted on what is 
reputed to be the Almirante de Florencia, 
the Armada’s treasure ship. She is be- 
lieved to have on board 30,000,000 reals, a 
silver coin worth about 12 cents. Although 
salvage work has been going on since 1661, 
moving silt has baffled the operators re- 
peatedly. Foss started his operations in 
1909. Within a year the vessel had been 
located in 60 feet of water and 27 feet of 
mud, At present divers are walking on her 
deck in places, the mud depth having been 
reduced to three feet. So far swords, can- 
non, coins and gun metal rich in nickel have 
been brought up. The first sale of such 
relics realized $4,500. This week a three foot 
silver salver has been brought to the sur- 
face by the woman diver Margaret Naylor. 

kk Kk x 


The trade here learns that representatives 
of the diamond dealers in Europe and 
America have arrived in British Guiana 
to enquire into the prospects of the dia- 
mond industry there. 

x *k * 

In connection with the Goldsmiths’ and 
Jewelers’ Annuity, the election for which is 
being held the last week of the present 
month, active canvassing is being done for 
prospective beneficiaries. Alfred C. Forster, 
66, who has worked as a cutter and polisher 
of rubies, sapphires and emeralds for 45 
years, 15 of which were spent with J. A. 
Foster & Son, 29 Holborn Viaduct, is likely 
to get a good number of votes. His case 
is strongly supported by such houses as 
Mappin & Webb, Spink & Son, Ltd., and 
J. B. Carrington. The election will be held 
under the auspices of the Goldsmiths’ and 
Jewelers’ Annuity Institution. | 

x * * 

Outside South Africans, the feature of 
the Stock Exchange this week is the revival 
of speculative interest in Mexican silver 
mining. The city understands that $4,200,000 
worth of gold is being imported by Wall 
Street from London. 








Extensive repairs to the front of the 
store room at 205 S. Phillips Ave., Sioux 
Falls, S. Dak., are being made and the in- 
terior of the building is also being remodel- 
led to suit the needs of W. C. Smith of 
Huron who planned to open a jewelry 
store at that address Sept. 1. Mr. Smith has 
been in the jewelry business at Huron for a 
number of years and is an experienced 
jeweler. 
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BOUND, GAGGED AND ROBBED 





Two Bandits Visit Buffalo Jewelry Store and 
After Holding Up Proprietor and Watch- 
maker, Escape with Valuable Loot 


Burra.o, Sept. 1—Binding and gagging 
Richard M. Bartsch, jeweler, 590 Genesee 
St., and an employe, William Reif, in the 
back room of the store om the morning of 
Aug. 30, two daylight bandits took $204 
from the safe and cash drawer, a tray of 
11 diamond rings valued at $875 from the 
window, locked the front door and escaped. 
Bartsch, despite his bonds, managed to work 
a knife from his pocket and cut himself 
free. An unmarked handkerchief and a 
quantity of wire with which they tied their 
victims were the only things the robbers 
left behind them. Police have been able 
to find no other witnesses other than Bartsch 
and Reif. 

Bartsch described the pair who robbed 
him as being between 22 and 25 years old 
and apparently Americans. When the pair 
entered the store Bartsch was behind the 
counter. Reif was working at a watch re- 
pair bench in a room at the rear of the 
store. 

“We want to see some 21-jewel Elgin 
watches,” said one of the men. 

“I haven’t any in stock,” replied Bartsch, 
“but I have some other good makes,” and 
he listed some. The man shook his head. 

“No,” he said, “those won’t pass railroad 
inspection.” 

“I forgot to tell you I have a Bunn 21- 
jewel watch,” said Bartsch. 

“Let’s see it.” 

Bartsch stooped to get the watch. When 
he arose he was looking into the blue steel 
barrels of a pair of revolvers in the hands 
of one of the men. 

“Stick ’em up,” snarled the bandit. “Keep 
‘em up, too, or I'll drill you. Just move 
along to the back of the store.” 

Going to the rear they surprised Reif, 
who, busy at his bench, had not noticed the 
entrance of the two men. He, too, was 
made to elevate his hands. 

The bandits then produced some insulated 
copper wire, with which they bound the 
wrists and ankles of the victims. When 
the supply gave out they used some cord 
and took some additional wire from a pic- 
ture in the store. They gagged Bartsch and 
Reif. In the jeweler’s mouth they thrust a 
handkerchief. They then went through his 
pockets and took his keys. 

Going to the safe they took $191 in cash. 
From the till they helped themselves to $13. 
They took the rings and watches from the 
window and then, locking the front door, 
they made their getaway. 

Bartsch, working feverishly, managed to 
get the knife which was attached to a 
Waldemar chain, from his pocket. Despite 
the interference of his hands he was able 
to open the knife and finally cut the cords 
that bound his wrists. In a few minutes 
both he and Reif were free. He then noti- 
fied the police. 

Detective Sergeants Masters and Percy, 
who responded to the call, were unable to 
find any other witnesses. They believe the 
bandits used an auto in making their escape. 


S. M. Molloy recently sold out his dusi- 
ness at Webb City, Mo. 
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Diamonds 





Values Always 


And a policy of fair dealings with 
the deep conviction that through 





service comes Volume. 


ARNSTEIN BROS. & CO. 


170 BROADWAY NEW YORK 
31 N. STATE ST. CHICAGO 

LONDON: AMSTERDAM 
Audrey House, Ely Place 6 Tulp Straat 


We Sell 
Diamonds Exclusively 
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Details of Ohio Retail Jewelers’ Convention 





Resolutions Adopted, Officers Are Elected, and Other Business Transacted at 
Meeting in Cincinnati—Ladies Auxiliary Formed at Banquet 








beers 





Cincinnati, O., Aug. 30.—The State con- 
vention of the Ohio Retail Jewelers’ Asso- 
ciation was opened with a preliminary ses- 
sion on Sunday night, Aug. 27, at the Hotel 
Sinton, it being an executive session, at 
which the general outline of work for the 
coming year was discussed, and the conven- 
tion duties assigned to the various members. 

The main session of the convention was 
called about noon on Monday, in the 
ballroom of the Sinton, with President W. 
A. Inskeep, Columbus, in the chair, (as 
briefly reported by telegraph to THE JEWEL- 
gers’ CirCULAR of Aug. 30). 

The minutes of the last meeting were 
read and approved. This ‘was followed by 
the address of the president, who spoke as 
follows : 


ADDRESS OF PRESIDENT INSKEEP 


There is no occasion during the year that I 
look forward to with greater pleasure than the 
privilege of attending the State and national re- 
tail jewelers’ conventions. These gatherings afford 
opportunity for bringing up many matters of im- 
portance which affect our trade, It gives retail 
jewelers the opportunity to unburden themselves 
regarding trade abuses and to suggest proper reme- 
dies for their correction. The idea of price cut- 
ting which is usually quality cutting—sharp 
methods of business dealing—fraudulent or ques- 
tionable advertising are being swept aside. 

Leaders at jewelers’ convention are urging the 
idea of placing the jewelry trade on a higher plane 
and frowning on deception of any kind. 

Retail jewelers should so conduct their business 
from an ethical standpoint that those who do not 
conform to the new order of dealing will be forced 
to seek other fields. 

Jewelers should get out and mix with other 
jewelers at every cpportunity and see their methods 
of doing business. Adopt what you think will 
help you in your business. You will often get 
ideas that can be improved dn by giving them a 
little thought so that new ways of doing things 
will work even better for you than the fellow 
you borrowed the idea from. I have never at- 
tended a convention that I didn’t get enough ideas 
—when put into practice—but that they more than 
paid for the time and money spent in going to the 
convention, 

Our State meeting this year will be for the 
transaction of the order of business. Our Na- 
tional President E. A. Hufnagel and h‘s committee 
have arranged a wonderful program—the sub- 
jects to cover many phases by men who are na- 
tionally known leaders in their line. Look over 
the program carefully and note when these 
meetings will be held, and be on the job when 
the time arrives. 

The entertainment features arranged have 
meant a great many hours of sacrifice to the 
jeweler—manufacturers—wholesale and retail who 
had charge of their arrangements as well as a 
liberal expenditure of money. Criticism are some- 
times made of the social accomplishments in trade 
associations. Judging from results, it is a ques- 
tion of how strongly social adventures of these 
conventions should be condemned. Experience has 
shown that association, when both business and 
social affairs receive a fair proportion of recog- 
nition, are generally the most successful in the 
long run, both in size and accomplishment. The 
Primary function of an association is the con- 
sideration and development of plans for the bet- 
terment of the trade and for the elimination of 
evils that exist. 

Members who through strict adherence to busi- 
ness in meeting came as strangers and go away 
as strangers who through lack of opportunity for 
mixing socially with their fellow craftsmen, can- 
hot be expected to work to the best advantages of 
the association membership as a whole. The social 
side of association work must receive attention. 
The individual who meets his compe‘itor in associa- 





tion circles learns to call him by his first name— 
finds out many good points as a man and his 
personal views in various phases of business—is 
doing much to make impossible competition con- 
ditions that are unethical and annoying. Many 
things that might be done to an advantage with- 
out straining your conscience would seem rather 
raw to try on a fellow even though he is a 
competitor—who is regarded as a personal as well 
as a business friend. 

There is little reason why all jewelers should 
not belong to the Retail Jewelers’ Association. 
Mr. Alfred O. Bald, secretary of the New York 
State Association puts it up to jewelers as a busi- 
ness proposition and says in part: 

“Many a jeweler pays $10 a year to various 
lodges that do little or nothing to boost this busi- 
ness or joins the golf club, country club, social or 
athletic club, and thinks nothing of it. Then he 
gets a car and a license plate, accumulates a lot of 
repair bills, maybe he gets ‘pinched’ for speeding, 
but thinks it is all worth the money. 

“But where does all the coin come from? 
Usually from his business. They why should any- 
cne kick on paying say $10, or $25 per year, if 
you please, to insure his business against all kinds 
of dangers and annoyances that are sure to at- 
tack it, if he has no organization to fall back on. 
He insures his life, his home, his car, his store, 
maybe he takes out some health and accident in- 
surance, but unless he supports his trade organiza- 
tion he is failing to insure his income that is so 
necessary to take care of all of these other ex- 
penses, 

“If you are not a member Join now—if you 
have not paid your dues—Do it now. No jeweler 
has a reason to complain about membership costs; 
when by becoming a member he can insure in the 
National Jewelers’ Mutual Fire Insurance Co, and 
save 33 1/3 per cent of his insurance costs on his 
stock, store building, dwelling and contents, This 
saving will pay your dues many times over, and 
assist materially toward paying your expenses to 
conventions. Just a plain Business Proposition.” 

During the past year the Ohio association has 
given support to the National Revenue Tax Com- 
mittee for the elimination of so-called luxuries tax. 
The attempt last Fall was not successful, but there 
is a bill that will be brought before the coming 
Congress—a uniform manufacturers’ sales tax bill 
which we will probably be asked to support. De- 
tails of the tax situation will be given you at 
various times during the next few days. A large 
membership in every State to back-up the work 
done by the national association affairs is absolute- 
ly necessary. Last Spring the State officers and 
members of the membership committee working 
with Field Secretary Walter Mellor, succeeded 
in enrolling many new members to State associa- 
tion, figures covering this activity will be given 
you in the secretary’s report.. The officers and 
members of the various committees are constantly 
receiving communications regarding various trade 
evils and these are taken cate of to the best of 
their ability or passed on to the national associa- 
tion for their consideration. 

Mr. Hufnagel is going to arrange a plan where- 
by the president and secretary will be in closer 
touch with each other and the national officers 
ought to produce very good results. 

To those who are attending this convention I 
would say it is the desire of those that arranged 
the program that everyone get all the good possible 
out of it—and this can best be done by putting all 
you can into it. If you will do this I am sure you 
will be well repaid for coming here and will look 
forward through the comng year to convention 
time and consider it a privilege to attend the re- 
tail jewelers’ association meetings and take part in 
them. 

E. R. Abrahamsen, Cleveland, presented 
the secretary and treasurer’s reports, which 
are given below: 


REPORT OF SECRETARY ABRAHAMSEN 
The secretary’s office has been a rather busy 
place the past year. With the number of de- 
linquents that the slow times last year created, 
and the activities of arranging for the national 
convention, a necessity of much extra correspond- 
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ence was created. Thousands of letters have gone 
out from the office. That they have been well 
received and successful the many paid-ups of past 
due accounts bear witness. Then later on we 
had the work of compiling the souvenir program. 
We went into the campaign with the intention of 
making a record. If we have not set it, it is 
not because we have not been insistent and per- 
sistent, but because we were not able to make 
our friends the wholesalers and manufacturers 
see the light. The book is out,—5,500 of them 
have been mailed to all the members of the na- 
tional association from Coast to Coast. We only 
hope that it will induce the recipients to respond 
by attending the convention. 

Ohio had a membership drive early in the year 
under the management of Field Secretary Mellor. 
This campaign was carried on all over the State 
and resulted in writing up 101 applicants. Of 
these, however, we have not been able to collect 
more than 68. The balance, although they signed 
their applications, it seems to be impossible to 
bring them across with the dues. We are now 
again working on another drive; so far it has 
netted six members. These are all paid up and 
to my notion there will be no more applications 
accepted without the cash attached. There is too 
much work and detail in the office to try to carry 
a lot of near members that do not pay up. The 
campaigns on the whole have been quite success- 
ful as we have an increase of 52 new members 
to this date. If they are so from a financial 
standpoint the next year’s collections and the field 
secretary’s expense account will tell better than 
I am able to at this time. 

There have been many rather trying move- 
ments in the work of the office, particularly in the 
effort of making up a good souvenir program. 
But the secretary cannot but give thanks to the 
wholesalers and manufacturers that so splendidly 
responded and co-operated to make it a success. 

The treasurer’s report will be rather short. We 
have had unusual expenses but also unusual re- 
ceipts .and we will be left in very good shape 
financially after the convention. The Ohio asso- 
ciation will be able to carry on, thank you. Ex- 
act figures are only of interest to the members, 
and they will go to each man as soon as the con- 
vention report goes out. 


Reports of standing committee were then 
called for, and G. J. Daum, Port Clinton, 
presented resolutions as follows: 


Resolutions 
RESOLVED: That we most. heartily endorse 
the activities of the National Jewelers’ Publicity 


Association in all their efforts to promote the sale 
of jewelry and kindred lines, and especially in 
their campaign to popularize our slogan “Gifts 
That Last’ and further recommend that all our 
members make every possible use of this slogan 
in their advertising, stationery and window dis- 
play. 
* * * 

Resotvep: That the service rendered to the 
jewelry trade for so many years by the Jewelers’ 
Security Alliance, with constantly increasing ef- 
ficiency, is fully appreciated and earnestly recom- 
mended that all our members co-operate with this 
useful organization to the fullest extent in its ef- 
forts to prevent burglarly and theft. 

* * * 


We urge all our members to place their fire in- 
surance on stock, home, and all other fire-risks 
with the National Jewelers’ Mutual Fire Insur- 
ance Company of Wisconsin, thereby saving ap- 
proximately one-third on the cost of their insur- 


ance, 
* * * 


We ask that every member of the organization 
give his fullest support to the Horological Insti 
tute of America, so as to insure for the future 
an adequate number of competent watchmakers 
to take care of the ever-increasing requirement 
of our great country. 

* * * 

We recommend that every jeweler coming into 
possession of knowledge of unfair trading, mis- 
representation, false-stamping, and so forth, ob- 
tain all evidence possible so that proper report 
can be made to the Federal Trade Commission, 
which, under authority vested by Congress, is now 
mest energetically engaged in the suppression of 
fraudulent business practices. 

* * * 


We commend the silverware manufacturers who 
acted upon the suggestion of the silver committee 
of the national association, by invoicing  silver- 
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ware at retail prices with a fair discount and 
further commend them for their publicity cam- 
paigns to increase the sale of silverware and stand- 
ardize their price lists to fit a uniform binder 
selected by our association. 

* * * 

We recommend that the national association at 
its convention adopt a code of ethics and business 
practices. as ad 

We again place this association on record favor: 
ing the repeal of the present retail jewelry tax. 

Copy of this resolution to be wired to out 
senators and the chairman of the Revenue Tax 


Committee. 
* * * 


We also extend our thanks and appreciation 
to the trade press for its interest and publicity 
given this convention, and association activities 


during the year. 
* * 


We commend the. work of the Harvard Research 
Bureau and ask our members to adopt the plan 
of accounting and business systems planned and 
perfected by this bureau. 

” * + 

We commend the National Jewelers’ Board of 

Trade for their effort to secure the enactment of 


a National Stamping Law. 
. oo * 


We extend to our national president, Edward 
Hufnagel, our sincere gratitude for the splendid 
work done by him during the past year, giving 
up so much of his valuable time and efforts to 
promote the general welfare of the jewelry trade, 
and furthering the organization work of our as- 


sociation. 
* * * 


The thanks of the association are tendered to 
all our officers, especially do we feel deeply grate 
ful to our worthy president, and secretary who, 
by their faithful and consistent efforts, have done 
much for the general good of the jewelers of 


our State. 
* * * 


We could not think of leaving the city of Cin- 
cinnati without expressing our thanks for every 
courtesy extended to the visiting members of our 
craft by every citizen of the community, especially 
the Cincinnati local jewelers, the wholesalers and 
manufacturers, the Cincinnati Chamber of Com- 
merce for the moral support and entertainments 
given our members and retail jewelers and visitors 
while in the City of Cincinnati. We also wish to 
give our appreciation to the trade press and local 
papers for their support in giving us publicity 
to make this convention a success. 

G. J. Daum, Chairman, 
Frank X. Russert, 
J. C. Duncan. 


The present officers were unanimously re- 
elected, as follows: President, W. A. Ins- 
keep, Columbus; first vice-president, C. J. 
Duncan, Massilon; second vice-president, 
James Aylward, Bucyrus; secretary-treas- 
urer, E. R. Abrahamsen, Cleveland; execu- 
tive board—A. L. Thoma, Piqua; G. J. 
Daum, Port Clinton, and F. X. Russert, 
Cleveland. 

A. L. Thoma reported that the member- 
ship drive resulted in the addition of 107 
recruits to the ranks of organized jewelry 
effort. 

The meeting adjourned at this point, as 
the members were busy in serving the rush 
of arriving members to the national con- 
vention. 

The Banquet 

Following the meeting on Monday of the 
Ohio State Retail Jewelers’ Association 
came the banquet that evening in the large 
banquet hall at the Sinton. Among the 
guests of the Ohio State association were 
the officers of the national association, the 
committee in charge of the entertainment of 
the visiting jewelers and the representatives 
of the Canadian Jewellers’ Association, A. C. 
Skinner, first vice-president, and P. M. Chap- 
man, chairman of the Toronto District. 

The banquet was started: informally and 
during the serving of the dinner Alfred O. 
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remarks. 


Bald, secretary of the New York State 
Jewelers Association, led in the singing of 
popular and old-time songs. 

President William A. Inskeep, of the 
Ohio association, announced that no formal 
program had been arranged for the evening 
and that there would be no elaborate speech- 
making, as the time would be devoted to 
the general get together meeting and the 
song fest. He then called upon National 
President Edward H. Hufnagel for a few 
President Hufnagel responded by 
voicing his pleasure at having the oppor- 
tunity of meeting with the Ohio jewelers 
and others, and said that while he did not 
have in mind the making of an address at 
this time, he wished to impress one thought 
upon those present, and that was that every- 
one should make it his business to see that 
every jeweler received a hearty welcome 
and was made to feel that his trip to the 
convention was really a worth-while one. 
He said he knew that the officers and mem- 
bers of the Ohio State association and the 
entertainment committee would be sure to 
extend a hearty welcome to all visitors, but 
that in addition he urged that everyone help 
along in this way. In closing he called at- 
tention to the fact that there were those 
present who had traveled thousands of miles, 
and that that kind of a spirit is what asso- 
ciation work needs. 

President Inskeep next announced that 
George H. Opie, of the Wadsworth Watch 
Case plant, Covington, Ky., wished to make 
a brief announcement. Mr. Opie then ex- 
tended an invitation to all of the jewelers 
and their wives to visit the plant. 

As the dinner proceeded President Ins- 
keep announced that a story telling contest 
would be held, and that Col. S. O. Bigney 
had presented an award for the person who 
was declared by a committee of ladies as the 
one who had told the greatest lie. The con- 
test dragged a bit at first, as no one seemed 
to think of a prize winning lie, but within 
a short time a number of contestants volun- 
teered their. services, and the fun was on. 
Space forbids our going into details as to 
the stories which were told, but suffice it 
to say that the committee, of which Mrs. 
A. O. Bald was chairman, decided that the 
story which Claude Wheeler, western man- 
ager of THE JEWELERS’ CircuLar, told about 
Colonel Bigney was the prize winning fab- 
rication of the evening. 

After the award, a gold knife and chain, 
had been presented to Mr. Wheeler, he 
offered it at auction to the highest bidder, 
the amount of money received to go to the 
Ladies’ Auxiliary of the Ohio State Retail 
Jewelers Association. 

It was discovered at this point that the 
Ohio Association had no auxiliary, and 
Walter Mellor, Field Secretary of. the 
A. N. R. J. A., said that that being the case, 
it was high time that such an organization 
be formed. He then asked all the Ohio 
ladies to arise from their seats at the tables 
and asked them if they desired to form such 
an association. They caught the spirit of 
the evening, and were unanimous in their 
desire to organize, the result being that the 
following officers were elected: President, 
Mrs. F. X. Russert; vice-president, Mrs. 
James Aylard; treasurer, Mrs. John Rich, 
and secretary, Mrs. E. B. O. Smith. 

President Hufnagel was then called upon 
to sing a solo, and favored with “Avalon.” 
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He has a fine voice, and was roundly ap- 
plauded. The gathering then turned its at- 
tention to the auctioning of the award. It 
was bid in by Claude Wheeler for $15 
amid much fun making, whereupon Colonel 
Bigney declared he would add five dollars 
to Mr. Wheeler’s bid, his intention being to 
give five dollars in addition to the Ladies’ 
Auxiliary. A more literal translation of 
his meaning was, however, unanimously 
voted by the diners, it being declared he 
must pay $20. Catching the humor of the 
situation Colonel Bigney said he considered 
it a worthy cause, and would make it $30, 
whereupon the $45 were turned over to the 
newly elected treasurer of the auxiliary. 

Colonel Bigney then made a short presen- 
tation speech and gave to Mrs. Inskeep, 
wife of the president of the Ohio State 
association, a gold camea brooch on behalf 
of the members of the Ohio State association. 

Following the banquet, a moving picture, 
“The Making of a Watch,” was shown by 
the Illinois Watch Co. This concluded the 
evening’s gaiety. 
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A NARROW ESCAPE 
Spartanburg, S. C., Jeweler and His Wife 
and Friends Hurt When Automobile 
Turns Over on Slippery Road 


SPARTANBURG, S. C., Aug. 30.—Reginald 
E. Biber, Spartanburg jeweler, attempting 
to pass another car on a mountain highway 
near Spartanburg, Sunday, Aug. 27, had an 
accident which came within a hair’s breadth 
of being fatal. His automobile suffered a 
blow-out and turned over twice on the 
slippery road. 

Mrs, Biber and Mrs. J. P. Lear and Miss 
Annie Lear were hurt, while Mr, Biber and 
James Biber were badly shaken yp. First 
aid were given the ladies at the town of 
Inman and later they were brought to the 
General Hospital in Spartanburg. While 
painful, their cuts and bruises were found 
to be only superficial. 








Market Prices for Silver Bars 
The following are the quotations for sil- 
ver bars in London and New York as re- 
ported for the past two weeks: 


Domestic 
Selling Price Silver 
London U.S.Gov't Standard 
Date Official. Assay Bars. Price. 
Ai; ES iscsvers 34% 71% 99% 
Rg GE sincere 34% 71% 99% 
Aug. 24 35% 71% 995% 
RG BE e660 35% 71% 99% 
pS are 35% 73% 99% 
pe Lee 35% 72 99% 
Aug. 29 35% 71% 99% 
Aug. 30 35% 72 99% 
Aug. 31 35% 72 99% 
OM rey 35% 72 99% 
a eee 35% 72% 99% 
ee i SECT Holiday Holiday Holiday 








A contract for building a new business 
block on the site of the burned brick block 
at Silver Springs, N. Y., has been let to 
J. J. McKay of Salamanca, N. Y., and work 
has been started. The new building will be 
of concrete construction with stucco finish 
on the outside and the front will be of plate 
glass set in copper. The jewelry store of 
H. H. Thomas will occupy one portion of 
the building. 
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“Orienta Pearls” are known everywhere 
as “the jeweler’s pearl,” having earned 
their enviable position because of their 


Ae Giiose 
intrinsic value and wearing qualities. 


65 NassAU STREET, NEw YORK 
Mountings in platinum or ] 8k. 


Prepaid Memo on Request 














Se; tember 6, 1922. 


POINTS IN SELLING SILVER 





Sterling Silverware Manufacturers’ Associa- 
tion Send Out Another Interesting 
Circular to the Trade 


Under date of Sept. 1, the Sterling 
Silverware Manufacturers’ Association sent 
out to the dealers in silverware throughout 
the United States another interesting sales 
help in the way of informative facts telling 
how silverware designs are thought out and 
how the silverware is made, in order that 
dealers and their clerks may be able to talk 
intelligently to the buyers of sterling wares. 

The circular, which is signed by the mem- 
bers of the association, reads as follows: 

“Sept. 1, 1922. 
“To the Dealer in Sterling Silver: 

“All who sell Sterling Silver should know 
something of its craftsmanship—silver 
craftsmanship; how the goods are thought 
out and how they are made. ; 

“Without some knowledge of this kind 


selling silver falls into the same class as - 


selling groceries or hardware. 

“To sell Sterling Silver goods they should 
be understood by the one who sells them, 
for such understanding enables the sales- 
person to make, not only a sale, but to ‘sell’ 
to the customer a real appreciation of the 
goods purchased. This is service, educa- 
tional service, the kind of service which 
makes the retail jeweler an authority on the 
articles he sells; a service that gives per- 
manent satisfaction to the customer, and 
creates the desire to possess more of the 
same goods. 

“Our letter of May the first emphasized 
the meaning of the word ‘Sterling’ and the 
need of teaching the consumer of Sterling 
goods in this country that ‘Sterling Silver 
is solid silver.’ 

“Silver craftsmanship, that is, how and 
by whom Sterling is made, is of equal im- 
portance. 

“A study of this carries us back to our 
earliest conceptions of civilization. In ways 
that were usually simple and crude, but 
which required great skill and dexterity, men 
have for thousands of years fashioned in 
silver, articles of utility and adornment. 

“Indeed, silver and civilization have trav- 
eled hand in hand so closely that those who 
make a study of human progress tell us 
that the degree of civilization attained by a 
people can be judged by the beauty and 
character of the silver articles which they 
fashioned. 

“As in all human development certain 
times or ‘periods’ as they are called, stand 
out in strong relief. These were times when 
men of character and ability, having an op- 
portunity of expressing through their work 
the best that was in them, became the lead- 
ers of the times or periods in which they 
lived. Their developments in art form the 
‘classic periods’ which are today the basis 
of much of our best work, but each people in 
their time and place had character of their 
own, and in America today the best critics 
are pointing to an art development and 
craftsmanship that are an expression of 
this our own highly developed civilization. 

“This is particularly true of silver crafts- 
manship. As in the past, a high degree of 
skill and dexterity is still demanded of the 
Silversmith, while the advanced methods 
generally employed by the silverware manu- 
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facturer in America are well in keeping with 
other industrial developments. 

“The successful making of silver. lines 
today requires a highly complex organiza- 
tion. It must include designers, draughts- 
men, machinists, diesinkers and toolmakers 
to prepare the designs, the machinery and 
the tools with which to create the goods. It 
must include the true silver craftsman or 
‘smith’ to fashion the pieces that are sold 
as art goods, or used as models and faith- 
fully reproduce in whole or in part® with 
dies and tools. 

“It must include pressmen, staipers, 
spinners, mounters, trimmers, finishers, buf- 
fers, burnishers, engravers and chasers and 


a management that unites thése worker$§* into . 


a factory and sales organization, *tq@ give 
service to the retailer and the public and 
to pay dividends on the money investeé. 

“As with the true silversmith many of 
these groups demand the highest grade” of 
craftsmanship. From the smith who ham- 
mers his metal to the finisher who skillfully 
develops the magnificent lustre of true Sterl- 
ing—from the spinner who cunningly 
‘weaves’ the metal into shape on his rapidly 
revolving lathe to the chaser in whose won- 
derful work decorative motive lives with 
renewed lustre—the manufacture of Sterling 
Silver goods in America today, demands 
genius, organization, co-operation, and 
service, 

“This simple story to your customer of 
the silver craftsmen, of the skill required 
to make sterling silver wares will help to 
develop sales in keeping with the true merit 
of the goods.” 








Jewelers of Southern California Hold Frist 
Golf Tournament at San Diego 


San Dieco, Cal., Aug. 30.—The first golf 
tournament of the jewelers of -southern 
California was held on the links of the 
San Diego Country Club Aug. 25, with 
local dealers handling the final arrange- 
ments, 

The country club course affords sporty 
links, with the rolling land which is much 
like that over which the Scotch players have 
followed the ball on their native heath. 
From the club grounds there is a wonderful 
view of bay, ocean and mountain, and the 
whole situation is one which puts the play- 
ers at their best. 

The results of the match allowed the 
northern players to take three out of the 
four trophies which were up. Kenneth 
Sischo of Sischo & Sons, material jobbers 
of Los Angeles, won a tall sterling silver 
compote, offered by E. Bastheim Co., Los 
Angeles, by turning in the best gross score 
of 188 for 36 holes. For the best net score 
on 36 holes, John Ernsting, manager of 
Ernsting Co., San Diego, with 182, won a 
fine cut glass candy jar, offered by James 
D. Bridges, representing the International 
Silver Co. in Los Angeles. 

» George Germaine of E. Bastheim Co. was 
second Los Angeles man to take a prize, as 
he won a pigskin and gold mounted bill- 
fold, offered by J. Jessop & Sons, San 
Diego, for making the best score of 90 for 
18 holes in the morning match, 

Following a luncheon at the club house, 
with the wives and children of the players 
as guests of honor, there was another 18- 
hole match game, in which Jack Roth, fac- 
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tory representative of the Alfred Bullion 
Co., carried away the fourth prize, a fine 
belt, with. sterling silver buckle, offered by 
the Ernsting Co. of this city, by winning 
with a score of 94. It is contended by 
Mr. Roth and his friends that the luncheon 
was so sumptuous that it kept him from 
showing his best plays. ‘ 

A return match will be played in Lo 
Angeles or Pasadena soon and then the 
stars of southern California will go against 
a northern California aggregation. 








Statistics of Exports of Domestic Watches 
During June 


WasuincTon, D. C., Sept. 1.—Exports 
of. American watches to foreign countries 
during June made no records, The total 
value of the complete watches exported 
amounted to $12,992 and that of the part 
of watches, $23,749. 

As usual, England and Canada proved 
the best customers. of this country, the 
former taking watches worth $5,838 and 
the latter watches worth $2,223. Canada 
also took the bulk of the parts of watches, 
exported, to the value of $19,304. 

The whole list of countries to which our 
exports were made during the month are 
given by the department as follows: 


Domestic Exports oF WaTCHES FROM THE 
Unitep States spy COUNTRIES 


Complete Watches Parts of 


Countries Number Value Watches 
i eee Lereierss4 8 ee 
NCEE IS 1 75 
PE aici Codey a9's.¢ 144 117 ., 
re eter: Pee ee eee $550 
MEE ai dis vacamakidedess 9,264 5,838 ee 
ARE Fae fe Pee 576 420 153 
Canada—Maritime Proyinces 45 133 pe 
Quebec and Ontario 355 762 19,304 
Prairie Provinces. . 36 625 1,342 
British Columbia i 
and Yukon..... 7 141 
British Honduras......... 156 142 
CN 5 dca %.8 03 ae 25 160 
ee or SO eee 13 35 
pO Pe eer rt Cree 5 5 
NTL, ates arbors. pen eel dene 18 22 5 
MNS has 5 a ote we on 66 0,0 467. —-:1,707 600 
Newfoundland and Labrador 24 20 Pgs 
pO rae Ae 6 10 
Trinidad and Tobago ...... 12 10 
Other British West Ind.... 6 18 
COs ccnesedebee Bde ose 48 46 
Dutch West Indies....... 12 26 
WERE hi paler Phe AER Giese. 144 144 
MMTUNIN 551d so.ciddedes se 144 117 
IRS ain. diet piahacup erelons oe oie 900 694 
| bs 72 66 
po ee eee 1 40 
CS es elaadia' ds vtaesons 12 24 
PIOROONE ii8eddicies tee wens 1 15 
DR er rer ee are oe 1,800 
PN aaa heehee 1,000 675 Dats 
po ay OS ee er ee ae 12 12 
British South Africa....... 462 884 


SC rche ein aneeaee 13,976 $12,992 $23,749 














On Aug. 29, J. Charles Smith of Ocala, 
Fla., was adjudged a bankrupt and notices 
were sent out last week that the first meet- 
ing of creditors will be held in the office of 
D. N. Ferguson, referee in bankruptcy, in 
the Holder building at Ocala on Saturday, 
Sept. 9, at 10 a. M. Creditors may attend 
this meeting to prove their claims, appoint 
a trustee, examine the bankrupt and trans- 
act such other business as may properly 
come before them. 
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Miss Eva Novak, Celebrated Motion Picture Star, Wears 


NAVARRE PEARLS 


For their beauty, their lustrous color, their durability 





Navarre Pearls Reflect Beauty All Women Can Afford 





Imported and Sold Exclusively to the Retail Jeweler by 


BLAUER-GOLDSTONE COMPANY 


5 No. Wabash Ave., CHICAGO 
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GUILTY OF MANY CRIMES 





Chicago Police Hold Two Colored Men Who 
Robbed Many Jewelry Concerns 


Cuicaco, Aug. 31—Two colored thieves 
who have been operating among the 
jewelers in the office buildings working in- 
dependent of each other, but both pulling 
off jobs in about the same manner were 
arrested last week by the police and held 
to the Grand Jury for trial. 

Jesse James, alias “William Harris,” was 
picked up in the loop by Sergt. Morey of 
the detective bureau and the police claim 
he has confessed committing 18 robberies 
working mostly the jewelry and fur offices. 
He has been held under $25,000 bonds. He 
has a police record and has only been out 
of jail five months, 

At the detective bureau when he made 
his alleged confession he told how he en- 
tered each office. When he robbed John 
Cameron, 17 N. State St., he entered the 
office by way of the transom, about 7:30 
in the morning of July 29, and took jewelry 
to the value of $400 from the show window. 

A few days later he entered the office 
of Arthur-Strauss & Co., 5 S. Wabash Ave., 
early in the morning, by breaking the glass 
in the door and putting his hand on the 
inside and opening the lock. He escaped 
with jewelry and currency amounting to 
$960. 

Another morning about 8 o'clock when 
\. W. Wittstein of Schrader-Wittstein Co., 
Columbus building was working at his desk 
he crept in on his hands and knees before 
the outside counter, and was able to push 
open a door that was slightly ajar, enter 
the inside of the office and escape with two 
trays of gold mountings. 

Martin Lenz, 29 E. Madison St., was 
also a victim of Jesse James. He claimed 
he came up in the elevator about 7:30 in 
the morning and found that the night 
janitor did not close the door completely 
and he was able to open it by giving it a 
hard push. He entered and took about $450 
worth of jewelry from a showcase. 

When the bandit visited the office of Wm. 
Lorch, 14 W. Washington St., he entered 
very quietly and stood in back of Mr. Lorch 
who was repairing watches at the bench. 
Lorch caught a glimpse of him taking five 
watches from the rack, and only turned 
around part way on his chair to inquire 
what he wanted. The bandit said he wanted 
to know the price of a crystal and would 
bring the watch in the next day. When 
leaving Mr, Lorch grabbed his coat, but 
the thief was able to escape until he got 
to the back stairway of the building when 
Mr. Lorch again grabbed him by the coat. 
The thief wiggled himself out of the coat, 
and Mr. Lorch discovered three of his 
watches. With the aid of the coat and the 
description given by Mr. Lorch the police 
were able to run him down. 

Most of the jewelry stolen has been re- 
covered at the pawnshop of Constantine 
Melissino, 616 S. Halsted St. Melissino 
was arrested and is also being held under 
$6,000 bail. He has four charges against 
him. 

The second thief Eugene Leroy Pease 
was picked up in Pittsburgh last week as 
a suspicious character. He confessed to 
the police there of having broke into the 
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office of the United Jewelers’ Inc. 5 N. 
Wabash Ave., between 5:15 and 6:00. p.m. 
Aug. 11, and taking about $500 worth of 
jewelry from the showcase. 

He had secured the brass ring containing 
the fifth floor keys and entered the office 
through the door. The A. D. T. system 
did not work, and nothing was known of 
the robbery until the next morning when 
the office was opened. The greater part of 
the loot has been located by the police au- 
thorities. 

Extradition papers were issued and Sergt. 
Phelan was sent to Pittsburgh to bring 
Pease back, He was held to the grand jury 
under $5,000 bonds. 

H. C. Drumm, of 29 E. Madison St., was 
also a victim of two small robberies and 
police are trying to connect this job with 
the bandits held. 








“TALK, TALK, TALK” 





An Editorial from “The Industrial Digest” 
on “What the Government Is Doing 
for Industry” 


The password by which the present ad- 
ministration won its way past public opinion 
was “Less Government in business, more 
business in Government.” This worked 
very well in 1920, when business needed a 
period of rest from priority orders, restric- 
tions against financing government opera- 
tions and all the ills of the present war 
period. 

But the “old suits of clothes full of wind” 
down at Washington, as one contemporary 
calls them, seem to have interpreted this 
slogan in a most amazing manner. Faced 
by the coal and rail strikes and by the 
problem of working out the tariff bill, Con- 
gressmen have apparently interpreted the 
slogan to mean that no matter how serious 
a problem lies before business, Congress 
should play safe and keep hands off, 

There have been endless conferences at 
Washington about the strike situation. The 
press has been filled with threats and 
rumors of action. Congress is continually 
on the verge of “doing something,” but 
nothing has been done. The partial settle- 
ment of the soft coal strike came with- 
out any help from the Government, and the 
railway executives are vigorously working 
out their own salvation. As for the tariff 
bill, nearly everyone who appreciates its 
significance awaits its passage with the ex- 
pectation of one who has been handed a 
bombshell with a lighted fuse. 

There has been nothing but words at 
Washington. The amount of “hot air” ex- 
pended on the coal strike would doubtless 
heat the country’s homes if properly ap- 
plied. The amount of commotion in our 
newspaper headlines caused by announce- 
ments from “high officials” would relieve 
the freight congestion if turned in the proper 
channels. 

What the country needs is not less gov- 
ernment in business, nor even more busi- 
ness in Government, but more business men 
and fewer politicians. 

And since we cannot have this imme- 
diately we would be: willing to accept from 
our present Congressmen an ounce of ac- 
tion in exchange for a ton of talk.—From 
The Industrial Digest. 


101 


SENT TO PRISON 


Man Charged With the Theft of Two Rings 
from Buffalo, N. Y., Jewelry Store Goes 
to Penitentiary for One Year 


Burra.o, N. Y., Aug. 30.—Harry J. Lang, 
alias “Harry Boyd,” 28 years old, who gave 
Jersey City, N. J., as his home, was sen- 
tenced to one year in the penitentiary by 
Judge Peter Maul in the city court a few 
days ago. The prisoner was charged with 
grand larceny, second degree, for the theft 
of two diamond rings from Oscar Wullen- 
weber’s jewelry store, 59 Genesee St., on 
July 27. He was allowed to plead guilty to 
a reduced charge of petit larceny. 

Lang came to Buffalo last month and ob- 
tained employment with the International 
Railway Co. He was discharged a few days 
afterward. On July 27 he entered Wullen- 
weber’s store and asked to be shown some 
diamond rings. When the clerk turned his 
back Lang ran out with two rings valued 
at $250. 

When first arraigned in court he refused 
to speak. He was sent to the city hospital 
for observation. The hospital report de- 
clared him sane. After sentence was passed 
he broke silence, declaring that he had 
three sisters in Jersey City, but did not 
know whether his parents were alive or 
dead. 











Schedules in Bankruptcy Filed by Louis 
Kappalman, Trading as Louis Kappal- 
man Co. New York, Showing 
Liabilities of $29,262, and 
Assets of $21,699 


Louis Kappalman, trading as the Louis 
Kappalman Co., installment jeweler, 11 
sroadway, New York, filed schedules in 
bankruptcy in the United States District 
Court, Manhattan, on Tuesday, Aug. 29. 
These schedules list the liabilities at $29,262 
and constitute wages unpaid, $400, and un- 
secured claims, $28,862. The assets are 
placed at $21,699 and consist of stock in 
trade, $350; household goods, $200, and 
debts due on open accounts, $21,149, An 
involuntary petition in bankruptcy was filed 
against this concern on June 19, of this year. 

Among the largest unsecured creditors 
are M. Ader, $1,000; A. Anderson, $115; 
J. B. Bowden & Co., $142; G. E. Burgess, 
$200; E. J. Christensen, $200; H. Christ- 
iansen, $300; Feldenheimer & Jacoby, 
$1,654; Henry Freund & Bro., $1,104; 
Tarald Hassell, $400; F. B. Higgins, $800; 
E. B. Hudgins, $330; Charles Jackson, 
$1,000; R. Kagy, $157; Larter & Sons, 
$108; A. Lorsch & Co., $103; R. Moberg, 
$500; Chris. Peterson, $500; Jules Racine 
& Co., $297; Alfred Rader, $100; E. E. 
Robert, Inc., $136; John Rosen, $150; J. 
Rumberg, $194; J. Shonkoff, $201; Ed 
Simmons, $250; R. Sparrow, $1,200; Geo. 
O, Street & Sons, $114; A. Suderov, $945; 
A. J. Taylor, $310; M. B. Thompson, $206; 
A. Wallach & Co., $654; S. J. Ward, $294; 
L. H. Windner, $150; I. Shuman, $1,600; 
F. Langjahr & Co., $4.350; Paul C. Velte, 
$7,740; C. Marks, $200, and V. Redling, 
$140. 








J. C. S. Nelson have been succeeded in the 
jewelry business at Fargo, N. D., by O. 
Krageland. 








102 THE JEWELERS’ CIRCULAR September 6, 1922. 
S,) 


“= = 














FES SSE 
fa llérile 


Ghe Necklace of Quality 


























AAMUANUAUANARREAOUOEARE ECU 

















REG. U. S. PAT. OFFICE 








. FF 
- xy 
? if hug 


S NK SS EZ 


“Ta Mérite” pearls are made in France for Hayden W. Wheeler & 
Co., Inc., and have been imported and sold exclusively by them for 
a number of years. These necklaces have no superior on the market. 
Every beauty of the natural pearl is in them. Every critic praises 
their exquisite lustre and quality. And what is more important, they 
cost no more than many inferior necklaces. 


In “La Meérite” pearls the Wheeler policy of keeping away from 
the commonplace is maintained as with all their merchandise, and 
in all respects they measure up to the Wheeler standard of excellence. 


ESTABLISHED 1852 


The Guarantee H of Quality 
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ii . If you are not familiar with this remarkable product, 
1 get in touch with us immediately. We are always 
af glad to submit these pearls for your closest examina- 
be tion and comparison. 
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HELD UP AND ROBBED 





Chicago Salesman for H. E. Kaplan & Co. 
Confronted by Bandits Who Rob 
Him of Grip Containing Mount- 
ings Valued at $4,500 


Cuicaco, Sept. 1—One of the boldest 
robberies in many weeks took place at 11 
o'clock this morning when two bandits with 
drawn revolvers held up A. Mueller, city 
representative for H. E. Kaplan & Co., 31 N. 
State St., just as he was stepping into his 
automobile, which he had parked at 21st St. 
and Wabash Ave. It is estimated the grip 
stolen contained about $4,500 worth of 
mountings. Mr. Mueller carried a wallet 
containing several thousands of dollars worth 
of diamonds in an inside pocket of his coat. 
This was not touched. 

Mr. Mueller had been visiting for about 
half an hour at a store near 21st St. and 
Wabash Ave., and had left his son in his 
automobile with the jewelry grip. Upon 
emerging from the store two men stepped 
up to him very quietly as he mounted the 
running board of the machine, pushed re- 
volvers against his chest and reached for 
the grip that was inside of the car. They 
escaped immediately in a Checker cab. 

Mr. Mueller shouted for help, and gave 
chase in his own car, but the cab escaped. 

Mr. Mueller describes the bandits as 
being about 26 years of age and of a clean 
cut type. Detectives are making a search 
for the bandits and think with the help of 
the cab license they may be able to learn 
something of their whereabouts. 








Creditors Start Bankruptcy Proceedings 
Against Trenton, N. J., Jewelers Who 
Reported Being Robbed 


TrENTON, N. J., Sept. 2—A petition in 
bankruptcy has been filed in the Federal 
Court against the Wittman Jewelry Co., 
which operated from the old Sunday Ad- 
vertiser building at 33 W. State St., this 
city, not far from the State House. 

The owners of the concern were Milton 
Scheinberg and Benjamin B. Wittman, who 
are now under bail for action of the Mercer 
County Grand Jury for attempting, it is 
alleged, to fraudulently collect insurance 
money by staging a fake holdup at their 
place of business several weeks ago. 

It was reported to the Trenton police 
and the insurance company—the Globe In- 
demnity—that two negroes entered the 
salesroom and at the points of revolvers got 
away in an automobile with $10,000 worth 
of diamonds. Confessions by the men, the 
police allege, showed that the entire affair 
was misrepresented. The missing diamonds 
were located, according to a local detective, 
hidden away in a box in the cellar of one 
of the defendants in Philadelphia. 

All of the petitioners in the bankruptcy 
Proceedings are of New York. They are 
Harry N. Schiff, with a claim of $750; Ad- 
ler & Herne, $130, and Robert and Louis 
Nable, $63. They allege that the company 
has liabilities of $50,000 and assets of about 
$33,000. 


William C. Matlack, a prominent resident 
of Trenton, has been named receiver of the 
concern by Judge Lynch. 

Scheinberg and Wittman will have to 
show cause in the Federal Court here soon 
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why the company should not be declared in 
bankruptcy. 








FAILURE FOLLOWS ROBBERY 





Involuntary Bankruptcy Action Started 
Against the Aronsberg Jewelry 
Co., St. Louis, Mo. 


St. Louis, Mo., Aug. 30.—As announced 
briefly in the last issue of THe JEWELERS’ 
CircuLAR, bankruptcy proceedings were in- 
stituted in the Federal Court early this week 
again the Aronsberg Jewelry Co., of which 
Nathan Aronsberg and Melvin Reinberg are 
the proprietors. The petition was filed by 
three creditors whose claims run more than 
$8,000. The debts alleged to be due are to 
the Harris-Korber Diamond Importing Co., 
St. Louis, $1,497.40; Erber-Compton Mfg. 
Co., St. Louis, $34.20, and the M. Hirsch 
Co., New York, $1,507.85. 

The petition states that the defendants 
committed an act of bankruptcy recently by 
admitting in writing their inability to pay 
their debts and their willingness to be 
adjudged bankrupt. 

Aronsberg, Reinberg and Mrs. Thelma 
Valmusa, a bookkeeper for the concern, were 
held up and robbed on Aug. 11, by two 
armed men who took diamonds valued by 
Aronsberg at more than $10000. At the time, 
the company carried burglary insurance of 
$6,000. On December 27 last the same store, 
the proprietor of which was then Henry 
Holtz, was robbed of diamonds worth 
$9,000. 








Jason C. Taylor, Head of Diamond Depart- 
ment of S. Nordlinger & Sons, Los 
Angeles Cal., Passes Away Fol- 
lowing Stroke of Apoplexy 
Los ANGELES, Cal., Aug. 30.—Jason Carey 
Taylor, head of the diamond department of 
S. Nordlinger & Sons, suffered a stroke of 
apoplexy at 5 p. M. on Friday, Aug. 25, 
and passed away at 3 a. M. the following 
Sunday. He had a severe coughing spell 
about an hour before he was stricken, but 
had apparently been in his usual health until 
that time. He was at his place behind the 
diamond counter when he collapsed. Charles 
E. Marcellus, his associate in the department, 
went to his assistance and he was taken to 
his home. Soon afterward he became un- 
conscious and was taken to a local hospital, 
where he died without recovering conscious- 

ness. 

Mr. Taylor came to Los Angeles about 
18 years ago from Indianapolis, where he 
had been with Samuel Sipe, diamond mer- 
chant. He became associated here with S. 
Nordlinger & Sons, but afterward was with 
Montgomery Bros. and later with A. EF. 
Morro, but again joined the Nordlinger 
sales force about 15 years ago and remained 
with them till his death. 

He leaves two sisters, Mrs. Addie C. Wil- 
son and Miss Ella B. Taylor, both residents 
of this city. He was 58 years old. The 
funeral was held on Tuesday, Aug. 29. The 
attendance was large and an abundance of 
floral offerings testified to the number of 
his friends and to the high esteem in which 
he was held. 








The Trumbull Jewelry Co., Warren, O., 
recently sold out to P. Cafaro & Son. 
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President Clark of the Empire State Asso- 
ciation Asks Co-operation of Every 
Jeweler in Fighting the Jewelry Tax 


Syracuse, N. Y., Sept. 5.—Harry N. 
Clark, 432 S. Salina St., as president of 
the New York State Retail Jewelers’ Asso- 
ciation, is endeavoring to get the co-opera- 
tion of every jeweler of the Empire State 
in the campaign being waged to fight the 
excise jewelry taxes. Meetings in many cities 
have been arranged for and attempts will be 
made to get every nominee for Congress or 
the Senate on record as to his position on 
this tax. Jewelers are asked to vote at the 
coming elections according to the stand 
taken by the candidates. 

President Clark has just sent out the fol- 
lowing letter to the trade explaining the 
work to be done. 





“SyrACuSE, N. Y. 
“Dear Fellow-Jeweler : 

“You, in common with all other retail 
jewelers, resent the discrimination against 
your trade in the continuation of the special 
war excise taxes. 

“The statistics of the Harvard Research 
Bureau, recently published, show that the 
overhead of the average jeweler for 1921 
is 43.5 per cent. This does not include the 
5 per cent. special excise tax which the 
jeweler himself absorbs. .This may be com- 
pared with 32.7 per cent in 1920. 

“Retail jewelers all over the country are 
rebelling against the injustice of this tax 
and are realizing the necessity for its elimi- 
nation. New York, in common with many 
other States, is organizing a campaign for 
enlisting the co-operation of Congressional 
candidates. 

“Mr. Walter Mellor, our National Field 
Secretary, will spend the month of October 
in assisting to put over this campaign. Dur- 
ing the first two weeks meetings will be 
arranged in Buffalo, Jamestown, Elmira or 
Binghamton, Rochester, Watertown, Syra- 
cuse, Utica, Albany, and Poughkeepsie. The 
last two weeks will be spent in New York 
and vicinity. 

“We are opening headquarters with a com- 
petent secretary in charge for the purpose 
of carrying on this intensive drive. Our 
plan is to send to every candidate for the 
United States Senate or House of Repre- 
sentatives a questionnaire, a copy of which 
we are enclosing. You will readily see that 
their reaction to this will indicate their 
position on this question. You will be kept 
posted from time to time as to the results. 

“Specific details of our plan and its results 
will be published weekly by THe JEWELERS’ 
CIRCULAR. 

“Your assistance is solicited throughout 
this campaign. Especially are you urged to 
do everything possible to make Mr. Mellor’s 
meetings as successful as possible. You will 
also be called upon to assist with candidates 
who neglect to answer the questionnaire or 
who answer in the negative. 

“It is needless to say that the retail jeweler 
who has paid this discriminatory tax so re- 
luctantly since Armistice Day will get be- 
hind this campaign and push it to a success- 
ful finish. 

“Sincerely yours, 


(Signed) “Harry N. CLARK, President.” 
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HOLD ANNUAL OUTING 


—s of Merrin we Valley Retail Jewel- 
Association Enjoy Day of Field 
” ai and Banquet at Vesper 
Country Club 

LoweLL, Mass., Sept. 2.—The Vesper 
Country Club at Tyngsboro, was thrown 
open to the members of the Merrimack 
Valley Retail Jewelers’ Association when 
more than 100 of its members gathered for 
the annual outing. The Lowell contingent 
left this city about 10.30 a. M., joining hands 
with their brothers from other cities in the 
valley at a delightful dinner at 1 P. M. 

Under the supervision of Edward Cotter, a 
series of golf .matches, singles and four- 
somes, were run off to the immense interest 
and amusement of the gathering. Other 
sporting events, including races and a base- 
ball game, shortened the afternoon and 
quickly brought the jovial members to the 


realization that home time was fast ap- 
proaching. 
The festive exercises were opened by 


President Joseph Harris of Lawrence, who 
— as the principal speaker of the 
day, John J. Morgan of the Morgan Ad- 
vertising Agency of Boston. Other speak- 
ers were Henry Arnold of Boston, Col. S. 
O. Bigney of Attleboro, E. F. Lilley of Mil- 
ford, W. J. Marshall and A. S. Flint of 
the Waltham Watch Co. and Maurice Kar- 
peles. of Providence. A program of song and 
recitation was intermingled with the speak- 
ing, lending an undeniable balance to the 
festivities. 

The general committee responsible for the 
day’s success was as follows: Frank Ricard, 
A. H. Abbott, Edward Cotter, Willis Peltier, 
Arthur Demontiny of Lowell, and A. U. 
Surque of Nashua. 

Valuable prizes totaling over $500 in 
monetary consideration, were distributed to 
the winners of the different sporting events 
held at the jewelers’ outing, which took place 
at the Vesper Country Club last week. They 
varied from souvenir watch fobs given by 
the Elgin Watch Co., to two 26-piece sets 
of Onieda Community silver. Raymond 
Ricard, a son of Frank Ricard, the well- 
known Central St. Jeweler, won one of the 
silver sets, while the other was won by a 
Haverhill man. Some of the largest jewelry 
firms in New England and several outside 
donated prizes for the outing. For such an 
affair the worth of the awards given for 
athletic ability were certainly the “genuine 
goods.” The feature of the day was the 
humor of Hon. Perry D. Thompson as toast- 
master. There is none who can do a better 
job in that line than the genial ex-mayor 
and he received an enthusiastic ovation from 
the picnickers when introduced. Suffice to 
say that all went smoothly with Perry at 
the helm. 

Souvenirs and prizes donated by the fol- 
lowing concerns: I. Alberts & Son, two 


cups; C. W. Sweetband & Son, silver com- 
port; Oneida Community, two 26-piece sets 
of silver; David Nemser, cigarette holder; 


Jack J. Felsenfeld, pearl; Irons & Russell 
Co.. one dozen American flags; Standard 
Ring Co., signet ring; L. E. Waterman Co., 
three pene: Karpeles Co., string La Tausca 
Pearls; A. Frisch Co., watch; A. & Z. Chain 
Co, ~~ chain; Frank Galvin, cup; Nelson 
H. Brown, clock ; International Silver Co., 
chop plateau: D, c Percival Co., two cups 
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and one vase; Norling & Bloom, collar bag; 
Ripley Howland, signet ring; A. Paul Co., 
fruit bowl; Dennison Mfg. Co., basket; 
Smith, Patterson Co., two cups and sand- 
wich plate; Mentz-Peyser Co., solid gold 
knife; Ricard & Smith, traveling clock; 
Holmes & Edwards, four and one-half dozen 
forks; Seth Thomas Co., clock; Ed Kirby, 
traveling set; New Haven Clock Co., clock; 
M. S. Page Co., two cigarette cases; 
Churchill Lamber Co., cuff buttons and belt 
chain; Elgin National Watch Co., badge 
souvenirs. 

In the various events of the day the heavy 
weight pillow fights were won by Albert 
Sinott, Haverhill, and Ed Belley, Lowell. 
The light weight prizes went to Ed Hoyt 
and J. J. Clark. 


The tug of war between the Lowell and 





FRANK RICARD, SECRETARY OF THE MERRIMACK 
VALLEY RETAIL JEWELERS’ ASSOCIATION 


Lawrence teams with nine men on each side, 
was won by the Lowell team. 

Three prizes were awarded in the tons man’s 
race as follows: First prize, A. N. Burke, 
Nashua; second prize, A. Desrosiers, Lowell, 
and third prize, W. F. Herbst, Lawrence. 

The hop, step and jump contest was won 
by Joe Foley, Lowell, with Roderick 
Ricard as the second best man. 

The 50 yard dash was captured by Ray- 
mond Ricard with Leo La Vallee «second 
while in the 100 yard dash Raymond and 
Roderick Ricard finished first and second 
with Albert Sinotte, third. 

J. W. Cahill won the egg race with David 
Nemser second. 

The three legged race was decided as fol- 
lows: Joe Dineen, first; M. Hoyt, second; 
W. Ricard, third; Alberr Sinotte, fourth. 

The obstacle race was won by Joseph 
Foley with Joseph Dineen in second place. 

The wheelbarrow race went to Raymond 
Ricard and Ed Belley with M. Hoyt and Joe 
Dineen second. 

The crab race was won by Joe Foley with 
M. Hoyt in second place. 

The cracker race resulted in favor of Ray- 
mond Ricard with Mr. Kachman in second 
place. 

The cigar race was won by Mr. Kachman, 
J. F. Montminy being second. 


105 


Then came the peanut race and Raymond 
Ricard won this event (27 peanuts). Mr. 
Kachman was second (24 peanuts). 

E. C. Hardy won the broad jump with W. 
Peltier second. 

Frank Green finished first in the relay 
race with E. C. Hardy second. 

In the golf contest the long drive test 
was won by Harold Page and the cups for 
the regular contest were captured by Carl 
Lawton. 








INJUNCTION GRANTED 
United States District Court Enters Consent 
Decree Restraining Use of the Name 
Rays Watch Case Co. 


An injunction restraining Samuel Levin 
and Harry A. Levin from using the word 
“Rays” in connection with their watch case 
business which heretofore has been con- 
ducted as the Rays Watch Case Co., in 
3rooklyn, was entered in the United States 
District Court, Brooklyn, N. Y., last 
Wednesday by Judges: Thomas I. Chatfield 
and Edwin L. Garvin. The injunction fol- 
lowed a decree by consent in the same court 
on Aug. 23 and grew out of an equity 
action instituted last July against the Rays 
concern by the Roy Watch Case Co., of 
Brooklyn. 

The action brought by the Roy Watch 
Case Co, charged the Rays concern with un- 
fair competition and also alleged that the 
use of the name “Rays” by the defendant 
concern constituted an infringement on the 
plaintiff’s trade-mark which is covered in the 
United States Patent Office by No. 126138. 
It was also charged by the plaintiffs that the 
use of the word “Rays” as part of the 
defendant’s name was so closely similar to 
that of the plaintiff that it constituted an act 
of unfair competition and that the adoption 
of this name was done with intention to 
deceive the trade and purchasing public. In 
their action, the plaintiffs asked for damages 
amounting to $25,000 and for an injunction 
and other relief. 

The defendants never answered the suit 
but consented to the entering of a decree, 
which was signed by United States District 
Court Judge Chatfield on Aug: 23. A week 
later, an injunction was issued in which it 
was set forth that the defendants had 
violated the rights of the Roy Watch Case 
Co. in offering for sale and selling watch 
cases bearing the alleged trade-mark con- 
sisting mainly of the word “Rays.” In view 
of this alleged violation, the injunction com- 
manded and enjoined the defendants, their 
agents, workmen, etc., from using in any 
manner whatsoever, the designations “Roy” 
r “Rays” or any other designation closely 
similar thereto or a colorable imitation 
thereof as a trade-mark or trade-name in 
conducting the sale of the defendant con- 
cern’s. watches. The defendants were also 
enjoined from infringing in any manner 
whatsoever upon the rights of the Roy 
Watch Case Co. and from using in any way 
as a firm name or style or a corporate title 
the words, “Roy” or “Rays” in violation of 
the previous established rights of the Roy 


Watch Case Co. 
Munn. Anderson & Munn, Woolworth 
building, New York, appeared as the at- 


torneys for the plaintiffs. 
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TRADE CONDITIONS 


Business conditions are improving considerably, 
reports from several parts of the State indicate. 
Considerable orders have been placed with whole- 
salers, especially from the manufacturing centers. 
There is a brisk demand for watches, rings, pen- 
dants, pearl necklaces, fancy beads and earrings. 





J.C. Stever of the E. B. Horn Co. is tak- 
ing a rest. 

Vice-president Beckwith, of the Hamilton 
Watch Co., was a visitor in Boston last 
week, calling on the trade. 

Mr. and Mrs. Nelson H. Smith have re- 
turned from three months’ touring in Europe 
where they went for their wedding trip. 

Mrs. Watts, who several months ago in- 
herited a legacy of $250,000 from a relative, 
is about to leave the employ of Smith, Pat- 
terson ‘Co., and go into housekeeping in 
Arlington. 

Miss Margaret Mundy, of D. C. Percival 
& Co., fractured her right wrist when she 
slipped on some soft substance just as she 
was leaving Saturday afternoon, Aug. 26. 
She was taken to the emergency hospital for 
first aid and then remoyed to the city hospital 
for more complete tredtment. An x-ray was 
taken and showed that the wrist had been 
severely fractured. 

Special attention is being paid to earrings. 
Several well known jewelers in this city 
have sent representatives to the Boston 
Museum of Fine Arts where they made 
drawings of a few of the most striking ear- 
rings, some of which date from ancient 
Greece. The museum collection shows that 
Egyptian women of 1500 years ago wore 
large circles much like those of today. 

W. C. Dorrety, manufacturing jeweler 
and medalist at 387 Washington St., is re- 
ceiving the congratulations of his many 
friends on the fact that he is celebrating his 
25th year in business. The quarter century 
was completed Sept. 1, at which time he 
sent out engraved cards to his patrons, call- 
ing attention to the fact and thanking them 
for their loyalty and support during the 
many years. 

Invitations are out for the wedding of F. 


E. Chick, one of the directors of Smith, Pat- 


terson Co., and Miss Suzzane Ethel Wayland 
of Dorchester. The ceremony is to take 
place at the Dorchester Baptist Church, fol- 
lowing which a reception will be held in the 
church parlors. Mr. Chick is one of the 
leading diamond experts in this city and has 
been associated for many years with thé 
Smith, Patterson Co. At one time he was 
secretary of the Boston Jewelers’ Club. Miss 
Wayland is contralto soloist at the Malden 
M. E. Church and occupies a prominent posi- 
tion in Dorchester society circles. 

The Boston Jewelers’ Bowling League will 
open its season Sept. 26. The number of 
competing teams has been increased to 12. 

he opening night will provide special feat- 
ures. Valuable prizes have been contributed, 
including a gold watch from the Hampden 
Watch Co.; gold watch, Illinois Watch Co.; 
gold watch, Dueber Hampden Watch Co.; 
mirror clock, Waltham Watch Co.; gent’s 
seal ring, John R. Street & Sons; solid silver 
cup, the capital prize, Gorham Interests. The 
tew officers of the league are: president, 
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George E, Fletcher ; vice-president, Harry L. 
Rosenberg; secretary, Fred R. Kenney; 
treasurer, C. Oswald Housman. 

L. D. Cotton, traveling salesman for E. H. 
Saxton & Co., was severely injured Aug. 21 
when the automobile whicli he was driving 
from Syracuse to Rochester was smashed by 
another car driven by Benjamin Cohen. Mr. 
Cotton had two ribs broken and was knocked 
unconscious for half an hour. He was taken 
to Auburn city hospital where he remained 
for treatment for several days. The cars col- 
lided head-on, and the impact was so great 
that both were telescoped and wrecked. Mr. 
Cotton says that he was on his right side. 
Mr, Cohen and a companion were placed 
under arrest and held in $1,000 bonds each for 
a hearing later. Mr. Cotton sold his car for 
scrap. He has brought action against Mr. 
Cohen and his companions for $10,000 dam- 
ages. Mr. Cotton has returned to Boston but 
plans to take several weeks’ rest. 


The students of the New England Jewel- 
ers’ Institute visited the Waltham watch fac- 
tory recently. They made the trip from Mil- 
ford by automobile in charge of E. F. Lilley, 
dean, and Instructors Behler, Franklin and 
Phillipps. The management of the factory 
extended every courtesy to the students who 
found much of great interest there. The 
students are planning to hold a clambake 
every year as a result of the successful event 
which they held at Nipmuc. Sports followed, 
in charge of John Gamage, Thomas Camp- 
bell, Ray Markham, William O’Reilly and 
John Kearney. The results were as follows: 
single quoit throwing, John Hastings; pie- 
eating contest, George Franklin; egg race, 
Clinton Phillips; three-legged race, Robert 
Semple and C. Phillips; potato race, Clinton 
Phillips; lucky number, George LaCourse; 
extra fancy diving contest, Frank MaCum- 
ber; swimming under water, Herbert Broom- 
field; longest hit in ball game, Sumner Cros- 
by; complimentary prize by committee, Jas- 
per Shaw; feature play in ball game, Gay, 
Lozier, Crosby, Markey, Behler and Camp- 
bell; man longest at dinner table, Dean Lil- 
ley ; throwing ball, R. Markham; wrestling, 
Broomfield; tug-of-war, Campbell’s team. 

A daring burglar carried out a raid on the 
Stratford-Carlton Co.’s store on Winter 
Place, Aug. 30, between 6 and 7 in the eve- 
ning when hundreds of people were passing 
through the thoroughfare. He got away 
with $28 in cash, but left behind him thou- 
sands of dollars’ worth of rare gems and 
jewels, fine china and glassware. Policemen 
from the Lagrange Street station, who in- 
vestigated, at first suspected it was the work 
of a boy, but later they found the imprints 
of a jimmy on the inside of the door, indi- 
cating that a man had attempted to pry the 
door open to make his escape. He entered 
by climbing through an open transom over 
the front door on the side of the entrance to 
the restaurant adjoining. The place has been 
closed just before and the funds of the firm 
placed in a safe. The $28 was change in a 
cash drawer. The jewels, china and 
cut glass were displayed about the store. 
When the help returned at 7 to dress the 
windows they found the stool in front of 
the door where the burglar had placed it. 
The police found finger prints around the 
transom and door and marks where the burg- 
lar had used the jimmy to open the door and 
make his escape. Why he neglected to take 
any of the jewels is surprising to the police. 
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Manufacturers’ Baseball League which will 
be awarded to the winning club. 

William A. Saart, of Saart Bros., has 
assisted the Finberg A. C. in equipping its 
playgrounds by donating 300 seats. 

Frank Willmore was injured at the fac- 
tory of the Watson Co. last Monday morn- 
ing when he struck his head on a rod. 

Announcement was made Friday after- 
noon that the Hartley Clock Co., has pur- 
chased a site for its new building on 
Pleasant St. 

Frederick W. Nittel has been granted a 
patent on a new method of making watch 
chain swivels which he has assigned to the 
M. S. Co. 

Fuel Administrator Frank M. Payson 
announced last Wednesday that there was 
plenty of soft coal in Attleboro and that 
he sees no prospect of industries shutting 
down here because of lack of fuel. 

A new compilation of the last census is- 
sued by the bureau of statistics shows that 
Attleboro, North Attleboro and Plainville 
made big gains from 1915 to 1919 in value 
of product turned out and the amount of 
wages paid. In Attleboro there were 114 
firms, paying $7,262,751 wages, employing 
6,763 and turning out $34,471,577 product. 
In North Attleboro there were 77 firms 
employing 2,659 wage earners with wages 
of $2,869,364 and turning out product valued 
at $10,836,398. Plainville with its eight 
firms, turned out products amounting to 
$2,253,765 and paid 618 wage earners salary 
amounting to $731,374. 








Minneapolis and St. Paul. 





S. H. Clausen, of S. H. Clausen & Co., 
is on a visit to friends in Toledo, O., and 
will be away several weeks, 

It was announced last week that negotia- 
tions are on for new homes for two of the 
pioneer jewelry concerns of St. Paul, the 
Henry Bockstruck Co., now at 11 E. 7th 
St., and George R. Holmes & Son, now at 
379 Robert St. The Bockstruck concern, 
which was organized in 1883, will, in March, 
1923, take over the lease of the building at 
397 Jackson St., now occupied by the Holmes 
firm and give up its store in E. 7th St. 
The Holmes concern, whose business was 
started in 1879, will move at that time to 
other quarters, not yet determined upon. 








Jewelers’ Gold Bars Withdrawn and 
Exchanged at New York 
Week Ended Sept. 2, 1922 
The U. S. Assay Office reports: 
Gold bars exchanged for gold coins.. $795,756.93 
Gold bars paid depositors........+... 55,359.41 
OMEN a ark ee cERCR CER eeae Ks $851,116.34 


Of this the gold bars exchanged for gold 
coin are reported as follows: 


Date Exchange 
BE BIO viccicihecipeevinewemuens $253,779.76 
YS ae eee ee eer 175,239.65 
PAM oo dns EVER CROs 99,288.03 
PR ON Aeicl+ 9b AS8b6 CRTC CEERE RCRD 66,664.59 
ES ED PO OOO E Te Per Pirie ere 128,429.78 
BS Bind nisanniiderebseaaeaee es 72,355.12 

NE, uiciaiae dace ncaa na aee-a $795,756.93 
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Artificial Pearl Necklaces 


a superior reproduction 


direct from France 


GATTLE & HUNTER 


576 Fifth Ave., at 47th St., New York 
Telephone Bryant 7085 


Importers of Pearls, Diamonds and Other Precious Stones 
























FREDERICK W. RAUCH 
522 Fifth Ave. New York 


Pearl NecKlaces 


created by an expert in the perfect blending ot 
color and graduation of size 


Pearl Ropes Loose Pearls for Additions 
Fancy Cut Diamonds and Precious Stones 






































PEARL TASSEL EFFECTS 


Seed Pearl Bracelets and Pearl Sautoirs 


ORIENTAL PEARL NECKLACES 
From $25.00 Up 


SEED PEARL NECKLACES 


The most complete line of above on the market 


CROSSMAN COMPANY 


3 Maiden Lane New York 
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Canton, O. 





TRADE 


Early September finds the retail jewelry industry 
in much better spirits than any time during the 
past two months, and every downtown retail shop 
is alive with activity in anticipation for a big 
early Fall business. Although the coal strike has 
been partially settled, retail stores in this section 
are still affected by conditions due indirectly from 
the coal and rail tieups and until both are com- 
pletely settled and the public becomes more con- 
fdent over the future there will not be the retail 
activity there has been in months gone by. Sur- 
vey of the better stores this week developed that 
few diamonds are being sold, that wrist watches 
are moving better and that there is little demand 
for the higher priced merchandise. Cut glass has 
been moving briskly, and art goods in the jewlery 
stores has proved a big factor in the trade the 
past month. Jewelers are optimistic as to the 
Fall trade and are hoping for the settlement of 
the rail strike. Industrially the Canton district 
is about the same as it has been for many weeks 
past, 


CONDITIONS 





Thieves recently smashed a window of 
the H. C. Thew jewelry store at Lima, O., 
and escaped with $500 in rings and jewelry. 

Fire did $500 damage to Suran & Sanes 
jewelry store, 247 E. Federal St., Youngs- 
town, O., late Saturday. The loss was fully 
covered with insurance. 


Leon Rubin, of the Rubin, Fredland 
Jewelry Co., with retail stores in East 


Liverpool and Canton, is in New York on 
an extended buying trip. He reports he 
will buy heavier for this year’s holiday trade 
than last. 

Yeggs cracked three safes in the Feld- 
man store in the heart of the business dis- 
trict here Sunday, and escaped unmolested 
with cash and jewelry and merchandise esti- 
mated at $10,000. The diamonds belonged 
to: the proprietors. 

Activities of the Canton 24 Karat Club 
will be resumed with this month and many 
interesting meetings of the retail jewelers of 
the Canton district are planned for the com- 
ing Winter months. The regular meetings 
will be resumed this month. 

C. J. Duncan, Massillon, O., jeweler, was 
re-elected first vice-president of the Ohio 
Retail Jewelers Association at the annual 
convention held Monday in Cincinnati. Mr. 
Duncan reports an increase in membership 
during this year over last year. Two 
hundred Ohio retailers were reported at- 
tending the convention. 


The jewelry store managed by Allen 
Klivans at 219 W. Federal St., Youngstown, 
O., has been sold to Kay & Co., of Akron. 
The transfer is said to have involved 
$75,000. It is the intention of the new 
owners to specialize in the selling of jewelry 
on the payment plan. Mr. Klivans plans to 
dispose of other holdings and move to Cali- 
fornia. 

Retail jewelers of Canton have been in- 
vited to join with other merchants of the 
city in observing the annual Fall sales week 
and Fall Style Exposition which will open 
here Sept. 11. Windows of the downtwn 
stores will be unveiled on Wednesday night, 
Sept. 13, and there will be many special 
features attendant the Fall exposition, 
which is always one of the biggest merchan- 
dising events, locally, of the entire year. 

The new Rubin, Fredland Jewelry Co. 
store was opened to the public Saturday, 
Aug. 19 at the recently acquired location, 
333 Market Ave. The shop is one of the 
Most attractive in the city, the appointments 
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being of the very latest interior store de- 
sign, with all furnishings to harmonize. 
This store, in addition,to the regular line 
of jewelry, has announced that it will carry 
a complete line of cut glass, crystal, colored 
glass, and will later-add to its lines dinner 
service and silverware. The optical depart- 
ment has been installed to. the rear of the 
store, and has been placed in charge of Dr. 
C. E. Lose, formerly of the Merritt Jewelry 
Co. Jay Fredland, formerly associated with 
Mr. Rubin at East Liverpool, has been 
placed in charge of the store, and E, L. 
McQuiston, who was manager for two years 
of the Merrit Co., has been named as his 
assistant. 








Davenport, [a. 





C. I. Josephson, of Moline, is spending a 
few days in Chicago, on a business trip for 
his concern. 

Mr. Paul, formerly of the M. E. Nabstedt 
& Sons Co., Davenport, is opening a store at 
111 E. 3rd St. He is a skilled watchmaker. 

Out-of-town visitors in Davenport were 
P. C. Peyton, West Liberty, Ia.; N. F. 
Garnett, Port Byron, Ill.; H. S. Record, 
Cambridge, Ill. 

William McCown, of the Gerwe Bros. & 
Garvey Co., manufacturing jewelers, re- 
turned to Davenport from a two weeks’ 
trip through Missouri. 

W. Samuelson, of the Samuelson & Borg- 
gren Jewelry Co., Moline, has returned to 
Moline after a delightful motor trip of two 
weeks spent in Wisconsin. 

The Brumer Bros. store at Clinton was 
broken into and robbed of jewelry valued 
at $5,000. No trace of the thieves could be 
found. The robbery was committed at day- 
break at the time the change of police 
patrol took place. 

The 24 Karat Club of the tri-cities had 
an enjoyable social and business meeting 
Monday, Aug. 21, at the Terrace Gardens, 
Davenport, 16 members being present. They 
discussed the national convention and voted 
H. M. Garvey, of Gerwe Bros. & Garvey Co., 
as their delegate. The next meeting will 
be held Sept. 9 in Moline at the Manufac- 
turers Hotel. 

The Deutsch Jewelry Co., Davenport, 
will soon be in its new and larger store 
room. The firm was originally the Royal 
Jewelry Co., starting in business a year ago. 
The rapid growth of their business de- 
manded larger store space and greater capi- 
tal, so they have incorporated under the 
name ef the Deutsch Jewelry Co. Mr. 
Deutsch ‘has been an active jewelry mer- 
chant for 20 years in Davenport and is a 
member of the 24 Karat Club of the tri- 
cities. His many friends wish the new firm 
unlimited success. 








Mark Abel, McKeesport, Pa., reports 
that while he was at lunch one day re- 
cently, his clerk who was in the store dur- 
ing his absence, was surprised by seeing a 
man crouched in front of the show case 
containing diamond rings. -The clerk tried 
to stop the man, but before he could do so 
the man dashed from the store. The clerk 
followed and the stranger was finally caught. 
The jeweler after taking inventory, found 
that no goods had been stolen. 





TRADE CONDITIONS 
Since the settlement of the .coal. strike busi- 


ness with the distributors here appears to be 
picking up slightly. In the purely coal mine 
regions where the retailers had been holding off 
during the entire Summer and had been reporting 
business as exceptionally poor they now are 
buying for the holiday trade. Most of the dis- 
tr.butors here who had virtually kept their men 
out of the mining districts, now have their sales- 





men there and some nice orders are coming 
through. 
Over in Clinton, Ind. a farmer has 


found a watch lost 18 years ago and it 
is in good condition, In the report of the 
find, he does not state the make of the 
watch, but it was lost in a field while 
plowing in 1904. Just recently a negro 
employe unearthed it. The farmer says 
the. watch began to run about normally 
when he wound it up. The case was 
polished and except for a slight scar on the 
case where the plowshare struck it and the 
broken second hand, which rusted off, the 
watch is almost as good as new. 

This Fall is to be a costume jewelry 
Fall in the opinion of the wholesale jewelers 
in Indianapolis and heads of the various 
jewelry departments of the department 
stores. At the present time there is a 
good demand for amber beads and other 
colored beads to be used for matching 
frocks. Many of the long sleeved dresses 
and blouses are fastened at the wrist with 
jeweled buttons. Jewelry clasps for capes 
and dresses are in vogue and a number of 
them are being sold. Coral seems to be 
popular also. Many prefer them strung on 
Chinese cords. White and green jade orna- 
ments are selling well and earrings made 
of colored stones cut to resemble Egyp- 
tian scarabs are in demand. Among the 
latest fads about the only one that does 
not seem to be taking well is the ring for 
the little finger. 

Officials of the Indiana Retail Jewelers’ 
Association are going to meet some diffi- 
culty in their campaign to line up the 
Indiana congressional vote against a luxury 
tax on jewelry. Just recently Everett 
Sanders, congressman from the Fifth dis- 
trict, in answer to a letter from officers 
of the association, declared he favored a 
tax on luxuries, such as jewelry rather 
than a tax on necessities. However, in 
the same district, in which Terre Haute 
is the largest city, Mr. Sanders is running 
for re-election against Charles Bidaman, 
democratic nominee, who has announced 
he favors the repeal of the special excise 
taxes. Mr. Sanders will have the support 
of the largest paper in Terre Haute and 
probably one other independent paper and 
is running on a dry ticket, while Mr. 
Bidaman is running on an avowedly wet 
ticket. In his letter to Ralph Roessler, of 
Marion, secretary of the Indiana jewelers, 
Mr. Sanders states, “I think you have un- 
wittingly imposed on Mr. Bidaman when 
you got him to pledge to vote to repeal 
this tax.” Bidaman will get the jewelers’ 
votes. 








FE. S. Kendle has opened a jewelry store 
at Nehawka, Nebr. 












STAR 
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ALL SIZES : 
| EMERALD CUT and SQUARE CUT RUBIES 
CALIBRE Upward to 5 carats for single stone rings. ALSO AND 
FANCY SHAPES . 
Cut to order from the Rough. F ancy Cut D lamonds 


SPECIALIST in SAPPHIRES and IMPORTER and CUTTER of PRECIOUS STONES 


HENRY GREEN 


527 Fifth Avenue New York 
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ANTWERP LONDON 
72 Rue Jordaens 23 Holborn Viaduct 


Louis Pressel & Ledeberg, Inc. 


Importers and Cutters of Diamonds 


Our Advantage Is Your Opportunity! 


Mr. Louis Pressel is shipping us. weekly, a'l sizes and qualities direct from our European 
Cutting Works. We are particularly specializing in Straight Sizes, Melee and Single Cut 
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Col. W. L. Hall, of G. F. Geiger & Son, 
has returned from a two weeks’ rest. 


Shelby Van Hoy, Shelbyville, was in 
Louisville last week buying materials and 
supplies. 


Thomas C. Howe, of T. J. Howe & Co., 
Louisville, has obtained a patent on a dis- 
play device, according to a Washington re- 


port. ; 
Charles Seifert and H. MacPherson, 
traveling representatives of the George 


Katzman Co., manufacturing jewelers, have 
left on trips through Indiana. 

Andrew J. Gross, a retired merchant, 
father of Mrs. A. Chiquelin, died at ‘his 
home here at the age of 65 years. Mr. 
Chiquelin is with Fisher & Chiquelin in the 
Norton building. 

The prizes which will be awarded win- 
ners in the Newspapermen’s Golf Tourna- 
ment are on display in the window of G, F. 
Geiger & Son. They include a trophy cup 
and several silver articles. 

Will Irion, of Matt Irion & Sons, Louis- 
ville, was elected president of the Kentucky 
Retail Jewelers’ Association Aug, 28 at the 
annual convention. It was held in Cincin- 
nati in order to draw as many State jewelers 
as possible to the national convention. 
About half a dozen Louisville jewelers 
attended the convention. 

Among recent traveling salesmen who 
called on Louisviile jewelers were the fol- 
lowing: George W. Simons, of Simons 
Bros. Co.; A. C. Weichinger, of Nere & 
Kopp; George A. Schuetz, the Traub Manu- 
facturing Co.; Frank A. Spies, of Wilcox 
& Evertsen; and P, D. Lucas, of the Van 
Dusen & Stokes Mfg. Co. 

G. F. Geiger & Son, William Kendrick’s 
Sons, and Lemon & Son are busy engrav- 
ing the silver cups and trophies ordered by 
the State Fair Board for distribution as 
prizes to winners in the various shows and 
exhibits. The total value of the cups is 
several thousand dollars and considerable 
work is to be done on them. 

Much distress, caused by the disappear- 
ance of the lawn seat from the Clark County 
Court House, Jeffersonville, has been re- 
lieved by the solution of the mystery. The 
seat, which belonged to a jeweler who used 
it for advertising purposes, has been sold 
to a druggist, who had removed it long 
enough to paint his advertisement on it. It 
is now doing business at the old stand. 

William Kendricks’ Sons and Lemon & 
Son will have exhibition booths in the Mer- 
chants’ and Manufacturers’ building at the 
Kentucky State Fair the week of Sept. 11. 
The building, which was completed last 
year at a cost of $300,000, will have on dis- 
Play practically every article manufactured 
or jobbed in Louisville. At present, several 
Jewelers have booths at the Fall sales con- 
vention of the Merchants’ and Manufac- 
turers’ Association which is being held at 
the Louisville-Old Inn Hotel. The associa- 
tion pays the railroad fare of. all merchants 
who visit the convention. A full program 
of instructive talks and entertainment is 
being carried on and visiting merchants are 
enthusiastic over the displays. Thirty re- 
tailers were turned down owing to lack of 
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space. The convention next year will be 
held in the Armory, it has been announced, 
in order to accommodate all who wish to 
display at the exposition. More than 500 
visiting merchants have already signed the 
registration book. The exposition will con- 
tinue two weeks. 
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J. M. Boner, Main St. jeweler, has re- 
turned from his Summer vacation. 

Charles F. Artes, of the Charles F. Artes 
Co., Inc., Main St., retail jewelers, has re- 
turned from a business trip to Indianapolis. 

F, A. Rhodes, retail jeweler, Chrisney, 
Ind., was among those who attended the big 
Spencer County Fair at Rockport, Ind., a 
few days ago. 

Herman Vollmer, retail jeweler, Prince- 
ton, Ind., was.a recent visitor in Evansville. 
Mr. Vollmer said that Summer trade has 
been fairly good and that he is looking 
for a splendid trade this Fall and Winter. 

Arthur Herrmann, retail jeweler on W. 
Franklin St., discovered the other morning 
when he went to his place of business that 
he was unable to open his big jewelry safe 
and it was necessary for him to send for a 
safe expert before it was possible to get 
the safe open. 

Mrs. Paul D. Strong, whosg husband for 
many years conducted an optician shop on 
Upper 2nd St. here and who died several 
months ago, has sold the business to the 
George C. Ridgway Optical Co., who will 
conduct the business from their main place 
of business on Main St. 

Moses Gans, formerly vice-president and 
manager of the I. Gans Co., wholesale and 
retail jewelers, which business was _ sold 
several years ago to Raphael Bros., has re- 
turned from a trip to French Lick, Ind., 
having been accompanied by his wife. Mr. 
Gans now is connected with a large whole- 
sale notions house in New York. He is 
well and favorably known to the jewelry 
trade in this section of the country, 

Reports from towns along the lower Ohio, 
Wabash and White rivers show that there 
is still a great deal of activity in the mussel 
shell camps, and that a great many men 
are employed in the work this year. Many 
thousand tons of shells are being gotten out 
and the men engaged in the work are paid 
a good wage. The button factories in 
southern Indiana and southern Illinois are 
operating steadily now and indications are 
that they will be able to run steadily until 
the cold weather sets. in a little later on. 
There is a fair demand now for pearl but- 
tons and the factory owners say that they 
are expecting a good run on buttons for the 
next six months to come, 

Retail jewelers at Henderson, Ky.,: Pem- 
broke, Ky., Sturgis, Ky., Earlington, Ky., 
Hopkinsville, Ky., Madisonville, Ky., and 
other cities and towns in western and north- 
ern Kentucky, report that their Summer 
trade has been the best in many years. The 
reason assigned for this is the fact that the 
large coal mines in that section have been 
operating steadily since April 1, when the 
strike of the coal miners in Indiana and 
other northern States started. The mines 
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in some instances have been operated with 
two and three shifts a day and a great deal 
of money has poured into the mining towns, 
and as a result the retail merchants in those 
towns have reaped a harvest. Jewelers say 
that they do not recall a time when there 
was a better trade in the retail line in the 
towns in that section. The farmers of that 
section are raising a large tobacco crop. 
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Gustav C. Frisch, of Frisch Bros., jewel- 
ers, 443 Genesee St., was among the ex- 
hibitors at the Erie County Fair, held during 
the past week at Hamburg. 

Gustav A. Witzel, who has been asso- 
ciated with Albert Zilliox in his retail 
jewelry business at 413 William St. for the 
past 26 years, has retired. He had charge 
of the watch repairing department for the 
past quarter century. 

A. E. Sipe, diamond importer and jeweler, 
38 Niagara St., returned last week from 
Pittsburgh, whither he was called by the 
death of his brother, Samuel E. Sipe. Mr. 
Sipe was to have sailed for Europe the day 
his brother died, but he has now postponed 
his trip abroad indefinitely. 

Notices will be mailed next week by Sec- 
retary Edward Leininger, notifying mem- 
bers of the local association of the resump- 
tion of the regular monthly meetings on 
Sept. 21. Reports from State and na- 
tional conventions will be heard on this 
occasion and plans for the coming season 
discussed. 

Downtown stores which have been clos- 
ing all day Saturday or Saturday after- 
noons during July and August, will return 
to the regular schedule next week. On 
the east and west sides, stores which have 
closed on Wednesday afternoons will con- 
tinue to do so all the year round, conform-. 
ing with the practice of merchants in their 
respective communities, 

William F. Ehmann, the Elk St. jeweler, 
and his family, who spent the Summer at 
Crystal Beach, the popular resort across the 
lake, has closed up his cottage and returned 
to his city residence. Louis Striker, of the 
firm of Striker Bros., also a Summer resi- 
dent on the Canadian shore, has done like- 
wise. Fred J. Dorn, the Genesee St. jeweler, 
will remain at Crystal Beach through Sep- 
tember, commuting back and forth via auto 
after the excursion boats stop running. 











It is very gratifying to note that a new 
record in observatory tests for small brace- 
iet watches has been attained by the Hafis 
watch, according to R. Gsell, watch manu- 
facturer and importer, of New York. 
Another first class certificate has been 
granted to a very small. Hafis watch by 
the Bienne Observatory with the special 
mention of “very satisfactory.” This men- 
tion of “very satisfactory” is only awarded 
to watches having obtained first class cer- 
tificates with results not exceeding half of 
the limits required by the different tests. 
It is the first time, according to Mr. Gsell, 
that such a small watch has obtained a 
certificate with the mention of “very satis- 
factory.” 
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BAUMGOLD BROS. ® CO. 


cCwrtTteaS 


DIAMONDS 


Our Increase of Business Has Forced Us to 


ENLARGE OUR FACTORY 
The satisfaction we give our customers leads to greater volume continually 


THE REASON IS: 
SUPERIORITY OF WORKMANSHIP 


Wholesalers will find it to their advantage to communicate with us 








Factory and Cutting Works General Offices 
71 NASSAU ST., NEW YORK 71 NASSAU ST., NEW YORK 
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We Deplore Strikes— 


and their resultant disturbance of business conditions, but as long as the U. S. Mails and 
the Express continue to move, the men back of the 


NORDLINGER SERVICE 


PRECIOUS and IMITATION STONES 


will continue to supply their nation-wide clientele with the same promptness and efficiency 
as heretofore, plus every possible precaution against loss, damage or delay in transit. Our 
Service extends from coast to coast. 


H. NORDLINGER’S SONS, Inc. 


New York, 70 West 40th Street 











5 Paris, 32 Rue Beaurepaire Gablonz, a/N., 16 Steingasse Providence, 63 Washington St. 
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Australian Sapphires 


For Bracelets and Rings cut to order 


CALIBRE CUTTING A SPECIALTY 


ESPOSITER, VARNI CO,, inc. 


Lapidaries and Importers of Precious Stones 


15 Maiden Lane | New York 


Stephen Varni, Pres. Harry F. Garofalo, Vice-Pres. 
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Harold Ohman is a new employe in the 
Meyer Jewelry Co, engraving department. 
Sam Shrack of W. H. Shrack and Sons, 
Pratt, Kans., was in the market this week. 


Mr. and Mrs. L. S. McKee, Fredonia, 
Kans., motored to the Kansas City market 
in the last week, 

Mr. and Mrs. Charles Jahn, Enid, Okla., 
passed through the city recently while 
motoring to Buffalo, 

Mr. and Mrs. Arthur Clark of the Clark 
Tool & Material Co., are out of the city on 
a pleasure trip to Colorado. 

A. F. Klein, manager of the material 
department of the Edwards, Ludwig, Fuller 
Jewelry Co., has returned to work after a 
two weeks’ rest. 

J. O. Stott, Paola, Kans., was in the 
Kansas City market this week. Mr. Stott 
reports that business in his city is active 
in the jewelry line. 

Mrs. L. R. Hassig and daughter, Muriel, 
are spending the week near Warrensburg, 
Mo. L. R. Hassig is the president of the 
Hassig Jewelry Co. 

A. W. Pearce, has left the watchmaking 
department at the Cady & Olmstead 
jewelry store for Des Moines where he will 
join S. Joseph & Sons. 

Mr. and Mrs. Johnson, jewelers, 
Columbia, Mo., were in Kansas City in the 
last week on their way home after a 
pleasure trip in the west. 

Sam Segal who for three years has been 
with L. Goldman’s Sons, jewelers, has left 
Kansas City for Davenport, Ja., where he 
will open an installment jewelry house. 

Alvin Davis, watchmaker for eight years 
for H. E. Kimbler, Excelsior Springs, 
passed through Kansas City recently on his 
way to Denver, Colo. Mr. Davis intends 
to locate permanently in Colorado. 

C. S. Craven has returned from a 10-day 
fishing trip in Alexandria, Minn. Mr. 
Craven brought home two buckets of fish 
for his friends here in the city. He caught 
one of the largest bass of the season while 
on his trip. 

Fred Sands, secretary for the Missouri 
State Jewelers’ Association, who has been 
seriously ill in the last week, was reported 
somewhat improved on Aug. 30, though he 
has not yet been able to sit up. If no com- 
plications arise. Mr. Sands hopes to be 
back at his desk by the end of the week of 
Sept. 4. 

The Kansas City Wholesale Jewelers’ 
Association will resume its regular meet- 
ings the first Tuesday in September, ac- 
cording to President E. O. Baumgarten. 
Whether or not entertainment will be pro- 
vided for the visitors to the city during 
Priests of Pallas week is one of the ques- 
tions which will come up at this meeting. 

John Steck, formerly of Washington, Ia., 
and located for many years at Owossa, 
Mich., called on his old friend, E. O. Baum- 
Rarten, vice-president of the Hoefer 
Jewelry Co., this week. Mr. Steck who 
was on his way home after a visit in 
California was a major in the United 
States Army for 37 months during the 
World War. 

The wholesale jewelers of Kansas City 


THE 
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are contributing prizes to the Kansas City 
Optometrists’ Association for the picnic 
which the organization will give at Dallas 
Park, Dallas, Mo., Sept. 10. John Mendi-~ 
kow has been made general chairman of the 
arrangements committee. Dodgers with 
the full announcement of the picnic are be- 
ing sent to all members of the association. 
A special “eats committee” composed of 
Mrs. Malcom Dale, Mrs. George Erskine 
and Mrs. G. Haun has been appointed to 
take charge of refreshments. 

George Goldman, of L. Goldman’s Sons, 
jewelers, has recently returned from a trip 
to 20 of the most important cities in the 
United States, Mr. Goldman and two other 
members of a committee of investigation of 
juvenile courts were sent by the Mayor 
of Kansas City. Mr. Goldman, who is an 
alderman, represented the upper house. 
Kansas City has no adequate provisions for 
trying juvenile delinquents, and- it was 
with a view to establishing suitable courts 
here that Mr. Goldman and his two asso- 
ciates made the excursion. Charles Tucker, 
President of the Board of Welfare, was 
one of Mr. Goldman’s fellow committee 
members. Mr. Goldman has also been ap- 
pointed chairman of the entertainment com- 
mittee for the Mayor’s Kiddies’ Picnic, to 
be held Saturday, Sept. 2. This event is 
the only one of its kind. It is an outing 
for every child in Kansas City, which will 
close the vacation season, 

A style show which actually has a close 


relation to jewelers was that given by 
the Hairdressers’ Association of Kansas 
City at the Isis Theater, Aug. 31. As 


well as showing the latest coiffures, the 
hairdressers displayed correct jewelry to 
be worn with these hairdresses. Mrs. A. 
M. Jordan, president of the association, re- 
cently attended the national convention 
which was held in St. Louis, and in the 
fashion show in Kansas City displayed the 
prize winning methods for dressing the hair 
in the coming season. Mrs. Jordan reports 
that bobbed hair is passé. Hence the 
ornaments which were so adaptable for 
that style of wearing the hair are also out 
of date. Efforts have been made to create 
new uses for the barrets and pins which 
were useful with shorn locks, says Mrs. 
Jordan. On the other hand, many new 
ornaments are shown for wear in the new 
styles of coiffures. Large combs were 
shown in the fashion review. Hairdressers 
here are sponsoring the huge comb for 
formal afternoon and evening wear. For 
informal wear no combs are worn, says Mrs. 
Jordan. Studded hair bands to match combs 
were extensively shown. Earrings to match 
the comb were worn by several models. This 
is a fashion note for Fall, says Mrs. Jordan, 
who mentions also that earrings longer 
than ever are to be worn with the new 
styles of hair dress. 








Rochester 





Mr. and Mrs. C. W. Rickarts have re- 
turned from a trip to Washington and Atlan- 
tic City. 

George P. Klee and family are motoring 
in the White Mountains and they intend ‘to 
return next week. 

James Given, of Dudley, Given, Simpson & 
Co., says the business for July and August 
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has been the largest of corresponding months 
i the records of ‘the house. 
Theron Bastian has moved from his resi- 


‘dence on Lake Ave. to his new home on 


Seneca Parkway. 

Bert Moll returned from a business trip 
to New York in the interests of M. Rosen- 
bloom & Co. He has purchased a large as- 
sortment of ivory toilet goods, clocks, silver 
plate and hollow ware. 

Many of the members of the Rochester 
Retail Jewelers’ Association are in favor of 
holding the September meeting at Avon Inn, 
Avon, and the meeting will probably be held 
there the second Thursday in September. 

At a meeting of the Humburch creditors 
held on Aug. 28, an offer was made of a 
settlement of 50 cents on the dollar; most 
of the claimants were agreeable to the terms. 
The amount of indebtedness is about $20,000. 
If the creditors accept the terms a trustee 
will be placed in charge and the business will 
be carried on until next year. 

The Secretary of State at Albany has is- 
sued a charter of incorporation to the 
Genesee Cut Glass Corporation of tlfis city, 
to manufacture cut glassware. Capital 100 
shares at $100 and 200 shares of common 
stock, having no par value. Directors for 
the first year are: Theron E. .Bastian, 20 
shares; G. B. Tuthill, 5 shares and J. A. 
Barth, 1 share. 

The Joel Co., 30 South Ave., established 
ir 1890 by P. C. Joel, who was at that time 
located on Main St. E., intends to retire 
from business. The business was moved to 
the present location in 1912, the year he 
died, and his brother L. F. Joel continued 
the business until the present time. 
This company intends to retire from business 
at the end of this year. Mr. Joel says that 
they will probably hold a sale in December 
of the stock and fixtures as the lease ex- 
pires January, 1923. Miss Goldblutt, who 
has had charge of the office for the past 10 
years, will remain with the company until 
the stock has been sold. 











the well known engine 


John 
turner, spent the week end at the Cape. 

All of the local firms closed Friday even- 
ing until Tuesday morning in observance 
of Labor Day. 

The Mason Box Co., sent a delegation to 


Conefy, 


the Graphic Arts exposition held in Bos- 
ton last week. 

The North Attleboro Gas Light Co. last 
Friday increased the prices of gas to $1.80 
per thousand cubic feet, net. 

Donald LeStage who is now owner of 
the O. M. Draper Co., will leave in a few 
days with the line of that concern. 

The Whiting & Davis Co., was repre- 
sented at the convention of the American 
National Retail Jewelers’ Association held 
in Cincinnati. 

Work on the new recreation building 
which the Whiting & Davis Co. is construct- 
ing for its employes is progressing rapidly 
and is expected to be completed about Nov. 


1. 








Frank Lemon has moved from Ashland, 
Nebr., to Nampa, Idaho. 
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Medical 
Ophthalmology 


By Arnold Knapp, M.D. 510 
pages, with 32 illustrations. 
Chapter I, comprising 80 
b, ° pages, is devoted to the anat- 
en: A omy of the eye and especially 
the ocular nervous system. 

Price, $5.00 


e The Optical Publishing Co., 
1l John S., New York 


It is impossible to cut an Aquamarine thin BL ACK ONYX 


and retain its BRILLIANCY, ‘ 
Lacking BRILLIANCY an Aquamarine has In All Sizes and Shapes 
Also precious and imitation 
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absolutely no merit. 
. — stones — drilling — engraving 
Hence, an Aquamarine cut too thin is prac- —encrusting Lapidary work. 
tically unsalable, and therefore expensive at any 


Kroner, Hyman & Co., Inc. 


51 Maiden Lane, New York 
Phone John 0350 


price. 














American Gem & Pearl Company P q 
6 West 48th Street, NEW YORK F * W. HOWELL 
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PEA EARL pearls in the world. 5 ONYX RING STONES 
Furnished for Any Size 
Diamond 


FRANK C. OSMERS ; 


2 West 47th St, New York, N. Y. 

RL Telephone Bryant 5523 ¢ 
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JEWELRY and NOVELTY 
MERCHANTS! 


34K. 3-piece genuine Stag handle Carving Set— 
consisting of large knife, sharpening steel and 
guarded fork. All mounted with nickel knobs and 
steel fittings. Each set neatly arranged in lined dis- 
play box. Special price, $1.90 per set. 


We carry a complete line of merchandise that keeps the register 


EARRING STONES 
ONYX and AMBER BEADS 


THE DOUBRAVA CO. 
61 Beekman St. New York 


























ringing the merry tune of profits. 
PARKWAY SILVER CO. 
62 Canal Street New York City Send for Our Special Silverware Circular 














A. & S. ESPOSITER == EXPERT LAPIDARIES 


: UY 
33-35 West 46th Street UT 
NEW YORK We are proud of our skill in recutting, polishing P OLISH 


Tele. Bryant 4787 and improving fine large emeralds. SELL 
TRADE MARK 

















September 6, 1922. 





Pe 


The Lewis Jewelry Co., Long Beach, has 
opened a branch store in San Pedro. 

Newton Moore, 356 S. Broadway, is en- 
joying a motor trip with his family through 
the southern part of the State. 

J. D. Ball of the sales force of the Dona- 
yan & Seamans Co. is taking a rest at Gil- 
man’s Hot Springs, near San Jacinto. 

Charles L. Schwenck, of C. F. Sischo & 
Sons, wholesalers of jewelers’ supplies, has 
gone to Catalina Island for a week’s rest. 

W. Studt, city salesman for the E. W. 
Reynolds Co., has returned after spending 
two weeks at Idyllwild with his wife and 
son. 

Milton Weisenbach and Morris Pickow are 
new additions to the shop force of E. L. 
Deacon, manufacturing jeweler, 430 S. 
Broadway. 

S. P. Dayton, 714 Title Guarantee build- 
ing, drove his car to San Diego and back in 
one day, a total distance by the route he took 
of about 300 miles. 

Almon G. Stone, 705a W. 3rd St., still 
spends a considerable part of the time he de- 
votes to recreation to painting in oils. He 
has recently had on display in one of his 
windows six attractive specimens of his work 
in this line. 

George E. Feagans has just started for 
New York and the east to be gone several 
weeks. He is taking his architect with him 
to acquire ideas and study plans for the new 
building which Feagans & Co. expect to 
occupy next year. 

Charles H. Clark, 704 S. Broadway, who 
recently acquired an interest in a large silver 
mine at Randsburg, about 150 miles north- 
west of here, has returned from a visit to 
the mine. He reports that the mines there 
are very productive. 

John Blohm, who retired not long since 
from the position of head of the silverware 
department of Feagans & Co., has returned 
from an extended visit to New York and 
the east. H. A. Ames is now in charge of 
the department left by Mr. Blohm. 

Munro Montgomery, of Montgomery Bros., 
has started with his family on a motor trip 
as far north as San Jose, intending to go 
from there to the Big Basin, then through 
the big trees to Santa Cruz, and thence 
homeward via Monterey and Carmel. 

Frank A. Priesmeyer, who recently retired 
from the position of manager of S. Nord- 
linger & Sons, has been spending a short 
time in San Francisco. He expects to return 
to Los Angeles soon and will then probably 
go to Catalina Island for a couple of weeks 
of fishing. 

I. Behrstock of the I. Behrstock Co. will 
Start in a few days for an extended business 
trip, covering the entire State of California 
north of Los Angeles. Harry N. Wolfe, 
his partner, is taking a rest at Murrieta Hot 
Springs, about 100 miles from here in River- 
side county. 

Edward Bastheim has received about 100 
letters of sympathy as a result of the an- 
nhouncement in THE JEWELERS’ CIRCULAR of 
his having broken his leg recently while 
playing tennis. He has just sat up in a chair 
for the first time since the accident occurred. 
The attending surgeon says it will probably 
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be three weeks longer before the cast can 
be removed from the limb. 

Following are some of the out-of-town 
jewelers who have been in Los Angeles re- 
cently: C. B. Bender, Dinuba; H. E. Gould, 
San Bernardino; Mrs. E. F. Stoddard, 
Whittier; Mrs. W. Lindenbaum, San Ber- 
nardino; J. E. Jones, Palmdale; F. W. 
Alley, Pomona; A. Protsch, Redondo; Mel 
Smith, Santa Ana; F. B. King, Redlands. 

Col. Benjamin Dorsey, a retired army offi- 
cer, has taken a position on the sales force 
of Feagans & Co. George Dickson, head of 
the stationery department of this company, 
has been spending the month of August at 
Balboa, a Coast resort some 50 miles south 
of here. James Picou, in charge of the re- 
pair department, and Mark Clark of the dia- 
mond department also enjoyed rests during 
the month of August. 

A telegram from Fresno received here 
Aug. 27 brings the information that diamond 
rings valued at $10,000 disappeared the day 
before in a mysterious manner from the store 
of the Warner Jewelry Co., there. The 
authorities were unable, it was said, to de- 
termine whether the jewels were stolen from 
the window, the showcase or the vault or 
were mislaid somewhere in the store. 

Albert Meyer of the Meyer & Talbott Co. 
has just returned from a trip by motor car 
as far north as Portland, Ore. He reports 
that he found business conditions satisfac- 
tory. J. G. Talbott of the same company is 
spending a week or two at Huntington Lake, 
a mountain resort about 50 miles northeast 
of Fresno. E. P. Gardner, also of the same 
company, has gone on a trip to Bishop, the 
Yosemite and San Francisco. 

Miss Whittemore, daughter of E. F. Whit- 
temore, 847 S. Broadway, who had charge 
of Mr. Whittemore’s store while he was 
confined to a hospital and to his home on 
account of illness, is taking a short rest, 
after which she will take a position as 
teacher in one of the schools of this city. 
R. R. Graham, who has been in charge of 
the watch department of E. F. Whittemore, 
has taken a position with C. W. Humphreys, 
5408 S. Vermont Ave. O. L. Hinsdale, who 
came here recently from Minneapolis, has 
taken Mr. Graham’s place with Mr. Whitte- 
more. 

A golf tournament of southern California 
jewelers was held at San Diego, Aug. 25, on 
the San Diego Country Club links. About 
12 enthusiasts went from Los Angeles. 
Kenneth Sischo, Los Angeles, won the low 
gross with 188 for 36 holes, taking the 
George J. Germain trophy. John Ernsting, 
San Diego, won the low net, 192—10, 182, 
taking the James D. Bridges trophy. Jack 
Roth, Los Angeles, won best 18 in the after- 
noon round, with 94, and took the Ernsting 
trophy; and George J. Germain, Los An- 
geles, won the 18 morning round with 90, 
taking the Jessop trophy. The tournament 
was pronounced a decided success. Another 
tournament will be held in Los Angeles in 
October. This will be the regular semi- 
annual tournament of the Southern Califor- 
nia Jewelers’ Golf Association and all jewel- 
ers thereabouts are interested. 








One night recently, the show window of 
the jewelry store of Otto Burkland, Mober- 
ly, Mo., was smashed by a thief who escaped 
with jewelry worth about $650, 





Charles H, Strickland, jeweler, Abbeville, 
Ala., spent a few days last week in New 
Orleans. 

W. E. Mugnier, manager of the W. E. 
Taylor Co., Inc., is resting at his country 
home at Pass Christian, 

Daniel Goodman, Jr., formerly of Lake 
Arthur, La., has opened a small jewelry 
store at Pontchatoula, La. 

W. T. Culpepper, one of the leading 
jewelers of Crowley, La., was in town last 
week, replenshing his stock. 

Henry Hausmann attended the national 
convention at Cincinnati, to which he was 
appointed a delegate by the State associa- 
tion last week. 

Oscar Going, of Leonard Krower & Son, 
is getting ready for a business trip that will 
take him through a large part of south and 
central America. 

John Kragsgard, for many years with 
Ernest Stumpf, of New Orleans, has ac- 
cepted a position with Wallie Wolsch, of 
the Howard Watch Co. 

W. E. Taylor, of the W. E. Taylor Co., 
Inc., is home and attending business after 
two weeks’ sojourn in company with Mrs. 
Taylor on the Gulf Coast. 

Gabe Hausmann, of Hausmann Inc., who 
has been spending the past two weeks with 
his family at Atlantic City, planned to be 
in New York Sept. 1, remaining there several 
days before returning home. 

B. Haberman vacated his quarters in the 
Macheca building in Canal St., on Sept. 1, 
having leased a more commodious building 
at 105 University Place, near Canal St. 
This will enable Mr. Haberman to increase 
his stock and his facilities for doing a 
bigger business. 

Prominent among other jewelers who were 
visitors during the past week were George 
E. Surgi, Covington, La.; Mrs. R. W. 
Evans, Summit, Miss.; P. F. and Mrs. Es- 
nard, Baton Rouge, La.; J. Weaver, Ham- 
mond, La.; J. E. Briggs, Fayette, La.; 
Pedro Smith, Tylertown, Miss. 

The business of the late Leopold Jansen 
is at present being conducted by Mrs, Jan- 
sen, the widow, and Mr. Jansen’s brother, . 
under the firm name of Jansen & Jansen, 
It is the intention, however, to dispose of 
the business as soon as they can get a satis- 
factory offer for the stock, etc. The stock 
and fixtures are of a high class. 

George Fox, of the Fox Mfg. Co. of Chi- 
cago, and P, Laks, of the Pennant Watch 
& Supply Corp., New York, are in New 
Orieans after touring a large part of the 
United States and Canada. They were on 
the road something over eight weeks. At 
Victoria, B. C., they were entertained by 
the Governor General. Insofar as they have 
been able to judge, they believe there has 
been and is a very material improvement in 
business conditions generally, and express 
themselves as confident that the outlook in 
all lines of trade is more encouraging than 
it has been for some months past. 











A window smasher recently visited the 
store of W. H. Potts, Mason City, Ia., and 
escaped with a large quantity of jewelry, 
the value of which is unknown. 
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You Can Now Buy 
WWW, Guaranteed 
Pearl Necklaces! 


Pearl Necklaces Worthy of Their 


Unusual Guarantee 


For nearly a year we have been devoting time, thought and energy 
to the preparation of going into the Pearl Necklace business. We 
wanted to sell only such Pearl Necklaces as would be worthy of the 
famous W. W. W. guarantee. 


W. W. W. GUARANTEED PEARL NECKLACES give the jeweler 


who features them unmistakable advantages. 


W. W. W. GUARANTEED PEARL NECKLACES will not be sold 


to any but the legitimate retail jeweler—never to department stores 
or mail-order houses. 


To those jewelers who have had the exclusive rights of W. W. W. 
GUARANTEED RINGS, will be given the first opportunity to con- 
trol the W. W. W. GUARANTEED PEARL NECKLACE proposi- 


tion for their community. 











Our twelve representatives are now in their respective territories — 
each one carrying a full assortment of W. W. W. GUARANTEED 
PEARL NECKLACES in addition to their regular line of W. W. W. 
GUARANTEED RINGS, as well as the window display and other 
valuable advertising features, all of which will help sell W. W. W. 


GUARANTEED RINGS—W. W. W. GUARANTEED PEARL 
NECKLACES. 


WHITE, WILE & WARNER 


“Makers of W. W. W. Guaranteed Nationally Advertised — 
Buffalo, N. Y. 
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Retail Jewelers Attend Great Convention 


About 800 Members of the A. N. R. J. A. from All Points of the Compass Throng to Cincinnati 
for Seventeenth Annual Gathering, Aug, 29-Sept. 1—Detailed Report of the Proceed- 
Code Adopted—Indiana Plan Approved 
—National War Excise Tax Elimination Committee Formed and Other 
Matters Acted Upon—Entertainment Features Superb 

















CONVENTION HALL, HoTEL SINTON, CIN- 
cINNATI, Friday, Pp. M., Sept. 1—One of the 
greatest conventions ever held in the 
jewelry industry was brought to its close 
shortly after 1 o’clock this afternoon in 
the convention hall here, which has been 
the scene of the activities of the Ameri- 
can National Retail Jewelers’ Association 
during the week. Cincinnati has been 
the Mecca of jewelers from the four 
points of the compass during this period, 
and practically every State in the Union 
has been represented at the convention 
sessions. From the beginning of the first 
session on Tuesday morning until Presi- 
dent Hufnagel’s gavel fell a short time 
ago, marking the close of the conclave, 
the time has been filled with work and 
pleasure, so intermingled as to break the 
monotony of steady convention work but 
judiciously arranged in such a way as 
not to interfere with the deliberations of 
the delegates. 

In point of attendance no convention 
in the history of organized association 
work in the jewelry trade, save perhaps 
the ones held in New York and Chicago 
have been as large. The registration on 
the first day reached a record breaking point, 
when well over 500 jewelers signed the 
convention roster, and the morning trains 
on Wednesday and succeeding arrivals 
swelled the attendance in round numbers 
to about 1,000 individuals. 

Not only in the number in attendance, 
but in the work accomplished, has the 
17th annual convention of the associa- 
tion made history which will add very 
materially to past achievements of the 
association. Many vital questions of 
trade importance have been discussed 
from every angle. Resolutions have 
been adopted covering a wide scope and 
embodying many of the fundamental 
problems which the retail jewelry trade 
is facing at the present time. Addresses 
by men who are trade authorities in the 
various branches of the industry and a 
Program of entertainment equal to any 
Previous convention, have been a few of 
the outstanding features of the gathering. 

In directing attention to the high lights 
of the convention which has just been 
brought to a close, the Code of Ethics, 
Conceived by President Edward H. Huf- 
nagel, and worked out by him and a 
corps of able assistants, and the adoption 
of the Indiana Tax Plan, stand out as the 
most noteworthy accomplishments. The 
code of business practices, which is 
published in full in this issue of THE 
JEWELERS’ Cirrcutar, marks a forward step 


in association work which is bound to 
reflect credit, not only upon the organiza- 
tion which has adopted the code, but 
upon the entire jewelry trade at large. 
The spirit of the Golden Rule, which is 
the foundation of the code, establishes a 
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new viewpoint in commercial intercourse, 
and that the American National Retail 
Jewelers’ Association is leading the way 
to higher moral standards is indeed an 
achievement which brings commercial 
association work prominently into the public 
eye and establishes for the jewelry trade 
a most enviable position. The Indiana 
Tax Plan if carried out in all the States 
with the same success achieved in In- 
diana may mean the end of the obnoxious 
jewelry taxes. A National War Excise Tax 
Elimination Committee has been formed with 
Ralph Roessler as chairman and a compre- 


hensive national campaign is now being 
worked out. 
As reported in the last issue of THE 


JeweLers’ Circutar, the Ohio and Kentucky 
State jewelers held their annual conven- 
tions on Monday, at which time officers 
for the ensuing year were elected, resolu- 
tions adopted, and other business of im- 
portance transacted. The holding of 
these conventions on Monday brought 
out an early attendance of members of 
these State associations. The regular 
program of the’ national convention, 
which was taken up on Tuesday morning, 


was adhered to as closely as possible 
throughout the succeeding days of the 
convention, and the promptness with 
which the sessions started, the business- 
like way in which each day’s work was 
accomplished, and the spirit of good 
fellowship and real interest in the work 
being accomplished marked every session. 

As reported by telegraph in last week’s 
issue of THE JEWELERS’ CrrcuLar, weather 
conditions were ideal for convention pur- 
poses at the beginning of the first day’s 
proceedings, and this condition prevailed 
save for an occasional shower. 

The program on Tuesday included the 
addresses of welcome by representatives 
of the city government and the Chamber 
of Commerce, which were responded to 
by Charles T. Evans, and the address of 
President Hufnagel. The afternoon ses- 
sion included the report of Secretary 
Anderson, that of Field Secretary Walter 
H. Mellor, and a number of addresses. 
On Tuesday night an important executive 
session was held, at which time the Code 
of Ethics ‘was adopted, and important 
committee reports submitted. 

On Wednesday morning an address by 
Second Vice-President Mazer, a recep- 
tion to A. C. Skinner, First Vice-Presi- 
dent of the Canadian Jewelers’ Associa- 
tion, Sherbrook, Que., and C. M. Chap- 
man, Chairman of the Toronto District 
Association, and addresses by H. Victor 
Wright, director of the Jewelers’ Re- 
search Bureau, and by W. S. Groom, on 
Advertising, was followed by an after- 
noon and evening at the Cincinnati Zoo. 

The Thursday sessions opened with a 


breakfast conference, followed by the 
regular convention program for the 
morning, which included addresses by 
Fred G. Gruen, Cincinnati, Ohio; Dr. 


A. F. Beal, of the Horological Institute 
of America; M. D. Rothschild, and C. W. 
Harmon. The afternoon was given over 
to a boat trip and entertainment. 

On Friday the business session was 
conducted, during which reports were re- 
ceived, unfinished business taken care of, 
new business transacted, and officers 
elected. The officers were all re-elected 
as follows: President Edward H. Huf- 
nagel, Mount Vernon, N. Y.; First Vice- 
President A. G. Mansur, Burlington, Vt.; 
Second Vice-President Joseph Mazer, 
Omaha, Nebr.; Secretary A. W. Ander- 
son, Neenah, Wis.; Treasurer Conrad J. 
3rotherly, Newark, N. J.; George J. 
Hess, St. Louis, and William H. Rindt, 
Richmond, Ind., were elected to the 
executive committee. 
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The Convention, Day by Day 

















Tuesday Morning Session 

The first day of the great convention start- 
ed promptly at 9 a. M., with the reception 
of incoming guests and their registration, 
distribution of badges, tickets, etc. As re- 
ported in the telegraphic dispatch published 
in last week’s JEWELERS’ CircuLar, Presi- 
dent Hufnagel called the convention to or- 
der in the big convention hall adjoining the 
lobby of the hotel at 10:30 a. M. sharp, at 
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which time about 150 jewelers from every 
section cf the country had gathered in the 
room. The hall filled rapidly as the pro- 
gram of the morning session was taken up. 
At this time nearly 300 jewelers had regis- 
tered, and indications pointed to the fact 
that by noon there would be a registration 
of over 500 members of the trade from 
practically every State in the union. 

After professional musicians had attracted 
the jewelers to the convention hall by sing- 
ing and playing there, and President Huf- 
nagel had declared the first session open, all 
joined in singing “America,” led by Walter 
Mellor, followed by the new song, “Say it 
With Diamonds.” 

President Hufnagel took the occasion of 
acknowledging the presentation of a silver 
mounted gavel, given by J. C. Miller, of 
the Miller Jewelry Co., of Cincinnati. 

Then for a short time, George Newstedt, 
Cincinnati, became master of ceremonies, 
and introduced the local speakers. 

The Rev. David McKinny, of the First 
Presbyterian Church, delivered a long in- 
vocation, in place of the Rev. Charles F. 
Goss. 

Mayor George D. Carrell, Cincinnati, was 
unable to attend the opening Session in per- 
son, to welcome the jewelers to his city, but 
sent in his stead Hon. L. A. Burrell, who 





spoke for 20 minutes about the city of Cin- 
cinnati, and extended a warm welcome to the 
convention delegates on behalf of Mayor 
Carrell. He said in part: 


WELCOME BY HON. L. A. BURRELL 


“T presume there are no members present 
old enough to remember it, but there was a 
time when all of you people would have 
been arrested and sent to jail. The idea of 
everyone of you thinking of wearing jewelry 
and vain adornment, and having your minds 
so set on worldly things would not have been 
tolerated for a moment! Things show that 
we have progressed as a nation. The attitude 
of this convention during the prayer just 
made shows that we are just as near 
Almighty God as they formerly were, if not 
closer. It shows that the American people 


.know how to pray. 


“Now the mayor could not come. The 
reason you heard that Mr. Martin and Judge 
Woeste were coming, was because he tried 
to get them. But they were unable to be 
present, and here I am. The mayor wanted 
to be present ; he wears diamonds, you know, 
and he may have wanted to see if he could 
make a trade with some of you. It is mighty 
important to get the right man, and I am 
not sure that he did. But I’m here. 

“You have come here to discuss weighty 
problems of economics and practice. I never 
knew how important your work was until 
I was shut up in a health resort with friend 
Fox, and he told me things I had never 
known about the jewelers’ work and im- 
portance in the business world. He said you 
are not just caterers to luxury, but are 
artists and caterers to the highest ideals of 
the life of the nation. You put happiness 
and good cheer into life. There is some- 
thing inspiring in such a task. 

“T am not a fool optimist but am a stu- 
dent of economic problems of our country, 
and I believe this bugaboo will ultimately 
right itself. I am here not to instruct you, 
however. except to beg that you may not 
forget God, and not forget your country. 
I want to bid you welcome to the city, and 
I believe this city is one of the grandest 
cities in this American union.” 

Mr. Burrell here went into the historic 
and commercial associations of Cincinnati in 
detail, and closed with the following re- 
marks: 

“You will find that the people here are 


the most hospitable in the Country. They 
will greet you on the streets. I want you 


to feel that you own Cincinnati. The mayor 
wanted me to present the keys of the city 
to you. The police even have been fixed. 
If you run out of money, let Newstedt 
know. You will find cordial treatment in 
the city. I express the sentiment of the 
executive department of the city when I say 
you are most heartily welcome.” 


WELCOME BY PRESIDENT OF CHAMBER OF 
COM MERCE 


Mr. Newstedt then introduced J. A. Riley, 





president of the Chamber of Commerce, and 
a former mayor of the city, who presented 
the welcome of the commercial interests of 
the city. He spoke briefly, and said: 

“On behalf of the Cincinnati Chamber of 
Commerce and the city’s business interests 
I bid you welcome. I don’t think that Mr, 
Burrell has left me anything to say about 
Cincinnati. This is a city noted for its 
hospitality, and is a metropolitan city in 
art as well as business. Please take enough 
time to go out into our suburbs and insti- 
tutes. You know a good physician is always 
needed at a time such as this. I am here 
to treat all your ills. We are at your sery- 














JULIAN 
VISITORS FOR THE WHOLESALERS 


SCHWAB, WHO WELCOMED THE 


ice. The commercial city bids you welcome, 
most cordially welcome.” 

Julian Schwab next brought the greetings 
of the Cincinnati Wholesale and Manufac- 
turing Jewelers, of which organization he is 
president. He said he wished to present 
some facts and figures, and spoke as follows: 
ADDRESS OF WELCOME BY JULIAN SCHWAB 
Mr. President and Members of The American 

National Retail Jewelers’ Association: 


His honor Mayor Carrel has just extended to 
you the official welcome to our city. I am sure 
he has made you feel the cordial spirit in which 
official Cincinnati desires to act as your host. 

It is a real pleasure for me to express the 
honor felt by the Cincinnati Wholesale Jewelers’ 
and Manufacturers’ Association in having you ™ 
Cincinnati for your annual convention. Ever 
since your Association’s last visit to Cincinnatl 
some 10 years ago, we have desired a return en 
gagement. Now that you are here, we extend 
to you the proverbial “glad hand’ of welcome. 

As the spokeman of our associticn, I think 
the occasion a proper one in which to tell you 
briefly a few facts regarding the Cincinnati jewelry 
industry which may interest and enlighten you 
as to the whys and wherefores of Cincinnatis 
preeminence as a jewelry supply center. 

For over 50 years Cincinnati has been faithfully 
serving. the retail jewelry trade. As far back 48 
1865, wholesale houses with Cincinnati headquar- 
ters traveled in the Central and Southern states. 
Since those days when the local trade was com 
prised of three houses, Cincinnati has steadily ¢* 
panded, until now there are 67 wholesalers and 
manufacturers located here, whose investments ruf 
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up into the millions, whose Products and wares 
gre sold to the jewelry trade in almost every state 
in the Union, and are exported to Cuba, Central 
America, South America and Europe. 

Over 150 genial representatives carry to you 
their messages of good will, and their offerings 
of “quality merchandise.” And not only is the 
quality of the merchandise sold of the best, but 
in addition, because of its very central location and 
many railway facilities, Cincinnati can and does 
give a service to the trade, second to no city in 
America, and far better than most. 160 express 
trains, and 155 mail trains enter and leave Cin- 
cinnati daily. You are thus assured of your 
orders being promptly received, and shipped with 
equal dispatch. 

Again in order to give the best class of service 
to you, the wholesale and manufacturing jewelers 
of Cincinnati have a splendid interchange service, 
by which any firm in the Association can secure 
from any other association member such merchan- 
dise as they may require in order to take care cf 
your demands. This complete co-operation, result- 
ing in 100 per cent. service to you, is due to the 
strong association feeling which exists among the 
wholesalers and manufacturers. It may interest 
you to know that the membership in the Cincinnati 
association is 77 per cent. of the eligible firms. 
This is, by far, the largest percentage of the mem- 
bership of any jewelry association in America. 

With such facts before you, you must realize 
that in the Cincinnati market, association-co-opera- 
tin has reached its most advanced stage. From 
Cincinnati travel the best pluggers for national, 
State and local associations. In Cincinnati, you 
find wholesalers and manufacturers who are in the 
closest bond of sympathy with the aims and ambi- 
tion of your association. Not only do we under- 
stand your feelings and comprehend your ideals, 
but we stand ready at all times to promote the 
best interests of legitimate retailers, co-operate 
with you in your work, and lend you our assistance 
in every way possible. 

On behalf of the Cincinnati Wholesale Jewelers’ 
and Manufacturers’ Association, I wish you in- 
dividually a full measure of prosperity. We hope 
your convention will be the mest successful ever 
held from a standpoint of accomplishments as well 
as of attendance. We hope that as a result of your 
deliberations, the retail jewelry industry may be- 
come more united in its work than ever, and that 
such trade abuses as now retard progress, eventual- 
ly may be eliminated. 

Finally we hope that in your leisure hours, you 
may enjoy the entertainments provided for you, and 
that you may find time to look up old friends 
among the wholesalers and manufacturers, and 
make the acquaintance of many new ones, while 
sojourning in this “The Jewelry City.” 


President Hufnagel then resumed the di- 
rection of the meeting, and called upon Past 
President Charles T. Evans to respond to 
the welcome, which he did, in the following 
words : 


RESPONSE BY EX-PRESIDENT CHARLES T. EVANS 


It is a pleasure for me to represent the mem- 
bers of our association in acknowledging the wel- 
come so cordially extended to us by the represen- 
tatives of the civic organizations of the city of 
Cincinnati. 

As I stand here, and realize that this is the 
opening session of the 17th annual convention of 
this association, I am reminded of the fact that 
another year has passed into history, and that this 
year of our Lord 1922 is two-thirds spent. 

am reminded of the fact that although our 
worldly possessions may widely differ, that time is 
the one gift of which each of us has an equal 
quantity, with which is coupled our opportunity. 
‘is a great responsibility for each of us how we 
use that time which has been so graciously given 
us. We are here to open a four days’ convention, 
and whether that time is utilized to make us 
mo better and stronger men, is almost entirely 
ane We individual. _The welcome so freely ex- 
dite - Icates a_ spirit of good will, and the 

ool at hy delegates in attendance shall all 
ot yt time while here, and I know that 

every one of us will do that. But, we 


must remember, at all times, that this is a busi- 
tives of th _that we are here as representa- 
the ¢i € various state organizations and that 

me and thought which we shall put into the 
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next few days may mean the advancement of our 
association much further during the year that is 
to come, than has been possib‘e in any year of the 
past. 

Our president has arranged a splendid program, 
each address complete in itself, but in its entirety, 
resulting in a University Extension course, con- 
taining not only matters of interest but subjects of 
extreme importance to every one of us. Let us 
plan to be regular in our attendance at the ses- 
sions, and give our closest attention to the speakers, 
not only as a courtesy to an invited guest, but in 
order that we may receive as much benefit as pos- 
sible from the words of wisdom, the fruits of 
experience, which we shall hear from their lips. 

Ofttimes we hear the remark that a certain 
address was well worth the time and effort of 
attendance at the convention, and it is certainly 
true that one gains much more from hearing an 
address delivered by the writer thereof, than to 
read same in the trade press, where it is merely 
cold type which faces us. 

There are other features aside from the formal 





CHARLES T. EVANS, EX-PRESIDENT OF THE 
A. N. R. J. A.. WHO RESPONDED TO THE 


ADDRESSES OF WELCOME 


program that should appeal to all of us, and that 
is the opportunity of getting together in little 
groups in conference over the various problems 
which vex one, and which sometimes seem impos- 
sible of solution. It is not unusual fcr a member 
to receive in such a conference, a suggestion which 
properly carried out, will result in more and better 
business, not only one week or month, but in the 
years which are to come. Then there is another 
phase of this group conference proposition. One 
finds upon comparison that many problems which 
he considered peculiar to himself are more or less 
common the world over, and in learning how to 
deal with these problems he becomes a higher 
class business man. 

We, of the jewelry trade, have every reason to 
feel proud of our craft, for the efforts of the 
various associations of manufacturers, wholesalers 
and retailers, have always been to elevate the 
standard of the trade, and afford additional pro- 
tection to the purchasing public. It is-a matter 
of congratulation to all of us that such reforms 
in the manufacture and selling of gold and silver 
as are contained in the stamping law, were con- 
ceived within our ranks rather than outside of it. 

To our friends in Cincinnati, let me say: that 
we do most sincerely appreciate your kind words 
of welcome to your city, and we accept your 
hospitality in the spirit in which it is given, 
wholeheartedly and unrestrainedly, and with your 
help we expect to make this the’ most successful 
convention yet held. 

In closing: As one of those who has had the 
honor of service in this association, let me say 
that the duties and responsibilities of office are 
lightened considerably by the spoken or written 
word of co-operation and encouragement, which 
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indicating good will and appreciation make _pos- 
sible the promulgating of still more effective work 
in your behalf. 

Our association has long since passed the experi- 
mental stage and has fully justified its existence 
in more than one way. The future is up to us as 
individual members. Shall we go forward and 
on the foundation which has been so securely built, 
erect an edifice of which we can all be proud, or 
shall we be satisfied with past accomplishments 
and relax our efforts. For myself, I am satis- 
fied what your answer will be. The association 
must and shall go forward. With the splendid 
leadership we have today, we will go onward and 
upward, raising our standards of merchandising 
and becoming still better business men in the 
years that are to come. 

We appreciate the invitation which Cincinnati 
extended to us to meet in this beautiful city, and 
we believe that when the records of this conven- 
ticn shall have been written, that it will have 
been the most successful convention yet held, and 
that each of us will feel proud of the part which 
we have had in it. 


At this point August Loch, of Pitts- 
burgh, asked that the ladies be given the 
floor, and introduced Sarah Spiro, of Chi- 
cago, who presented some beautiful flowers 
to the president in the name of the ladies. 

Following the State roll call, which took 
place at this point on the program, President 
FE. G. Hufnagel, Mr. Vernon, N. Y., gave 
h:s annual address, which is repeated below 
in full. 


ADDRESS OF PRESIDENT HUFNAGEL 


Seventeen years of progress has brought the 
American National Retail Jewelers’ Association to 
an important juncture, one so important, I be- 
lieve, that it will be the starting point of a new 
era, a new place in the sphere of business in- 
fluence extending possibly beyond the pale of the 
jewelry crafts. 

That the jewelry business is one of the best 
organized trades is a recognized fact. 

The importance of this annual conference in 
starting off new lines of thought that will revo- 
lutionize business methods and practices cannot 
be overestimated. It seems almost as though it 
were necessary to pass through travail and pain 
in order that new and better methods should be 
born to replace those which have become obsolete. 

I come before you rather reluctantly this year 
because the burdens which many of you have 
borne have not been lightened, neither can I offer 
a panacea for any immediate relief. 

The forces which were at work during the 
war were destructive and had the effect upon all 
people coming under their influence of subverting 
good principle to the baser and more selfish emo- 
tions of acquiriig gain. 

Nothing is more needed today than the restora- 
tion of a faith which still clings to the eternal 
principles of justice, honor, and truth and which 
lays the foundations of integrity and probity in 
the business as well as social and political life 
of our country. 

There has been a remarkable laxity of prin- 
ciple in commercial life since the dawn of civili- 
zation. This has been going on ever since man 
bartered with man and exchanged commodities of 
which he had an oversupply for things that he 
desired and needed, One of our great economists 
said, “American business men are a group of 
business illiterates.’”’ Many ‘practices have been 
and still are indulged in which ethical and right 
thinking men abhor. 

The free play of individualism which 
mines all essential standards should be_ repro- 
bated and by the decent people condemned. Suc- 
cess cannot come through individual effort but 
by a co-ordinated effort of the best minds. 

We can and should therefore agree upon a 
universal rule which has for its basis the great- 
est good to the greatest number and the mainte- 
nance of standards which work for the advantage 
of all. How can we hope to secure an under- 
standing of our ideas and ideals unless we make 
plain the way whereby the uncouth and evil forces 
may give place to the more economic and moral 
ones? 

We are now living in such days of enlighten- 
ment and science that opportunities for better- 
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ment are well advanced. It is not uncommon 
to find many who are devoting their entire time 
and earnest efforts to the new spirit of service 
by “helping the other fellow’. There has been de 
veloped a consciousness which is broad-gauged 
and inclusive in its scope. This is beginning to 


show itself as a strong ally in the development of 
and I venture to say that the 


have lain dormant for many 


pos- 


years 


ideals, 
which 


higher 
sibilities 


cannot be unresponsive to its good influence. 
The tax question has not been settled to our 
satisfaction, but a plan of action will be recom 


mended by the chairman of our National Tax Com- 
mittee, and it is expected that a systematic effort 
will be made during the coming year to conduct 
a vigorous campaign against the present unjust 
excise tax affecting the jewelry industry. 

We are to listen in the days immediately before 


us to addresses by men of outstanding reputa- 
tions; men who have made a study of our prob- 
lems which are national in scope and upon which 


our very foundations rest. 
I am hopeful that there will emanate from this 
meeting of our members a desire to put into prac- 


tical form a code of ethics which will stand out 
as a beacon light to show the path of business 
righteousness and that every jeweler may follow 
its precepts, and that all branches of our great 
industry will co-operate in an effort to create a 
National Conference Body which will organize 
the unallied interests into one strong central 


group which can and will establish policies agree- 
able to all of its constituents and become the basis 
for a united effort to inform the public of the in- 


trinsic worth and desirability of investments in 
the jeweler’s wares as well as command its full 
confidence, 

Our committees will report their year’s work 
and recommend policies which you will have an 


opportunity to discuss and adopt if the majority 
so rules. Misunderstandings will be cleared up 
and a new basis established which will vitalize 


this organization and give it a dynamic power in 
which the various branches of the trade may join 
through a delegation of their elected officers in 
harmonizing all interests and effacing all menac- 
ing problems as they appear upon the horizcn. 

Let us be governed by sane rules and regula- 
tions. Let us aim to elevate our practices to still 
higher levels and thereby create good will among 
the members of our craft and full protection to 
the public which has been so generous in _ its 
bestowal of confidence in us. 

The ability to do this lies within our scope and 
power; the obligation makes it imperative. 


The convention closed its first 
promptly at noon, having kept to the pro- 
gram time exactly. 


session 


Tuesday Afternoon 

The Tuesday afternoon session started at 
2.30 p. M., there being a little delay in get- 
ting the convention delegates into the hall. 
The program for the afternon was offered 
a number of interesting reports and addresses 
and the attendance at this session was con- 
siderably larger than at the morning ses- 
sion. The attention given to each speaker 
indicated the interest in the reports and 
addresses, and from the opening to the clos- 
ing of this session much of interest and 
benefit developed. 

First came the report of Secretary Ander- 
son, a brief abstract of which appeared in 
the last issue of THe JeEweLers’ Circuar. 
His report in full was as follows: 


Report of Secretary Anderson 


The step forward taken by the last conven- 
tion of the American National Retail Jewelers’ 


Association at Buffalo, in 1921, when the increase 
in the per capita dues, first endorsed at Louis- 
ville in 1920, was upheld, has been proven the 
right thing to do. 

While for the time being we may show a net 
loss in membership, your secretary is sanguine 
that with the return of normal business these 
members temporarily lost will come back, to stay. 
In the meantime our income from memberships 
will be doubled over that of recent and 


years 





time in the 
budge: 


first 
prepare a 


allow us for the 
organization to 
can be met from the association 

It is true that when the 
tials committee is read later on 
tion some of the States will show a 
decrease from the membership reported at the 
1921 convention, but I do not doubt this would 
have been the case had the dues remained at the 
old figure, for the tendency of the day has been 
to retrench, and unfortunately there are some 
jewelers, as men in other lines of busi- 
who, in apparently save money 


first which they can least 
lose. 


which 
dues. 
report of the 
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at this conven- 


considerable 


well as 
order to 
those 


ness, 
give up 
afford to 
When back, and 
the continuous ringing of the cash register bell is 
more heard in the land, brothers will 
flock to the colors and under the 
their organizations. 
largely agricultural 


things 


business comes all the way 
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WILLIAM H. RINDT, NEW MEMBER OF THE 
EXECUTIVE COM MITTEE 

in fact, for the jewelry business has suffered 

much more in such States than in those that are 


largely industrial, This is confirmed by the ex- 
perience of the collection department of the Na- 
tional Jewelers’ Mutual Fire Insurance Co. 

At this writing the secretaries of several States 


advise the national office that conditions are 
brightening, and that members are becoming op- 
timistic over the prospects for business the com- 


ing Fall. 
PRESIDENT’S TOUR. 

There has never been any formal plan or pro- 
gram relative to the visits of the national presi- 
dent or national officers to the various affiliated 
States, due mostly to the fact that our organiza- 


tion lacked funds to finance regular visits. 
Your secretary is convinced that if these visits 
to our affiliated States could be made reeular 


events that it would mean much to the growth and 
prosperity of our organization, 

In the past our presidents have given their 
time and talents unstintingly and have covered 
as much ground as they could in visiting the va- 
rious State conventions, and also called on other 
national officers to do likewise. 3ut their labors 
in this direction have been hindered for finan- 
cial reasons. There is no question of the good 
accomplished by them in the visits undertaken, 
but your officers have never yet been able to 
answer all the calls for help that yearly go forth 
from practically every State association of jewel 
ers. Only those most urgent or where the mini- 
mum of expense would be entailed, have been re- 
sponded to in the manner desired. 


With the enlarged income we will gradually 


history of the 
we know 


creden- 





find ourselves able to take in more territory, to 
send national representatives to more and more 
State conventicns, to the undoubted good of both 
State and national associations. 


If there is here and there a member who 
thinks the association is an expense to him when 
he pays it $5 per year and perhaps that much 
more for his State association, let him ponder 
on what it costs a president of the American 
National Retail Jewelers’ Association to hold the 
office when he gives it the time and _ attention 
that our presidents, present and past, have 
given it. 

We cannot estimate the value to our organi. 
zations of the tour made during the present year 
by President Hufnagel, lasting over a period of 
nearly eight weeks, taking in the States of Penn. 
sylvania, Ohio, Missouri, California, Oregon, 
Washington, Idaho, Utah, Colorado, Nebraska, 
Minnesota, Wisconsin, Illinois, Michigan and New 
York, in the order named, during which time he 
addressed 25 gatherings of jewelers, the total 
number present at these meetings being approxi- 
mately 1300. 

Neither can we estimate what it costs President 
Hufnagel to leave his many business interests for 
so long a time and devote himself to the single 
purpose of upbuilding our organizations and for- 
warding its aims and objects. 

But we can see and feel the good that this visit 
has done, we see it in crowds of jewelers who 
flocked to hear his message and to bid him wel- 


come to their home States and cities; we feel 
it because of the added enthusiasm which we 
know the officers and members of the States vis- 


ited by him are displaying in their work, and we 
realize that such visits should be a part of the 
organization scheme, a constant tonic to the mo- 
rale of the affiliated associations’ membership, 

Already there is a _ persistent call from the 
States in the south for a like tour at a date as 
early as possible, a call that I am sure President 
Hufnagel will not disregard if he can possibly 
find the opportunity to respond to it. 


NATIONAL OFFICERS AT STATE CONVENTIONS, 
It would be a physical impossibility for any 
national president to visit every State conven- 


tion in one year. Knowing from experience that 
such visits are, in the case of most States, almost 
vital to the success of both conventions and or- 
ganizations, your secretary urges that in the plans 
for 1923 no State be allowed to meet without rep- 
resentation from the national association if the 
same is desired, and to make this possible the 
president’s co-workers must necessarily be called 
on to do some part of the work. All too often 
in the past have we been forced to tell various 
States that we could not afford the expense of 
sending a national representative to their State 
conventions, but the increased income through 
the higher per capita will, we hope, allow the 
national officers to plan so that all States may 
have the benefit of a national officer or repre 
sentative at their State meetings. 


THE FIELD SECERETARY. 
Walter H, Mellor has made good, The first 
field secretary of the American National Retail 


Jewelers’ Association has shown himself a hard 
worker and capable organizer, just as we all pre 
dicted he would when he was first offered the 
chance of going out and making members of jew 
elers outside the fold of organization. 

The results vary in different States. The sea: 
son of the year, the preparations made in ad- 
vance, the economic and_ business condition of 
the territory in which he labored, the help he was 
given all contributed in one way or another 1 
the results attained. Nearly 550 new members 
were taken by Mr. Mellor in_ his campaigns in 
Indiana, Illinois, Iowa, Ohio, Nebraska, Kansas 
and Pennsylvania. 

The demand for his services in other States 
is very insistent, and plans, tentative at least, 
have been made for his work during the Fall of 
1922. Not only has Mr. Mellor taken many new 
members, but he has undoubtedly influenced many 
of those in arrears to pay up for the current year, 
but such do not figure in the reports. He has = 
organized 24 clubs, one of the greatest sources 0 
good that we have. : 

The only regret the national officers feel 18 
that Mr. Mellor cannot cover at once every Stat 
that would like his services. He has been 4 a 
sistent and untiring worker and it was 4 = 
fortunate circumstance that allowed the nationa’ 
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association to accumulate an Upholding Fund for 
Field Work and have its funds available at the 
same that Mr. Mellor found himself free 
to answer the national association’s call to this 
service. 

Undoubtedly he will tell you more fully of his 
work, and in another report, that on the finances 
of the organization, the secretary will go into the 
cost of the field work done by Mr. Mellor up to 
date. 

I cannot pass this subject without expressing 
the hope that Mr. Mellor will find it possible for 
a long time yet to continue in this work for 
which he is so splendidly fitted. I have no doubt 
of the association’s willingness and desire to keep 
him in the harness. 

Commenting on the necessity for national offi- 
cers or representatives visiting the State conven- 
tions, and the inability of our officers to accom- 
modate always the requests of the various States 
for visitors, again brings to mind the great 
services rendered our organization by the late be- 
loved Col. John L. Shepherd and as those days 
when he served the jewelers so well recede further 
and further into the past we realize more and 
more how much he meant to us as a friend and a 
counsellor, We can best honor his memory by 
striving to bring home to our members at every 
State convention those high ideals of service for 
which he always so eloquently pleaded. 


THE A. N. R. J. A. BULLETIN. 


The modest bi-monthly visitor which calls on 
you and known as the Bulletin, has, in my judg- 
ment, been much improved in the past year. 
President Hufnagel has been fortunate in secur- 
ing numerous good contributions to the same, and 
has contributed a number of articles himself, all 
of distinct interest to our members. He has 
caused the addition of an outline, in figures, of the 


time 


financial and business. situation, through the 
courtesy of the publishers of Commerce and Fi- 
nance, New York, which is undoubtedly appre- 


ciated by many. In the want and exchange de- 
partment we have had the good fortune to be of 


service to many members, and our files contain 
numerous letters of appreciation from members 
who have been benefitted by the advertising in 


the Bulletin. While the cost of publishing this 
paper has increased from about $250 per year back 
of 1918 to about $600 per year at the present 
time, the secretary is convinced that it is money 
well spent. Under the new rules of the Post 
Office Department we are not allowed to give an 
unlimited amount of advertising space free, but 
can give each member two and one-half inches of 
space without charge each year, making a reason- 
able charge for anything over that amount. As 
often said before, it was not and is not the pur- 
pose of the officers to in any way try to make the 
Bulletin a trade paper nor to solicit paid advertis- 
ing for same, but in the foregoing matter we are 
simply following a ruling of the Postal Depart- 
ment in order to continue to enjoy the privileges 
of second class postage. 


JEWELRY TAX MATTERS, 


The office of the national secretary has for sev- 
eral years tried to follow the advice and lead of 
the Jewelers’ War Revenue Tax Committee. By 
this I mean that in all circulars to our members 
on tax rulings and decisions we have used the in- 
formation furnished by the Jewelers’ War Reve- 
nue Tax Committee, and in the fight against the 
> per cent tax we have used such methods as ad- 
vocated by that committee and at such times as 
the committee decided were ripe for action. Your 
Secretary will not attempt to discuss the tax; you 
will hear about that from no less a personage than 
Mr. Meyer D. Rothschild himself. 


WORK OF STATE OFFICERS. 


_ One of the bright spots of the past year has 
een the good work of the State secretaries and 
other State officers, who have given their hearti- 
€st support to all calls for help from the national 
office, whether on tax matters, renewing old mem- 
TS or for new ones. In one of the 
. ; years of the association’s history, 
i - Secretarial point of view, these State offi- 
~"s Have acquitted themselves in a manner that 
Merits commendation. 


scouting 
trying 


THE TRADE PAPERS. 
ail of our excellent trade 
i Past year, given renewed 
een interest in all that 


journals have, in 
evidence of their 
pertains to retail organi- 





zation among jewelers, have devoted unlimited 
space to supporting our association activities, our 
State conventions, district and local meetings, ad- 
vertising this national convention and all that per- 
tains to it. Again I say that without the power- 
ful assistance always so generously accorded us 
by the jewelry trade press, our growth and ac- 
complishments would be greatly curtailed, 

THE 1922 NATIONAL CONVENTION. 

Cincinnati jewelers, manufacturing, wholesale 
and retail, have been very busy preparing to make 
this convention the most enjoyable in our history. 
They have left nothing undone to make our stay 
a happy one and our convention a success in a 
business way. I know that our members will go 
back home cherishing a desire to some day again 
come back to the Queen City to attend a national 
jewelers’ convention. 

To the local members of our craft and to the 
Ohio State officers who have given the national 
officers such good aid and assistance in prepar- 
ing the many details of the convention your sec- 





WALTER H. MELLOR, FIELD SECRETARY OF THE 
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the thanks of the association. 
Our appreciaticn includes the Convention Bureau 
of the Cincinnati Chamber of Commerce and the 
management of the Hotel Sinton, 


retary expresses 


THE EXHIBITS, 
We have numerous friends among manufac- 
turers and wholesalers who attend our conven- 


tions practically every year with a goodly display 
of their wares. We have many of them with 
us this year, also a number of local manufac- 
turers and wholesalers, and all of these are worthy 
of your patronage. A little directory of exhibits 
is being circulated at this convention, containing 
the name of every exhibitor who purchased space 
from us up to the 23d of August. Read this list 


carefully, it may suggest goods that you need, 
and do not leave this convention without making 
an inspection of the exhibits shown here. These 


exhibitors spend a good deal of money to display 
their wares at our conventions for your benefit, 
and your association derives a considerable por- 
tion of its income from their patronage. Giving 
them your orders for what you need of their 
wares is practicing the spirit of co-operation. 

The year books of the national association and 
the programs issued by State associations are like- 
wise financed by manufacturing and wholesale 
jewelers, who in turn deserve your patronage. 

In closing let me express the hope that you 
will all be as happy in your work in your stores 
and shops as I have been in the office of secre- 
tary through which you have so often given me 
an opportunity to serve you. 


At this point. A. L. Thoma, Pique, O., 
announced that certifcates enough had been 


turned in to assure the one-half fare return 
trip. 

The report of Field Secretary Walter H. 
Mellor was the next report on the after- 
noon’s program. Much interest centered in 
this report as it covered the work of the 
new field secretary for the first year of his 
activity in that capacity. That it was satis- 
factory was indicated by the way it was 
received by the convention delegates. Mr. 
Mellor has met with much success in the 
field work and his efforts thus far justify 
the decision of the executives of the 
A. N. R. J. A. in placing a field secretary 
at work. His complete report follows: 


FIRST. ANNUAL REPORT OF FIELD SECRETARY 
WALTER H. MELLOR 


It is indeed a pleasure to make the first annual 
report of the Field Secretary’s work. 

I believe that you will agree with me that the 
work of this office has been very successful, due to 
the co-operation accorded in the various States I 
have visited. 

We enlisted 544 members, most of these appli- 
cants had not been members of the association 
before. 

I found some who were waiting for the personal 
visit to secure their application, as all letters re- 
ceived by them failed to have the necessary punch, 
or had been assigned to the waste basket before 
reading. 

We have added to the association Roster more 
than the combined membership reported last year 
by the following States: Arkansas, Colorado, Con- 
necticut, Delaware, Idaho, Kentucky, Maine, Mary- 
land, Mississippi, New Jersey, North Dakota, 
South Carolina, Tennessee and Vermont. 

Have traveled 36,460 miles by train, automobile 
and boat, increased the income of the various 
States and national association $5,311.50 per year. 

Have organized many jewelers’ clubs. 

147 days have been devoted to the work in the 
following States: Indiana, Illinois, Ohio, Kansas, 
Nebraska, Iowa and Pennsylvania. 

I hope you will pardon my reference to my 
home State, Indiana, but the results obtained there 
truly justify special mention. 

In 24 days, we secured 134 new members, due to 
the perfect organization and wonderful co-opera- 
tion given. 

Upon my thanking one jeweler who had de- 
voted the day and his car to the work, he said, 
“No, you should not thank me, I should thank 
you; you are trying to make my business more 
profitable and then if I can not devote one day 
to the improvement of my business, when I have 
just devoted three days to my lodge, I am a 
mighty poor jeweler.” 

The Indiana plan, should be adopted by every 
State, as it gives smaller units to handle questions, 
that arise in business and a more concerted action 
is secured. 

An active chairman in charge of each congres- 
sional district will get most wonderful results. 

If all will adopt this plan, it would be no trouble 
to eliminate the excise tax, correct other evils of 
the trade and secure greater results from the 
National publicity. 

Co-operative advertising and friendship with 
your brother jeweler, will add profit to our busi- 
ness. 

Dues—I have written applications varying in 
rate of dues from $7.50 to $26, and experienced 
no trouble in States that had adopted the sliding 
scale, such as:— 


$7.50 dues on stocks less than $2,500; $10 
dues on stocks over $2,500, less than $5,000; 
$12.50 dues on stocks over $5,000, less than 
$10,000; $15 dues on stocks over $10,000, less than 
$25,000: $20 dues on stocks over $25,000, less 
than $50,000; $25 dues on stocks over 50,000 

I do not recommend classifying them. Have 


only one class of membership and the same benefits 
to all. 

Permit the jeweler to place his own rate of dues, 
because he will always be fair. 

In some of the States where I have worked, 
that had the flat rate of dues, some of the small 
dealers have refused to join, as it cost them as 
much as the large store, who with a larger invest- 
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ment, is able to derive benefits from the associa- 
tion efforts, thus I could not secure the small 
dealer’s application. Therefore, I most heartly 
recommend to every State the sliding scale of dues. 
The National Per-Capita tax. Of all the jewel- 
ers visited by me this past year, not one complaint 
was made against the increase in the national dues, 
after explaining the cause for same, many wanted 
to join the naticnal but were not interested in 
their State organization. At all times, I refused 
applications unless the State was included. 


Just think how few acceptable jewelers there 
are. In one city which I visited, there were 112 
listed and only 29 were acceptable for member- 
ship. Of the thousands listed in the United 


States, on the bases of my experience, I would 
estimate a possible membership, if we were able to 
secure every eligible store, of ten thousand. 


Many things that are of vital interest to the 
trade must be handled by the National association 
officers, as we must go to the source. 


Are we going to handicap our national officers 
by not having sufficient funds, so that we may 
not be ably represented? 

We should not make our national association a 
charitable institution, as it has been in the past, nor 
should it be necessary for some special fund to be 
started at each national convention to finance some 
special effort, but we should have a budget of 
ample means with which to carry on. 


Neither do we want to go outside of the retail 
trade for funds with which to finance our efforts. 
I for one say NO; and it was the opinion of every 
State delegate at the national convention held at 
juffalo, with the exception of those representing 
three States. While working in one of the States 
that opposed the increase in national dues, I found 
it was not the wish of the majority of the jewelers 
but of a few, no matter what our grievence may 
be, let the majority rule; let each State organiza- 
tion and its members get behind our president and 
officers, assist them in every way possible, because 
that is the only way in which results can be ac- 
complished. 

My work has been a real pleasure, as the many 
jewelers called upon were ready to assist. 

In only seven cities was I unable to secure 
co-operation, due to the local conditions. 

I have devoted 16 days to attending the follow- 
ing State conventions: Iowa, Indiana, Illinois, 
Virginia, North Carolina and Louisiana, and the at- 
tendance at each proved that interest in the associa- 
tion was growing in spite of the conditions—the at- 
tendance at this year’s conventions was better than 
last, indicating that the jeweler realizes, it is time 
to get together, and work for the interest of the 


business, for that old adage is still true, that 
“In Union there is Strength.” 
Next came the address of First Vice 


President Arthur G. Mansur, who gave an 
interesting lecture on “Clocks.” His ad- 
dress was carefully prepared and held the 
attention of the big audience from start to 
finish. It was published in full in the 
Horological Department of this issue, pages 


197 and 199. 


G. Lynn Sumner, of the International 
Correspondence Schools, Scranton, Pa., was 
next introduced and delivered an excellent 
address on “Salesmanship.” It was one of 
the high lights of the afternoon’s program 
and contained much valuable advice and 
suggestion. He was given careful atten- 
tion by the convention delegates. 

Mr. Sumner’s address appears in full in 
the Storekeeping Department of this issue 
on pages 175 and 177. 

“National Publicity for the Jewelers” was 
the subject on which P. J. Coffey, Chairman 
of the Good and Welfare Committee of the 
National Jewelers Board of Trade, and a 
member of the National Jewelers’ Publicity 
Association, spoke. Mr. Coffey is an elo- 
quent and forceful speaker and his message 
was listened to with careful attention. He 


said: 





ADDRESS OF P, J. COFFEE 
Mr. President, Members of the American National 
Retail Jewelers’ Association, Ladies and Gen- 
tlemen: 

The subject cf “Publicity” has been assigned to 
me today, and I wish that I could do justice to 
the subject. I know you will all agree with me 
when I say it is a very large, interesting, and in 
modern American business a very essential subject. 

The Naticnal Jewelers’ Publicity Association has 
done a large volume of work in bringing to your 
attention and also to the rest of our great in- 
dustry, the value of publicity, and the vital neces- 
sity of supporting this campaicn. not only for the 
purpose of increasing our business, but also to 
prevent other lines from making inroads on our 
sales, through the publicity they are giving their 
merchandise as gift merchandise. You have been 
tld before that these other lines cf industry are 
your real competitors. I think the retail jewelers 
fully realize this condition to be well a fact. In 
this situation the public acts as umpire, and we 
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NATIONAL JEWELERS’ PUBLICITY ASSOCIATION 


must expect its decision can only be rendered by 
the evidence presented. Are we going to leave a 
free field for our competitors? Let them present 
their publicity campaign to the American public, 
while we sit idly by and depend upcn the past 
reputation of our merchandise to withstand this 
modern business bombardment. I don’t believe the 
men engaged in our industry intend to, or desire, 
to be as disloyal to their own best interest as a 
circumstance of this kind would infer. 

The men who inaugurated this publicity cam- 
paign for our business are far-sighted men, men 
of vision, men who were capable of looking into 
the future and appraising the effects of the 
various publicity campaigns, and realized that the 
salvation and preservation of cur great industry 
demanded a publicity campaign. And when we 
can bring home to our entire trade the fact that 
this campaign is one of self defense as well as 
an opportunity to lay before the public the wonder- 
ful merits of “Gifts That Last” the success of 
a publicity campaign will be assured. 

In the vast amcunt cf educational work that 
has been conducted by the National Jewelers’ Pub- 
licity Associaticn, you have been informed of the 
large percentage of our merchandise that is essen- 
tial. You have had comparison made with other 
lines regarding the volume of our business, the 


figures being taken from statistics gathered by 
our government. 
All this work was very necessary, but I do 


I would be adding to our cause to 
what you all knew, but if i could 
scmething that would put our in- 


not feel that 
simply repeat 
Say or suggest 


dustry 100 per cent behind our publicity campaign, 
I would feel that a real service had been rendered, 

Along this line I am going to suggest that the 
jewelry industry examine their conscience as re. 
gards to our national publicity campaign. 

To those who do not contribute to its support I 
would ask that they come fcrward and explain 
why a publicity campaign is not a vital necessity, 
and. cenvince those who so thoroughly believe in 
publicity, that cur industry can prosper without 
a publicity campaign. In which case we should 
admit cur mistake and drop the campaign or they 
themselves be convinced of the wonderful possi. 
bilities we believe to exist in a publicity campaign, 
and join us in this great movement. 

If their support is withheld because they honestly 
believe our campaign is not conducted as it should 
be, we gladly invite them to come and show us 
our mistakes, and they will be corrected. We 
are working for the best interest of our industry 
and we desire to do it in the best and most 
effective way. 

To those who are contributing to the support 
of this campaign, I would suggest they ask them- 
seives if they are putting the same “pep” and 
energy behind this investment that they put behind 
the rest of their business, and if not, why not? 

Are you taking every advantage to use our 
slogan, “Gifts That Last,’? or are you content to 
merely display the slogan in your establishment? 

Why is this slogan not used on all-“your sta- 
tionery, on all your boxes, in advertisements, etc.? 

How can we expect to get behind us the doubt- 
ing Thomas unless we ourselves show that we 
thoroughly believe in a publicity campaign, and 
we are not going to convince anybody until we 
put the characteristic American punch behind all 
our activities for “Gifts That Last.” 

Our National Publicity Association has constantly 
urged local co-operative advertising campaigns for 
the purpose of lining up with cur mational cam- 
paign, feeling sure that this method is one of the 
most effective in carrying our message to the 
public. 

How many places have heeded this suggestion? 
I know that some have, and let me tell you of 
the experience of our jewelers in one of our cities 
during a campaign of local co-operative advertising, 
I am advised that the results were very satis- 
factory, and when this campaign had been in 
progress for a few weeks the local department 
store called at the newspaper office and informed 
them that this kind cf advertising was unfair 
competition, was a detriment to their business and 
they would have to withdraw the ads if the 
newspaper continued to allow the jewelers to ad- 
vertise collectively. This was all bluff on the 
part of the department store as the mewspaper 
carried both advertisements during the Christmas 
season, and the result to jewelers was very grati- 
fying. Where could we find more concrete evidence 
than tnis of the value of the suggestion of the 
National Publicity Association. This is not 4 
very large city, and to my mind it was the other 
lines of merchandise carried extensively by de 
partment store, and which lines are getting to be 
your real competitcrs, that this particular depart- 
ment store was trying to protect. 

I would also suggest that in all State programs 
the slogan, “Gifts That Last,” be used on every 


advertisement. I say this because I know your 
association has endorsed the naticnal publicity 
campaign, and also because .I believe our own 


supporters do not act as if they were thoroughly 
sold on the publicity idea. If they were most of 
my suggestions would be unnecessary. I need not 
state that unless we sell this idea to ourselves, 
unless we thoroughly believe in its merits, Wé 
are not going to be very successful in interesting 
the public. I do not believe the advertisers 1 
your programs would object to your prcgram 
committee adding our slogan, “Gifts That Last, 
to their advertisements, and the result cannot help 
but be beneficial. 


We cannot get from the fact that our 


away 


national advertising campaign absolutely depends 
for success on the retail jewelers. It is you a 
on 


pass our merchandise along to the public. 
are the only branch of our trade that directly 
comes in contact with the consumer. Your oppor 
tunities for educating the public are unlimited. 
Onur opportunities are limited to assisting YUr 
and unless we have your whole-hearted, active 
operation we cannct be successful. 


You must also have the support of every branch 
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of cur industry. The time has arrived when you 
must call on the importer, the wholesaler and man- 
ufacturer, to display a bigger and broader visicn 
for the progress and prosperity of the entire 
jewelry industry, and give to the retailer that 
support to which he is so justly entitled. : 

I desire to call your attention to an article 
on publicity, taken from our Iccal newspaper at 
Newark, N. J. The heading of this article at- 
tracted my attenticn, and while the subject matter 
is far away from jewelry, it, to my mind, brings 
out two very important points. I will read the 
article. 

PURLICITY FOR BRITISH COWS 

Co-operative advertising is being tried in Eng- 
land for milk. The plan calls for each dairyman 
and each distributer to contribute one-sixth of 
a cent a gallon toward a fund which is to be used 
to advertise the value of milk as a food. 

One of the arguments will be that the daily con- 
sumption of milk per capita in England, about a 
third of a pint, is only a third of the consumption 
in the United States. 

I wish first te call your attention to the value 
they place on publicity. It is recognized in every 
field as being the one medium that will increase 
business, and right now I desire to emphasize the 
fact, that we must realize that our industry cannot 
continue to grow and prosper without publicity. 

Another very important lesson in this article 
is that the promoters for publicity for British 
cows knew that a publicity campaign needs money, 
so they suggest that as the most fair, just and 
equitable manner to raise funds, every one will 
pay his share. The matter of ccllecting is simple 
and inexpensive. 

Now that I have mentioned the matter of funds, 
I want you to know that it is no small item 
ameng our troubles. I do not want anyone to 
feel that I am criticising the amounts ccntributed. 
I am only trying to lay the publicity problem be- 
fore you as I see it, and tell what in my judg- 
aent is essential for success. Every branch of our 
mdustry should pay its just share, and no one 
should be called upon te pay more than his share. 
The working out of some just and equitable pro- 
gram should be started in our industry. 


We have been criticised for the manner in 
which our campaign has been conducted. Per- 
sonally I find no fault with this criticism. On 


the ccntrary, I welcome it, but I do find fault 
with our industry for not better supporting this 
campaign, as many of the omissions complained of 
are due entirely to lack of funds. The publicity 
committee has been trying to run a hig job with 
about one-tenth of the funds necessary. 

Many people in the jewelry business look upon 
it as an individual enterprise. In many respects 
it is. Some believe the troubles of their neighbor 
is no concern of theirs, and if they themselves 
can keep away from such troubles, or in some 
instances profit by the other fellow’s troubles they 
feel perfectly justified. Modern business is slowly 
but surely discarding this practice. Elements are 
being injected which affect us all alike. I will 
mention three matters that must be settled by 
the entire industry, in a co-operative spirit, if 
the settlement of same is expected to re-act to the 
benefit of all concerned. Tax problems, stamping 
laws and publicity. Either one of these subjects 
is of sufficient importance to cause unity of action 
and purpose, 

It seems to be customary in our business to 
view with suspicion any new thought or suggesticn 
emanating from any source whatever. It is turned 
inside out and upside down, and if it stands this 
test there are still some that believe the ulterior 
Motive is there just the same. One reason for 
this is the many different elements that go to 
make up our industry. Their problems are in 
many instances entirely different, but they all meet 
in the retailer’s stock, and from then on what 
affects one affects the other. 

Tam going to suggest a thought that I do not 
wish you to give me credit for. It has been men- 
toned before by the leaders of some of the active 
committees in our trade. It is the formation of 
: Jewelers’ National Reference Board, this board 
= be composed of representatives of all the 
oie Organizations in our trade, the head 
oth 1s board to be selected by the representa- 

composing the board. He should devote 


all his time to the major problems that affect 


‘very branch of our industry, and be paid a 
Salary in k 


eeping with the positicn and the ability 





that will be demanded. We will then have a 
place to go with our larger problems. All branches 
of our trade will have a voice in, its decision. A 
board of this character could demand the active 
support of all branches of cur trade in carrying 
out its undertakings. 

To sum up the whole publicity question, the 
facts are plain. It is a vital necessity for the 
progress of our business. 

It makes no difference who supported it in the 
past, we now want the support of the jewelry 
trade, because we are conducting a movement hav- 
ing for its object the expansion of every branch 
of the industry. 


Next came the address on “Ethics” by 
G. F, Olwin, secretary-manager of the Bet- 
ter Business Bureau of Indianapolis, Ind. 
He spoke of the work of his bureau and 
stressed honesty in business. He said: 


ADDRESS OF G. F. OLWIN, MANAGER INDIANAP- 
OLIS BETTER BUSINESS BUREAU 


President Huffnagle asked me to discuss the 
subject of ‘‘ethics.” 

The broad definition of this word is—‘‘the basic 
principles of right action.’”’ I shall endeavor to 
confine myself to this interpretation as applied to 
present-day business. 

Too many men in business disregard the basic 
principle of honesty. The Golden Rule to them 
means nothing more than a sentence in the copy- 
book of their boyhood days which was all very 
good for little boys and girls to learn writing by, 
but was nct meant to be applied literally in prac- 
tical business experience. To them the Golden 
Rule is a sort of “goody-goody” Sunday School 
text and nothing more. 

Other men there are, big men, broad minded 
men, men with a vision and a consciousness of 
right, who recognize the Golden Rule as a basic 
principle of right action which has a practical ap- 
plication to every-day business affairs. The num- 
ber of these men has been growing in the past 
few years largely through the influence of trade 
organizations, such as yours, and clubs such as 
Kiwanis, Rotary and advertising clubs affiliated 
with the associated advertising clubs of the World 
whose motto is “Truth.” 


I believe that the influence exercised during the 
past two decades by the several thousand advertis- 
ing men and women who have adopted this motto 
of Truth as their guide in every-day writing of 
copy has been the greatest single factor in awaken- 
ing the business men of America to the fact that 
honesty pays in more ways than one. 

The Sage of East Aurora, the brilliant Elbert 
Hubbard, shortly before his tragic death, said that 
“one of the greatest commercial discoveries of the 
age is that truth is an asset and the lie a liability.” 

Judge Elbert H. Gary, chairman of the United 
States Steel Corporation, a man whose words are 
listened to with respect by all, in an address de- 
livered before the Alumni Association of North- 
western University recently said:— 


“Hundreds upon hundreds, yes, thousands upon 
thousands of business men, all over the country, 
who 20 years ago believed that the subject of 
ethics had little, if any, rightful place in business 
conduct, now assert and insist that it is essential 
and contrclling. 

“T think it properly may be claimed that multi- 
tudes of business men during the last two decades 
have voluntarily devoted more and more time and 
energy in a conscientious desire to conduct their 
business in accordance with the rules of propriety 
and honesty.” 

I am often asked to explain the purpose of the 
Better Business Bureau and what we mean by 
Better Business. 

The purpose of the Indianapolis Better Business 
Bureau as set out in its articles of incorporation 
is “To Promote Integrity and create confidence in 
advertising, selling and all other phases of business 
and do all lawful things which may help to attain 
such objects.” 

Better Business to some means only more busi- 
ness, more profits. This is the commercial view. 

To others Better Business means more honest 
business; the square deal; the practice of the 
Golden Rule in business conduct. This is the 
moral view, 

We, who have devoted years to the promotion 
of the ideals of the Better Business movement have 





learned and know that “Better Business” 
both honest business and more profits, 

A few months ago a man came into my office 
and told me a story of his experience with a mer- 
chant whose store is located outside the down- 
town retail district. This man, a laborer, was 
passing the store and stopped to look at some shoes 
in the window. He went in and purchased a pair 
of shoes which he found satisfactory in fit, quality 
and price. In fact, he was so pleased that the 
merchant induced him to take home a pair of 
shoes for his wife, the merchant stating that if 
the shoes were in anyway unsatisfactory to bring 
them back. The wife’s shoes were not satisfactory 
and she took them back but was unable to find 
what she wanted and asked for the refund of her 
money. This, the merchant refused in a very 
rude manner, and when it was called to his at- 
tention that the shoes were taken out with the 
understanding that they could be returned if un- 
satisfactory, the merchant replied that they had 
brought the shoes back as he said they could but 
that he did not say he would refund the money. 

The money was refunded through the efforts of 
the Bureau and we attempted to impress upon the 
merchant the fact that such conduct was not only 
indefensible from every standpoint of ethics and 
honesty, but that from a purely selfish business 
standpoint it was wrong. We tried to show him 
that it usvally cc sts more money to get a new cus- 
tomer than the profit upon the first sale; that in 
this case he had a satisfied customer, who if 
treated honestly and fairly, would undoubtedly be- 
come a regular customer buying for himself and 
family and would probably have been the medium 
through which his neighbcrs and friends would 
also have become regular customers, 

What an opportunity to create good-will was lost 
through dishonesty and tricky methods in this case, 
This merchant was located at the edge of the 
retail business district on one of the principal 
streets of a city where thousands of working people 
passed going downtown. Instead of cultivating the 
good-will of these people by square dealing and 
thus building up a following which would have 
been the envy of other merchants he preferred to 
resort to shyster tactics and had to depend upon 
one-time sales to such as were attracted to his 
place of business by location, window displays, 
hand bills and other advertising media. 

John Wannamaker had the good sense to see 
years ago that he would make more money by 
marking his goods in plain figures and charging 
everyone the same price than by following the then 
prevailing method of marking goods in code, asking 
all the traffic would bear and trusting to the wits 
of his clerks to make the sale at the best price 
obtainable. Wannamaker saw that he could win 
the confidence of the buying public if he could 
convince it that one could buy at Wannamaker’s 
as cheaply as another and at the right price. This 
led him to establish the one price policy as the 
foundation of his business, 

Marshall Field was equally quick to grasp the 
fact that if he could gain public confidence he 
could sell goods. He therefore adopted the policy 
of “Your Money Back If Not Satisfied,” and the 
success of Marshall Field attests to the correctness 
of his vision. 


means 


Most merchants would have feared that such 
policy would lead to bankruptcy—that human 
nature, especially feminine. human nature, is so 
fickle that the merchant would never know when 
a sale was going to stick. However, experience 
showed that if the customer knew she could get 
her money back if not satisfied, she usually did not 
become dissatisfied. 

Sometime ago I asked the owner of a store 
which caters principally to working people, what 
his “money back’ policy was costing him—that is 
what per cent the returned goods was to his total 
volume of business. He gave me access to his 
books that I might find out for myself. I found 
that over a considerable period, which included 
the Christmas shopping season, the returned goods 
only represented slightly more than one-half of one 
per cent. I do not know how this merchant could 
better invest this amount in the building of good- 
will. 

Confidence is the foundation upon which all suc- 
cessful business is built. 

Confidence begets good-will. 
business. 

The confidence of the buying public cannot be 
gained except by consistently following the policy 
of giving the public a square deal. The man who 


Good-will gets 





. 
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thinks that he can build a successful business upon 
a foundation of lies and deceit is a fool. It can’t 
be done. He may succeed for a time, even far 
beyond the dreams of his neighbor who is following 
the ethical course, but time will demonstrate the 
truth of the old adage—honesty pays. The un 
ethical, the dishonest merchant will have passed 
out of the field of the honest merchants competition 
through a closing out sale, quitting business sale, 
the bankruptcy courts, or scme other convenient 
method and will have been forgotten, while the 
business established upon a foundation of con- 
fidence, honesty, and the square deal will have 
continued to grow and become a landmark, an in- 
stitution, a vital part of the community. 

In every city there are a few, a very few, busi- 
ness names which are known to practically every 
man, woman and child—names which seem to be- 
long to the community, to have beccme so woven 
into the warp and woof of the fabric of the city as 
to be an inseparable part of it. It is from these 
instituticns that we locate other places of business 
in directing friends or strangers. These business 
names have about them dignity and respectability. 
They stand for our idea of something solid and 
substantial. We, as citizens, take pride in their 
very existence. The building of such a name as 
this is real, honest-to-goodness business success. 
How many such houscs, no matter from what city 
you come, can you name? Only a few, a very 
few. They represent the survival of the fittest, th 
houses built upon the ethical foundations of 
honesty and the square deal. 

Unsettled business conditions is the great world 
problem of today. No one knows what is going to 
happen or where the business world is drifting. 
We, in America, are suffering because of the great 
strife between capital and labor in the coal rail- 
road strikes. Selfishness, greed, the desire of the 
few to profit at the expense of the many seems 
to rule human conduct throughout the whole world. 
Every nation is suspicious of every other nation, 
every man seems suspicious of every other man. 
Confidence, upon which all sound business is built, 
seems to have been utterly destroyed. 

If the laborers and the employers of labor had 
confidence, one in the other, all of their differ- 
ences could be composed and these great industrial 
catastrophies avoided. Employers have no con- 
fidence in labor organizations because they have 
so cften breken agreements. Labor has no cn- 
fidence in employers because so often employers 
have not played square with labor. 

World confidence was destroyed when Germany, 
in her greed and desire for world dominion, for- 
got honor, threw to the winds her sacredly pledged 
word, characterized her treaty as a mere scrap of 
paper and ruthlessly invaded Belgium. It seemed 
for a time that might would be crowned with suc- 
cess, but God was still the ruler of the Universe 
and right again was enthroned triumphant. That 
great business nation is today bankrupt, the mark 
is worth next to nothing, and the former business 
manager of this once great nation is today a lonely, 
broken exile. 

It matters not whether it be the business of a 
nation or that of a small merchant on a side street, 
if it is to succeed it must be founded upon honesty, 
confidence, and the square deal. 


President Hufnagel next read a telegram 
from Past President Arthur A. Everts, Dal- 
las, Tex., saying that he would arrive at 
the convention on Wednesday afternoon. 

The afternoon session of the first day of 
the convention was adjourned at 5.07 p. o.. 
the work of the afternoon having been com- 
pleted ahead of the program schedule. 


Ladies Enjoy Sight Seeing Tour 


While the members of the American Na- 
tional Retail Jewelers’ Association were in 
convention session on Tuesday afternoon the 
ladies who were in attendance enjoyed the 
afternoon on an automobile ride about the 
city as the guests of the Cincinnati Cham- 
ber of Commerce. 

A large delegation of the ladies was 
ready for the start of the sightseeing tour 
at 2.30 p. M., and a delightful afternoon was 
spent in seeing the sights of the “Queen 


City.” A trip through the parks and to a 
number of tne places of interest was much 
enjoyed despite the fact that a thunder- 
shower came,along during the course of the 
afternoon. 
Tuesday Evening Session 

The Tuesday evening session was one of 
the most important of the entire convention 
week, This session was open to members 
only, and during the course of the evening, 
reports of various important committees 
were submitted, and a code of business ethics, 
which had been proposed by President Huf- 
nagel, and to which President Hufnagel and 
the members of the committee had given a 
great deal of time and thought, was adopted. 
The adoption of this report marks a wonder- 





CHARLES E, 
WATCH INSPECTION COMMITTEE 


SUNDERLIN, CHAIRMAN OF THE 


ful step forward in the course of association 
work, and is a strong indication of the bene- 
fits which are being derived from the 
mutual co-operation of retail jewelers 
throughout the United States. The jewelry 
trade has the distinct honor of being the 
first organization in the United States com- 
posed of men engaged in industrial pur- 
suits to adopt the Golden Rule as the stand- 
ard of business ethics, for such, in fact, 
is the foundaticn and bulwark of the Code 
of Ethics which has met with such hearty 
approval from the members of the associa- 
tion. If no other action had been taken 
at the annual convention this year, the 
adoption of this code of ethics, would stand 
out as a shining light in the pathway of 
business progress, pointing the way toward 
a not only a more business-like but a much 
higher moral standard in business relations. 

The members of the American National 
Retail Jewelers’ Association can justly be 
proud of the fact that they are the pioneers 
in adopting such a code, which not only 
reflects the high business integrity of the 
trade, but acts also as a protection to the 
general public, which will be quick to 
realize this, and the action taken is bound 


to reflect a great deal of credit on the 
trade at large. 

The evening session was scheduled to 
start at 7.30 p. M., and following the pre- 
cedent which was set at the beginning of 
the first day’s session, President Hufnagel 
called the meeting to order within a few 
minutes of the time set for the gathering 
at which time a large number of the dele- 
gates to the convention and some invited 
guests among the wholesalers and manufac- 
turers, were present. 

The first report, on “Watch Inspection,” 
prepared by Charles E. Sunderlin, Rochester, 
N. Y., and the other members of the com- 
mittee, was submitted by W. L. Jones, Mar- 
tinsburg, W. Va. It was as follows: 


REPORT OF THE WATCH INSPECTION COM MITTEE 


Mr. President and Fellow Jewelers: 

Your Committee en Watch Inspection respect- 
fully submit the following report: 

During the past year there have been many 
most interesting addresses delivered and articles 
written regarding ‘Railroad Watch Inspection and 
Official Standard Time Service.”” THe JEweEzers’ 
Crrcucar of May 24, 1922, and the other publi- 
cations at a similar time published an address de: 
livered by L. F. Loree, president of the Delaware 
& Hudson Railroad, at the first annual meeting 
of the Horological Institute of America held at 
Washington, D. C., May 11,, 1922, which was 
most interesting and instructive and should be 


‘read and studied by every jeweler present. Since 


1870 numerous forces have been at work bringing 
about the system of standard time for the 113,000 
miles of railroad in this country. The railroad 
officials, with the splendid cooperation of the watch 
inspectors have educated the engineers, firemen, 
conductors, and brakemen to see the necessity of 
carrying a reliable, up-to-date watch of a high 
standard, and have discouraged the use of all 
special brands of watches and special dials. 
For the past 34 years 75 per cent of the rail- 
roads of the country have maintained a well or- 
ganized watch inspection service. A few of the 
railroads pay the inspectors a small fee for every 
watch examined, but a great majority of the rail- 
road watch inspectors render this service for the 
sales it brings to their stores. Each year the just 
demands of the watch inspectors for due recogni 
tion by the railroad officials are brought forward 
and the American National Retail Jewelers’ con- 
vention passed a resolution favoring such recognt 
tion and the matter is dropped for another year. 
We hope to live to see our national association 
grow so big that it can demand national legislation 
at Washington, D. C., relative to compelling the 
railroads to recognize the efficiency of the watch 
inspectors by remunerating them a certain amount 
for every watch they inspect, and by having the 
inspectors’ names appear on the regular list of em- 
ployees of the railroad, thus entitling them to free 
transportation, the same as the oculist, the surgeon, 
and the attorney. If the watch inspectors of the 
whole country would become thoroughly organized 
into a brotherhood the railroad officials might be 
made to take a little more notice of our demands. 
The “Safety First’? meetings held during the past 
two years have proved most beneficial and instruc: 
tive, and we wish every jeweler might have copies 
of these meetings. Without the railroad you coul 
not conduct great business enterprises and with- 
out the railroad watch inspectors the railroad offi 
cials know there would be a tremendous loss 0 
both life and property. Give credit to 4,000 faith- 
ful watch inspectors who are willing to render 
the very best service without even a “Thank you 
in response. 
Respectfully submitted, : 
Cuartes E. Sunperiin, Chairman. 


Following a discussion on_ this report, 
during the course of which a number 0 
points were taken up, the report of the 
Trades Interest Committee was submitted 
by Ellis P. Gifford. It was as follows: 

REPORT OF TRADES INTEREST COM MITTEE 


eS ott 
Veur committee has been active daily through 
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the year in watching for trade abuses. The sta- 
tionary bill sent to Secretary Anderson is the 
most concrete result of our activity. 

As a secondary result we trust you are finding 
, substantial diminution of advertising matter com- 
ing to you in the open mail quoting net prices 
and a big decrease in number of advertisements in 
the trade journals quoting net prices. This fel- 
low-up of net prices quotations takes considerable 
time, and we hope is showing satisfactory results. 
4s a result of our work in this field, we recom- 
mend that all trade paper discounts be standardized 
at one amount, preferably as at present, under 
me naine, sO as to save confusion over the present 
situation, where all trade papers name their own 
discounts. 

We have handled numerous trade abuses on com- 
plaints of members such as manufacturers selling 
lines to cther trades than the jewelry trade. I 
believe the only real solution of this problem lies 
with ourselves. sy aggressive methods we can 
sel! the goods we want to sell in such quantities 
that the jewelry trade will be such a_ valuable 
channel of distribution that the manufacturers will 
sek us. Our arguments to manufacturers have 
been along the line of trying to show them the 
benefit of marketing through stores that give a 
service with their merchandise that no other trade 
offers. This makes fcr stability for the manufac- 
turer’s linc, where other trades, through lack of 
seryice departments, make many dissatisfied users 
of a manufacturer’s line and ultimate falling off 
in distribution. 

We have had a long correspondence with manu- 
facturers on resale prices. In this work the 
Harvard Bureau of Business Research is of great 
value. To make it mere valuable, every retail 
jeweler in the country should send in his figures 
and carefully study the report. President Huf- 
nagel’s idea of conferences on the resale price 
situation are, to my mind, the best solution of 
this problem. 

It seems to this Trades Interest Committee that 
strenuous efforts should be made, along with all 
other affected traces, as a united body, to fight 
the repeal of the excise taxes and any other mat- 
ters affecting our trade and other trades. We 
should co-operate more with other trades. 

We believe that manufacturers and jobbers are 
not showing a far-sighted policy in refusing to 
work strenuously against the auction evil. They 
are vitally interested in keeping their channels of 
distribution clean and open. Fake auctions dis- 
credit all jewelry. It is a trade evil that is 
hurting the honorable name and business of every 
manufacturer and jobber in the country. They 
shuld back up our fight. 


John P. Hess next read the report for 
the Horological Committee, which was sub- 
mitted by Constant J. Auger, San Francisco: 


REPORT OF THE HOROLOGICAL COMMITTEE 


_ Your committee feels that a new era has dawned 
lor horology. Contrast conditions of today with 
those of a short five or 10 years ago and witness 
the vast improvement. Watches of a better qual- 
ty are being sold for both men and women. The 
advent of the wrist watch has greatly increased 
the sale of watches for women, and as it has proven 
to be the first practical and convenient way for a 
woman to wear a watch, it bids fair to remain in 

vogue for a long time. 
The discontinuation of the long guarantee on 
watches which was such an imposition (self-in- 
ficted to be sure) on the jeweler, and a better 
Price for the repairing and cleaning of watches, 
mae added greatly to the profitable conduct of 
the watch department. A more equitable com- 
sg abd the watchmaker has made the trade 
aaa and this standard should be main- 
: as an encouragement to the prospective ap- 

Prentice, 

a that the achievement of primary im- 
- need one ag is attracting the attention of 
raed the creation and organization of the 
= tg Institute of America. To the men 
ue. “he one it possible, everlasting credit is 
raft that re : is going to raise and dignify a 
letervine _ been neglected, to an attractive and 
f the « h. we among the trades and professions 
then ntry. Scarcely a year old, it has begun 
cb ction with encouraging results, and your 
ceeding Predicts added success with each suc- 
'@ year. It should receive the unlimited moral 





of the American National 
because ‘he results 
beneficia.ly to all 


and financial support 
Retail Jewelers’ Association, 
of its activities will rebound 
branches of the trade. 
We strongly urge our 
their watchmakers to take the examination with 
the Horological Institute for certification. It will 
be of great advantage to a jeweler in his business 
to have a certificate of his own or of his employee 
evidencing his ability to properly repair a watch. 
It will attract the best trade to his store, and 
better prices can be obtained. The benefit to the 
watchmaker is obvious, namely, continued employ- 
ment at better compensation than the uncertified 
mechanic. The benefit to the public is incalcu- 
able, for when certification becomes general, as it 
undoubtedly will, the watch owner will have the 
assurance that his property is in competent hands 
for repairs when left with a certified watchmaker. 
The Institute is making it easy and convenient 
for watchmakers to take the examination, not re- 
quiring them to leave their place of employment. 


members to encourage 





ELLIS GIFFORD, CHAIRMAN OF THE TRADE IN- 
TERESTS COMMITTEE 


Full information can be had by applying to the 
Horological Institute of America, 1701 Mass. Ave., 
Washington, D. C. 

The trade is undoubtedly greatly benefited by 
the splendid publicity maintained in our national 
publications and newspapers by our important 
watch factories. They are educating the public 
to the idea arfd desire for better timepieces, and 
teaching people how to discriminate, which is of 
great importance. The false standard of judging 
the quality of movements by the number of jewels, 
a method used by all unreliable concerns, should 
be forcefully brought to the attention of the pub- 
lic and the prospective watch buyer. Jewels in 
watches are of themselves of little value unless 
they are applied in such a way as to reduce fric- 
tion and wear. The public should be educated 
to the facts of the case, namely, that the better 
grade watches incorporate in their making a great 
amount of special or individual examining, fitting 
and adjusting by skilled mechanics, and it is as 
the result of these operations that a watch of 
quality, accuracy and durability is produced. 

We would respectfully petition the watch manu- 
facturers to confine the sale of their products, so 
far as the matter is under their control, 
jobber who does a strictly wholesale business and 
to retailers who maintain repair departments and 
can assure their customers adequate service. 

We recommend that resolutions be passed by 
this Association thanking the trade journals for 
the splendid assistance given by them in advocat- 
ing all measures directed toward the advancement 
of matters horological, and commending the watch 
manufacturers who are advertising the advantages 
of high grade watches. 


to the, 


In closing, we desire to thank our efficient and 
energetic president, Edw. H. Hufnagel, for the 
interest he has taken in matters considered by this 
committee, and for the assistance he has rendered 
us. 

Horological Committee, 
C. J. Auger, Chairman 


G. R. Dodson, 
F. P. Young, 
Horace Condy, 
E. F. Lilley 
W. C. Hansen, 
j.. P. Hees. 


After this report had been received, Presi- 
dent Huinagel called attention to the fact 
that at the Thursday morning session, Prof. 
A. F. Beal, of the Bureau of Standards, 
Washington, D. C., would give a talk on the 
Horological Institute of America. 

Next came the report of the Silverware 
Committee of the association and a special 
report signed by Ex-President G. A. Brock, 
Los Angeles, Cal. These reports were read 
by E. J. Scheer, Rochester, N. Y., and were 
as follows: 


REPORT OF THE SILVER COMMITTEE 

The Silver Committee appointed by the pres. 
dent at the time of the 1921 convention at Buffalo, 
had a conference with the Sterling Silver Manu- 
facturers’ Committee at Buffalo and discussed 
the problems of the retail dealer in reference 
to the handling of Silver Ware. 

It was the opinion of the retailers that silver- 
ware did not furnish a net profit, and that many 
dealers report a loss. In other words, the mark 
up or gross profit on silver at that time was less 
than the average dealer’s cost of doing business. 

It was also the opinion of the committee that 
silverware being very competitive on account of 
the patterns being known by name, and often 
weight, the dealer was obliged to sell at the 
adopted or somewhat established prices. 

As the success of the retailer is essential to 
the success and prosperity of the manufacturer, 


and as experience has proven that the retailer 
depends on the manufacturers to assist him in 
establishing a selling policy that will give him 


a fair profit on their time and money invested 
in the sale of their goods. 

Meetings were held with the Sterling Silver- 
ware Manufacturers’ Association in New York, 
and the suggestion made that manufacturers in- 
voice their goods at retail and a discount be 
given which would allow a fair net profit based 
on the cost of doing business as reported by the 
Harvard Research Bureau. We are pleased to 
report that several of the manufacturers have seen 
the justice of this plan and have wisely adopted 
it. 

Our national president reports that the plan has 
been favorably reported on by all jewelers he in- 
terviewed in his extensive tour of the country. 

It is the hope of the committee that all manu- 
facturers will see the wisdom of adopting this 
plan and be guided by the recent report of the 
Harvard Research Bureau in arriving at the 
retail prices. 

The recent report of the bureau shows an in- 
crease in overhead expenses rather than a re- 
duction. 

The committee commend the action of the manu- 


facturers who have acted on their suggestion, 
and wish to report at this time that a very 
friendly feeling has emanated from these con- 


ferences, in which the manufacturers have shown 
a keen interest, and a strong desire to do what 
is necessary and best for the interests of the 
trade. 

The made in the .report of Mr. 
Brock, chairman of the committee, that of an 
educational campaign through advertising, na- 
tionally and locally, and educating the sales people 
on silverware is now in operation by the Sterling 
Silver Manufacturers’ Association. 

At the last meeting held in July at the West- 


suggestions 


chester Biltmore Golf Club at Rye, New York, 
a rather extensive plan was outlined for the 
future Silverware Advertising Campaign. We 


feel this is one of the important committees of the 
association, and shouid receive the co-operation of 


all members to the end that the Silverware De- 
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partment will be a profitable and therefore pleas- 
ant part of the business. 
SILVERWARE COMMITTEE: 
Georce A. Brock, Chairman 
W. M. Jaccarp, 
FRANK KIND, 
Henry H. Wricut, 
Cuas. T. Evans, 
E, Jj. Scuegr, 
C. J. Broruerty, 
Exviis GiFForb, 
E. H. Dorrer, 

Mr. Scheer then read Mr. Brock’s per- 
sonal report on the silver situation. It ap- 
pears on page 15s, 

These reports were read and accepted and 
ordered filed, and then came the report of 
the Publicity Committee of the American 
National Retail Jewelers’ Association, which 
was submitted by Edward Jaeger, Port- 
land, Ore., and added to and read by 
J. Clare Crawford, Pittsburgh, Pa. The re- 
port contained many interesting and helpful 
suggestions on publicity work for the 
jeweier. lt appears 11 tuil on page 154. 

Following the reading of this report, 
President tiufinagel caued upon H. E. 
Freund, of the National Jewelers’ Publicity 
Association, to tell the jewelers how they 
could obtain help from the National Pub- 
licity Association in order to co-ordinate 
their work in advertising with that of the 
National Publicity Association. He went 
into detail as to the service being furnished 
to the jewelers, telling them that the ser- 
vices of the association are at their com- 
mand, and that advertising helps can be 
obtained at any time by writing to the head- 
quarters of the organization. 

Following Mr. Freund’s address, a num- 
ber cf jewelers took the occasicn to ask 
him questions about the service. 

At this point in the evening’s discussion, 
Walter Mellor advocated the re-arrange- 
ment of the schedule of wedding anniver- 
saries, calling attention to the fact that 
wooden and tin anniversaries came far 
ahead of golden anniversaries and diamond 
anniversaries, and that the jeweler surely 
derived very little profit until after he had 
waited 50 or 75 years for a golden or dia- 
mond anniversary. 

President Hufnace! then invited Raloh 
Roessler, Marion, Ind., to lead the jewelers 
in singing a parody on “Old Black Joe.” 

President Hufnagel next added to the 
regular committee on _ resolutions, the 
names G. J. Hess, A. O. Bald, C. 
J. Brotherly and the acting chair- 
men of the various committees which had 
submitted reports during the evening. This 
committee will prepare resolutions to be 
acted upon Friday. 

It was at this point in the evening’s ses- 
sion that the jewelers centered their atten- 
tion upon the report of the committee which 
had prepared the Code of Business Ethics. 
President Hufnagel made a few preliminary 
remarks, in which he pointed out that the 
adoption of the code to be presented would, 
in his opinion, be not only a worthy step 
forward in association work but the code 
would be the Magna Charta of the trade. 
He then called upon E. O. Little, Auburn, 
Ind., to read this report. The Code of 
Ethics as adopted appears in full on pages 
150. and 151. 


. 





This report was read first in full by 
Mr. Little, and later was taken up for dis- 
cussion paragraph by paragraph. 

The portica of the report which aroused 
the most intensive debate was that part 
which referred to retailing by wholesalers 
and before the evening’s session had been 
concluded there were some frank expres- 
sions of opinion from a number of jewelers 
on this subject. 

Julian Schwab, a Cincinnati wholesaler, 
was invited by President Hufnagel to ex- 
press his opi.icn on the Code of Ethics, 
and tock up a number of points embodied 
in the report as submitted. He pointed out 
that in order to have a code of this kind 
effective, that there must be reciprocity on 
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E, 0. LITTLE, CHAIRMAN OF THE CODE OF 
FT ICS COMMITTEE 


the part of the retailers, but voiced his in- 
dividual opinion as believing that the code 
would meet with the approval of the whole- 
sale jobbing and importing trade at large 
if the retailers, in turn, would reciprocate 
by patronizing this source of distribution 
instead of going direct to manufacturers. 
He made it clear in his talk that he had 
no authority to express an official opinion, 
and that he was only talking as an indi- 
vidual and not as an official representative 
of the organization. 

A number of jewelers then took occasion 
to speak on the subject of the retailing 
wholesaler, but President Hufnagel cur- 
tailed this debate, stating that these argu- 
ments would be interminable and would not 
get anywhere, but if the code was adopted 
in spirit the situation would be materially 
improved.. Upon the motion of E. A. 
Barker, Minneapolis, Minn., that the Code 
of Ethics be adopted as presented, further 
debate was cut off by calling for a second to 
the motion and asking for a vote. Mr. Bar- 
ker’s appeal to the jewelers to accept the 
code as presented, was a strong plea in its 
favor, during the course of which he pointed 
out many of the splendid features embodied. 
It was the consensus of opinion among the 


retailers that the American National Retaij 
Jewelers’ Association should lead the way 
by adopting such a code and by first clearing 
their own house. 

Following an announcement that there 
would be a Boosters’ Luncheon at 1239 
o'clock Wednesday, the meeting adjourned 
for the day. 


Wednesday Morning Session 


The Wednesday morning session was 
called to order at 10:10 a. M., with First 
Vice-President A. W. Mansur presiding, 

The first address of the morning was de- 
livered by Joseph Mazer, second vice-presj- 
dent of the American National Retail Jewel. 
ers’ Association, who spoke on the topic, 
“Gifts That Last.” 


ADDRESS OF JOSEPH MAZER 


Mr. President, Ladies and Gentlemen of the 
American National Retail Association. 

I would be unaprec:ative indeed if, while on this 
platform, I did not embrace the occasion to express 
to you in no uncertain terms my gratitude for the 
compliment implied in permitting the presence of 
my name on the speakers’ program of this con- 
vention. 

It is a great honor to be so listed, for those who 
have preceded me stand for all that is symbolical 
of character and achievement, and inspired by the 
messages which have emanated from these men, the 
jew lry industry will be influenced to search for 
those ethics and ideals which alone make financial 
success wcrth while, and which the taliomanic ad- 
mission tickets to the inner gates of a better self. 

The subject assigned to me by our estimable 
president is more than a theme! It is the heart 
throb, the pulse beat, the hope, the inspiration and 
the very soul of cur being. It is the Star of 
Bethlehem to all who worship at the shrine of 
this organization. It is the sacred Shibboleth 
which the faithful blazon from their every avenue 
of publicity, our own motto—GIFTS THAT 
LAST. 

All this compels me to recognize that I am 
burdened with a heavy responsibility, for I fear 
that what I say may be falsely regarded by some as 
being not much the expresion of an individual as a 
message of the craft. It follows then, that so far 
as in me lies, my statements must be governed 
by modesty, tempered with conservation, filled with 
enthusiasm and impregnated by barrier defying 
forces, for only by so paradoxical a mixture can 
one hope to interpret the complete thought of the 
jewelry craft of this nation. ; 

Gift giving I believe ‘s almost always prompted 
by a desire to gain the favor of the one to whom 
the gift is tendered, or to secure the good opinion 
or the influence of the receivers family or friends. 
It matters not whether the gift comes from the 
heart, is offered as a bribe, or intended to establish 
false asumptions of friendship or affection, the 
motive behind it is the same—a desire to gain the 
favor of the one to whom the gift is tendered of 
to secure the good opinion or the influence of the 
rece'vers family or friends. This statement being 
almost indisputable it folows that the more perma: 
nent the gift the nearer does it fulfil its mission; 
for if given and received as a token of love, then 
many countless moments may be spent over It, 
each of which will bring a newer joy, a greater 
hope and a tenderer thought, And if, perchance, 
a less noble motive prompts the giving, there 's 
unmeasured comfort in the thought that you have 
given a Gift that Lasts, and that because of that 
frequent and expensive replacements will be un- 
necesary. 

In the days that have gone (thanks be that they 
will never return) self-appointed and misgul id 
leaders of a people’s progress did what they cou’ 

° ° : blic 1 
to direct the buying energies of the pu ‘tthe 
channels which they were pleased to tere 
necess'ties of life’, and condemned peepee 
the so-called luxurious things as tending to ey 
the race. Deluded beings that they were, and ~ 
some of their descendants still strive to pio 
our civilization to the darkness which would follo 
if their advice were embraced. 

In the early days of the world ma 
with the absolute necessities of life. 
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needs were but very few and very easily supplied, 
and when he had feasted and slept he desired no 
more; in fact he was little or no better than the 
animals with which he was surrounded, and be- 
cause of that the aboriginy who lived but to eat 
and keep warm has passed away and not a thing 
did he leave to posterity to warant it to bless his 
existence. 

But by-and-by ambition knocked and made him 
wish for better gifts than mere biological necessi- 
ties from natures boundless store, and so, to make 
bearable his existence, he created things which 
would delight his eye, the window of h‘s soul, and 
thus he drew himself nearer to a divine power he 
knew too little about. And in exact proportion 
as he developed his imagination, which is but 
another word for spirituality or godliness, in that 
degree did he fashion for himself new creations 
to enrich his life and make more endurable his 
burdens. 

In pursuit of that ambition for better things— 
GIFTS THAT LAST beyond the appetites and 
desires of the moment—man built for himself gee- 
gaws and statues, and then, as he grew in spiritu- 
ality, or imagination he wished those whom he 
loved to have and to cary about with them perma- 
nent reminders of his constancy and thoughtfulness 
and so he fashioned still more beautiful things of 
gold and silver and set them with precious stones. 
He labored hard in the making of these things 
and as he labored his mind unfolded to the real 
plan, and he began to worship the source of wisdom 
from which these things come and then he saw 
that he was no longer an animal, to be sat‘sfied 
with gluttony and ease, but a real man, and that 
he could justify the claim of being the image of 
a Higher Power only by a sincere desire to make 
things of such beauty and permancy as would equal 
the handiwork of that Higher Power. 

He was strengthened in that belief by the know- 
ledge that the specifications for the ark of the 
covenant and Solomon’s Temple made frequent 
meition that the utensils and decorations be of 
go.d and silver and that the Priests who officiated at 
t.e Altar be compelled to wear breast plates set 
with precious stones. He was compelled to recog: 
nize that all this symbolized the grandeur and 
sublimity of a higher and better life, and that it 
was in direct contradiction to the biological philoso- 
phy which sufficed for animals but which was 
altogether inadaquate for men with souls. 


Then the full truth burst upon him! Only 
beautiful things-that-last were acceptable to the 
Deity and as he defied those whom he loved. 


Beautiful things-that-last became the only proper 
things for them! 

Something which illustrates the point is told of 
an officer of ancient Rome, who for valorous service 
was rewarded with an abundance of cattle, many 
slaves and much gold. The banquet tables were 
surrounded by the Senators, eagerly waiting for 
the words which would express his appreciation. 
“Conscript Fathers, is it thus you seek to henor 
one who risked his life for his country? If it so be 
that my acts saved Rome, then neither gold, nor 
cattle nor slaves are the measure of their worth. 
Cattle may sicken and die, slaves escape to other 
lands, and gold be used to buy pleasures unsu‘ted 
to my advancing years. Conscript Fathers, if in- 
deed you do love me, give me that which will sur- 
vive all the ruin which adverse fortune can inflict. 
A jewel for my finger! engraved with the valorous 
deeds it is said I have done! Then when my days 
frow tremulous, and I lack the impetiousity and 
strength to penetrate a phalanx or guide a pursuit, 
I will give it to your sons and mine and it will be 
better than a trumpet’s call to your armies. Tunis, 
Sard'nia, Sicily, every well fought field will be 
brought to their remembrance and kindle their 
aroused spirits, and so shall I, even after I am 
a, fight, as I never fought before against the 
oe. 

The wise old soldier wanted something that 
would endure for more than a day. He wished 
for that which would gain in value as time lent 
glamour to the event which it commemorated, and 
Jewelry, he knew, did this materially and psycho- 
logically. Thus did a Roman general, back in the 
days when Carthage was a world power, establish 
fer the jewelers the value of “GIFTS THAT 
LAST”, and it develops upon us who are here to- 
day to spread this gospel to a receptive world. 

Today is a far cry from the time of the Roman 
a but the increased importance of “GIFTS 

HAT LAST” is appealing daily to an ever ad- 
vancing intelligence. 

he bride demands from the groom the gift of a 





ring of precious metals, mayhap set with diamonds, 
as a symbol of never ending love. Yea, t.ll death 
do them part must that gift last. When she marries, 
her well silvered dining room table has mental 
nourishment not contained in the food itself, and 
she counts the clock beats till the arrival of her 
every anniversary wishing for another, “GIFT 
THAT LASTS” to cherish and preserve. 

The application of cur motto to the affairs of a 
modern life has a lovable influence, and _ that 
jeweler is negligent who fails in his duty to un- 
fold this helpful philosophy to a people which 
advances in direct ratio as these self evident 
truths are embraced. 

In China they indulge in no so called luxuries, 
there no so-called extravagance is practiced by the 
people, and it is a backward and heathen nation. 
The Rusian peasant has no time for the effemin- 
acy, which comes with contact with the cultural 
thought expended in the creation of the jewelers 
wares, and he is little better than an ox. In India 
the Parsee practices self abnegation and avoids 
any and every form of thing which tends to sug- 
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gest a desire for anything but bare focd and 
poorest raiment, and India is a nation of beggars 
and ‘‘fakers’” and three hundred million of them 
are ruled by a handful of Englishmen many 
thousand miles away. 

The Eskimo, the Serbian, the Patagonian and 
others I might mention live the so-called simple 
life. There no “‘good old days’ brigade bemoan 
the debilitating influence of a jewelry seeking gen- 
eration, and they eat and sleep and drink and 
die, the world no better for their existence than if 
they had been bears or tigers or rocky mountain 
billy goats. 

But introduce these people to the 
called non-essentials of America and ambition 
enters where formerly there was lethargy. The 
mentally dull and listless man becomes imbued 
with the desire to conquer. Spurred on by the 
hope of possession of the things not essential to 
a bare existence, he exercises his brain to create 
machines and attempts to harness nature’s fcrces 
all to the end that he may have still more of the 
things which appeal to the Godhead which is in 
him, until at last he emerges from the darkness 
of indifference or bestialety and recognized that 
the only necessity in the world is love for a I:fe 
with beautiful surroundings and not the existence 
bounded by potted bellies and dulled or dead 
heads. 

Our motto is more than a sentiment—it is an 
economic need for a_ better civilization. Give 
“GIFTS THAT LAST” beyond the life of the 
giver for only thus do you prove immortality. 
Only thus do you bind today to a glorious yes- 
terday and a hopeful tomorrow. Only thus do 
you hopefully bridge the chasm to that time when 


improperly 


you must answer if you fed the body while you 
starved the soul. 

: Several weeks ago a woman walked into a 
jewelry store with a very heavy and not attractive 
tiger head ring, and asked that it be reduced from 
size 11% to size five, and that the diamond 
formerly in her engagement ring be mounted in 
the tiger’s mouth, The clerk, prompted by noth- 
ing other than a desire to serve, suggested that 
the change would of necessity be inartistic and 
clumsy, and asked to be permitted to offer a 
different solution. But the woman replied “I 
don’t care what it will look like, it was my hus- 
band’s and he is dead and every time I feel it cn 
my finger, I will think he is holding my hand.” 
And at once the ring became to the clerk as 
beautiful as tho it had been fashioned by angels, 
and like the widow he felt no embarassment to 
wipe away the unbidden tears. The husband left 
her money but no individuality could she attach 
to a piece of it. The $5,000 automobile will 
spend its life in a few years and will always be 
a drain on her resources, but more than 20 years 
before for a few dollars, she had purchased for 
him a “GIFT THAT LASTS” and because of 
that every time she felt it on her finger she 
would think he was holding her hand. 

Time will never effect the beauty of that ring 
nor the luster of the stone, As long as life re- 
mains for her the “GIFT THAT LASTS” will 
be a constant reminder of one who has gone 
before, a wireless connection between heaven and 
earth, a soothing balm to a wounded heart, an 
engulfing light beckoning a weary pilgrim to its 
haven of rest. 


Then followed a rather unique event, a 
short reception to the two representatives 
of the Canadian Jewelers’ Association, A. 
C. Skinner, first vice-president, Sherbrook, 
Quebec, and P. M. Chapman, chairman, 
Toronto District Association. They were 
presented to the convention by Charles E. 
Evans, Buffalo, who, with Vice-President 
Mansur, were the delegates to the Canadian 
meeting. In a few well chosen words, Mr. 
Evans referred to their pleasant visit, and 
the remarkable percentage of attendance 
they found in Canada in the bad month of 
February. The delegates responded briefly, 
incorporating in their remarks an expres- 
sion of gratitude to the A. N. R. J. A. for 
“getting them started” in organization work. 

Next came the address by H. Victor 
Wright, director of the Jewelers Research 
Bureau of the American National Retail 
Jewelers’ Association, whose remarks ap- 
pear in full in the Storekeeping Department 
of this issue on pages 179 and 181. 

The closing address of the morning was 
delivered by W. S. Groom, of the J. Walter 
Thompson Co., Cincinnati, who gave an in- 
teresting exposition of Advertising. 

Mr. Groom’s address is published in 
the Retail Advertising Department of this 
issue on pages 185, 187 and 189. 

Following an invitation from the Gruen 
Watch officials to visit their plant, the 
meeting adjourned at 12:15 for the luncheon. 


Wednesday Noon Luncheon 


Following the adjournment at noon on 
Wednesday, the jewelers to a surprisingly 
large number crowded the tea room of the 
Sinton, and overflowed into the ballroom, 
in the first of the Boosters’ Luncheons. 
Singing was a feature of the moment, fol- 
lowed by an address by A. F. Nash, of the 
A. Nash Co., known locally as the “Golden 
Rule” firm. 

Mr. Nash spoke of the application of 
the Golden Rule to business and referred to 
its application in his factory, which is a 
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tailoring concern of importance. The event 
proved a popular and enjoyable beginning 
for the afternoon’s entertainment, which 
later included an afternoon at the Gruen 
plant, followed by a banquet and entertain- 
ment at the Zoo, a unique place of enter- 
tainment, inasmuch as it ranges from wild 
animals to grand opera in the course of the 


season. 


Wednesday Afternoon and Evening 
The Cincinnati Wholesale and Manvfac- 
turiig Jeweiers’ Association entertained the 
visiting jewelers and the ladies on Wednes- 
day afternoon and evening at the Cincin- 


nati Zoo. A banquet was served at 6:30 


spring chicken country style, French fried 
potatoes, new corn, saute with green peppers, 
head lettuce and tomatoes, Thousand Island 
dressing, ice cream, cake, coffee, cigars and 
cigarettes. 

A large round committee table was located 
in the-center of the pavilion, at which the 
officers dined. The other members of the 
association gathered in groups as their fancy 
dictated. 

Then came the program of entertainment, 
which closed at 10:30 p. mM. A number of 
the jewelers also availed themselves of the 
tine dance pavilion, after the show had been 
concluded. 








ENTERTAINMENT COMMITTEE OF THE CINCINNATI WHOLESALE AND MANUFACTURING JEWELERS’ 
ASSOCIATICN 


p> aa. at 
Guignol,” an imitation of European vaude- 
ville, was staged at the Opera House in the 
park. The program was divided into two 
parts, and during the intermission the guests 
were entertained at the Ice Show, where 
professional skaters direct from Broadway 
put on a fine exhibition of their work. 

At the morning Wednesday 
the announcement of the program for the 
entertainment of the jewelers was made, and 
given about reaching the Zoo. 
noonday luncheon, the 


session on 


instructions 
Following the 


guests of the Cincinnati Wholesale and 
Manufacturing Jewelers’ Association went 
by automobiles and street cars to the Zoo, 


and after enjoying the afternoon wander- 
ing about the park, during the intermis- 
sion between the showers, they gathered 
at 6:30 p. mM. for the banquet in the Club 
House, and turned their attention to the 
discussion of an enjoyable menu, consisting 
of celery, olives, cantaloupe with fruit, fried 


the Club House, and the “Grand 


The entertainment provided by the Cin- 
cinnat! Wholesale Jewelers’ and Manufac- 
turers’ Association was excellent in every 
detail, and gave the visiting jewelers an 
afterncon’s outing which they will long re- 
member. The fine program, showing typical 
Cincinnati scenes, made an excellent souvenir 
of the occasion, 


Thursday Morning 
THE BREAKFAST CONFERENCE 

The Thursday morning breakfast confer- 
ence of State presidents and secretaries and 
city chairmen was scheduled to be held in 
the Tea Room at the Sinton Hotel at 8 A. M., 
but it was about 8.45 when President Huf- 
nagel called for order, and addressed the 
conference. At the Louisville convention, 
the breakfast conference idea was first put 
into force and it proved so successful at that 
time that it has been continued over succes- 
sive conventions of the American National 
Retail Jewelers’ Association. 


PRESIDENT HUFNAGEL’S BREAKFAST CONFER- 


ENCE ADDRESS 

In opening the breakfast conference, Presj. 
dent Hufnagel said: 

“The presidents and secretaries are the 
keymen of the Association. I feel we are 
not close enough together. I feel it is jn. 
cumbent upon the State organizations to 
work in harmony with the national policies 
as far as is possible. What is the national 
association doing? We have had problems 
that no State organization could possibly 
hope to solve. Among these are the tax 
problem, the watchmakers’ problem. partly 
solved by the Horological Institute, and the 
publicity problem. The national officers are 
elected by you; you choose the men whom 
you think will do the work satisfactorily, 
Let us have representative government and 
then get behind the program for the nation 
as a solid body. 

“In connection with the Field Secretary's 
Work, and the holding of conventions, I 
hope that something can be worked out at 
this convention so that conventions will be 
held in some kind of order, so that a mem- 
ber of the executive committee may be at 
every State convention. If the southern 
States would all hold their conventions 
within a week or so of each other, so a 
member of the executive committee could 
make a circuit, it would help considerably 
and bring the States into closer harmony. 
I hope you will take this matter up and 
write national headquarters on the matter. 

“Mr. Mellor has been in demand all over 
the country at the same time, and that is 
impossible. I would suggest that the south 
hold their conventions in the Winter, the 
middle States in the Spring and the north- 
ern States in the Summer. Then a mem- 
ber of the executive committee can arrange 
to be present. 

“There has been some difficulty in col- 
lecting dues. We have a great loss there 
every year through the non-collection of 
dues. In order to get over this, we have 
authorized additional help for Mr. Anderson 
so that he may co-operate with the States im 
the collection from delinquents. 

“This Code of Ethics which we adopted the 
other day, and the Committee report on 
Standardization—if we do not get behind 
these things and show the people where they 
would be a splendid thing for everyone, they 
are not going to count very heavily. They 
are wonderful material for your programs, 
and we will furnish you all the material 
vou need for arranging your meetings an 
having something definite to do when you 
get there, and not merely sit around. There 
is plenty of program material; write us 
for it. 

“T want to take this time to introduce to 
you Mr. Rothschild, who will speak to you 
on the tax question.” 

Meyer D. Rothschild, Chairman of the 
Jewelers’ War Revenue Tax Committee then 
spoke interestingly in a purely informa 
manner. He said: 
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about general world conditions. Not many 
years ago a billion dollar budget congress 
was a reproach. Each party reproached the 
other party with extravagance. Today a 
billion dollars seems a very small amount. 
We have had five or six billion dollar bud- 
gets. We will probably have billion dollar 
budgets with us for some time to come. You 
will have a greater burden to bear than the 
business men of this country can stagger 
along under, because this is only the entering 
wedge. 

“Now, out of all this budgetary talk the 
excise tax on the jeweler has been main- 
tained simply because that is the easiest way 
to do, and amounts to hundreds of millions 
of dollars a year. The sense of injustice 
does not seem to enter the mind of the legis- 
lators. Some will say this is not a very 
heavy burden; you try to pass it along to 
the purchaser. Times past were flush, 
and people paid most any price. Then came 
1920-1-2. The 1920 business was not a good 
year for the trade. The Harvard Research 
Bureau indicated that the average jeweler 
had an overhead of a little over 33 per cent. 
That was aside from the 5 per cent. tax. 
Some jewelers may have made some money. 
Now it has jumped to 43 per cent. exclusive 
of the 5 per cent. tax. Consider the mark- 
up to bring you out even. What is the re- 
sult? You begin to absorb the tax, in part, 
more, and then all of it. You come out at 
the little end of the horn. Your sales fall 
off during times of depression; other charges 
remain stationary or increase. If the gov- 
ernment requires special assistance from the 
jewelers, not one would object to doing his 
share. During the war we paid in full for 
all demands upon us. Now we are being 
included with narcotics, liquors, etc. They 
may jump the tax to 10 or 15 per cent. in 
1925! 

“What I want to impress upon you gentle- 
men today right here and now, is that I 
believe it is absolutely in your hands to get 
rid of this tax. If you pay a tax based upon 
a haphazard process, then Congress should 
carefully examine and see what portion of 
and what are 


your wares are luxuries, 

necessities, and change the tax accordingly, 
and try to work out a more equitable 
schedule. 


“I do not for a moment think this will be 
done. Congress is not going to do it. It is 
the policy of least resistance that they use. 
If you will get on the job and do what they 
are doing in Indiana, and bring the matter 
home to your candidates, I believe we can 
get the results we seek. This must be done 
Politically. We will do all in our power to 
help you. I believe you will win.” 

Following the talk by Mr. Rothschild, an 
exposition of the Indiana plan was given by 
Ralph Roessler, of Marion, Ind., secretary 
of the Indiana Association, who spoke as 
follows : 


PLAN OF TAX WORK IN INDIANA AND SUG- 

GESTED NATIONAL PLAN WHICH WAS 
LATER ADOPTED 

To the Officers and Members of The American 
National Retail Jewelers’ Association: 

In Presenting the following outline of the 

Work carried on in the State of Indiana, and the 

results that have been obtained in the past few 





weeks, it is with the idea that a definite, work- 
able plan can be produced and followed out, 
not only in Indiana, but in every State in the 
Union, whereby the unjust and obnoxious war 
excise taxes can be removed from our industry, 
and our business be again placed on an equality 
with all other business in this country. While 
this plan has not been carried out to a conclu- 
sion at the time of the National Convention, due 
to lack of time, yet the results have been most 
gratifying, and lead us to the conclusion that 
with a definite plan to work by, and with the co- 
operative efforts of every State association in the 





CHAIRMAN NATIONAL 


OF 
WAR EXCISE TAX ELIMINATION COM MITTEE 


RALPH ROESSLER, 


Association, this vital 
presented to 


National Retail Jewelers’ 
issue of equal taxation can be so 
our representatives that definite action on their 
part is bound to follow. 

We find in taxation, as in everything’ else, 
the lines of least resistance are usually followed. 
We find in the original application of the war 
excise taxes, certa’n articles were included in the 
list of taxable luxuries, but due to various in- 
fluences, whether “big business,’ association op- 
positicn, lobbying or what not, these items were 
excluded at the outset. Again, we find during 
the past year or so that a number of these taxes 
were removed and what were termed a few months 
ago “luxuries” are now classed as “‘necess:ties.” 
Why has this classification been changed?  Be- 
cause the lines or resistance have been changed! 
If we are content to accept the burden of un- 
equal taxation without a murmur, most assuredly 
it will be heaped upon us. If we resist to the 
extent that the actual resistance is felt and recog- 
nized by our candidates for public office, perhaps 
endangering that candidacy, then will the cause 
of that resistance be removed. And along these 
lines is this work being carried on in Indiana, 
and in a few words the complete plan is given. 

First.—Each State president and each State 
secretary in the National Association must realize 
that they are personally responsible for the work 
to be done in the individual unit or State, I will 
refer particularly to the secretaries, for the bulk 
of correspondence naturally falls upon their shoul- 
ders. Initiative, enthusiasm and determination 
must mark all their work. Do not be satisfied 
with the writing or receiving of one letter, if the 
answer received is not satisfactory to you! Keep 
after candidate for the Senate or Congress 
doggedly until you receive a definite answer to 
your questions, or until you are able to determine 
the attitude candidate holds towards equal 
and just taxation. 

Second.—If you have not divided your State 
into districts as suggested in the “Indiana Plan,” 


each 


each 


it will be found very beneficial to do so, and 
if these divisions are made along Congressional 
District Lines, each Congressional District under 


the direct charge of a district chairman, it will 
greatly facilitate this work, 

Third.—Through the chairmen of your districts, 
or through your State political headquarters, ob- 
tain the names of all candidates aspiring for the 
House or Senate, both or all parties. 

Fourth.—Write each candidate a letter, calling 
his or her attention to the inequality and un- 
justness of the present form of taxation and en- 
close a copy of the questionnaire issued by the 
National War Revenue Tax Committee, and which 
is reproduced in this publication. It is advisable 
to send these questions on a separate sheet, ask- 
ing for an answer to each question, and if pos- 
sible try to obtain a further statement relative 
to the candidate’s views on this most important 
subject. 

Fifth.—If a favorable answer is received from 
the cand‘date in cone district and a negative an- 
swer from his opponent, send the negative candi- 
date a copy of the favorable answer, urging 
him to reconsider his answer, and further sug- 
gest that the entire voting strength of those 
interested in this subject would be used against 
his candidacy. Impress upon him that not only 
the jewelry industry, but the automobile and 
accesscry trades would work for his defeat. 

Sixth.—If both candidates in a district are 
favorably disposed toward this subject, there is 
no further work to be done in that particular 
district, as the pledge for support will then be 
a matter of record on each side. 

Seventh.—Get in touch with the presidents 
and secretaries of the automotive associations, 
and other organizations representing similarly 
taxed lines, in the districts where the negative 
candidates reside. Enlist their support. Have 
them take up the work along the same lines that 
the Jewelers’ Associations are doing. Furnish 
them with questionnaires, outline the campaign 
for them, and insist upon their co-operation. 

Eighth.—Through the district chairmen in the 
Congressional Districts where negative candidates 
reside, see that newspaper publicity is given the 
candidates who fail to subscribe to the principles 
for which we are fighting. 

Ninth.—Keep a complete record of your work, 
copies of all letters received and sent out. Report 
to your National War Revenue Tax Committee 
the results accomplished. 

This work is not, and cannot be, a local propo- 
s:ttion. To be effective it must be energetically 
carried out in every State in the Union simul- 
taneously. Just how successfully this can be 
carried on depends on you, Mr, Secretary, as to 
how much initiative and personal effort you will 
put in it. It is no small task, and will require 
countless hours of labor, but the results will 
greatly repay each‘ and every one a _ thousand 
fold. In presenting these questions, do not hesi- 
tate, for no candidate for office can decently re- 
fuse to” answer them. They are broad, funda- 
mentally American, and any. candidate who will 
not subscribe to them has no right to represent 
the American people in office. 


The placing of our business on an _ equality 
with other business, the removal of the stigma 
cast upon our most honorable industry by the 
obnoxious tax burden that has been heaped upon 
us, is the greatest work the association can do 
for its members and for its industry, and will 
answer that time-worn query, “‘What is the As- 
sociation doing for me?” It is that tangible 


something that every jeweler is reaching for, that 
something that will make every jeweler realize 
that “United we stand, divided we fall,” 
Respectfully, 
(Signed) Ratpnu Roess er, 
Secretary Indiana Retail Jewelers’ Association. 


Mr. Roessler then spoke on the plan as 
follows: 


ADDRESS OF RALPH ROESSLER ON THE INDIANA 
PLAN 

Following’ the receipt of the first questionnaire 

that was issued by the War Revenue Tax Com- 

mittee, the idea first came to me that a nationally 

worked out plan based on the following four 

questions could be worked out, whereby results 
of a direct tangible nature could be secured: 
1. Do you believe that all legitimate busi- 

ness should be treated alike? 





(Continued on page 133) 
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$1,800 Add-A-Pearl Prize 
Picture Title Contest 


is building sales for Add-A-Pearl dealers 
We furnish the prizes— you get the sales 
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Prizes for Giving a Title to this Picture: 

1st Grand Nat'l Prize, $1,000 ‘iinine Gries Fears 

2nd National Prize of 500 oorree Aen ae enece 

3rd National Prize of 250 iGrenuipeane 


Note: In event of ties, prizes of equal value will be given to each of the tying prize winners 


J 








In Addition orn Riper cence rn ene 
For the best titles submitted in your city: 1 t Prize. cards will be furnished "$10 0 
Ist Prize - $25 tinct Onesies ge aa 
7 $29 : 2 Prizesof - - 50 each 


2nd P rize - $1 a. aia deoe 4 Prizes of " i. 25 each 
3rd Prize - $10 pone eg ta 15 Prizes of _ - “ 10 each 


Total Prize Values $1800 
Contest Closes November 20, 1922 


The Prizes—The windows and your co-operation will make people 


THINK—DESIRE 


and buy ADD-A-PEARL NECKLACES and pearls to add to these necklaces 


Write us for particulars 


Think it over—but don’t fail to put it over 


JUERGENS and ANDERSEN CO.,., 108 North State Street, Chicago, IIL 
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Gold Case Factory and Service Workshops, Gruen Watchmakers Guild, Time Hill, Cincinnati, where 
the jewelers’ watchmaker can obtain standardized duplicate parts promptly. , 


Will Price Sell the Goods? 


If you expect 
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T is not enough for an article merely to have value. 
people to buy it, it must have a value that people recognize. 
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In the eyes of the public a price becomes a value only when offered 
in connection with a known product—the public hesitates to accept 















the unknown value at any price. 














Prestige surrounds the GRUEN name—extraordinary quality, plus 
vast publicity, created it. 






Gruen dealers profit by it. 
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GRueEn WATCHMAKERS GUILD 
TIME HILL, CINCINNATI, U-S°A 


Western Branch Canadian Branch New York City General Agency 
517 Loew's State Bldg., Los Angeles Toronto 512 Fifth Avenue 
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‘Masters in the art of watchmaking since 1874” 
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The most extensive line of beautiful watches of recognized value and prestige. 
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ee 

2. Do you believe it is American in prin- 

ciple to tax one business on its sales 

while other business is not so taxed? 

3, If you are elected to the Senate, will 

you make every effort to secure equal 

taxation for all business, through the 

prompt repeal of all discriminatory 
taxes on business? 

4, If the Government requirements make 

it necessary to place a levy on the 

of business, will you vote to 


sales 
place that levy on all business alike, 
without any discrimination whatso- 
ever? 


We have tried different plans in Indiana which 
have assisted to a certain extent in partially 
gaining our objective. We have sent hundreds 
of telegrams to our representatives. We circu- 
lated a petition throughout the State during the 
fight to obtain the passage of the Smoot bill, 
which contained thousands of signatures, and 
which, when placed end to end, formed a peti- 
tion 78 feet long. We have publishéd in the 
newspapers of Indiana articles bearing on the 
justness of the general sales or turnover tax, 
But nothing that we have done so far has brought 
the actual results that the work of the past month 
has done. 

The present line of work in Indiana deals al- 
most entirely with the candidates for Congress 
and the Senate whose names have been placed 
jin nomination for the election this coming Fall. 
In presenting our plea for equal, just and fair 
taxation, in some cases we find a woeful lack 
of information regarding the jewelry business, a 
lack of information that is almost pathetic. In 
these cases we must bend every energy to edu- 
tate these cantidates. We prove to them that a 

eater per cent of our merchandise is definitely 
feined as necessities, rather than luxuries. 

Furthermore, besides the good-will we derive 
from the education of our representatives, I find 
éther results in carrying this work to the in- 
dividual who desires election. I find the awaken- 
ing realization that the jewelers have an action 
functioning body, which is developing sufficient 
ttrength to be felt. . 

In obtaining answers to the questions sub- 
mitted, to the candidates, we go further than 
just obtaining their opinion. We have in most 
cases an absolute pledge either for or against 
¢qual taxation. If against, in the few cases, we 
have statements as to why they are opposed. 
If they are successful, we know why they are 
opposed to use. It is our intention whereve: 
possible to defeat these negative candidates at 
the coming election, for no candidate for office 
who does not believe in the fundamentals as 
stated in the four questions should be allowed 
to represent the American people. 

I find in our results our only opposition comes 
from the so-called “Guard” and the clear, well- 
thought-out statements of our more _ progressive 
Politicians are encouraging. ; 

If this plan does nothing more, it places in 
the hands of the central committee, our War 
Revenue Tax Committee, information that is 
vitally necessary for their work. 

As to how these answers are to be obtained 
is up to the secretary or president of each State, 
There may be other methods of approach that 
would be more effective than those used by us. 

It is no easy task, for the first letter will not 
always bring an answer, nor the second, nor the 
fifth, nor the tenth, as I have found. The first 
answer may not be satisfactory, and an attempt 
must be made the second time. The first an- 
swer may be evasive and non-committal, and the 
second absolutely opposed, but in each case, if 
the line is properly pursued, an answer will 
eventually be obtained. 

The meeting then adjourned to the ball- 
room, for the morning session of the con- 
vention, 

The secretaries remained behind for a few 
minutes, with Field Secretary Walter Mel- 
or, and went over the membership commit- 
tee’s report. 


MORNING SESSION 


The regular Thursday morning session of 
the convention was called at 10:35 following 





the adjournment from the breakfast con- 
ference, with President Hufnagel in the 
chair, 

The first thing on the morning’s program 
was the report on the Watch Import Situa- 
tion, given by Fred G. Gruen, president of. 
the Gruen Watch Co., of Cincinnati, which 
is published in full in the horological de- 
partment of this issue, pages 195 and 197. 

Dr. A. F. Beal, Chief of the Time Section 

















THE CONVENTION BADGE 


of the Bureau of Standards, Washington, 
D. C., was the next speaker introduced. 
His address will also be found in the horo- 
logical department on pages 203 and 205. 

Following the address A. G. Mansur, first 
vice-president, made an appeal in behalf of 
the Horological Institute of America, and 
then came the address of M. D. Rothschild, 
chairman of the Jewelers War Revenue Tax 
Committee. * 


Address by Meyer D. Rothschild 
Mr. Chairman, Ladies and Gentlemen: 
It is some time since I had the pleasure of 
meeting my friends at an American National Re 


tail Jewelers’ Convention, and I am glad to be 
with you today, for several reasons: 

First, it gives me an opportunity to get in di- 
rect personal touch with many men with whom I 
have been working through correspondence in 
the past. 

Second, I think we have reached a point where 
the jewelry industry of the United States must 
take-a definite stand on the question of discrimi: 
natory taxation, if it expects to be relieved from 
this unjust burden. ' 

Before dealing with remedies for relief, I should 
like to take your minds back to the beginning of 
the war strain on business, and incidentally dwell 
upon the activities of this Committee in connec- 
tion with the war-time taxes. We shall therefore 
first consider 


The Revenue Act of 1917 


The War Revenue Act of 1917 went into effect 
on October 4, 1917, and, so far as it affected our 
industry, we found that Congress had imposed a 
sales tax of three per cent upon “any article com- 
monly or commercially known as jewelry, whether 
real or imitation, sold by the manufacturer, pro: 
ducer, or importer thereof,” and a floor tax of 1% 
per cent on all stocks of jewelry in the hands of 
wholesalers, 

The Jewelers’ War Revenue Tax Committee . 
been previously organized, under the auspices o 
the Jewelers’ Vigilance Committee, and was com: 
posed of members representing every branch of ou 
industry, with an advisory committee consisting o 
the presidents of all State retail and other Jewel} 
ers’ associations, ' 

The bill as proposed contained a five per cent 
sales tax, in addition to a clause imposing a floor 
tax of 5 per cent on all jewelry in the hands of 
wholesalers and jobbers and a like tax on all 
jewelry in the hands of retailers. This floor tax 
was to be payable on the entire stock on hand on 
the day upon which the bill became a law. This, 
of course, was an effort to collect a tax on good: 
which were manufactured, produced or . importe 
and no longer in the hands of the original manu: 
facturer, producer or importer. . Moreover, ast 
tax. was payable in bulk on the entire stock of ‘fl 
wholesaler and the retailer, it will readily, bg, dé 
that this phase of the reVénde Bill was very “d 
turbing, especially to many retailers whose stoc 
of merchandise contained many articles which: webd 
practically unsalable and upon ; which’ the ‘ts 
would have to be paid, as well as upon the sal 
able goods which they carried. ’ 

We made every effort before the Committee on 
Ways and Means to have this floor tax stricken 
out, but without success. Toward the end of our 
fight and just about the time that the bill was re- 
ported to the House, your Committee, having prac- 
tically exhausted its efforts to convince the Com- 
mittee on Ways and Means that these floor taxes 
ought to be eliminated, resolved upon a fighting ex- 
pedient which, I am happy to say, had. excellent 
results, at least so far ag the retail jeweler was 
concerned. A letter was written to about thirty 
retail jewelers in all parts of the State of North 
Carolina, calling to their attention the fact that 
if the bill was passed in its then form, they would 
be obliged to pay a floor tax of five per cent on 
their entire stock of merchandise. Mention was 
made of the fact that the Chairmen of the two 
principal committees having the Revenue Bill in 
charge,—namely, the Honorable Claude Kitchin, 
chairman of the Committee on Ways and Means, 
and the Honorable F. M. Simmons, chairman of the 
Senate Finance Committee,—were both from their 
own home State. It was suggested that each of 
these retail jewelers take counsel of his own ne- 
cessities and condition, and that he write frankly 
to Messrs. Kitchin and Simmons, telling these Rep- 
resentatives how this proposed floor tax would 
affect them. There was no form letter suggested 
and no special arguments: merely the advice to lay 
their troubles before their Representatives and ask 
for relief. 

The result of this appeal was interesting. A few 
days later, members of your committee sitting in 
the galleries of the House of Representatives and 
listening to the speeches on the Revenue Bill, ob- 
served with interest that practically every amend- 
ment proposed to the bill was promptly rejected. 
When Section No. 600 (the jewelry section) was 
reached, Mr. Kitchin, chairman of the Committee 
on Ways and Means who had charge of this Reve- 
nie Rill, arcse in his place and offered an amend- 
ment to his own bill, striking out that part which 
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imposed a floor tax on retail jewelers. He stated 
to the Members of Congress, with a great deal of 
feeling, that it had come to his notice that retail 
jewelers were sometimes obliged to carry goods 
in stock for years before they sold them and that, 
in his opinion, it would be an unnecessary hard- 
ship to inflict upon that group of fellow citizens 
any floor tax on their stock in trade. The amend- 
ment was accepted, and the floor tax as it applied 
to retail jewelers, disappeared from the bill. Then, 
emboldened by the attitude of Chairman Kitchin, 
a Congressman from Newark arose and asked that 
similar action be taken as to the floor tax im- 
posed upon wholesalers. Mr. Kitchin opposed this 
amendment, stating that he believed the whole- 
saler could readily pass the tax on and therefore 
the two cases were not alike. If there had been 
a number of wholesale jewelers in North Carolina 
to tell their stories to Congressmen, the result 
might have been different. 

1 am recalling to you this interesting episode 
in the tax campaign of 1917 to show that a com- 
paratively small group of North Carolina jewelers 
succeeded in acomplishing what our representa- 
tive Tax Committee, speaking for the entire jew- 
dry industry of the country—importing, wholesale 
and retail—could not accomplish. 

In 1917, the Senate did not believe in taxing 
any sales of merchandise and, when the bill came 
from the House the tax on jewelry, as well as the 
foor tax on the wholesaler and other special ex- 
cise taxes on industries, were dropped from the 
bill. In the Conference, however, the Senate 
yielded and, when the bill became a law, the tax 
on jewelry was three per cent when sold by the 
manufacturer, producer or importer, and the floor 
tax was only one and one-half per cent, on jewelry 
in the hands of the wholesaler. 

As soon as the Revenue Act of 1917 became a 
law, your Committee went down to Washington for 
the purpose of offering to the Government the 
assistance of the jewelers in framing provisions 
for the proper administration of the jewelry sec- 
tion, 


In working out administrative provisions, our 


first problem was a definition of the word “‘jew- 
dry”. The Treasury Department naturally desired 
to make this definition as comprehensive as pos- 
sible, and started out with the claim that watches 
were properly embraced in the term “jewelry”. 
Your committee was firmly convinced to the con- 
trary, and our industry would undoubtedly have 
been successful if it had taken the attitude before 
the courts that watches were’ absolutely excluded 
from that term. The necessities of the Govern- 
ment for large revenues, however, influenced us 
to compromise on a definition which would include 
among taxable articles only those watches which 
were “Worn for the purpose of adornment, stich 
as all metal bracelets containing watches, or with 
watches attached thereto; all watches the outer 
cases of which are ornamented by the addition of 
Precious or semi-precious stones or any ornamenta- 
tion other than engraving or engine turning.” 

_ As the trade well knows, your committee was 
‘in constant attendance in Washington during those 
days and through its efforts, which have been 
freely acknowledged by the Commissioner of In- 
ternal Revenue, the Department succeeded in work- 
ing out a set of definitions which made the ad- 
ministration of Section 600 (the jewelry section) 
of the Act of 1917 simple and effective. 

We did not stop at that point, however, inas- 
Much as one of the main sources of revenue for 
the Government was clearly untaxable under the 
Act. Precious stones unset and pearls unset were 
admittedly not “jewelry” and therefore could not 
% taxed when sold by manufacturer, producer or 
‘porter, and, as the Act of 1917 did not provide 
‘ot a tax when sold for consumption or use, these 
‘portant articles of our trade were entirely free 
om a sales tax under the Act. Actuated by mo- 
wes of patriotism and determined that the jewelry 
industry should do its full share in helping the 
he ment to raise sufficient funds to carry on 
+ + Presa the principal dealers in diamonds and 
, ; us stones and the principal importers of and 
aan in pearls met, and after thoroughly can- 
lie rd the situation, passed resolutions authoriz- 
Sons Jewelers’ W ar Revenue Tax Committee to 
that to the Commissioner of Internal Revenue 

ruling, making the sale of loose or un- 


Mount 2 

aon Pearls and loose or unmounted diamonds 
ft . ie 

} sd "a €r precious stones taxable, if sold for con- 
ra ‘on or use; would be accepted by the entire 


Ty industry, This offer to the Government 





was made with the full knowledge on the part of 
our industry and on the part of the Government 
that unmounted pearls, diamonds and other pre- 
cious stcnes were not legally subject to taxation 
under the Revenue Act of 1917. Any retail jeweler 
could have cut the string of a pearl necklace and 
sold the loose pearls, or could have sold unmounted 
diamonds or other precious stones to any customer 
without being subject to the sales tax. Notwith- 
standing the fact that the principal retail jewelers 
were aware of this, it is well to record here to 
the honor of our industry that not a single case 
ever came to our notice where a jeweler availed 
himself of his legal right to dispute this ruling. 


The War Revenue Act of 1918 


The Act of 1918, coming as it did when the 
burden of the war was beginning to bear very 
heavily upon our national finances, called forth 
additional sacrifices from our industry, and your 
War Revenue Tax Committee, in discussing the 
matter before the Committee on Ways and Means 





M. D. ROTHSCHILD, CHAIRMAN OF THE JEWEL- 
ERS’ WAR REVENUE TAX COMMITTEE 


of the House of Representatives, pledged itself 
to present a schedule which would practically cover 
every article usually sold by jewelers. 

About this time there were especially vicious at- 
tacks made on the jeweler. The Secretary of the 
Treasury, in a spirit which can only be termed 
demagogic, recommended in a letter to Congress 
that jewelry be taxed fifty per cent. 

A group of chemists, irritated because the price 
of platinum had gradually risen from the low 
figure at which they had been able to purchase it 
many years ago, thought the war offered a splen- 
did opportunity to entirely deprive the jeweler of 
the use of platinum. An active propaganda was 
started, assisted by many well meaning but badly 
informed people and also by some members of the 
Government and several members of the House 
of Representatives. The combination against the 
jeweler was a powerful one, because it was stated 
that our Government needed platinum to carry on 
the war and that the lives of our boys were en- 
dangered through the consumption of this metal 
by the jewelers. 

This propaganda was based upon a series of 
false statements and upon an entire misconception 
of the facts. The truth of the matter is that the 


very first intimation which our Government had 
that platinum might become an important factor 
in the war was a visit which the chairman of 


the Jewelers’ War Revenue Tax Committee mdde 
to the then chairman of the War Industries Board 
(Mr. Bernard Baruch) at his residence in New 
York, in order that he might call to the attention 
of the Government the necessity for exercising 
some supervision over the import and export of 
platinum and of industrial diamonds. The same 
matters were then brought to the attention of the 


Secretary of Commerce who promptly called a 
meeting of the War, Navy and Treasury Depart- 
ments, the War Industries Board, and the Bureau 
of Standards. Naturally your Tax Committee hav- 
ing been instrumental in procuring this meeting, 
was represented and the whole matter was thor- 
oughly discussed. Both the Representatives of 
the War and the Navy Departments were asked 
as to the requirements of the Government for 
platinum and they frankly stated that the Gov- 
ernment had sufficient of this metal for its needs. 

Shortly thereafter another meeting was called 
at the office of the Secretary of Commerce at which 
the jewelers and refiners were present, as well as 
representatives of several Government bureaus, By 
this time the Government officials had redlized that 
there would be need for a substantial quantity of 
platinum and the jewelers present at this meeting 
pledged themselves to abstain from making or sell- 
ing platinum wedding rings and other like heavy 
articles, and to confine their use of the metal en- 
tirely to the.making of delicate settings, for which, 
of course, no other metal was so well adapted. 

The jewelers faithfully carried out this pledge 
and with very few lapses, The propaganda con- 
tinued to grow, however, until it culminated in a 
bitter attack on the jewelry industry from the 
floor of the House of Representatives by Con- 
gressman Rainey of Illinois, This attack contained 
specific charges and was promptly answered by 
your committee with a denial of every charge and 
a request that the jewelers be given a hearing be- 
fore the Ways and Means Committee. Such a 
hearing was arranged and occupied the greater part 
of a day. \. Every accusation brought forward by 
Mr. Rainey and one or two other Congressmen 
was shown ,to be absolutely devoid of fact, and 
your committee was there able to present a letter 
from the Secretary of Commerce to the Chairman 
of the Committee on Ways and Means, in which 
Secretary Redfield stated that the Government had 
all the platinum it required, that the jewelers had 
kept faith with the Government and had acted ‘in 
the most patriotic manner in connection with the 
platinum situation. 

This silenced ‘the chemists and their’ few ‘ad- 
herents in Congress. and the serious effort which 
had been made to tax finished platinum jewelry 
250 per cent was defeated. 

The new tax bill as it emerged from the House 
of Representatives carried a 10 per cent tax on 
jewelry. Further hearings before the Senate Fi- 
nance Committee resulted in a reduction of our 
tax rate to 5 per cent, which, of course, was en- 
tirely satisfactory to our Committee as that was 
the rate we had advocated and stated our industry 
would be willing to accept without question. 

In addition of this increase in rate from 3 -per 
cent to 5 per cent, we succeeded in getting Con- 
gress to place the tax on the sale for consump- 
tion or use, rather than on the sale by manufac- 
turer, producer or importer. There were two rea- 
sons for this: The first was the conviction that 
a tax of 5 per cent on goods when they left the 
hands of the manufacturer, producer or importer, 
would sometimes result in double or triple taxa- 
tion because of the fact that there are a number 
of stages in the production of our merchandise; 
and, second, the further fact that as we consid- 
ered these excise taxes temporary war expedients 
which would promptly disappear with the return 
of peace, we felt it was to the best interests of 
our industry that the shelves of the retail jeweler 
should not be filled with goods burdened with 5 
per cent tax, or often a greater tax where the goods 
might have passed through several hands before 
reaching him. Your tax committee, consisting of 
retailers, manufacturers, and wholesalers, was 
united on this point. 

Your committee again co-operated with the 
Commissioner of Internal Revenue in framing the 
administrative details of this Act. When these 
had been finally fixed, we published a Tax Primer 
of the Act of 1918, as we had of the Act of 1917. 
While these Primers could not be stamped with 
the official approval of the Government, they never- 
theless did receive the semi-official endorsement of 
the Commissioner of Internal Revenue who placed 
copies in the hands of the Treasury field agents 
throughout the country. This enabled the jeweler 
in many instances to settle disputed points with his 
local collector and many disputed points were often 
decided by this means in favor of the jeweler. 
Thousands of these Primers were printed and 
hundreds of them were used and are still being 
used by Government officials in carrying out the 
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provisions of the jewelry section of the Revenue 
law. 
The Act of 1921 


Armistice Day came along in due course, and 
we beligyed that notwithstanding the huge bur- 
den of debt which the war had saddled on our 
country, the time for the repeal of these discrimi- 
natory excises had arrived. The President of the 
United States had several times advocated prompt 
repeal of these taxes. In his message to Con- 
gress of May 20, 1919, President Wilson said: 


“Many of the minor taxes provided for in 

“the revenue legislation of 1917 and 1918, 

“though no doubt made necessary by the 

“pressing necessities of the war time, can 

“hardly find sufficient justification under the 

“easier circumstances of pea¢e, and can now 

“be happily got rid of. Among these I hope 

“you will agree, are the excises upon va- 

“rious manufacturers and the taxes upon re- 

“tail sales.” 

We all hoped that it would be only a question 
of a short time before Congress would do justice 
to those industries which had been bearing an un- 
equal share of the tax burden, Political condi- 
tions, however, prevented Congress from promptly 
acting on these recommendations, notwithstanding 
the fact, that most Congressmen would admit in 
private conversation that special discriminatory war 
taxes on a few industries, continued in time of 
peace, were unjust and should be repealed. 


When Congress finally did set about to re-write 
the Tax Act, our committee, under the able leader- 
ship of Harry C, Larter, who acted as chairman 
of the committee for the year just ended, did every- 
thing in its power to convince Congress that the 
time had arrived for justice to the jewelry in- 
dustry, as well as to the other industries which 
were paying special war excises. Some of the 
twenty-odd industries were relieved from taxation, 
notably transportation, soda water and ice cream; 
musical instruments, sporting goods; chewing gum; 
portable electric fans; thermos articles; furs, toi- 
let soaps and powders; proprietary medicines; cer- 
tain articles of wearing apparel under the so- 
called “luxury tax,’”? and motion picture films. 
Some had their tax rate reduced, such as candy 
and works of art. 

It would be difficult to account for the reason- 
ing which exempted chewing gum from taxation 
and left candy—a prime article of food—with a 
tax of 3 per cent. It is also interesting to note 
that furs, some of which run into very high values 
and which had been paying a tax of 10 per cent, 
were entirely freed from taxation, while the jew- 
elers’ tax on silverware, watches, clocks, and many 
other articles of prime necessity, was retained. It 
is, of course, impossible to account for some of 
these partial changes, although we welcome them 
as a step in the right direction. 

The jewelers, however, are left for some un- 
accountable reason in the same position in which 
the War Revenue Act of 1918 had placed them. 
In fact, their position is somewhat worse because 
of an omission on the part of Congress to insert 
a qualifying clause in section 904, which would 
prevent double taxation of articles which might 
properly come within the scope of either section 
904 or section 905. 

It is needless to go into the details of this fight, 
except to say that Mr. Larter and the committee 
visited Washington, appeared before the House 
and Senate Committees, had interviews with the 
Secretary of Commerce, the Secretary of the 
Treasury, and even appeared before the Presi- 
of the United States—all, -however, to no 
avail, 

The omission of the qualifying clause referred 
‘o made further work for the tax committee, and 
it is only recently that Mr. Larter succeeded in 
getting definite rulings which have eliminated the 
double tax feature. In doing this, however, the 
Commissioner of Internal Revenue has been 
obliged to tax leather goods, mounted with pre- 
cious metals or imitations thereof; portable light- 
ing fixtures, fans, and certain cigar jars with lids 
made of precious metals or imitations thereof, 
when sold by manufacturer, producer or importer, 
while this relieves the retailer from making a 
report or paying a tax on these particular items, 
t is nevertheless regrettable because it interferes 
with our general plan, which was to have a 
goods handled by the retailer free of all sales 
‘axes until he actually has sold them. 





Now, the situation is very grave for two rea- 
sons: First, the continuance of ‘these special war 
excises is apt to fdster in the minds of Congress 
and of the people of the United States the idea 
that the goods sold by jewelers, and some of 
the other articles ,which, are still being’ taxed, ar¢ 
proper subjects for continual special taxation, In 
other words, it places jewelry, candy, automobiles, 
and all the rest of the war excises in the same 
category as the old subjects for excises,—namely: 
tobacco, alcohol liquors, and narcotic drugs, 
This is not only a violation of the principle of 
equal taxation for all ‘industries, but it involves 
the danger that if continued, it might well de- 
velop into a condition where a requirement for 
larger revenues would simply be met by doubling, 
trebling or quadrupling the tax on the jeweler 
and the other industries that are now being taxed 
on their sales. 

The second point is also very serious: That is 
the difficulty which the jeweler often experi- 
ences to include this tax in his selling price in 
a period of depression or restricted business. Or- 
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dinarily a sales tax or a business tax of any kind 
is included in the expenses or overhead or cost of 
the goods, whichever way a man may care to 
figure, and then the sales price of the article is 
predicated upon the full cost, which includes the 
tax. In a period such as the jeweler has been 
passing through for sometime, where expenses for 
rent and help have steadily increased and where, 
in many instances, his turnover has largely de- 
creased, it has been difficult to mark up goods 
high enough to leave a net profit. Here the 5 
per cent sales tax in many cases prevented even a 
small net profit at the end of the year, and in 
some instances has undoubtedly caused a net loss 
on the year’s business. This was not the case 
during the war, when goods were constantly in- 
creasing in price and the tax was readily paid 
in the purchase price by the consumer. 

The questions of increased overhead and de- 
creased turnover are very closely related. With- 
out going into the details of the 1921 figures, now 
in progress of tabulation by the Bureau of Busi- 
ness Research of Harvard University, I wish to 
call your attention to the fact that the overhead 
of the retail jeweler for the year 1921 was 43.5 
as compared with 32.7 for the year 1920, not in- 
cluding the 5 per cent tax. This is a shockiig 
increase, and every thoughtful merchant in our 
industry must feel that something should be done 
promptly to bring about a sounder condition. 

We have now arrived at a point, therefore, 
where the 5 per cent sales tax on the jewelers’ 
merchandise is not only a burden which he him- 
self must largely absorb, but even where he does 
not do this, the loading of this additional tax 
in the price of the article sold has a tendency to 


restrict the sale of that article and, when the 
sale is restricted, the proportion of net profit rap- 
idly diminishes because of the increased per- 
centage of overhead. It is a vicious circle from 
which the retail jeweler must needs extricate him- 
self if*he wishes to stay in business and prosper. 

I have dwelt “at length upon the history of the 
war excise taxes as they affect the jeweler, and 
have now come to what is probably the most im- 
portant matter in my talk, namely 


What Can the Retail Jeweler Do to Relieve 
Himself of This Unjust Burden? 


About 150 years ago, a comparatively small 
group of patriots threw a lot of tea into Boston 
Harbor and, while the amount of property de- 
stroyed was small; the act itself was the culmina- 
tion of the feeling that unjust taxation would be 
resisted at all costs. The War of the Revolu- 
tion might never have been fought if the Eng- 
lish Government had had the intelligence to give 
the Colonists a fair deal in taxes. 

The jewelers, and all the other industries which 
are now discriminated against, should take this 
lesson to heart and begin to fight, and continue 
to fight, until these unjust tax laws are repealed. 

The Jewelers’ War Revenue Tax Committee has 
done its utmost in the past to urge all jewelers 
to fully and fairly pay all taxes,—to “render unto 
Cesar those things which are Czsar’s”—but at 
the same time to see that our industry was not 
unduly or unfairly taxed. We succeeded in 1917 
and 1918 in practically all our efforts to get a 
fair hearing and a fair deal for our industry. 
In 1921, despite our efforts, we regret that we 
failed to lift the war burden from your shoulders. 
We have, however, learned one lesson and that 
is that a Congressman will pay more attention to 
the smallest jeweler who is his constituent than 
he will to the greatest jeweler in our industry 
who is not his constituent. It is for this reason 
that I am going to advise a step which I believe 
the situation fully justifies. I am going to ad- 
vise you with all the power that I have in me to 
take political action if you expect to get fair treat- 
ment from Congress and relief from unjust, un- 
American, discriminatory taxation—war taxation 
in times of peace, 

Some of your State organizations have already 
taken steps to that end, notably Indiana and Kan- 
sas, and I believe that other State organizations 
should act promptly, especially along the admir- 
able lines mapped out by Indiana, There is a 
questionnaire on tax, which I want to read to 
you: 


1, Do you believe that all legitimate business 
‘should be treated alike by Congress in times 
of peace? 

2. Do you believe it is American in principle 
in times of peace to tax one business on its 
sales while other business is not so taxed? 

3. If you are elected to the Senate (or the 
House) will you make every effort to se- 
cure equal taxation for all business through 
the prompt repeal of all discriminatory war 
excises on business? 

4. If the Government requirements make it nec- 
essary to place a tax levy on the sales of 
business, will you vote to place that levy 
on all business alike, without any discrimi- 
nation whatsoever? 


This questionnaire should be presented to pri- 
mary candidates for the House of Representatives 
and to the Senate and to all the successful candi- 
dates before the elections this Fall. The ques- 
tionnaire, as you see, is very simple. No man 
who is fit to represent you in either House of 
Congress need hesitate to give you a straightfor- 
ward yea or nay answer to each of these four 
questions. You are not asking your prospec- 
tive Congressman or Senator to pledge himself 
to procure for you any special rights or privi- 
leges. You are, however, demanding that he tell 
you now and tell you frankly whether, if elected, 
he will treat your industry with common justice. 

Now, I know that a great many jewelers, es- 
pecially the smaller fellows, may feel rather dif- 
fident about taking a firm stand with a Con- 
gressional or Senatorial candidate, on the theory 
that he is a little fellow and his voice does not 
count. I want to say to such men that this is 
not so. We have already pointed out in our dis- 
cussion of the floor tax under the Act of 1917 
what the little jewelers in North Carolina accom- 
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plished with their Congressman at that time. What 
has been done once can be accomplished again. 

If you really feel, as I am sure you do, that 
you have been outrageously treated; that you 
have been and are being unjustly taxed; that your 
future prosperity depends somewhat upon the 
prompt repeal of these war time, unjust, un- 
American and discriminatory taxes,—if you really 
feel this and you will combine with your fellow 
jewelers, with your neighbors in the automobile, 
candy, or other business that is also unfairly 
taxed, go to your Congressional and Senatorial 
candidates, talk to them freely, frankly, openly, 
and demand of them man to man that they an- 
swer your questions and give you the required 
pledge, I think that in most cases you will be 
successful. 

If this is done in all parts of the country, I 
know that the work of your tax committee will 
be very greatly lightened. When we ask Con- 
gress to promptly repeal our war excise tax, or 
come before Congress again when another tax bill 
is under consideration, (and I believe such a bill 
will be under consideration in the next Con- 
gress), we will have many friends in the House 
of Representatives and in the Senate who, re- 
membering the condition of their constituents, will 
work and vote for the repeal of the discriminatory 
war taxes. 

This is a question not only for the individual 
members of the American National Retail Jewel- 
ers’ Association. It affects every retail jeweler, 
whether or not he is a member of your organi- 
zation. I particularly commend the Congressional 
District plan inaugurated in Indiana and suggest 
that it be taken up by other State organizations. 
Through the Indiana plan it is possible to get 
state-wide action which will be of service in reach- 
ing Senatorial candidates, and local action in Con- 
gressional districts to reach Congressional candi- 
dates. If the retail jeweler of the United States 
is not prepared to help himself, there is no power 
that I know of which can or will help him. 

Ordinary appeals for individual action usually 
fall on deaf ears. The average man has too many 
important matters of a personal nature, or too 
many matters that he imagines are important, to 
take much of his time or thought for the larger 
needs which affect the whole industry. Here, how- 
ever, is something which affects each jeweler in- 
dividually and. threatens his very livelihood. If 
the retail jewelers, therefore, will show a reso- 
lute and persistent spirit and fight for equal 
rights, with all other industries that are carry- 
ing a similar burden of unjust war excises, I am 
certain that our efforts will be crowned with suc- 
cess, 

Ip presenting yéur case to candidates for the 
Senate’and the House of Representatives, it might 
be well to emphasize, if occasion requires, that you 
propose to vote only for men who will give you 
the consideration to which you are entitled. 
While it is true that there are only about 25,000 
tetail jewelers in the United States, the sum total 
of these jewelers, their salesmen and other em- 
ployes, the members of their families and those 
near them whom they can possibly influence in 
such a just cause will number in the aggregate 
hundreds of thousands of voters. 

The fight is a serious one and for some jew- 
tlers may well be a fight for existence, Bear 
in mind that axiom on taxation so aptly stated by 
Chief Justice Marshall in the case of McCulloch 
vs. Maryland (4 weeks, 316), ‘The power to tax 
is the power to destroy.” 

_ Make up your minds as American citizens to 
bend every political effort toward getting a square 
deal from Washington. 

I doubt if many Congressmen or Senators are 
actually opposed to the repeal of these inequitable 
war excises and believe that most of these Repre- 
sentatives are pursuing a laisser faire policy, on 
the theory that nobody is particularly injured by 
them, and that the large revenue which is un- 
justly taken from a few industries might well 
be continued until the time arrives when this 
Money can be spared without any obligation on 
their Part to rack their brains to devise means for 
‘urnishing other moneys to replace them. There 
'§ nO substantial public demand for the continu- 
ation of these war excises; and I therefore feel 
very hopeful as to the final outcome, provided our 
industry will only deliver the punch that is nec- 
ay to convince individual Congressmen and 
tnators that there are voters at home in every 





Congressional district who are in deadly earnest 
when they demand equal taxation. 

In closing I want to call attention to Question 
No. 4, which may call forth from Congressional 
or Senatorial candidates the statement that the 
reason why they cannot or will not pledge them- 
selves to vote for repeal of the special war ex- 
cises is the dire necessity which the Government 
still has for large sums of money, and the fact 
that there is no source from which additional 
taxes can be obtained to make up for the vast 
amounts which would be lost to the Government 
if all special excise taxes were repealed. 

Your answer to this objection is simple: There 
is a plan for a small general sales cr turnover 
tax, not exceeding one per cent, to be paid on all 
turnovers of business, on all sales of real estate, 
and all like sales, excluding sales of personal 
service, and of stocks, bonds, etc. The turnover 
tax of one per cent will be paid by all industries 
alike and it is estimated that at least three billion 
dollars can be produced from it in normal times. 

( ( 
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HARMON, PRESIDENT OF THE STERLING 
SILVERWARE MANUFACTURERS’ ASSN. 


Cc. W. 


Some estimates are very much higher, but your 
committee believes that three billions is a con- 
servative estimate. 

This plan was considered by the Chamber of 
Commerce of the United States in Referendum 
No. 36. Their report upon this was made at the 
end of July, 1921, and showed that a requisite 
number of votes were cast in favor of the plan, 
and the Chamber is therefore committed to such 
a sales tax. 

With the greatest representative merchant or- 
ganization in the United States committed to the 
plan, I doubt very much whether a Senatorial or 
Congressional candidate will have a leg to stand 
on if he attempts to oppose it upon any intelli- 
gent ground, 

Senator Smoot, the next Chairman of the Sen- 
ate Finance Committee, stated in an _ interview 
published in the New York Times on July 23 Jast: 

“Tf all the Members of Congress who believe 

“a sales tax is the proper solution of our reve- 

“nue legislation would vote for it, we could, 

“in my opinion, before the close of the next 

“session of Congress, make it a part of our 

“revenue laws.” 


ast President Charles T. Evans, Buffalo, 
N. Y., made a motion that a telegram be 
sent to each of the absent past presidents, 
to Mrs. Steele F. Roberts and to Mrs. Col. 
John L. Shepherd. This was done. 


INDIANA TAX PLAN APPROVED 
President Hufnagel then called for a vote 
of approval from the convention to the 


Indiana plan, which had already been ap- 
proved by the executive committee. This 
was unanimously given. 

President Hufnagel next announced the 
following nominating committee: Chas, T. 
Evans, Buffalo, N. Y.; Arthur A. Everts, 
Dallas, Tex.; E. A. Barker, Minneapolis, 
Minn.; George F. Beach, Valparaiso, Ind., 
and A. L. Thoma, Piqua, O. 

The closing event of the session was the 
address by Charles W. Harmon, president 
of the Sterling Silverware Manufacturers” 
Association, on Sterling Silver. 


ADDRESS OF C. W. HARMON, PRESIDENT OF 
THE STERLING SILVERWARE MANUFAC- 
TURERS’ ASSOCIATION 


Some articles of merchandise possess the merit 
of utility only, some possess the added grace of 
beauty or artistic merit, but sterling silver ware 
possesses the additional grace of intrinsic value; 
thus the three graces of sterling silver are utility, 
beauty and intrinsic value. 

The hoe, the shovel, the pick are highly useful 
and essential, but no one would claim for them any 
beauty or artistic merit or intrinsic value. 

The rugs and the furniture in the house are 
beautiful or may be, as well as useful and essen- 
tial, but sterling silver ware has the added distinc- 
tion of having intrinsic value, as well as being 
useful and beautiful. 

While both manufacturers and retailers are un- 
questionably in business for gain, it is certainly a 
desirable and satisfying thing-to be in a business 
which makes no mean contribution to culture, re- 
finement and social uplift. 

Some one has wisely said the greatest institution, 
in America is the home, and anybody who can and 
does contribute to the joy and permanence of the 
home is doing something worth while. 

These are days of social unrest and one of the 
strongest bulwarks against radicalism is a happy 
home. 

The one place in which the family congregate 
regularly is the dining room, and it should be as 
attractive and delightful as possible, with an at- 
mosphere so pleasant that to linger is natural and 
enjoyable. 

To a well appointed dining table sterling silver 
is an essential. The time to use it is not only 
when entertaining, but for every day use as well, 
to cultivate and set social standards for our chil- 
dren as well as ourselves. 

A dining room with several patterns of chairs 
of different materials would be incongruous, and 
yet it is not an uncommon thing to have on the 
table an assortiment of knives, forks and spoons 
of different patterns in electro plate and sterling. 

The number of homes in which sterling can be 
afforded is increasing constantly and is way be- 
yond our fondest dreams. It is estimated that the 
average purchase of sterling silver ware in this 
country is 30 cents per capita. Would it be too 
optimistic to aim for the average annual sale of 
$1 of sterling silver were per capita? This is 
quite modest considering that the depreciation alone 
in the value of automobiles after using one year 
is several times this amount. 

The automobile dealers, the furniture dealers, the 
house furnishing dealers do not hesitate to go out 
after business and why should not retail jewelers 
do so instead of waiting for it to come to them? 

Why should not a well appointed home be fitted 
out with appropriate and well matched sterling 
silver ware, and not only flat ware but hollow 
ware, as tea service, center pieces and bowls, 
baskets and trays. These articles are not only 
of permanent value but can be handed down from 
generation to generation. 

Thrones and empires and nations may perish, but 
sterling silver ware, never. 

Never in the history of America have there been 
<o many new homes being built as at present; let 
us see to it that this great opportunity for sterling 
silver ware equipment is taken advantage of. 

The social effect of using sterling silver in the 
dining room igs uplifting, the moral influence of 
using the genuine solid silver through and through 
is wholesome and very desirable for the young 
people. 

The time, study and effort put forth by mani. 
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STERLING SILVER | 
High School Rings 


and Pins 


Be ready for the big de- 
mand when school opens in 
September. 


The sales on these Rings 


and Pins are ever increas- 
ing and you should have a 


good stock on hand for the 
new Classes. 


Send us a sample order 
at once. 


CLIF F ORD B. POAGE 


Peters Building 


COLUMBUS, OHIO 
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Ladies’ Beaded Hand Bags 


Very low, half the former wholesale price to dealers, 
to reduce a large stock. They wholesaled before at 
$5.00 to $7.00, now offered i $2.50 to $3.50 mostly. 
Will send them on approval and selection. 

They are substantially hand made, in mesh style of 3/0 size seed 
beads, all colors and designs, over velveteen, silk lined, silk draw 
cords, —— beads at bottom, 6 by 9 to 7 by 10 inches sizes, T; 


a memo. Also various Woven Bead Neck Chains which 
ladies like—5, "7 and 9 beads wide. 


POLISHED AGATES 


All colors and shades, red and 
white stripe and black and 
white prevailing. Beautiful for 
Jewelers’ Show Windows. 
readily. All folks love agates. 
2 to 4 inch, polished. Low priced 
at 25 cents up. Sent on ap- 
proval. 


Elk Teeth, Precious Stones. 
Most beautiful Scenic and Moss 
Agate Jewelry in the world. 
Price list free. 38th year. Every- 
thing wholesale. 


L.W. Stilwell °so2pee* 
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CALIF. GOLD COINS 


MOUNTED Charms, Scarf Pins, 
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{ ) Rings, Ear Screws, 
Ys, Shirt Waist Sets, etc. 


Society’s Latest Fad 


Worn by many of 
New York’s 400 





D.N. ROSE & CO. 


Wholesale Jeweler Keep Me Smiling 
TULSA, OKLA. Our Trade Mark 
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appeal to the discriminating jeweler. 


WALDEMAR CHAINS, MADE IN PLATINUM, ON 14Kt. GOLD 


These come in a variety of designs, and also in color combinations of green gold links between platinum covered bars. 


seks rattle greene mm osc games 


quote you prices, or to have our representative call. 


9-11 Maiden Lane 





Profit by This Mr. Retail Jeweler! 


We have in stock, ready for immediate shipment, over a thousand separate items in jewelry and jewelry novelties that 
We especially ask your consideration for our newest addition, in 


They Range in Price from $7.00 Each to $17.00 Each. 


According to weight, engraving and design. 





We carry a complete stock of everything in jewelry, diamonds, diamond mountings and watches, and we will be pleased to 
Send us a trial order and become one of our satisfied customers. 


LOUIS SCHAFRANSKY _ new York, n. ¥. 





























September 6, 1922. 





THE JEWELERS’ 





CIRCULAR 


141 


Full Report of the A.N.R. J. A. Convention 


facturers through their designers and craftsmen to 
produce beautiful, artistic wares which have real 
merit based on research of the most approved prod- 
ucts of ancient and modern artists and architects 
are worthy of a larger use by the American public. 
Instead of a healthy gradual growth of the use 
of sterling silver ware, commensurate with the 
growth in population and wealth in our country, 
the last ten years have actually shown a decline. 


Who is responsible for this? Well I must confess 
that we manufacturers are very largely responsible, 
but in remedying the condition we are absolutely 


dependent on the retail jeweler for co-operation and 
success. 

The ignorance of the public as to what sterling 
means is appalling. Some years ago while in 
Pinehurst on my annual Winter vacation, there 
was a discussion among a group cf golfers com- 
prising many wealthy people, as to the meaning 
of sterling as applied to silver and a committee 
was appointed to ask me to define it. 

At an exhibit of a manufacturer in an eastern 
city there were a number of placards with words 
“Sterling Silver,” and the most frequently asked 
question by visitors was ‘‘What is Sterling Silver?’ 

It was with this in mind that our association 
has been issuing circulars defining and giving 
history of and derivation of the name sterling. 

We all know that no higher compliment can be 
made to a man than to say he is of sterling worth 
or character, and yet this word so full of meaning 
was derived from sterling as applied to silver. 
How many however know from whence this word 
sterling as applied to silver was derived? Frank- 
ness compels me to admit that I did not know until 
within a year. 

During the reign of Richard I., a company of 
merchants known as the Hanseatic League from 
the eastern part of Germany, made an alloy of 
silver which was noted for its purity and uniform 
high standard. They were called Easterlings, and 
the coins made of this alloy were called by the 
English who adopted their use in commerce by the 
name Sterling, an abbreviation of Easterlings. 

So for a thousand years this name sterling has 
been substantially in effect, and continuously with 
the exception of short intervals. 

As you all know “Sterling” both in England and 
in the United States and Canada is by statute 
925/1000 fine, and it is generally accepted that no 
standards in this country are more faithfully lived 
up to than this by the sterling silver manufacturers, 
most of them using silver 927/1000 fineness. 

There is now in process a bill amending the 
National Stamping Act, upon which our association 
has been working for some: time, requiring the 
name or trade-mark of manufacturers to be stamped 
on all silver ware, but also making the United 
States standard of silver to be sterling, or 
925/1000 fine, and any lower quality to be marked 
to indicate that it is below standard. We invite 
your earnest co-operation in making this bill oper- 
ative and effective. 

I know of no line of merchandise that -reaches 
the consumer so directly as does sterling silver 
ware; from the bullion to consumer only two steps, 
the manufacturer and the retailer, and none which 
is sold so near the bullion or intrinsic value. 

Sterling silver is indestructible and always has 
a definite market value, so that many people. have 
bought sterling silver ware as an investment. 

How shall we get these facts across to the con- 
suming public and create a passionate desire for 
wares of such utility, beauty and permanent value? 
; Our association spent $5,000 for a survey of the 
industry to illuminate the subject of group adver- 
tising. The advice of the advertising agency which 
made the survey was against group advertising, and 
the result is, that one after another of our mem- 
bers has made plans for individual advertising to 
the consumer. 

_ However, we are not satisfied that group adver- 
tising is not possible and practical and we have 
appointed a committee to investigate further with 
authority to spend a considerable sum of money 
in the investigation. What the outcome of this 
will be we cannot say at present, but the senti- 
ment of our association is strongly in favor of 
Sroup advertising if we can be shown a practical 
vlan. If we succeed we will need the co-operation 
of your association, not with any direct financial 
contribution, but in co-ordinating your publicity 
work with ours. 

We have also appointed a committee on field 
Secretary whose time will be spent in direct con- 
tact with retail jewelers. 





We have had the pleasure of several meetings 
with ycur president and silver committee, who 
were our guests at’ our July meeting and dinner 
at the Westchester Biltmore Club, and have been 
glad to meet their requests in every instance where 
we could as an association. 

By these contacts we are getting closer together 
and getting the view points of each cther and by 
proper methods of co-operation we hcpe to get the 
sterling silver ware business on a basis and of a 
volume that will make it more interesting both to 
manufacturer and retailer. 

Gentleman, we appreciate ycur confidence and 
look forward to increasing mutual helpfulness and 
prosperity. 


The meeting adjourned at 12:30 for 
another Boosters’ Luncheon in the Tea Room 
of the Sinton. 

THE LUNCHEON ON THURSDAY 

The luncheon on Thursday was held in the 
Tea Room at the Sinton Hotel and was 
well attended. President Hufnagel and 
other officers of the National Association 
occupied seats at the head table while the 
others gathered in congenial groups at vari- 
ous smaller tables. . 

H. Victor Wright, director of the Jewel- 


Thursday Afternoon and Evening at 
Coney Island 


‘The second of the large entertainment 
events of the Cincinnati convention took 
place on Thursday afternoon and evening, 
and consisted of a river ride to the local re- 
sort, known as Coney Island, about 10 miles 
up the Ohio River, followed by a banquet 
served at the Club House. The jewelers 
were at this time the guests of the Ohio 
State Association, and the Cincinnati re- 
tail jewelers. 

The ride up the historic Ohio, between 
the low shores of Ohio and the hills of 
Kentucky, was a trip long to be remembered 
by those who were fortunate enough to par- 
ticipate in this outing. The changing pano- 
rama, almost kaleidascopic in aspect, held the 
attention, as it varied from city water front, 
through a series of bathing shores, to the 
simon-pure landscapes of “Old Kentuck.” 
And then we were there. The good ship 
Island Queen, which left Cincinnati at 5.30 
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SOME OF THE SCENES THAT WILL BRING BACK PLEASANT MEMORIES TO THE VISITORS 


ers’ Research Bureau, was the only speaker 
at the luncheon. He was introduced by 
President Hufnagel and spoke for about 15 
minutes on the Harvard Bureau of Business 
Research and its connection with and work 
jn relation to the retail jewelry trade 
throughout the coyntry. 

Announcement was then made of a num- 
ber of committee meetings. 


The luncheon adjourned a little after 


2 p. m. and the jewelers were then ready 
for the trip to Coney Island as the guests 
of the Cincinnati Retail Jewelers’ Associa- 
tion and the Ohio Retail Jewelers’ Associa- 
tion. 


p. M. carried the last delegation of the 
jewelers to the scene of the evening’s pleas- 
ure. 

Once safely landed at the Summer play- 
ground named after the more famous Coney 
Island of metropolitan fame, the jewelers 
joined others who had already made the 
trip, and at 6.30 p. M. dinner was served at 
the Club House. A total of over 700 partici- 
pated and the scene was one which vividly 
impressed itself upon the memory of all. 
Seated at long tables, each accommodating 
over 100 people, the dinner began in most 
pleasing surroundings. The menu consisted 
cf caxtaloupe, olives, ham and sweet pota- 
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Watch. The patented crown is cun- 
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toes, green corn and peas, and ice cream and 
coffee, and during the dinner many of the 
popular and old time songs were sung, an or- 
chestra leading the jewelers in their vocal 
endeavors. 

After cigars and coffee had been served, 
there being no program of speeches, the 
jewelers and ladies started in to see the 
sights and try out the various amusements 
provided, which included shooting galleries, 
scenic railroads, the “Dodge-em,” pony 
track, and the usual doll features and other 
“catchpenny” booths of a similar nature. 

At 9.45 a gathering of the clan was held 
in the theatre at the resort, where a general 
get-together and jollification ensued. Those 
who had not returned by the earlier boats 
participated. 

Friday Morning 

The last session of the 17th annual con- 
vention was called to order at 10.10 a. mM. by 
President Hufnagel. By this time the at- 
tendance had dropped off somewhat, as many 
of the jewelers were either preparing to 
leave for their respective homes, or had al- 
ready taken their departure. Added to this 
fact, as a reason for the decreased attend- 
ance at the morning session, were the facts 
that the weather was unusually warm, and 
many of the delegates had been late in get- 
ting-home from Coney Island the night be- 
fore. ao 

President Hufnagel opened the session by 
calling for State reports. At the roll call of 
the States, New Hampshire, Florida, Maine, 
New York, Massachusetts, Michigan, Minne- 
sota, Alabama, North Carolina and Indiana 
responded. The State reports will be found 
on pages 155 and 156. 

President Korsunsky, of the Bronx Retail 
Jewelers’ Association then occupied about a 
half hour going into detail as to the work 
being done by his association. His report is 
to be found below. 


REPORT OF RETAIL JEWELERS’ ASSOCIATION OF 
THE BRONX FOR THE YEAR 1921-1922 


With a membership of 125 jewelers the Bronx 
Association is considered the stronghold of or- 
ganized work in Greater New York. 

September 20th we had the pleasure of having 
at our meeting our National Vice-President, 
Joseph Mazer, who adressed us on different sub- 
jects pertaining to the industry. 

During the month of December our association 
did extensive advertising in the local newspapers 
for the benefit of our members. 

We also induced some manufacturing concerns 
to advertise their wares in our local papers. 

hese firms included the International Silver Co., 
J. R. Wood & Son, and the Omega Watch Co. 

February 12th, Lincoln’s Birthday, our annual 
banquet and ball was held, at which we had 
the pleasure and honor of entertaining President 
F. P. D. Jennings and Mrs. Jennings. The affair 
Was a success, our organization making $1400 
clear, 

April 28 the Bronx organization took a promi- 
hent part in giving a banquet by the Retail 
Jewelers of Greater New York in honor of our 
National President Edward H. Hufnagel on his 
homecoming from his extensive trip throughout 
the country. 
Foon New York City there are four retail jewelers’ 
aamttions which include the Bronx, United, 
a and Greater New York Organiza- 
aa The latter through the unfortunate sick- 
little” Ped president, Emil Kohn, has had very 
ema to accomplish much this year. The 
rsd — organized an advisory board con- 
This ¢ of five members from each organization. 
7 oard has met twice and it has been decided 
Organize the borough of Brooklyn, which has 





hundreds of jewelers, into an association, next 
year. 

Our association in order to repudiate the selling 
policy of the Western Clock Co., has made a clock 
with the name “Bronx” on it, which members of 
our association are introducing to their customers, 

July 4th the Bronx sent the largest delegation 
to the State convention at Saratoga Springs. 


Verbal reports were submitted by repre- 
sentatives of Massachusetts, Michigan, Min- 
nesota and Alabama, in which the work of 
these State associations during the past year 
was summarized. 

Ralph Roessler, secretary of the Indiana 
Association, then submitted a carefully pre- 
pared report in which he made a number of 








GEORGE J. HESS, NEW MEMBER EXECUTIVE 
COM MITTEE 

suggestions. His report was in full as fol- 

lows: 


REPORT OF RALPH ROESSLER, SECRETARY OF THE 
INDIANA STATE ASSCCIATION 


To the Officers and Members cf the American 
National Retail Jewelers’ Association: 


It is with pleasure and pride that we make the 
following report of the affairs and the condition of 
the Indiana Retail Jewelers’ Association, for we 
believe that no other State association has shown 
such remarkable growth in the short period of 
one year, both in membership and finances, and 
it is doubtful that any State association can sur- 
pass the record of accomplishments, as shown by 
the Indiana association. 

We find in Indiana a remarkable increase in 
association morale, greater interest in the work, 
greater response by its members, and very much 
closer co-operation throughout the entire State. 
And this is aptly shown in the results obtained. 

In very briefly outlining some of the activities 
of the past year, it might be well to divide them 
into groups, and, for comparative purposes, discuss 
each group individually. 

MEMBERSHIP 


In discussing this group, it is well to consider 
that this is the most vital problem of all associa- 
tion work. We must have a membership reaching 
from the smallest town to the largest city in the 
State, from the corner of the small room with its 
one work bench to the largest gift “selling estab- 
lishment in the State, for until we receive the 
solid support of every individual in this business 
we cannot present the powerful front required to 
demand the rights justly due us, and make that 
demand heard and felt as other associations in 
other lines have done. 

At the beginning of the the be 


year 1920-22, 


ginning of the present administration in Indiana, 
this association had a tctal membership of 99 paid 
and 42 unpaid, 141 in all. The large majority of 
the 42 unpaid were considered hopeless delinquents. 
Following the convention at Michigan City, special 
effort was made to reduce these delinquencies to 
zero, which was eventually done, after a series of 
letters, as many as 20 to a person. 

Immediately after the convention at Michigan 
City, following the plan suggested by William 
Rindt, of Richmond, retiring president, and which 
is now nationally known as the “Indiana Plan” 
and which will be discussed later, Indiana was 
divided into districts with a chairman in charge 
of each district, and a campaign was launched for 
new members, 100 new members being the objec- 
tive. This was getting well under way, 16 new 
members having been obtained, when it was an- 
nounced that Walter Mellor, the ‘new field secre- 
tary, would start his intensive drive in our State, 


and all efforts were turned to fit in with hjs 
program. 
The result of this drive was marvelous. Pass- 


ing from one district to another, picked up by one 
member and passed on to another, Indiana was 
completely covered in a few short days, and as a 
result of this intense, well organized drive, 121 
applications were secured, which eventually re- 
sulted in 100 new paid-up members. 

During the week of Aug. 7, 1922, Indiana again 
was fortunate in securing the services of Walter 
Mellor, and through his efforts, assisted by meth- 
bers, 14 applications were taken, of which sevén 
are paid up to date. Following the receipt of in- 
formation that Indiana was very close to the top 
in membership, telegrams were sent to all district 
chairmen, and the response was wonderful, and 
14 paid-up members were added to our list, beside 
the collection of a few delinquencies.“ We find 
our comparative membership as follows: 


July 1, 1921, 
Paid-up memberships, 99. 

August 25, 1922, 
Paid-up memberships, 268. 


We have no unpaid members—no delinquents. 
Considering the fact that Indiana has a total of 
only 600 jewelers in the entire State, counting 
from the: smallest village to the largest city, as 
compared with cities like New York, Chicago, and 
States with the larger cities in their borders, with 
their hundreds and into the thousands, of jewelers, 
the membership record of Indiana stands cut most 
prominently. 

While on the -subject of membership, I must 
comment on the efficient work performed by our 
national field secretary, Walter Mellor (an Indi- 
ana product), and congratulate the national asso- 
ciation on his choice for this most important posi- 
tion. 

In reference to: the new scale of dues necessi- 
tated by the increase in per capita, we find the 
sliding scale very satisfactory, and with very few 
exceptions, had no. complaints registered. 

With the assistance of Claude Wheeler, a ladies’ 
auxiliary was formed at the West Baden conven- 
tion, with a number of ladies registered as mem- 
bers. This will grow in importance during the 
coming year. President, Mrs. E. O. Little; vice- 
president, Mrs. William H. Rindt; secretary- 
treasurer, Mrs. Ralph Roessler. 

THE INDIANA PLAN 

Realizing the need of closer co-operation be- 
tween the officers and members of the association, 
and among the members themselves, William 
Rindt of Richmond, president of the Indiana asso- 
ciatiin 1920-21, thought out the plan of dividing 
the States into districts with a chairman in each 
district, not a new idea we will admit, but one 
that had never been tried in our work before. It 
is without question the greatest forward step taken 
by any association, and a plan that we earnestly 
urge every State in the Union to take up. We 
would recommend dividing the- States into Con- 
gressional districts, as has been done in Indiana, 
as this will be found most beneficial, more espe- 
cially in tax work, 

TAX WORK 

3elieving that the elimination of our unjust war’ 
excise taxes and the equalization of taxation to 
be cne of the most important branches of our 
association work, Indiana has been very active in 
this particular work, and has always responded 
100 per cent. to every call from our national tax 
committee. Hundreds of letters and hundreds of 
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NOW BOOKING 


Fall Business 


The following sales conducted by us during 
the last ten months all have met with signal 
success : 


PIKE & KRAMER —Society Jewelers 
of Dallas, Texas; a $400,000 stock. 


JOSEPH MYERS, Inc. — $350,000 
bankrupt stock of Memphis, Tenn. 
This sale was under the jurisdiction of 
the Union & Planters Bank and Trust 
Co. of Memphis, who selected Briggs 
& Reid, after carefully considering 
credentials of the leading auctioneers 
of the country. Write them. 


R. SIEDEL & SONS—Pioneer Jewel- 
ers of Pittsburg, Pa.—over 73 years in 
business, where we sold $118,000.00 
worth of merchandise in five weeks. 
Write them. 


Write any of these clients for reference as to 
our service and ability. 


If you contemplate a sale this Fall write or 
wire. 
Long Distance Hyde Park 4745 


BRIGGS & REID 


AUCTIONEERS 
Stock Exchange CHICAGO 30 North La Salle 


Poy ~~ 2e 
Duliding Phone Main 1961 — 
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Do Your Own Refining 


—Recover Palladium 


us well as platinum, iridium, gold and silver. 
Follow the Hoke Directions and save all 
values. 

Much palladium is now used in platinum, 
white gold and ‘solders. Don’t throw it 
r away. 





Our free folder tells how 
other shops, small and 
large, are saving money by 
refining by the Hoke 
method. 


















" rr TECHNICAL ADVICE C? RY 


Individual attention to every subscriber. 











| SAM W HOKE, Mcr. op  WHERS TECHNICAL ADVICE C9 
e 9 ° 22 ALBANY St NEWYORK CITY 








LC 





We make the wonderful Hoke-Phoenix Gold and 
Platinum Melters, and Hoke-Jewel Soldering Outfits. 




















CASH for Your Entire 
Stocks and Fixtures 


For CASH I Will buy your ENTIRE, PART 
or SURPLUS STOCK and Fixtures 


Among the numerous Stocks purchased recently are: 
$60,000 stock of Wm. Kennedy, Albany, N. Y. 
30,000 stock of J. McS. Buchanan, Petersburg, Va. 
50,000 stock of G. E. Smith’s Son, Parkersburg, W.Va. 
35,000 stock of F. T. Pearce Co., Providence, R. 
110,000 stock of Webb T. Eby, Dayton, Ohio. 
35,000 stock of Philbin Jewelry Co., Lafayette, Ind. 
150,000 stock of S. D. Hardy, Norfolk, Va. 
70,000 stock of Atlanta Wholesale Jly. Co. Inc, 
Atlanta, Ga. 
50,000 stock of j. Scher, Bridgeport, Conn. 
25,000 stock of L. R. Jewelry Store, Muskogee, Okla. 
15,000 stock of L. E. Fouquet, Morris, Okla. 
50,000 stock of W. E. Fellows, Flint, Mich. 
19,000 stock of Berner Bros., Albany, N. Y. 
72,000 stock of Ellis Jewelry Co., Ensley, Ala. 
All communications held in strict confidence. 
Reference, Hub Trust Co., Boston, Mass. 


Send in your dead stock and receive check in return mail. 
All goods held until acceptance of check. 





WRITE WIRE PHONE 
J. B. GORDON 


Jewelry Stocks and Fixtures 
387 Washington Street BOSTON, MASS. 
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telegrams have been sent out from this State to 
our Congressmen and Senators. 

One of the outstanding features of this work 
was the petition which was circulated throughout 
the State, and should have special mention here. 

Oct. 25, 1921, 107 petitions were made up, pro- 
testing against the present discriminatory system 
of taxation, and urging our national representa- 
tives to support the Smoot Bill. These were sent 
out, one to each county and to each large city in 


the State, with full instructions as to obtaining 
signatures. Two days later a follow-up letter 
called them in, and by Nov. 2 this work was 
completed. The result was a petition, when the 
individual sheets were fastened end to end, 78 
feet long and bearing thousands of signatures. 


This was sent to Senators Watson and New and 
copies to all Congressmen from Indiana, and to 
President Harding. It was most gratifying to 
note that both Senators Watson and New voted 
favorably for the Smoot Bill, although Senator 
Watson had been previously opposed to it. 

Following a suggestion received from Senator 
Smcot that the sales turnover tax fight must be 
carried out along educational lines, an article was 
written and published in a Marion newspaper, and 
500 copies were distributed throughout the State 
of Indiana. While no results are directly trace- 
able to it, nevertheless it had its effect where 
published. 

In July, 1922, the tax work was entered into 
in a more active way, concentrating every effort 
to obtain statements from the candidates to Con- 
gress and to the Senate, as to their attitude in 
reference to equal taxation. Days and weeks of 
work, almost without a break, were spent on this 
work, and the results are excellent. We feel that 
in Indiana, we have impressed upon our candi- 
dates for office that this is a vital issue, and 
must be given consideration to a greater extent 
than heretofore. Furthermore, it has impressed 
upon these candidates that they are dealing with a 
live, active association, whose strength must be 
recognized, and equal consideration given with 
other organizations. The full outline of this work 
is given in a separate book, 2,000 of which are 
in the first run, with more to follow. This is a 
tremendous piece of work, but if properly carried 
out throughout the United States is bound to bring 
relief so desired by our industry. 


THE ANNUAL 


Following a conference of secretaries at the 
national convention at Buffalo, it was decided to 
produce an ‘‘Annual” or year book that would 
carry a message to the jewelers that was more than 
a collection of advertisements and the program 
of the State convention. Furthermore, in produc- 
ing a book of this kind, it would offer to the 
advertiser a medium of the highest merit in which 
to advertise his wares, and from a number of most 
gratifying letters from advertisers we feel this 
was accomplished. Indiana is deeply grateful for 
the high type of contributions in the way of 
stories, poems and articles of interest which were 
sent in by some of the most prominent men in our 
profession nationally, and also feels highly com- 
Plimented in receiving such ready support from 
them. 

Financially, this book was a great success, and 
assisted materially in placing Indiana on the right 
side of the ledger. After soliciting between 400 
and 500 manufacturers and wholesalers, we were 
able to obtain contracts from 94, with a total of 
$1,805. The total cost of producing and distribut- 
ing 1,000 books was $728.48, leaving a net profit 
of $1,076.52. Not only did it finance itself and 
the convention at West Baden, with a nice surplus 
besides, but it carried a message to our members 
that was surely read by all. 


OUR MAGAZINE “INDIANA” 


Aug. 17, 1922, a 24-page magazine was issued, 
containing a complete report of the State conven- 
tion at West Baden ‘with a number of items of 
interest to the jewelers in our State. While pub- 
lications of this kind require considerable work, 
they constantly keep the associations in touch with 
the jeweler, and are very beneficial to both. The 
Magazine was completely financed by advertising, 
although it was produced at no profit. 

FINANCES 

_In considering the finances of the Indiana asso- 
Ciation for the year 1921-22, we must first consider 
- condition oyr treasury was in at the beginning 
ot the fiscal year. At the close of the convention 





at Michigan City a check was drawn on our 
treasury which overdrew our account $23.69, 
Counting in $262 per capita which should be 


charged to the year 1921, we found unpaid bills 
amounting to $767.16. These, I am happy to say, 
are all paid, and every dollar contracted for this 
year has been paid. This includes per capita at 
the $5 rate, secretary’s salary, all printing bills 
and all current expenses to date. We now (Aug. 
25, 1922) find ourselves in the following financial 
condition: 


Cash on hand or in bank............ $528.36 
Bills receivable (ads in books)...... 130.00 
BOE WG ai ic ie Kater nins caves 100.00 
PCCOGTIE TECOIVEDIO Sc okies cevs 15.00 
$773.36 
Funds in Ladies’ Auxiliary.......... 150.00 
Tikal CHUN AMBER 6 6.66cii 6 ces eciies os $923.36 
OUR FINANCES SHOW A NET GAIN OVER THE PRECED- 
ING YEAR OF $1,694.21 4 


Considering the tremendous handicap of unpaid 





A. 0. BALD, WHO LED THE SINGING 


bills the first of this year, and considering . the 
amount of special activities in the State that 
have all required considerable mcney to handle, 
Indiana is proud of her financial condition today. 
Nothing has been neglected that should be done, 
but rigid economy has been exercised throughout 
the year. 
CORRESPONDENCE 


The average member of our association may re- 
ceive a few letters in the course of a year, or a 
rush order to send out a telegram, or perhaps a 
circular or two from the secretary or the presi- 
dent or the district chairman, but he little realizes 
the immense amount of mail that goes out of these 
various offices. From the office of the secretary 
alone the past year, 7,724 pieces of mail have 
gone out to members and others, and the great 
majority of it is individually typed matter. Could 
our members but realize what this means, I am 
sure everyone of them would have their dues in 
the secretary’s office on the first call. 

CONVENTION 

One of the most successful ccnventions ever 
held in the State of Indiana was held at West 
Baden, June 11, 12 and 13, 1922; successful in 
point of attendance, character of speakers and en- 
tertainment furnished; 101 were registered and 
the majority of them Indiana jewelers. The pro- 
gram as originally planned was completely carried 
out, no changes, no substitutions, every speaker 
that had promised to ccme was there. 

Such nationally prominent men as Harry C. 
Larter, Joe Mazer, Walter Mellor, Herbert P. 
Sheets, national secretary of the Hardware Asso- 
ciation: A. W. Anderson, Harper Ransburg, and 


others appeared on the program, and were greatly 
enjoyed by those in attendance. Never before has 
such a group of speakers appeared on a State pro- 
gram, and it was a tremendout compliment to Indi- 
ana and to her officers and members. 


BUDGET OF SERVICE 


In most regularly conducted businesses of any 
importance, we find a budget of expense within 
which this business’ usually operates, and which 
governs its outlay of expenditures throughout its 
calendar or fiscal year. May I respectfully sug- 
gest to the officers of the national association that 
a so-called “Budget of Service,” or “Budget of 
Activities,” might be prepared whereby the differ- 
ent State associations may have a definite program 
to work by, and as a consequence not only in- 
crease the strength of the association, but also 
the amount of service rendered. to the individual 
member. 

The only reason for the existence of the associa- 
tion as a whole is the service it renders the indi- 
vidual member. This service is at times so indefi- 
nite and intangible, that the individual receives 
it without his knowledge, consequently does not 
recognize it. 

Our most worthy national president has sug- 
gested and is producing a code of ethics to be 
adopted by our membership. This is a wonderful 
forward step, and will produce many intangible 
results that will be eventually felt by our member- 
ship. Now, in conjunction with that movement 
cannot a budget of service be produced whereby 
that direct tangible service will bé rendered that 
our members are grasping for. 

As a foundation for this budget, we may first 
place our President’s Code of Ethics. This code 
can be produced in a form that can be distributed 
among the secretaries and passed on to the mem. 
bers. This is one service. Qur Mutual Fire In- 
surance Co. fcrms another direct service. Plans 
for the upbuilding of the fire insurance service 
can be formulated, passed on to the State secre- 
taries, who in turn should pass them on to the 
district chairmen, budgeting the amount each dis- 
trict should reasonably carry. 

In this budget we would place the districting of 
States under district chairmen as a distinct service, 
and would hold that as a very important item. 
Naturally our national tax plan would be a de- 
cided service, and tax work should be a very im- 
portant branch of the budget. Under this head 
whatever plans are formulated and approved by 
our national ccmmittee can be passed on to our 
secretaries and all work carried out simultaneously 
throughout the country. Such services as have 
been carried out by our national association in a 
general way, can be made applicable to every 
individual by properly classifying them in this 
budget, passing on to the State secretaries, who in 
turn see that the district chairman get them to 
the individual. 


In this line we might mention “membership 
service,” “‘selling service,” “price service,” “group 
meetings,” ‘‘conventions,” “exhibits,”  “‘legisla- 
tion,’ “store planning,” “field service,” “bulletin 
or magazine service,” “accounting service,” ‘‘in- 
formation service,”’ and so on. 

In our ‘“‘membership service,’’ comes the up- 
building of our membership which would work in 
conjunction with “field service.” 

In our “selling service’? comes the education of 
the retailer to the proper use of advertising, sales- 
manship, stock display, and so cn. 

In “price service” we find that service aptly 
demonstrated in the recent struggle to get ade- 
quate resale prices on sterling silver. That serv- 
ice could be broadened to a wonderful degree. 

In our “group ‘meetings” we find a wonderful 
field open to us in the formation of local clubs 
harmonizing and co-operating with the State units. 
As to how good your association is locally just 
that good will it be nationally. 

Our “conventions” of cqgurse are today rec- 
ognized as a service, where at one time they were 
merely thought of as an opportunity for pleasure. 
However, this service can be increased in a num- 
ber of States by the co-operation of the national 
association. 

“Exhibits” both in States and nationally will 
tend to educate the jeweler who is not in touch 
with the market as he should be. 

“Legislation.’—The national office should have 
its finger on the pulses of our lawmakers, passing 
on to each State or district information that would 
be beneficial for that particular territory. As- 








THE JEWELERS’ CIRCULAR 





September 6, 1922. 


Full Report of the A. N. R. J. A. Convention 


sistance can be given in the way of educating our 
law makers concerning our business, and efforts 
made to have proper legislation passed that would 
have direct bearing on our industry. 

“Store planning.” We would have complete 
information to furnish any jeweler desiring to re- 
model, rebuild, or change, we would have tabu- 
lated manufacturers of fixtures, fronts and in- 
terior requirements. 

“Field service’ would take in, naturally, such 
service as is now being rendered by Mr. Mellor, 
but we would go further, we would have traveling 
representatives of the association so trained that 
they could enter every store in their traveling dis- 
trict and advise, or assist in any way possible 
the jeweler, large or small. Suggest, if possible, 
better store or stock arrangement, better window 
displays, and this in such a way that it would be 
acceptable to the jeweler. 

“Bulletin or magazine service” could be made 
the clearing house of ideas, publicity for the 
jeweler, aid in turning dead stock, in obtaining 
help, in obtaining positions for those desiring 
work, and a thousand and one things. This is 
done nationally, but does not reach the individual 
as it would if passed through the local associa- 
tion. 

“Accounting service’ is now being rendered, 
but we think it could be made much more ap- 
plicable to the small or medium sized jeweler 
who does not employ a bookkeeper, but must 
keep his own records in the very least space of 
time possible to correctly do so. 

“Information Service” just what the name im- 
plies. 

True, this is an ideal condition under which the 
national association could operate, and it may not 
be practical, but the nearer we can approach the 
ideal in our tendencies, the more satisfactory will 
be the service rendered. But a budget could be 
devised taking in only practical branches at the 
present time, and the more ideal ones added as 
we grow. And, again the ideal budget could not 
operate without a very much increased revenue, 
but let us ask, if every State in the Union would 
increase its membership 300 per cent as Indiana 
has done, will it not have added funds to do these 
things? And again will not an increase of mem- 
bership naturally follow a carefully prepared and 
workable national plan? ; 

A budget would greatly increase the duties of 
an already overworked national secretary, but 
provision would have to be made to properly 
take care of this situation, but in my humble 
opinion it would greatly increase the power and 
influence of our organization in a very short time. 

We cannot close this report without calling 
the attention of the association to the wonderful 
assistance rendered this office by President 
Little, Wm. Rindt, our district chairmen and 
other members of this association. If there have 
been any accomplishments worthy of mention, 
we are sure it is due wholly to the spirit of co- 
operation that has been so evident this year. For 
the secretary, it has meant much hard work, but 
it has created some wonderful friendships that 
cannot be measured by terms of labor or money. 
I prize every friend I have made, and hope to 
warrant the continuance of their friendships and 
hope to repay them in terms of service wherever 
possible. 

Secretary Frasier, of the North Carolina 
Association, followed with his report of the 
activities of his association. 

Oregon, Washington, Iowa and North 
Dakota secretaries submitted their reports in 
writing to the national secretary, but were 
not present at the Friday morning session 
to read these reports. 

Joseph Mazer next asked the privilege of 
the floor, and started in to call the attention 
of the jewelers to the fact that no one 
should be connected with the national asso- 
ciation in the capacity of an officer, unless 
that person measured up to association stan- 
dards. President Hufnagel rapped with his 
gavel and declared that Joe was out of order, 
but upon his insistence that he be allowed to 
continue, President Hufnagel granted him 
the privilege, and Mr. Mazer went on to say 
that for five years Jean R. Tack had given 





his best services to the A. N. R. J. A., and 
had served the organization as first vice-pres- 
ident. He said that the members of the as- 
sociation were glad of the opportunity to ex- 
press their appreciation of Mr. Tack’s work 
and that he had been requested to present the 
ex-vice-president with a token of the esteem 
and regard in which he is held by his fel- 
low jewelers. He thereupon presented to 
Mr. Tack a twenty-one jewel Lord Elgin, 
white gold, thin model watch, suitably en- 
graved. 

Mr. Tack was visibly affected by the un- 
expected presentation, and responded: “Boys, 
you certainly put one over this time. The work 
I have done would have been done by some- 
one else, and perhaps better done. I would 





CHAIRMAN RESOLUTIONS 


COM MITTEE 


JEAN R. 


TACK, 


have betrayed your trust if I had not done 
the best I could in that work. While I was 
working for you I was working for myself. 
I probably have received more value than 
you have. I have learned many pleasing and 
profitable lessons. I accept this gift of your 
esteem and I will cherish it as long as I 
live.” 

. Mr. Tack then read the report of the reso- 
lutions committee, which went along smooth- 
ly, until he came to the watch inspection 
recommendation, when a storm of discussion, 
pro and con, arose. It was finally settled in 
the form as shown in the following report: 


The Resolutions 


The American National Retail Jewelers’ Asso- 
ciation, in convention assembled in the City of 
Cincinnati, Aug. 29 to Sept. 1, 1922, gives ex- 
pression to the following sentiments and_ resolu- 
tions: 

We rejoice in the leadership shown by our 
statesmen in the matter of disarmament, proud 
of the fact that these United States of America 


led the way toward the goal of ultimate constant 


peace among all peoples and the acknowledg- 

ment that right shall ultimately supersede might. 
* * aa 

We pledge again our continued loyal support 

to our Government in all things that make for 


peace, justice, happiness and liberty. 
* * * 


That own trade may continue its upward 


our 


march toward the highest ideals of business and 
commerce, be it 

Reso_vep; That the Code of Ethics adopted by 
the American National Retail Jewelers’ Associa- 
tion at this convention be given the widest pu- 
licity possible and that a condensed form of the 
Code of Ethics suitable for publicity use be pre- 
pared by the committee and furnished to ever 
member of the association who will voluntarily 
subscribe to its tenets. 

* . * 


We are proud of the good work of the Re 
search Bureau and the Bureau of Business Ad. 
ministration of Harvard University, and urge our 
members to give earnest attention to all appeals 
for information as to business experience in their 
stores when requested by the Harvard Bureau 
of Business Research, to the end that the most 
accurate figures and data relative to the cost of 
conducting their business may be made available. 
We urge the extension of the work of the Re. 
search Bureau as rapidly as conditions will permit, 

* * * 

Whereas; The War Revenue Act of 1918, 
enacted during war time, embodied excise taxes 
upon a number of lines of trade, including a tax 
made upon the sales made by retail jewelers, and 

Whereas; The Revenue Act of 1921, enacted 
several years after the war had ceased, repealed 
many of the excise taxes levied in the act of 
1918, and 

Whereas, The said revenue act of 1921 retains 
the excise taxes upon the sales of jewelry and 
kindred lines, and upon automobiles and acces- 
sories, fine leather goods, smokers’ articles, etc. 
showing a direct discrimination against these 
lines; and there being no sound basis for select- 
ing a few industries to bear a_ special tax 
burden from which all the other industries in the 
land are exempt, causing these taxed industries to 
become stigmatized in the eyes of the consuming 
public, tending to restrict sales, cause unemploy- 
ment and decreasing the revenue obtainable from 
the line so stigmatized. Therefore, be it 

ResotvepD; That the “Indiana Plan” for the 
elimination of this unjust and discriminatory tax- 
ation as recommended by the War Revenue Tax 
Committee be adopted by this association and 
every effort be put forth for the carrying out of 


this plan throughout the entire country to a 
satisfactory conclusion. 
* * * 


Resolved, that we protest against the proposed 
excessive rate embodied in the new tariff measure 
as it applies to watches, jewelry and_ so-called 
solid pearls, and request the secretary of our as 
sociation to so notify the conference committee 
of the House and Senate. 

* * * 


Reso_vep; That the recommendations embodied 
in the Legislative Committee Report covering the 
branding, marking and stamping of articles in the 
precious and base metals used in the industry be 
adopted excepting the clause referring to the 
platinum group which we would have read as 
follows: 

“That manufacturers discontinue the practice 
of using any other metal than iridium for the 
purpose of hardening platinum used in the man- 
ufacture of jewelry. We also recommend the 
adoption of a plan for the billing of platinum 
jewelry with the percentage of iridium plainly 
stated on the bill, and that only articles so made 
be stamped Platinum or ‘Plat.’ 

Resolved; That the recommendations made by 
the Legislative Committee concerning pearls, 
precious and semi-precious stones be adopted as 
a fair standard of terminology, a protection to 
the public and in keeping with the best tradi 
tions of the trade. 

o * * 

We urge the discontinuance of the printing of 
wholesale net prices in trade papers, catalogues 
and price-lists and the adoption of “A. N. R. J 
A. List” as a general designation to signify that 
published prices are subject to the usual dis- 
count. 

And we further recommend that all jewelers, 
individually and collectively do all in their power 
to further the interests of those manufacturers 
and jobbers who, when quoting resale prices om 
merchandise carried in jewelry stores, quote suc 
prices after due consideration has been given to 
overhead expense and an adequate 


the ‘ 
profitable handling by the retail 


return 


necessary 


for 
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jewelers of the country, and that we commend to 
them, for their careful attention the annual re- 
port of the Harvard Bureau of Business Re- 


search concerning overhead expenses in retail 
jewelry stores. 

* a * 
ResoLveD: That our executive committee be 


directed to make an investigation, with a view to 
reporting thereon at our next convention, as to 
the legality of publishing a so-called white book 
of manufacturers, importers and wholesalers, with 
a suitable code that will enable retail jewelers to 
determine their desirability. 

+ * * 

Reso.veD; That the American National Retail 
Jewelers’ Association recognizes the value of the 
National Publicity Campaign, and believes that 
full benefits to our trade can be secured only by 
having this campaign supported by every branch 
of our industry. : 

It is the opinion of the delegates here as- 
sembled that this important feature, meaning as 
it does a greater prosperity for the entire jewelry 
industry, should be combined with the other prob- 
lems which so vitally affect our business, such as 
the tax problems, stamping laws, tariff problems, 
smuggling and other activities. Therefore, be it 

Resolved that it is the wish of the delegates 
here assembled that the expenses necessary to con- 
duct and finance these problems in a manner that 
will react to the benefit of our trade be absorbed 
propertionately by the entire industry, and with 
this end in view we ask that all sources of pro- 
duction and importation agree to a levy on their 
sales sufficient to properly finance these matters. 
Be it further 

Reso.tvep; That it is the sense of this con- 
vention that this matter can be better operated by 
the formation of a National Board representing 
all organizations and branches of the jewelry in- 
dustry, and with this end in view we do hereby 
appoint and request our President, Mr. Edward 
H, Hufnagel, to call a meeting of representatives 
of the various branches of our business, having 
for its object the formation of a board that will 
put into effect the purpose of this resolution. 

* * * 


Resotvep; That the president appoint a com- 
mittee to confer with the highest railroad officials, 
and see what can be done toward placing the 
local watch inspectors on the payrolls of the 
various companies they represent. 

i * * 

We commend the Intérnational Silver Co., the 
Rogers, Lunt & Bowlen Co. and the Alvin Silver 
Co. for their hearty co-operation with the A. N. 
R. J, A. in efforts to correct the conditions under 
which our members were compelled to handle 
sterling silverware at a loss, and we urge our 
members to continue all proper efforts to secure 
equally fair treatment from all sterling silver- 
ware manufacturers, 

4 * 7 * 

Resozvep: That the A. N. R. J. A. request the 
Horological Institute of America to give con- 
sideration to the subject of certifying clock re- 
pairers, and that the Horological Institute use its 
g00d influence with the horological schools of the 
country: to the end that they establish courses in 
clock repairing. 

* * * 

We have had a great convention, and a most 
enjoyable week in Cincinnati. We extend our 
sincere thanks to all those who have contributed 
to the success of this wonderful gathering. We 


especially thank the speakers on our program, 
many of whom came from a distance that we 
might be instructed and benefited by their ad- 


vice and messages, the jewelers of Cincinnati, 
manufacturing, wholesale and retail, who did so 
much towards making possible this memorable 
gathering and furnished the lavish entertainment 
that we have enjoyed; the Ohio Retail Jewelers’ 
Association and its officers, who co-operated so 
well with the national officers in making the 
Preparations for this convention; the Hotel Sin- 
ton for unusual courtesies extended by the man- 
agement and staff at all times; the convention 
bureau of the Chamber of Commerce; the Trade 
Press, whose representatives have been vigilant 
recording all the phases of the program in their 
usual painstaking manner, assuring us of pub- 
licity that will be invaluable; the local press for 
nverts Biven the public in the daily papers of 
‘ncinnati; all committees of any kind, or in- 
dividuals inadvertently overlooked, all of whom 





gave unstintingly of their time and efforts that 
this convention might be the greatest in the 
history of our organization. 

We call our members’ attention to the good sup- 
port given the organization by those manufac- 
turers, wholesalers and others who exhibited at 
this convention, or advertised in the convention 
program, thus materially aiding in making this 
convention the success that it has been. We 
ask that our members in turn show their apprecia- 
tion of support thus given us, 

We point with pride to the accomplishments of 
our association in the year just closed under the 
brilliant leadership of President Edward H. Huf- 
nagel, and to all officers, State and national, all 
committeemen and others who lent their efforts to 
bring about these accomplishments, and to our be- 
loved president, we extend thanks and greatings 
with the hope that they will long continue to give 
the best that is in them to the advancement of 














EMIL 


J. SCHEER, WHO PRESENTED THE 
SILVERWARE COMMITTE REPORT 


our trade and the high ideals that we, as an or- 
ganization, and individually, are striving for. 
Respectfully Submitted, 
Jean R. Tack, Chairman, 
C. J. Broruerty, 
Geo. J. Hess, 
A.trFrep O. Batp, 
RaLru ROEsSLER, 
D. W. Martin, 
Frep N. Day, 
Emit SCHEER, 
Committee on 


The national treasurer, C. J. Brotherly, 
Newark, N. J., then outlined the finances of 
the association, which are shown below. 


Resolutions. 


Treasurer’s Report 


Statement August 27, 1922 
AMERICAN NATIONAL RETAIL JEWELERS’ 
ASSOCIATION 
Cash Account, General Fund 


RECEIPTS 
Cash balance from year 1920-21...... $4,572.08 
Received through Secretary 


Anderson 


DICOOORE. cioecins. c:004a rene won 
Collection charge refunded by 
DOME curcdwmacscameya tharee? 85 
—— 15,615.75 
$20,187.83 
DISBURSEMENTS 
Sundry items as per vouchers 516 to 
SOG. MG MIBIV OS siss.as 6:65 60544094 1040 08 $13,635.09 
A) ONO es oh occs cave ad eceennnte® 6,552.74 


$20,187.83 


SUMMARY OF GENERAL FUND 


Cath: WOlORRO se cicceccasiiogais $6,552.74 
Paid-up stock, Conservative 
Savings and Loan Associa- 
tion, Omaha, Neb......... 3,000.00 
United States 3-year 54% 
WON hid. Harada catuenees 2,000.00 
TOG gener > 1G ilies sh ddducccese $11,552.74 
UPHOLDING FUND 
Balance carried over from year 1920-21 $5,881.82 
Received through Secretary 
Anderson ...... sccccccces Qernae 
NETOND, ne Fé coancwcees Ganes 133.16 
4,607.50 
$10,489.32 
Disbursements for field work. . Raabe es $4,698.94 
Ses MIN bis oe care sainc ae imedeemene 5,790.38 
$10,489.32 


Henry F, Stecher, of Milwaukee, then re- 
ported that the auditing committee found 
the books of the association in perfect con- 
dition, including also the Steele F. Roberts 
Fund. 

Secretary Anderson read the report of 
the Credentials Committee, as follows: 


MemsBersuip Report CREDENTIALS COMMITTEE 


Number’ Number 
of of 
t State Members .. Votes 
{ Alabama 40 w? 2 
Arizona 0 0 
Arkansas + 1 
California 102 6 
Colorado 28 2 
Connecticut 29 me | 
District of Columb‘a 2 Toe, 
Florida 48 sah 
Georgia 21 2 
Idaho 7 » ay 
Illinois 222 12 
Indiana 268 14 
Iowa 99 5 
Kansas 88 5 
Kentucky 31 2 
Louisiana 40 1 
Maine 25 2 
Maryland-Delaware 26 2 
Mass.-Rhode Island 104 6 
Michigan 100 5 
Minnesota 136 7 
Mississippi 0 0 
Missouri 57 3 
Montana 0 0 
Nebraska 133 7 
Nevada 0 0 
New Hampshire 43 3 
New Mexico 0 0 
New Jersey 33 2 
New York 262 14 
North Carolina 72 4 
North Dakota 37 2 
Ohio 214 11 
Oklahoma 41 3 
Oregon 83 5 
Pennsylvania 77 4 
South Carolina 0 0 
South Dakota 20 1 
Tennessee 51 3 
Texas 112 6 
Utah 1 1 
Vermont 35 2 
Virginia 88 5 
Washington 68 4 
West Virginia 44 3 
Wisconsin 235 12 
Wyoming 1 1 
Total of States 3112 177 
President Hufnagel 1 
First V. P. Mansur 1 
Sec. V. P. Mazer 1 
Treas. C. J. Brotherly 1 
Secy. A. W. Anderson 1 
Memb. Exc. Com. A. A. Everts 1 
Memb. Exc. Com. L. F. Lawrence 1 
Total Number of Votes 185 


We find that acording to the secretary’s records 


the various States have memberships as above 














THE JEWELERS’ 


CIRCULAR 





September 6, 1922. 


Full Report of the A. N. R. J. A. Convention 


and are entitled to the number of votes in this 
convention set opposite their State names, 
Respectfully submitted, 
Frank R. Ford, Chairman 


Samuel Freeman 

. C. Wallgren 

M. C. Korsunsky 

Albert G. Lavy 
J. Clare Crawford, of Pittsburgh, then 
presented a motion to the effect that in the 
matter of engraving wedding gifts, that the 
initial of the groom be used, rather than 
that of the maiden name of the bride. This 
created considerable discussion, and was 
finally passed in the form of a recommenda- 
tion that if one initial be used, it be that of 
the groom where two are used, those of the 






CLARE CRAWFORD, WHO READ THE PUB- 
LICITY COMMITTEE'S REPORT 


bride and groom, and where a three letter 
monogram is placed upon the gifts, that it 
consist of the bride’s initials and the groom’s 
last initial. The motion incorporated a 
recommendation that a small card be placed 
in the jewelers window showing this recom- 
mendation as coming from the A. N. R. J. A 

In the presentation of the banners, Indiana 
won the Combs banner, and Virginia was 
awarded the Roberts banner. 

The secretary then read congratulatory 
telegrams from Mack A. Hurlbut, of Fort 
Dodge, Iowa; Max Jennings, Detroit, Mich. ; 
T. L. Combs, Omaha, Neb., and B. J. Doyle, 
Philadelphia, Pa. 

Invitations for the next convention were 
received from Providence, R. I., a sheaf of 
telegrams having been sent urging the ac- 
ceptance of their request; Davenport, Den- 
ver, Chicago, Springfield, Mass.; New York 
City, Columbus, and Knoxville. Mr. Mel- 
lor asked that the 1924 convention be held in 
Indiana to celebrate the repeal of the excise 
tax law. The matter was left in the hands 
of the executive committee for final action. 

Past President Arthur A. Everts, Dallas, 
Tex., then took the chair, and the nominat- 
ing committee presented its report, which re- 
sulted in the election of the following men 
to office for the ensuing year: President, Ed- 





ward H. Hufnagel, Mt. Vernon, N. Y.; first 
vice-president, A. G. Mansur, Burlington, 
Vt.; second vice-president, Joseph Mazer, 
Omaha, Neb.; secretary, A. W. Anderson, 
Neenah, Wis.; treasurer, C. J. Brotherly, 
Newark, N. J.; members of the executive 
committee, George J. Hess, St. Louis, Mo., 
succeeding A. A. Everts, of Dallas Tex., and 
William H. Rindt, Richmond, Ind., succeed- 
ing Lester H. Lawrence, Galesburg, Ill. Each 
in turn spoke a few words of appreciation, 
but the lateness of the session prevented any 
extended speeches. 

August Loch, of Pittsburgh, was appointed 
a committee of one to send telegrams to Mrs. 
Sam Sipe, of Pittsburgh, and Mrs. J. C. 
Sipe, of Indianapolis, the widows of brothers 


Echoes of the Convention 
Everybody voted the Sinton Hotel and th« 
ager and his assistants A No. 1. 
* * * 


Man- 


“Andy” was as busy as usual. As a matter of 
fact the National Secretary is always busy but he 
is always ready to be of aid to all. 

* . * 

Ex-President T. L. Combs had to stay at home 
so Joseph Mazer, his partner, could come. Every- 
body missed “T. L.” and everybody knew that 
Joe was there. 

* * * 

The Indiana bunch had the edge on the other 
States this year. They maintained State head. 
quarters during the convention and carried away 
the Combs Banner. 

* * * 

E. R. Abrahamsen, the popular secretary of the 
Ohio State Association, was on the job and helped 
at the registration booth. His kindness and 
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prominent in the trade, whose deaths oc- 
curred within two weeks of each other dur- 
ing the year just closed. 

Upon motion, President Hufnagel was in- 
structed to send a telegram to the President 
of the United States, asking his official assist- 
ance in the present coal and railroad situa- 
tion, this in behalf of the association. 

President Hufnagel then declared the 17th 
annual convention of the American National 
Retail Jewelers’ Association adjourned at 
1.16 p. M., and one of the most successful 
endeavors in the history of the association 
became history. 

xk * x 
solid substantial members of the 
William F. Frasier, of Durham, 
N. C. He was heard and seen throughout the 
meeting and was an enthusiastic booster of the 
clergyman field secretary of his association. His 
helping was only exceeded by his 
Everybody voted Bill a good 


One of the 


convention was 


capacity for 
genial good nature. 
fellow. 





courtesy were greatly appreciated, especially by the 
representatives of the press, 
oo * * 


The Newark delegation to the convention in- 
cluded Jean R. Tack, Newark, Conrad J. Brother- 
ly, Newark, C. W. Bowman, Sommerville, P. J. de 
la Reussille, Red Bank, George J. Busch, Nor- 
bert Bertl and P. J. Coffee, Newark. 

* * * 

Every member of the convention has a kind 
word to say for our energetic Chairman, A. 
Thoma, Pique, who for the first time put over 
the certificate plan, and saved the delegates 50 
per cent on the return passage. Let’s keep up the 
good work in the future. 

* * 


Did you become a member of Joe Mazer’s secret 
society? Joe is so quiet and retiring that he had 
to be urged to join but he did. 

* . * 

Many happy impressions were carried home by 
the visitors but none of the delegates will say that 
they never saw better street car service. 

oe @ 
Beal of the Bureau of Standards, 
he con- 
Island. 


Dr. A. fF. t 
Washington, D. C., made many friends att 


vent’on. He enjoyed the dancing at Coney 
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Report of the Legislative and Tax Committee 





Submitted By Wilson A. Streeter, Chairman 








ee 








For convenience and brevity we are obliged to 
present two reports because there are before us 
today important problems in both the legislative 
and tax section of our work. 


TAXES 


Since the last convention it has been practi- 
cally impossible for your committee, or the other 
committees in our trade which are working to 
the same end, to make any definite progress for 
the simple reason that Congress was blocked with 
legislation that must be passed before any con- 
sideration can again be given to revenue legisla- 
tion. The law that was passed shortly after the 
last convention did not give the jeweler any other 
relief than the removal of eyeglasses and _ spec- 
tacles from the 5% Excise Tax. 

With the congressional elections occuring in 
November of this year, your committee feels that 
the time has arrived to do constructive work in 
two directions. First, to secure signed statements 
to the following series of questions from each and 
every nominee of whatever party, and to give 
this information the widest possible publicity in 
the local district from which they will be elected. 

1. Do you believe that all legitimate business 
should be treated alike by Congress in time of 
peace? ; a 

2. Do you believe it is American in principle 
to tax one business on its sales while other busi- 
ness is not taxed? 

3. If you are elected to the Senate or House 
will you make every effort to secure equal taxa- 
tion for all business, through the prompt repeal of 
all discriminatory taxes on business? 

4. If the government requirements make it 
necessary to place a levy on the sales of business, 
will you vote to place that levy on all business 
alike, without any discrimination whatever? 

Following the election there is a short term 
of Congress and those who are elected will un- 
doubtedly be called in ‘extra session on or about 
March 4, 1923, at which time it will be the policy 
of your committee and of the trade in general 
to use every legitimate means in its power to 
secure the elimination of the present Excise Tax 
of 5% upon jewelry and other articles commonly 
sold by the jeweler. 

LEGISLATION 


In 1917, just before America entered the 
World War, there was organized in the city of 
New York an independent committee known as 
the Vigilance Committee, whose chief reason for 
being was to secure better and if possible uniform 
stamping laws pertaining to the goods, wares and 
merchandise sold by the jeweler. 

The Vigilance Committee has done wonderful 
work. It has really been the backbone of the 
jewelry industry in its relations to the Govern- 
ment in the unusual circumstances brought about 
by the war. It has not, however, been able to 
bring to a successful conclusion the object for 
which it was formed due to the more pressing de- 
mands thus occasioned. 

During the past year the Good and Welfare 
Committee of the National Jewelers Board of 


Trade, the Sterling Silverware Manufacturers’ 
Association, The Plated Ware Manufacturers’ 
Association, the Jewelers Vigilance Committee 


and several other trade committees, have given 
very serious and careful attention to the question 
of Federal Stamping Laws. 

Your committee requests that your convention 
recognize the most excellent constructive work 
that has been done by the above organizations 
and that you adopt the following regulations 
governing the stamping of Platinum, Gold, Silver 
and platings thereof. No attempt has been made 
in drafting these regulations to put them in legal 
form but merely to present the important items 
'o be protected in the drafting of a new stamp- 
ng law, 

PLATINUM 

Articles to be stamped with the word “‘Plati- 
num” or “Plat” must contain 925/1000 parts of 
pure platinum or metals of the platinum group, 
such a8 iridium, osmium, palladium, rhodium and 


ruthenum. The metal content of each piece shall 
be stamped before the word platinum in decimal 
viz: .925. 

Articles containing less than the above .925 
may not be stamped with the word “Platinum” 
or “Pigt,” 

The combining of platinum with white gold or 
any colorable imitation of platinum to be pro- 
hibited except when used as findings, such as pin 
tongs, joints and catches. 


GOLD 


Articles stamped with the regular karat stamp 
must contain the actual fine gold content to the 
full karat so stamped. No allowances whatever: 
10 Kt., 14 Kt, 28. Kt. 22° Re. 

The use of such stamps as 


solid gold, gold 
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front, etc., to be prohibited. The use of the karat 
stamp to be prohibited on gold assaying less than 
10 Kt. fine. 
GOLD FILLED 

Articles made of rolled gold plate shall be 
marked with the fraction indicating the thickness 
of the gold so used contained in the finished piece, 
said fraction to appear in advance of the karat 
stamp: 1/10-10 Kt., 1/20-14 Kt., etc. 


GOLD PLATED 
Articles that are plated by electro, Fire Gilt, 
or other processes, shall be marked “Electro 
Plated,” “Fire Gilt,” or by a stamp indicating the 
process used. 
WHITE GOLD 
Shall be stamped under exactly the same regu- 
lations as all other colors of gold, gold filled, 
gold plated, with the addition of the words “White 
Gold.” 
WATCH CASES 
Shall be stamped under thé same specific stand 
ards as those adopted for the stamping of all 
other goods, wares and merchandise in these regu- 
lations. 
The use of time guarantees to be prohibited. 
SILVER 
Articles to be stamped “Sterling” must con- 
tain 925/1000 parts of pure silver, without al- 
lowance, and may not be so marked if any portion 
of the article is made of another metal or ma- 


terial, except in a case where silver is merely a 
mounting or container, in which case if the mount- 
ing is of 925/1000 parts pure silver, it may be 
marked “Sterling Mounted.” Silver articles of | 
the ‘required. sterling standard that contain load- 
ings, etc., shall be clearly stamped with the weight 
in ounces of the silver and the words “Filled 
with cement,” etc. The term “Solid Silver” to 
be prohibited as a stamp; however, articles con- 
taining less than 925/1000 parts of pure silver 
may be stamped with a decimal indicating the ex- 
act quantity of the pure silver content: .900 Sil- 
ver, .800 Silver, .750 Silver. 

Articles containing less than .750 Silver may 
not be stamped with the word “Silver” except as 
provided under the section covering Silver Plate 
of these regulations. 


SILVER PLATE 


Shall be. marked in all cases “Electro Plated 
Silver” with a fraction in advance of such stamp 
indicating the average thickness of the silver con- 
tained on-the finished article. 

The use of any coined words or combinations 
containing -Sterling, Silver or any part of these 
words, stamped on or printed on the tags or in the 
advertisements, except as provided above, to be 
prohibited. Examples: Silverode, Silvore, Ster- 
line, German Silver, Nickel Silver, etc. 

The use of time guarantees, Triple Al, Quad- 
ruple and all similar terms as‘ an indication of 
quality to be prohibited. 

SHEFFIELD PLATE 


The use of the word “Sheffield” or “Sheffield 
Reproduction” having been discouraged by the 
Federal Trade Commission is prohibited, except 
when it is used to indicate that the goods were 
actually made in Sheffield, England. 

Articles made of Platinum, Gold, Silver, or any 
colorable imitation, or plating of same, if stamped 
as required in these regulations must be marked 
in plain block letters and figures, and in addition 
must be marked leg:bly with the registered trade 
mark of the maker, wholesaler, jobber, importer 
or dealer who is the guarantor of the quality so 
stamped. 

These regulations shall include all 
ported into the United States as well 
of domestic manufacture, 


wares im- 
as those 


REGULATIONS GOVERNING THE ADVERTISING, DISPLAY- 
ING AND SALE OF IMITATION PEARLS, IMITA- 
TION PRECIOUS AND SEMI-PRECIOUS STONES 

Any article made wholly or in part of an imita- 
tion of Pearl, Precious or Semi-Precious Stone, 
shall be marked on the ticket, the sales ticket, 
bill of sale and in all advertising matter, legibly, 
the word Imitation, whether such imitation be 
reconstructed, scientific, synthetic, rhinestone, 
glass or by whatever process manufactured. 

Examples: Indestructible Imitation Pearls, Hope 
Imitation Rubies, Heller Synthetic Imitation 
Sapphires, Richelieu Imitation Pearls, Tecla Imi- 
tation Synthetic Gems, etc. 

The above regulations regarding the stamping 
of the wares ordinarily sold in a jewelry store 
have been compiled by your committee after in- 
formal conferences with the various bodies men- 
tion and we believe they contain the very best 
suggestions of these organizations. 

In addition, your committee wishes to heartily 
endorse the address of President Hufnagel en- 
titled “Standardizing the Standards,” which em- 
bodies many of the thoughts contained in the 
above regulations and recommends that the Ameri-. 
can National Retail Jewelers’ Association strives 
for a uniform standard of quality for diamonds 
as suggested in the above address, namely, “A 
properly proportioned stone, symmetrically cut, 
without flaw or carbon that may be detected 
under an eight power loupe, or clear white or a 
blue white color, to be known and sold through- 
out the trade as a perfect “diamond.” 








One of the most important meetings ef the 
week, not on the program, was held Tuesday 
night when all the problems of ethics, co-operation 
and distribution were solved to the complete 
satisfaction of all present. Twenty-two attended 
the meeting which was held in the recreation 
room of the headquarters of the International As- 
sociation of United Brewery Workers’ Unions and 
the secretary of the association designed the 
sandwiches. Arno Dorst, Ely Guttman, Ed Noter- 
man, John Herschedes and Clarence Loeb argued 
the questions, 
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Report of the Committee on Business Prac- 
tices—Adopted at Executive Session 
on Tuesday Night 

As viewed by your committee, business 
practices is a term applied to the ordinary 
day by day conduct of a business whether 
manufacturing, wholesale or retail and for 
our purpose applies to the method, manner 
and routine of transactions as they present 
themselves in the daily conduct of one’s 
business. In other words, that which has 
come to be common usage in the conduct 
of business is Business Practice, Business 
Routine or for the want of a more definite 
term, the manner of conducting a business. 

Looking at it in this light we must admit 
that many of the so-called business prac- 
tices or business customs as they have de- 
veloped through ages past are not of the 
highest character and while many of these 
customs are not unlawful they, at least, are 
not honest either to the buyer or the seller. 

The old saying, “Let the buyer beware,” 
while not in as general use as formerly, still 
is all too common and the habit of evasive 
statement all to prevalent. 

Under the head of Business Practices 
therefore comes the important question of 
how should a business be conducted, NOT 
for the benefit of the individual solely but 
for the best interests of the industry as a 
whole. In other words, what shall be con- 
sidered permissable, what honorable, what 
fair, equitable and just to all? 


In order for us to arrive at such a con- 
clusion for our own industry it is necessary 
for someone to make a start. President 
Hufnagel has conceived the idea and has 
appointed this committee to make a report 
with suggestions which will form the basis 
at least, for what is known among the 
professions as a Code of Ethics. 

What is a Code of Ethics? Boiled down 
to its simplest terms a Code of Ethics is 
but. the practical application of the Golden 
Rule to every-day business transactions and 
if all business men were to follow the simple 
injunction, “Do unto others as you would 
have them do unto you,” there would be no 
need of elaboration and Utopia would indeed 
be here. 
a great many men in the jewelry industry 


Unfortunately, however, there are 


who have no knowledge of moral standards. 
They either do not know or do not care 
what good ethics are and its up to those 
leaders who are constantly striving to im- 
prove conditions for our industry, to show 


the way by defining those acts which should 
or should not be permissable in the conduct 
of business. 

In defining a Code of Ethics 
jewelry industry, we must not loose sight of 


for the 


the fact that we represent but one of a great 
many lines of business. We should not be 
declarations 
but 
rather should recognize our duty to other 
We 
standards for the guidance of our industry 


sO narrow as to confine our 


to the jewelry business exclusively, 


lines as well. cannot set up narrow 
alone and not apply those standards to our 
dealings with other industries and expect 
others to recognize principles we fail to 
observe ourselves. 

In trying to put into words the ideals that 
shall guide our members when meeting busi- 
ness temptations, we must face about from 
questionable transactions, which mean tem- 
porary gain, to that which is for the public 
good. Some say this cannot be done because 
the primal instinct of man is self-preserva- 
tion which is sometimes mistaken for selfish- 
ness. However we can make the start, be- 
lieving that enough jewelers will embrace the 
principles of the code to make it worth the 
effort and that eventually, all will come to 
see that he who strives to live by discredited 
practices, must certainly fail. How soon 
the industry as a whole is affected by the 
adoption of a Code of Ethics depends on 
how serious we accept its declarations, how 
honestly and earnestly we preach and live 
them and how thoroughly we promulgate 
their teachings. 

To this end your committee herewith sub- 
mits the following as suggestions for the 
basis of a Code of Ethics for our industry. 
The Duty of the Jeweler to His Community, 

His Fellow Merchants and His 
Competitor 

That just because he has opened a store 
is no reason why the community owes him 
a living. Remembering that he went into 
business voluntarily, he must do his duty by 
assuming his share of his community’s 
obligations. 

He must justify his right to live in his 
community by rendering that community 
service based on the highest standards of 
truth 


He must violate no confidence of a mer- 


and honor in every transaction. 


chant in other lines but mingle with others, 


exchange ideas and join with them = in 


promoting all things that are for the com- 
mon good, 
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He should patronize his fellow merchant 
whenever and wherever possible that the 
community may prosper and he thereby 
share in such prosperity. 

A fair profit based on the cost of doing 
business, plus a fair return on his invest- 
Ar- 
rive at such profit and having done so, have 
ONE PRICE TO ALL. Play no favorites, 
Granting one reduction invites a second re- 
quest, 

Make adjustments cheerfully and give the 
customer the benefit of any doubt which 
may arise. 


ment, is the right of every merchant. 


A satisfied customer inside the 
store is worth a dozen disgruntled ones on 
the sidewalk. 


Never make a contract without reading 
and fully understanding it, but after having 
done so, stick to your agreement and deal 
with your associates in a manner that will 
command trust and confidence. It is essen- 
tial that we prove ourselves as honorable as 
we would have our competitors in all trans- 


actions. 


As unfortunate habits of giving service 
without charge have grown up with our 
business, it should be the duty of every 
jeweler to eliminate this evil by making a 
charge for all service. Have the courage 
to ask for fair remuneration for any work 
offered. It is better to be without the work 


than to do it without profit. 


Never advise a customer to buy an article 
you would not buy yourself if you were in 
his position. Never urge a customer to 
buy beyond his means, If it means taking 
advantage of the other fellow, don’t do it. 

When a new competitor enters the field, 
welcome him and help him to information 
and assistance that will enable him to over- 
come the difficulties we had so much trouble 
in surmounting. It should be our duty and 
pleasure to assist in every way our less 
experienced competitors. 

The young jeweler who starts with small 
capital and who does most of his own work, 
should ever remember the honorable nature 
of his calling and never make the mistake 
of supposing that he can do work cheaper 
than his competitor who employs several 
craftsmen. He should rather contend that 
because he attends to his own work in per- 
son, it is better and therefore worth more; 
however he should assume such a position 
in a way not detrimental to his larger com- 
petitor. 

When estimates are asked on work done 
or articles sold by another jeweler, with 
plain intent to test the fairness of price 
charged, they should invariably be declined. 

It is deemed unethical to train a compett- 
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tors salesman or delivery or to try to ob- 
tain information as to a  competitor’s 
methods or stock by questioning or bribing 
his employes. 

To induce a competitor’s employes to 
leave him unless with the employer’s con- 
sent. 

To injure directly or indirectly, the busi- 
ness reputation or prospects or business of a 
fellow jeweler or other merchant or to make 
false or disparaging statements or insinua- 
tions relative to a competitor’s merchandise, 
prices, business, financial or personal stand- 
ing. 
will elevate you in your customers’ opinion. 
If you can’t say good, say nothing. 

To stimulate in one’s own merchandise the 
trade mark, trade name, slogan, advertising 
or appearance of a competitor’s ideas or 


Boosting a competitor or his wares 


goods. 

To threaten to withdraw advertising un- 
less a competitor’s advertising is excluded 
or unless discriminatory favors are granted. 

To claim or exercise a monopoly. 

To obtain estimates on a competitor’s 
goods through a third party with the intent 
to undersell. 


To sell or offer to sell under a compe- 
titor’s price in order to beat him out of a 
sale or force him out of business. 

The customer relies on the expert knowl- 
edge of the retail jeweler and it behooves 
the jeweler therefore, to thoroughly post 
himself on quality and values of articles 
which he offers for sale. After acquiring 
such knowledge, the jeweler must strictly 
live up to every guaranty of quality which 
he gives his customer. 

Immediately upon receipt of new prices 
showing an advance in price, the jeweler 
should mark his goods in conformity. To 
neglect this and then insinuate to a customer 
that there must be something wrong with 
your competitor’s prices, is decidedly un- 
ethical, Likewise in case of reductions in 
price, merchandise should be immediately 
marked down. 
or cities should co-operate in this matter. 

Refrain from false and misleading ad- 
vertising. The absolute truth in advertising 
should be jealously adhered to by every 
jeweler, 


Dealers in the same towns 


Follow the same practice when 
selling over the counter, Make your spoken 
and written word synonymous. 

Do not give information concerning cus- 
‘omer’s purchases or use their names in 
advertising without their consent. 

Establish a credit at a good bank. Sign 
°n€ note for money borrowed rather than 
many notes for goods borrowed. It is safer 
‘0 owe one man than many. 





The Jeweler and His Relation to His 
Employes 

A cheerful “Good Morning” to the clerks 
makes for loyalty, interest and industry and 
costs nothing. ‘Clerks are human as well as 
proprietors, let’s consider them so. 

Be quick to reward industry, loyalty and 
ability and give employes no cause to com- 
plain of their treatment at your hands. Be 
sympathetic: with them in trouble, stretch 
forth a helping hand and give them sub- 
stantial assistance if necessary. 

Do not place temptation in their way lest 
honesty depart and a promising career 
ruined. 

Provide fair working hours, compensation 
worthy of the individual and working condi- 
tions that are pleasant. 

Foreign workmen who come into our em- 
ploy and who are not familiar with Amer- 
ican ways, should be carefully educated in 
the provisions of this code. 

Do not encourage employes by example 
or advice in what may be termed “shady” 
transactions or “tricky” salesmanship. 

Do not take all big sales unto yourself 
but give worthy employes a chante. 

Do not criticize employes or try to be- 
little them before customers. - 


The Jeweler and His Duty to the Manufac- 
turer, Wholesaler, Jobber or Importer 
Pay bills when due or explain to your 

creditors your failure to do so. 

Take cash discounts only in accordance 
with the terms quoted. 

Merchandise shipped on regular order 
should not be returned without permission 
from the seller. Such permission should not 
be requested after the lapse of a reasonable 
period of time and in no case should mer- 
chandise be returned freight collect. 

Accept goods delivered to railroads in 
good condition and look to the railroads for 
adjustment for damages. Deductions should 
not be made from invoice to cover damage 
for which: the shipper is: not responsible. 

Place orders only in good faith and ac- 
cept goods so purchased. Report shortages 
promptly. 

Do not buy minimum amounts of mer- 
chandise in order to keep other dealers from 
getting the same lines. 

Follow out promises of co-operation 
through advertising and dealers helps with 
performance. 

Treat the traveling salesman with 
courtesy. They are entitled to a hearing 
but at the same time should be impressed 
with your firmness that they may not be- 
come insistent. Make your appointments as 
early as possible and keep them, remember 
the salesman is traveling on schedule. We 
should condemn the gossiping salesman and 
refuse him a hearing. 

The Manufacturer, Wholesaler, Importer and 
Jobber and His Relation to the 
Retail Jeweler 

There is some question as to the propriety 
of the retail jeweler suggesting a Code of 
Ethics for other branches of the industry 
and we would not be so presumptous as to 


do so. However, there are some matters 
from the retailer’s point of view, in his rela- 
tion to the manufacturer, wholesaler, im- 
porter or jobber, that are the concern of the 
retailer and to that end we have prepared 
the following suggestions which we hope 
will meet the views of the other branches 
of the industry and be given recognition in 
any Code of Ethics which they may later 
see fit to promulgate within their own or- 
ganizations. This committee feels that the 
organizations affected should co-operate with 
us in the establishment of a code satis- 
factory to all parties. 

Manufacturers, wholesalers, importers and 
jobbers should at all times brand their goods 
exactly as represented. 


Should not sell at retail in any instance. 
Neither should they quote net prices to the 
consumer or permit their employes to do 
so. Should not give out goods on memoran- 
dum to any one save legitimate jewelers 
carrying the class of merchandise in stock. 
They should not publish net prices in trade 
publications, leaflets, booklets, catalogues or 
circulate through the mails or any common 
carrier, literature which will convey price in- 
formation to the consumer other than resale 
prices which are consistently marked to in- 
clude a satisfactory profit. 

Watch manufacturers should not repair 
watches for owners at a nominal cost but 
should return these watches through legiti- 
mate dealers located at the home address of 
the owner with charges in conformity with 
the American National Retail Jewelers’ 
Association’s suggested price list. 

They should not scale quantity discounts 
to the extent of handicapping the small 
buyer and thereby induce him to buy beyond 
his means, 


They should not advertise price reductions 
at the beginning of the retail selling season 
of goods which dealers have bought for that 
season. 

Should not substitute merchandise with- 
out the consent of the buyer or ship goods 
in excess of amounts bought, nor place goods 
on back order without advising customer 
and obtaining his consent. 

Should furnish the buyer in all instances, 
with a copy of his order. 

Should not sell to other lines of busi- 
ness, merchandise belonging properly to the 
jewelry trade. 

Should not overstock an individual mer- 
chant nor a community by selling to general 
stores or other stores, goods similar to those 
the jeweler has bought in sufficient quantity. 

Should not extend credit to merchants 
who have proven themselves dishonest until 
full confidence has been restored and obliga- 
tions paid in full. 

Should discourage bribery as a reprehensi- 
ble practice. 

Any Code of Ethics must be predicated 
upon the basic principles of truth and 
honestly. Whatsoever things are true, what- 
soever things are honest are the things for 
which jewelers should contend. 

The honor of the craft should be dear to 
every jeweler and he should remember that 
his own character and conduct reflects honor 
or reproach on the industry as a whole. 
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The Roster 











Retailers 


A 


Aukinthalor, Richard, Williamson, W. Va. 


Ash, A., Birmingham, Ala. 
Anderson, A. W., Neenah, Wis. 
Alich, Edw. H., Cincinnati, O. 
Aman, Andrew, Dayton, O. 
Anish, Charles, Osceola, Ark. 
Amoh, Louis, Brooklyn, N. Y. 
Ausman, F. D., St. Marys, O. 
Aylward, James, Bucyrus, O. 
Abrahamson, E. R., Cleveland, O. 
Amos, Roy M., Goshen, Ind. 
Arnett, U. F., Edmond, Okla. 


B 


Brahkman, Harry, Middletown, O. 
Birkenbusch, Henry, Pekin, Il. 
Brower, Chas. R., Dayton, O. 
Bovard, John R., Carrollton, Ky. 
Barker, Walter J., Cincinnati, O. 
Bovard, Jas. H., New Castle, Ky. 
Bromberg, William G., Birmingham, Ala. 
Burt, C. M., Cardington, O. 

Busch, Geo. J., Newark, N. J. 
Brownstein, H, G., Detroit, Mich. 
Brotherly, Conrad J., Newark, N. J. 
Bowman, C. W., Somerville, N. J. 
Blue, Mrs. W. T., Gallatin, Tenn. 
Bixby, Frank A., Ironton, O. 
Bertel, Norbert, Newark, N. J. 
Benton, J. H., Alexandria, Ind. 
Berman, E. E., J., Greensboro, N. C. 
Benton, Mrs. J. H., Alexandria, Ind. 
Becks, Christine, Michigan City, Ind. 
Beal, A. F., Washington, D. C. 
Bartell, M. A., Abengdon, Va. 

Bald, Alfred O., Buffalo, N. Y. 

Baker, W. S., Hazard, Ky. 

Bailey, H. B., Murray, Ky. 

Barker, A. E., Minneapolis, Minn. 
Bear, Oscar C., Madison, Ind. 

Baker, Chas. D., Cincinnati, O. 
Brookman, E, W., Davenport, Ia. 
Binzel, P. E., Bowling Green, Ky. 
Bowdon, W. R., Nacogdoc, Tex. 
Booth, J. H., Athens, IIl. 

Benz, Wm. W., Nashville, Tenn. 
Bernstein, A., Hamilton, O. 

Bigwood, Wayne, Terre Haute, Ind. 
Brown, G. V., Flora, Ind. 

Beach, Geo. F., Valparaiso, Ind. 
Basinger, W. D., Lima, Ohio 

Bowen, C. H., Winchester, Ky. 
Brand, R., Middletown, O. 


Cross, C. F., Gadsden, Ala. 

Comich, H. J., Huntington, W. Va. 
Crawford, J. Clare, Pittsburgh, Pa. 
Coleman, A. H., Bellefontaine, O. 
Cole, Arthur S., Orlando, Fila. 
Cloud, Thos, D., Washington, Ind. 
Clark, Harry N., Syracuse, N. Y. 
Cohen, Isadore, Bluefield, W. Va. 
Collins, E. O., Franklin, Ind. 
Champlin, Frank D., Providence, R. I. 
Chapman, B. M., Toronto, Ont. 
Creighton, C. H., Franklin, O. 
Comwell, Chas. A., Athens, O. 
Collins, Elmer A., Springfield, Il. 
Carroll, W. E., Louisville, Ky. 
Clawson, W. M., Cincinnati, O. 
Coyle, J. C., Birmingham, Ala. 


D 
Dufurbach, Chas., Hamilton, O. 
Deck, G. H., Blanchester, O. 
Drury, R., Chillicothe, O. 


E 
Esely, S. H., Cambridge, O. 
Esely, J. S., Maryville, O. 
Ellis, Cora J., Louisville, Ky. 
Everts, Mr. & Mrs. A. A., Dallas, Texas 


F 


Foasner, Wm. G., Durham, N. C. 
Frasier, Wm. F., Durham, N. C. 
Fox, James M., Rocky Mt., N. C. 


Fassler, Wm. P., Rocky Mt., N. C. 
Fuicher, W. H., Tuscaloosa, Ala. 
Fanus, Mrs. B. H., Fairmont, W. Va. 
Ford, Frank A., Norfolk, Va. 
Freeman, Samuel, Waterville, Me. 
Fellestein, H., New York. 

Fanske, Ed. B., Pierce, Neb. 
Fisher, J. B., E. Bradford, Va. 
Forman, S. and wife, Chicago. 
Frandson, A. H., Monmouth, III. 
Fiersens, Robt., Cincinnati, O. 
Finn, Harry J., Detroit, Mich, 
Fanger, Miss Effie, Salina, O. 
Floechker, A. J., Chillicothe, O. 
Foster, K. R., Cynthiana, Ky. 
Fuchs, P., Chillicothe, O. 


G 
Gifford, Ellis, Fall River, Mass. 
Geiger, G. F., Louisville, Ky. 
Gettler, Homer, Bluffton, Ind. 
Gieer, J. H., Ft. Worth, Tex. 


H 
Heiss, Geo, J., St. Louis, Mo. 
Hagaman, G. J., Chicago. 
Hollinger, W. C., Madisonville, Ky. 
Henry, Walter, L., Ironton, O. 
Heintz, Fred J., Lexington, Ky. 
Hundley, C. H. & Co., Irvine, Ky. 
Hoffman, C. G., Godsden, Ala. 
Hubbard, H. M., Lexington, Ky. 
Hagemann, Marie, Chicago. 
Hatcher, T. D., Raeford, N. C. 
Hausmann, Henry, New Orleans, La. 
Haselthine, Chas. O., Kokomo, Ind. 
Hasteltine, Wm., 
Heine, R., Talladaga, Ala. 
Henebry, Leo, Roanoke, Va. 
Henrich, August, Chicago. 
Hess, John P., Fond du Lac, Wis. 
Hines, Burr R., Bellefontaine, O. 
Hiss, Herman, Bay City, Mich. 
Holmes, A. J., Lumberton, N. C. 
Horr, Phillip, Aurora, Ind. 
Horr, Leslie Horr, Aurora, Ind. 
Hufnagel, Edward H., Mt. Vernon, N. Y. 
Huss, Andrew, Libertyville, Ill. 
Hammond, Louis F. E., Cincinnati, O. 
Heintz, George A., Cincinnati, O. 
Hohenstein, M. D., Columbus, O. 
Henn, C. A., Chillicothe, O. 
Herran, W. R., Mattoon, IIl. 
Horning, H. L., Brookville, Ind. 


I 
Iperd, Mrs. Sadie L. 
Jaion, Wm. M., Louisville, Ky. 
Israel, Edward, Connersville, Ind. 


Inskeep, Mm. A. Jr., and wife, Columbus, O. 


Ision, Louis H., New Albany, Ind. 


J 
Jones, J. J., Emporia, Kan. 
James, J. M., El Dorado, Ark. 
Johnason, A, W., Chicago, III. 
Jones, W. L., Martinsburg, W. Va. 
Jackle, A. J., Jersey City, N. J. 
Jackle, Chas. E., Jersey City, N. J. 
Jahn, Chas. H., Eunice, Okla. 
Jay, Mr. & Mrs. Allen, Richmond, Ind. 


K 
Kamman, Geo. F., Seymour, Ind. 
Kiler, J. W., Georgetown, Ky. 
Kenkel, Jos. H., Cinc:nnati, O. 
Korsimsky, M. L., Bronx, N. Y. 
Kendrick, W. C., Louisville, Ky. 
Kendrick, Geo. P., Louisville, Ky. 
Kohn, Samuel C., Detroit, Mich. 
Kruckemeyer, B. L., Evansville. Ind. 
Kinzes, Chas. J.. Mullens, W. Va. 
Kukirk, G. A., Geneseo, III. 
Koehler, R. C., Columbus, O. 
Killans, Geo. W., Pittsburgh, Kan. 
Kohn, P., Dayton, O. 


Lawrence, W. S., Galesburg, III. 

Lavy, Elbert G., Chicago. 

Lockwood, W. C., Parkersburg, W. Va. 
Lawrence, L. F. & Son, Galesburg, III. 


Lamberth, H. L., Greenboro, N. C. 
Lancaster, T. Holloway, Greenville, Tenn. 
Lancaster, E. A., Greenville, Tenn. 
Lawson, Reid, Birmingham, Ala. 

Little, E. O., Auburn, Ind. 

Loch, August, Pittsburgh, Pa. 

Linder, W. W. and wife, Bardstown, Ky, 
Lamb, Ben. J., Rockwood, Tenn. 
Litstreit, C. R., Winchester, Ind. 
Lincoln, J. O., Dayton, O. 

Lownes, H. H., Greenfield, O. 

Lyfe, A., Middletown, O. 


M 


Mazer, Jos., Omaha, Neb. 

Mitzger, Wm. A., Lexington, Ky. 
Mahnotron, Mrs. F. K., Chicago. 
Mohlman, Gerry, LaFayette, Ind. 
McLaulin, Henry, Sanford, Fla. 
Mittendorf, Edw., Cincinnati, O. 
Miner, J. A., Macomb, IIl. 

Malty, Miss A., New Orleans, La. 
Malty, Miss K., New Orleans, La. 
Malty, Miss M., New Orleans, La. 
McConnell, Aaron, Harrison, O. 
Mauseer, Arthur G., Burlington, Vt. 
Martin, F. W., Sagman, Mich. 
Martin, Dorothy, Edwardsville, IIl. 
McDaniel, Wm. F., Lebanon, Ind. 
Meran, D. C., Cincinnati, O. 

Moss, Lee, Owensboro, Ky. 
Murphy, P. J., Maysville, Ky. 
Morris, Samuel, Cincinnati, O. 
Miller, C. R., Columbus, O. 
Mosiman, E. E., Bluffton, Ind. 
Major, L., Perry, Ia. 

Meller, Walter H., Mich. City, Ind. 
Marlett, C. C., Middletown, O. 
Major, Harry, Shelbyville, Ind. 
Miller, F. L., Wilmington, O. 


Nelson, D. C., Marion, O. 

Norton, Jas. R., Winchester, Tenn. 

Nickel, Al., St. Louis, Mo. 

Nickel, E., St. Louis, Mo. 

Nelson, David C., Chicago, IIl. 

Noah, Luella (Off, Stenographer) Adrian, Mich. 
Noelche, Louis A., Cincinnati, O. 

Newstedt, Geo. H., Cincinnati, O. 

Noell, F. F., Norwood, O. 


Overstreet, Ben, Paxton, IIl. 
Olwin, G. F., Indianapolis, Ind. 
Otto, L. W., Crawfordsville, Ind. 
Oslerman, W. F., Seymour, Ind. 


P 
Pieper, Jos. F., Covington, Ky. 
Phillips, S. E., Montgomery, W. Va. 
Pieper, F., Covington, Ky. 
Pfordiesher, J. J., Chicago, 
Powers, Fred W., Ashland, Ky. 
Polan, A. I., Charleston, W. Va. 
Pelzweig, I., Ft. Wayne, Ind. 
Pilcher Stanton and wife, Petersburg, Va. 
Pieper, Mary, Holland, Mich. 
Phillips, L. E., Grand Rapids, Mich. 
Pistell, H. A., Lorain, O. 


R 
Rankin Co., Roanoke, Va. 
Resoner, Ed., Muncie, Ind. 
Roessleo, Mrs., Marion, Ind. 
Rose, Carl W., Ft. Wayne, Ind. 
Rapp, Edward, Burlington, Ia. 
Reinstatler, Chas., Cincinnati, O. 
Rones, Sandus, Tulsa, Okla. 
Robertson, J. E., Augusta, Ky. 
Rodgin, Henry, Bluefield, W. Va. 
Rosenblatt, Mrs. W. C., Greenville, Tenn. 
Rosenblatt, W. C., Greenville, Tenn. 
Rubenstein, I. R., Birmingham, Ala. 
Rudenbach, H. J., Westfort, Ind. 
Russone, O. F., Roanoke, Va. 
Russert, Frank X., Cleveland, O. 
Rodenhauser, Geo., Toledo, O. 
Rich, John, Painesville, O. 
Reussille, P. J., de la, Red Bank, N. J. 
Rudd, William H., Richmond, Ind. 
Rekart, Geo. G., Cincinnati, O. 
Renand, E. F., Keokuk, Ia. 
Rost, Carl L., Columbus, Ind. 
Rhuhle, D., Louisville, Ky. 
Ross, R. G., Beckley, W. Va. 


S 


Spero, Sadie, Chicago. 
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Scheer, E. J., Rochester, N. Y. 
Stachler, Mrs. P., Portland, Ind. 
Stecher, Henry F., Milwaukee, Wis. 
Skinner, A. C., Sherbrooke, Can. 
Simpson, Edw., Cincinnati, O. 
Schennel, Anthony, Cincinnati, O. 
Schmidt, H. W., Irvine, Ky. 
Stupling, Sam., Nacogdoche, Tex. 
Sidwell, Elmer, Elwood, Ind. 
Schmitt, John, Parsons, Kan. 
Simmones, V. E., McMinneville, Tenn. 
Steiner, O. K., Memphis, Tenn. 
Stubbs, Wm. O., Tampa, Fla. 
Schneider, Freck. Cincinnati, O. 
Stuart, Geo., Greenville, O. 

Steves, H. C., Chicago. 

Silverstein, Henry, Wichita, Kan. 
Santel, G. H., Dayton, O. 


Shinecly, H. V. and wife, Campbellsville, Ky. 


Spiegel, Orrie, Hiawassee, Ga. 

Sitt, A. M., Chicago, Ill. 

Smith, G. H., Knoxville, Tenn, 

Sneller, John, Chicago. 

Sterzer, Edwin, Mr. and Mrs., Dayton, O. 
Sterzer, Geo., Mrs., Daytcn, O. 

Sterzer, Earl O., Dayton, O. 
Stouthamer, John H., Milwaukee, Wis. 
Swiger, Menta U., Shimerton, W. Va. 
Smith, E. B., Lancaster, O. 

Charick, O. F., Ashland, O. 

Shire, Wm., Paris, Ky. 

Sigler, J. E., Shelbyville, Ind. 

Spozn, P. H., Greensburg, Ind. 


T 
Terry, J. M., Eldorado, Ark. 
Thoma, A. L., Piqua, QO. 
Thomas, G. Rome, Dayton, O. 
Trotter, W. A, B., Newark, N. J. 
Trotter, W. A. B., Kudville, Tenn. 
Tourner, Henry P., Bloomington, Ind. 
Thayer, R. W., Euclid, O. 
Thoma, Adolph, Sidney, O. 


Ullrich, William P., Evanston, II. 
Viele, H. C., Augusta, Ga, 


¥ 


Vokal, Wm., Chicago. 
Vigran, S. S., Richmond, Ind. 


Williams, Ed., Bloomington, Ind. 
Woodburgy, Chas. Tod., Kan. City, Mo. 
White, Dr. J. R., Morganfield; Ky. 
Wethsell, Ja., Parkersburg, W. Va. 
Wendel, A., Lancaster, O. 

Wurlitzer, Oscar, Chicago. 

Wendel, Loretta, Lancaster, O. 
Wooddem, Anna, Marlinton, W. Va. 
White, Frank D., Portsmouth, O. 
Welch, & Settle, Scottsville, Ky. 
Wallgren, M. C., Bellingham, Wash. 
Weil, Nathan, Jacksonville, Fla. 
Westake, A. T., Peoria, Ill. 

Waters, J. W., Bluefield, W. Va. 
Wise, 0. A., Huntington, W. Va. 
Wagner, Mrs. F., Cincinnati, O. 
Wallace, Frank, Huntington, W. Va. 
Welp, E. J., Huntingburg, Ind. 
Wright, Victor, Los Angeles, Cal. 


Y 


Yoste, Florence, Vicksburg, Miss. 


Z 
Zimmerman, Gus. A., Cincinnati, O. 
Zollner, Albert, Portsmouth, O. 
Zollun, Chas., Portsmouth, O. 
Zimmerman, B., Martin’s Ferry, O. 


Manufacturers and Wholesalers 


A 


easter, J. W., Illinois Watch Co., Spring- 
B 


B 

“eng J. H., J. Bulova Co., New York. 

Becken’ H. P., Traub Mfg. Co., Detroit, Mich. 
r er, J. Chas., Keystone W. C. Co., Cincinnati, 


»* 
— G. A., Cresco Mfg. Co., Chicago. 
B 79,.0:, 8,0; Bigney Co., Attleboro, Mass. 


as Reed, The L. Gutmann & Sons, Cincin- 


Town, G. E., Wallenstein Mayer, Cincinnati, O. 
ter, W. H., J. R. Wood & Sons, Chicago. 





C 


Carton, M. F., L. Heller & Son, Inc., New York. 

Clark, A. M., Jewevers’ Crrcutar, New York. 

Clark, P. A., Homes & Edwards Silver Co., Bridge- 
port, Conn. 

Cohen, A. W., Bernstein & Roskin, New York. 

Croninger, Ed. H., Cincinnati, O. 

Crocker, A. A., Saml. A, Crocker Co., Cincinnati, 


oO. 

Campbell, M. C., C. & E. Marshall Co., Colum- 
bus, O. 

Cohen, Hyman J., A. Cohen & Sons, New York. 


D 


Detmering, G. W., Jos. Noterman & Co., Inc., 
Cincinnati, O. 

Douglas, L. N., Henry Paulson & Co., Chicago. 

Dorst, Arno, Dorst Bros, Co., Cincinnati, O. 

De Hart, Lewis, C. & E. Marshall Co., Chicago. 

Dauber, John J., C. & E. Marshall Co., Chicago. 


E 


Ellison, E. W., Weidlich Bros. Co., Bridgeport, 
Conn. 

Esberger, Chas. Jr., L. Gutmann & Sons, Cincin- 
nati, O. 


Epstein, Sam, J. Bulova Co., New York. 


F 


Frommeyer, E., Klein Bros. Co., Cincinnati, O. 
Flint, A. L., Waltham Watch Co., Waltham, Mass. 
Faber, Alma, Icy Hot Bottle, Cincinnati, O. 

Francis, J. S., E. & G. Swigart Co., Cincinnati, O. 
Florsheim, S. S., Jos. H. Meyer Bros., New York. 


G 


Gudgen, S. L., Associated Silver Co., Columbus, 
O 


Capen. D. J., L. Guttmann & Sons, Cincinnati, 


Goldstone, Joe, Blauer Goldstone Co., Chicago. 

Gutmann, Eli, L. Gutmann & Sons, Cincinnati, O. 

Gruen, Fred G., Gruen Watch Co., Cincinnati, O. 

Gerwin, John, Cohn, Hahn & Newstedt, Cincin- 
nati, O. 

Granfield, W. B., R. Wallace & Sons Mfg. Co., 
Sandusky, O. 
Graham, Robert, 
Angeles, Cal. 


Baranger 


H 


Henchel, H. H., The Henchel Co., New York. 

Herring, G, E., Associated Silver Co., Chicago. 

Horn, Lee, A. G. Schwab & Sons, Cincinnati, O. 

Honebrink, Geo., Queen City Silver Co., Cincin- 
nati, O. 

Hillard, K. F., Int. Silver Co., Meriden, Conn. 

Hawley, A. E., Waterbury Clock Co., Water- 
bury, Conn, 

Hesse, Julian, Wallenstein Mayer, Cincinnati, O. 

Hays, L. E., Jr., Wallenstein Mayer, Cincinnati, 
O. 

Hesse, Melvin, Wallenstein Mayer, Cincinnati, O. 


Studios, Inc., Los 


Hines, H. F., Weidlich Bros, Mfg. Co., Bridge- 
port, Conn. 
Jurden, Arthur W. Oneida Community, Ltd., 


Oneida, N. Y. 
Jacobs, E. W., Gruen Watch Mfg. Co., Cincin- 
nati, O. 
Jacobs, A. C., D. Jacobs Sons Co., Cincinnati, O, 
Jehle, H. J., Lima, Ohio 


K 


Kalish, M. M., The Henchel Co., New York, 
Kloville, Michael, Kloville Bros., New York. 
Kent, Ried W., Icy-Hot Bottle Co., Cincinnati, O. 
Kraemer, Jos. C., Lindner & Co., Cincinnati, O. 
nlaas, Henry, Treulich & Klaas, Chicago. 

Klein, L. A., New York 


L 


Lewis, Max, The Block Lewis Co., Buffalo, N. Y. 

Loeb, Mayo, L. Loeb & Sons, Cincinnati, O. 

Latimer, W. H., Weidlich Bros. Mfg. 
Bridgeport, Conn. 

Loeb, Clarence, L. Loeb & Sons, Cincinnati, O. 

Levin, Jake, L. Heller & Son, New York. 

Loeb, Samuel J., Peckham Seamless Ring Mfg., 
New York City. 

Levy, Max, Burack Bros., Newark, N. J. 

Lasher, T. H., Associated Silver Co., Chicago. 

Little, C. R., Cincinnati 


Ces 


M 


Mark, M. G., J. Bulova Co., New York. 

Melcher, Walter C., The Homan Mfg. Co., Cin- 
cinnati, O. 

a J. N., Oneida Community, Ltd., Oneida, 


Moss, Lawrence, Jos. H. Mayer Bros., New York,. 

Murphy, W. B., Walter Watch Co., Waltham, 
Mass. 

Musgrave, A. E., David Belais, Inc., New York. 


N 


Noterman, E. J., Jos. Noterman, Cincinnati, O. 
Niss, H. C., Elgin Nationa) Watch Co., Chicago. 


0 


Oppenheimer, I., Oppenheimer & Co., Cincin- 
nati, O. 


Opie, Geo. H., Wadsworth W. C. Co., Dayton, 


Ky. 
Otten, L. F., L. F. Otten Mfg. Co., Cincinnati, O. 


P 


Pierce, R. R., Alvin Silver Co., New York. 

Phillips, J. Harvey, Richter & Phillips Co., Cin- 
cinnati, O. 

Plothow, Arno, Icy Hot Bottle Co., Cincinnati, O. 

Payne, C. E., Gutmann & Sons, Cincinnati, O. 

Peck, Gustav, Peck, Schmeier & Peck, Cincin- 
nati, O. 

Primo, Mrs. F. H., Oneida 
Oneida, N. Y. 

Poage, Cliff D., 68 Gay St., Columbus, O, 


R 


Community Ltd., 


Ratterman, Wm. T., M. Schwab Jewelry Co., 
Cincinnati, O. 

Rice, W. L., Whiting & Davis Co., Plainville, 
Mass. 

Roy, C. E., Roy Mfg. Co., Chicago. 


Radcliffe, C. S., Cordova Shop Inc., Buffalo, N. Y. 


S 


Slemmons, Charles M., Norris-Alister Ball Co., 
Chicago. 

Swartchild, Sam’l, Swartchild & Co., Chicago. 
Schwab, Julian, G., A. G. Schwab & Sons, Cin- 
cinnati, O. 
Schwab, Moses, 

nati, O. 
Steel, G. G., Rogers, Hunt & Bowlin Co., Green- 
field, Mass. 
Spiegel, G., D. Jacobs Sons Co., Cincinnati, O. 
Saunders, A. F., Benedict Mfg. Co., Syracuse, 
Ne Xe 
Strauss, Leon B., Electric City Box Co., 
falo, N. Y. 
Scheifel, Wm., J. Bulova Co., New York. 
Schmitt, Chas. W., Chas. W. Schmitt Jewl. Co., 
Cincinnati, O. 
Schwab, W. W., J. R. Wood & Son, Chicago. 
Shumer, W. F., Shumer Bros., Cincinnati, O. 
Shoen, Louis S., The Henchel Co., New York. 
Seed, Owen L., Owen La Seed Jewelry Adv., 
St. Louis, Mo. 
T 


Thomas, J. B., Richter & Phillips, Covington, Ky. 


V 


Elgin National 


M. Schwab Jew. Co., 


Cincin- 


Buf- 


Ventress, Jos. H., Watch Co., 
Chicago. 

Van Patten, W. A., Benedict Mfg. Co., E. Syra- 
cuse, N. Y. 


Voth, Fred. J., Peck, Selmeier & Peck, Cincin- 


nati, O. 
W 
Williams, Jack W., W. F. Broer & Co., Toledo, O. 
Wetzstein, Sol, Frohman & Co., Cincinnati, O. 
Willman, W F., Chas. Smith Co., Cincinnati, O. 
Wagner, J. H., Keystone Pub. Co., Chicago. 
Wheeler, Claud, Tue Jewerers’ Circurar, New 


York. 
Whitting, C. C., Whitting & Davis Co., Plain- 
ville, Mass. 


Wallenstein, Elmer, Wallenstein Mayer & Co., 
Cincinnati, O. 

Wallenstein, Staney, Wallenstein Mayer & Co., 
Cincinnati, 


Weidlich, Wm., Weidlich Bros. Mfg. Co., Bridge- 
port, Conn. 

Weintraub, W. H., Keystone Pub. Co., Chicago. 

Weisz, A, R,, Jacques Depollier & Son, New 
York. 
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Report of A. N. R. J. A. Publicity Committee 








Read by J. Clare Crawford 

















It has been a recognized fact that our craft 
stands last on the list as regards advertising. 
There are many new enterprises that have come 
to life in recent years that have spent more 
money in one year than our entire craft has in 
its whole existence, but a new era seems to pre- 
vail in our craft and many manufacturers, as well 
as retailers, who have had a vision are advocat- 
ing that more stress and attention be paid to 
judicious advertising of our craft. 

So many firms consider advertising as an added 
expense, but in reality it should be classified as 
one of the first essentials in the cost of doing a 
business which requires expansion, and should 
come under the same classification as rental, light 
and heat. Many new firms and other enterprises 
as well as manufacturers in their launching spend 
gigantic sums for advertising and even banks 
today reckon this fact when loans are solicited and 
stock to be sold. 

Our business is one that requires careful 
thought in the planning of a general advertising 
system which will be productive and effective. The 
National publicity which the trade is already get- 
ting is a step in the right direction. It beho ves 
all jewelers, whether they be small or large to 
assist in a way which will be to their especial 
advantage to get behind this National publicity 
movement and help reap the benefits derived from 
co-operative advertising. 

Every retailer should not let a month go by 
without some form of advertising, whether it be 
in the form of a letter, a folder, a circular, or 
catalogue, daily or weekly space, in the daily or 
society papers. 


I recommend that a committee from the Ameri- 
can National Retail Jewelers’ Association confer 
with a similar committee from the National Pub- 
licity Association to the end that there may be a 
perfect dovetailing in the way of advertising which 
will be of mutual advantage to the manufacturer 
who is a contributor to the National Publicity 
Association and the retail trade. In making this 
recommendation I have in mind the effectiveness 
with which certain other businesses which here- 
tofore have had but one season and where weather 
conditions prevailed, such as the furriers, and 
how they have overcome this great obstacle by 
having two seasons—one in August and the other 
in the winter. The furniture business has two 
seasons—August and February, whereas the jewelry 
business offers vastly greater opportunities with 
many important features that with a proper and 
scientific advertising system worked out where as 
there is this hearty co-operation in advertising, 
together with window displays made effective 
throughout the country, to coincide and then 
lastly an efficient and intelligent sales force to 
back up the good work pertaining to the move- 
ment. 


For instance, we might take the anniversary, 
which may he either a birthday or wedding anni- 
versary, which is occurring every day of the year 
wherein another slogan could be appropriately 
adopted to plant the seed and emphasize our slogan 
“Gifts That Last.” We might have two weeks in 
the year whereby window displays could be utilized 
to bring this out more effectively. And then 
again, we have “‘Mother’s Day,” which lends many 
possibilities. 

Put forth an extra effort in advertising Mother’s 
Day—Gifts That Last for Mother, a remembrance 
that will last forever. 

The words “sterling silver” are very much mis- 
understood and do not carry the necessary weight 
as an advertising point. We would suggest there- 
fore that all manufacturers and retail jewelers 
in general use the words “solid silverware,” thereby 
conveying to the purchaser an article of much 
higher standard. 

Advocate the buying of jewelry, silverware and 
diamonds from reliable jewelers, jewelers of 
reputation, dependable jewelers. Make your 
jeweler your gift counselor. 

Wedding rings and engagement rings should be 
more thoroughly advertised, 


Relative to the wedding suggestions or Gifts for 
the Bride, the two months—June and October— 
prevail, Silver which we are desiring to stimulate 
could be shown throughout the country the last 
week in May and the last week in September, 
coupled with national advertising and circulars, 
etc. It has been found during. these two seasons 
to have what might be termed a Bridal Window, 
showing the various suggestions under groups as 
follows: “Gifts for the Courtship,” “The Engage- 
ment,” “Gifts for the Bride,’ “For the Brides- 
maids,” “Fer the Ushers,” “For the Maid of 
Honor,” “For the Groom,” “For the Flower Girl,” 
and the variety of wedding rings. Jewelry of 
course predominates in this display. 

An effective silver display can be arranged, 
showing a full set table for the wedding breakfast, 
in embracing the essentials from our business. 

To stimulate the platinum manufacturers and 
to assist the diamond merchants, special emphasis 
could be utilized in Natimal publicity, together 
with circular letters and folders in the importance 
of transforming your old gld set jewels to mod 
ern platinum and diamond transformations. 

To stimulate the watch industry, national ad- 
vertising, with retail advertising and full window 
display of watches throughout the country at a 
stipulated period are suggested. The advertising 
to be effective nationally should dwell upon the 
importance of discarding the thick model and 
Hunting case watch in its antiquated form for the 
new thin model type watch. We might note as a 
comparison the automobile business and how quick- 
ly the old machines are disposed of for new models. 
The salesman in charge of the watch department 
has a wonderful opportunity of planting a seed 
each and every time an old model watch is brought 
in for repairs. This gives him an opportunity to 
show the new models which together with a sales 
talk should be effective enough to break down the 
barriers of ‘“‘great-grandfather’ sentiment, em- 
phasizing the fact that a watch is a part of the 
up-to-date business man’s makeup and just as 
essential as the cut of his suit, style of his hat 
or shoes, and to go along with this watch shculd be 
a neat, new watch chain anchored with a knife or 
similar article, which completes the ensemble. 

Birth stones have been utilized effectively for 
many years by many jewelers, but today, with 
punchy advertising, Milady can be informed of the 
special advantages offered by many of these stones, 
as well as other semi-precious stones, the color 
harmony to be gained in gown combinations. 

In the building of new homes, a list of which 
can be easily secured through architects, there is 
a chance for new patronage and endless _possi- 
bilities fer effecting new sales, along decorative 
lines to new silver, etc., either chest or service— 
why not? Everything else will be new. Why 
should the jeweler sit back and let the old silver 
be utilized? 


There is a time of year that the department 
stores make a showing of table china and linens, 
which could be followed in an effective way by 
the jeweler with fine china, table silver, and 
carving silver. This period occurs the week previ- 
ous to Thanksgiving. 

Gifts for the baby can be very nicely empha- 
sized during the two months during which statistics 
show the heaviest birth rates—June and September. 

Diamonds and precious stones can be very 
judiciously advertised along the lines of their 
stability in value. In many cases they have stood 
firmer than the money of many governments. 

The jeweler should become more active in as- 
sociation work, such as is advocated by the Ameri- 
can National Retail Jewelers’ Association and 
should get out of the rut of the old worn out 
idea that his fellow jeweler is his competitor. 
Rather in this new era he is his friend and advisor, 
and they should work shoulder to shoulder in a 
“get-together” co-operative way. The jeweler 
should remember that his competitors in reality 
are the automobile: dealer, the piano merchant, 
the steamship agency, etc. Bear in mind, jewelers, 
that our business is one that calls for a heavy 


outlay of capital or “overhead” which in turn 
necessitates a good legitimate profit. In the auto. 
mobile and other industries gigantic sums are ¢. 
pended in advertising. As an illustration of the 
small outlay that the jeweler has made in the way 
of advertising, the following report is of interest, 
We took occasion to write to one of the editors 
of one of our largest trade magazines, to supply 
us with statistics embodied in an address delivered 
at Philadelphia, which gave in full detail the vari. 
ous sums expended by other businesses in per. 
centage, wherein these statistics showed conclusive. 
ly that the jeweler spent less than any other 
merchant. In reply, while the statistics were not 
submitted, pertaining to this particular case, yet 
the fact was developed that a third rate clothing 
house in New York, had done more advertising 
over a period of two years than the entire retail 
jewelry trade of New York in the same period of 
time. This clothing house has carried two columns 
in every daily newspaper in the metropolis every 
day. This condition evidently prevails in other 
lines throughout the country. It therefore is time 
that an incentive should be offered in the way of 
larger sums being expended by the retailers to 
create further desires for our wares to warrant 
more expansion, produce better merchants for to- 
day and tomorrow, and it might not be a bad 
idea for the American National Retail Jewelers’ 
Association tc go into the statistics ‘systematically 
and have a booklet produced which will be on a 
par in this line equal to the Harvard Research 
Bureau on operating expense in retail jewelry 
stores. 

We would advocate among jewelers the holding 
of annual fashion shows. 

Advertise QUALITY in jewelry instead of 
QUANTITY, NOT HOW CHEAP, BUT HOW 
GOOD. Special value can be obtained through 
co-operative advertising in local communities, 
whereas this can be accomplished by making spe- 
cial drives on certain of our wares collectively 
carried by all or each separate ads, or the ad to 
be carried without names. 

Special value can be obtained through co-oper- 
ative advertising in local communities. This can 
be accomplished by making special drives on cer- 
tain weeks collectively with advertisements signed 
by all the jewelers in that city or town or each 
may carry a separate advertisement at the same 
time. Jewelers should watch their trade papers for 
announcements of these dates. We cannot em- 
phasize this too strongly for one issue missed will 
throw you out of line with the general plan of 
bringing about a display in all stores at the same 
time. This linking up of local and national ad- 
vertising is a vital feature. 

The advertising copy over the past period has 
had a very definite and specific mission to per 
form, Each advertisement endeavors to 

A. Capitalize the intrinsic, sentimental and last- 
ing value of jewelry; 

B. Emphasize that the jewelry showing at any 
retailers includes a large assortment of moderately 
priced articles; 

C. Establish the jeweler as local authority on 
correct jewelry styles; 

D. Encourage more frequent visiting of the local 
jeweler’s shop. a 

For bringing our craft before the public it ' 
suggested that specially prepared articles pertain 
ing to our industry such as diamonds, watches, 
silverware, transformation of old gold set jewels 
to new, modern platinum creations be broadcasted 
by radio throughout the United State. 

Discourage the thought of jewelry as 2 luxury, 
but rather point out its necessity. Good jewelry 
is a lasting remembrance and not a luxury. Link 
up the jeweler with jewelry, in other words, when 
the word “Jewelry” is used, associate it more 
often with “Reliable Jeweler,” thereby gettin 
away from the department stores. 








i . ° s 

Sig Strauss, just returned from Europe, wr 
his only exhibit at the convention. He ae 
himself very agreeable and passed out souven 


of handsome leather bill folds. 
o * * . 
Herman Stern, South Side retailer, Chicago 


: 4 o 
the transportation committee. pA 
bined the trip of 60 convention Vig ny 


; ‘ : : v 
Chicago with his birthday on Sunday. 
detail of the trip was perfectly planned by oe 
even to arranging for the exclusive use % 
dining car by the jewelers, 


member of 
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Reports of State Associations 














REPORT OF MAINE RETAIL JEWELERS’ ASSOCIA- 
TION, 1922 


The principal activities of the Maine Retail Jewel- 
ers’ Association for the past year have been 
along the lines of national legislation. We have 
kept in close touch with our Congressmen and 
Senators, and in view of the record of their 
vote on tax matters, flatter ourselves that we 
did much good. 

In the matter of State interest we have been 
preparing for the coming session of the Legis- 
lature, and in connection with the other retail 
associations of our State, hope to accomplish 
much along this line. 

Our annual budget is quite large, owing to our 
affiliation with the Maine Federation of Retail 
Merchants’ Association, but we have been able 
to meet all expenses, and the fact has surprised 
all our officials to note that our largest falling 
off in membership has been amongst those pay- 
ing dues no larger than two years ago. This 
would seem to indicate that the small jeweler has 
not as yet grasped the necessity and benefits of 
association work, and is still suspicious of his 
brother jeweler. 

All thing considered, our membership is on a 
very satisfactory basis, and we feel that in the 
case of new members the proposition should be 
definitely sold and no doubts left in the mind as 
to the advantages of association membership. 

We cannot close without mentioning the wise 
thought and untiring work given the past two 
years by our retiring President, Samuel Freeman. 
Under his leadership the association has made 
many strides ahead, and the writer, who has 
worked very closely with him has found him al- 
ways a most considerate and courteous official, 
and one whose wise acts and sound judgment has 
been, and will be in the future, a wonderful help 
to our association. 


REPORT OF MASSACHUSETTS RETAIL JEWELERS’ 
ASSOCIATION FOR 1922 


Paid membership to date is 104, as compared 
with 175 for last year. The decrease is due, in 
my opinion, to the increase in dues, the general 
business conditions and a general relaxation fol- 
lowing the high tension of war conditions. Finan- 
cially the association is in about the same posi- 
tion as a year ago. 

Our annual convention was as successful as 
usual and nearly as well attended. The local 
clubs are quite inactive, although there is a gen- 
eral good feeling among jewelers as a _ whole, 
which did not exist previous to the advent of 
the local club. 

During the year this association has fought the 
fraudulent auction and secured seven convictions 
of auctioneers in Boston. Considerable effort has 
also been made to curb the selling of merchandise 
at retail by wholesalers. These are both serious 
Problems and should be carefully considered by 
every jeweler. 

Louis S. SmitnH, 
Secretary. 


(Signed) 


REPORT OF NEW HAMPSHIRE RETAIL JEWELERS’ 
ASSOCIATION, 1922 


We have at the present time 68 active members 
and three honorary members on our list. 

Two new members obtained during the 
year, and there were resignations from our 
association, 

Thirty-nine members have paid their 1922 dues 
and eight members are two years in arrears. 

Your officers have endeavored to keep the mem- 
bers informed of what our association and the 


were 
two 


national association has been doing since the last 
“onvention, but not as many bulletins have been 
mailed as in the previous years. 
Che constitution and by-laws adopted last year 
have been printed and are ready for distribution. 
February 1 the association and Jewel Club of- 


ficers met in Concord and considered plans for 
the 1922 convention. 
Your attention is called to the matter of elect- 


mg a delegate to the national convention. 


Your secretary would suggest that the mem- 
mership committee take the list of New Hampshire 
jewelers that has been prepared, and. correct same, 
that we may have an up-to-date list of jewelers 
and repairers in our State. 

Our seventh annual convention was one of the 
best the New Hampshire jewelers ever held. The 
addresses were certainly instructive and the social 
features in connection with the Jewel Club were 
enjoyed by everyone. 

The discouraging feature of this convention was 
that only a small percentage of the New Hamp- 
shire jewelers were present, and we surely need 
some field work to increase the strength and value 
of our organization. 

Our financial condition is better than at any 
time since our association was organized. 

(Signed) A. J. Porter, Sec. 


SECRETARY'S REPORT, VIRGINIA RETAIL JEWEL- 
ERS’ ASSCCIATION, 1922 
MEMBERSHIP 


Our membership for 1922 shows a slight gain 
over 1921, our gain was due to dividing our 
State into 10 districts, our gain in number was 
ten (10) new members, making a total member- 
ship of one-hundred-two (102). 

ATTENDANCE 

Our last convention was not as well attended 
as in 1921, we believe this was due to the present 
railway strike, our meeting being held during same, 

LOCAL CLUBS 

We have local clubs in the larger cities, and 
in some of the towns they are well attended and 
much good accomplished. 


LEGISLATION 


Our State laws are very lax on auctions, our 
various clubs are now trying to get laws passed 
regulating auction sales. In Roanoke, Virginia, 
we have an auction ordinance, $1,000 license fee. 
We are now trying to get a limitation as to hours 
and we believe then we will have one of the best 
ordinances that can be had, our national secretary 
says its a drastic one. 


OUR NEEDS 


We find it hard to interest the jeweler in small 
towns for membership, after we get them as mem- 
bers they are hard to hold, and will not pay their 
dues, we need personal work to keep them in- 
terested. 

FINANCE 

Our treasury is low, as we depend on dues to 
take care of all running expenses. We have 
eighty-eight (88) paid-up members, fourteen (14) 
unpaid. Virginia jewelers are open for sugges- 
tions as to how to raise more funds. 


CONNECTICUT STATE REPORT 


Taken from the report submitted by Samuel E. 


Havens, secretary and treasurer, at the annual 
convention held in Hartford, April 25 and 26, 
1922. 

Total number of members 83. 


Total number of members in good standing and 
paid 1921 memberships 56. 

That we broaden the scope of our activities and 
lead to closer cooperation between our retailers 
and manufacturers of Connecticut an associate 
membership has been created admitting only Con- 
necticut manufacturers. Annual dues of asso- 
ciate membership are $25. We have five such 
memberships. 

January, 1922, our dues were raised from five 
dollars to ten dollars per year. 

Our treasurer reports cash on hand and holdings 
in Liberty Bonds amounting to $498.60. 

Although elected secretary and treasurer April 
25, 1922, the books and accounts were not turned 
over to the present administration until four weeks 
ago, therefore no worth-while report can be given 
at this time on 1922 activities. We do, however, 
expect to pull our association into line. Connec- 
ticut must wake up. At least increase its mem- 
bership one hundred per cent. 

Respectfully submitted, 
Greorce P. Spear, Secretary. 


REPORT OF NORTH CAROLINA RETAIL JEWELERS’ 
ASSOCIATION 


Membership as compared with 1921—for the 
year 1921, 80 members paid their dues and for 
the year 1922, only 68 have paid, therefore we 
are short 12 paid-up, so to speak, for this year, 
so far. 

I attribute the reason for this decline to 15 or 
more firms going out of business during the fiscal 
year. 

Our 1922 convention was better attended than 
a year ago, we had at least one third or double 
more attendance in 1922 than in 1921. The con- 
vention was perhaps the most successful of any 
year before. 

We have no local or district clubs, Much de- 
liberation and thought has been given this feature, 
but it seems hard to get at it. During the year 
we are going to make a move in that direction, 
combining the neighboring towns in a club, Hardly 
anything will be done in this direction before 
January 1, but surely it will be undertaken dur- 
ing the year, 

We had no Legislature during the past year. 
During: this year we will take up the matter of 
itinerant auction sales. The North Carolina State 
Merchants’ Association has been interested in this 
move through eur secretary and they will doubt- 
less go into this problem jointly. 

Our State needs, as all other States, in my 
opinion, more enthusiasm and the attachment of 
more importance to the State association, giving to 
it attention and more thought, suggesting ways 
and means to the secretary whereby the associa- 
tion can be of more value to its members and a 
greater factor in stimulating the cause we repre- 
sent. It is so hard to get the membership to give 
any thought to assisting the officers beyond pay- 
ing their dues. It has been very hard to impress 
upon them that we haven’t the power to put 
asunder tax infringements. They seem to think 
if they pay their dues there is no other duty to 
be performed by the member, 

The larger jeweler should give more attention 
to this organ and be somewhat an example to the 
smaller dealer. I find the larger jeweler always 
ready with his.purse open, but he is very miserly 
with his service and co-operation. 

If the jeweler could be impressed with the 
thought and honest belief that he is serving a ne- 
cessity and a vocation which is of equal impor- 
tance to that of any other in the making of the 
world’s industries, and, in order that he receive 
the highest attainments directly he must co-oper- 
ate with his fellow craftsmen, and further, that 
his trade is not only an industry of today but an 
industry enduring through to the end of time 
and that there are others among our sons and 
daughters who will tread the same path, and there- 
fore we should make it easier for them than it 
has been for us; we would then have the largest 
part of the problem solved. 

Our financial condition is somewhat improved 
over a year ago, but I must decline giving you 
figures. 

As I have been asked for a very brief state- 
ment, I will not add further data, but permit me 
to say that the officers in the North Carolina Re- 
tail Jewelers’ Association are very earnest in their 
efforts and are working hard to bring about marked 
improvements in the association. We cannot make 
people over, and I doubt the necessity of making 
them over; just a little patience and passing along 
the inspiration which you have been endowed with, 
thereby making you more fortunate than the other 
fellow who hasn’t received this, will do the work, 
in my opinion. Some day our membership will 
grasp the idea as a whole—then it will be easy 
sailing. 

With every good wish, I beg to remain, as ever 
and always, Faithfully yours, 

(Signed) Ww. G. Frasier, 
Secy. & Treas. 


REPORT OF NORTH DAKOTA RETAIL JEWELERS’ 
ASSOCIATION FOR 1922 

To the Officers and Members of the American 
Vational Retail Jewelers’ Association, 

The 15th annual convention of the North Da- 


kota Retail Jewelers’ Association was held in 
Fargo, August 2-3-4. 
A very small attendance was present 72t the 


meeting. It seems hard work for the jewelers of 
North Dakota to come to the convention. 
However, this being an agricultural State with 
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crop failures for several years, the jewelry busi- 
ness is not what it ought to be, and this may have 
something to do with it. 

Jewelers that ought to attend this meeting seem 
to think all that is necessary is to pay their dues, 
to keep the association alive, not taking into con- 
sideration that by staying away from these meet- 
ings they also keep others away. 

Last year we had a paid-up membership of 52, 
so far this year we have only 34 paid-up members, 
but I believe that we will get our regular num- 
ber, as there are always a few that will wait to the 
last minute, 

The association has lost several good active 
members, who have moved out of the State, and it 
will be hard to replace them. 

Several letters and telegrams were sent from 
the office of the president and secretary to our 
Senators and Congressmen regarding the war tax 
situation, and will continue to do so until we are 
relieved from this burden, 

The treasurer’s report showed a balance of $76.25 
in red. 

All the officers were re-elected and 
again chosen for our next convention. 

Sincerely yours, 
(Signed) Wm. J. 


Fargo was 


Hfey, Sec. 


WASHINGTON RETAIL JEWELERS’ 
ASSOCIATION, 1922 


In answer to your letter of July 29, we are 
sending you the answers to the questions you en- 
closed as a brief report of the Washington Asso- 
ciation. 

Membership 1921, 105; 1922, 70. 

Money shortage. 

Convention better attended. 

Spokane and Seattle very good; Tacoma, weak. 

Urged our Congressmen to work for the with- 
drawal of jewelers’ tax. 

In answer to what is most needed in your State 
to increase the strength and value of your or- 
gatiization. Active field secretary from national 
organization. 

Better conditions financially. 

Sincerely yours, 
(Signed) G. Noyes Taxcort, Sec. and Treas. 


REPORT OF 


REPORT OF THE OREGON RETAIL JEWELERS’ 


ASSOCIATION, 1922 


Gentlemen: 

Believing that it is customary for you to re 
ceive a report from the various State jewelers’ 
associations, I am _ presenting herewith an ac- 
count of the doings and activities of the Oregon 
Retail Jewelers’ Association. Attached hereto 
please find the report of the secretary of our as 
sociation, which gives in detail information as 
to the number of members we have and also as 
to finances. 

In regard to the membership, I will state that 
through the zealous and efficient work of our 
present secretary, F. M. French, of Albany, Ore., 
who has held this office for many years, we have 
been able to include among our members nearly 
all of the eligible and more important jewelers of 
the State. Our secretary deserves much credit 
for the hard work he has done in holding the 
membership up and keeping it paid up so well. 

Oregon is one of the sparsely settled States 
of our Union; many of its towns are small and 
great distances intervene. It is well nigh im- 
impossible for any of our officers to make per- 
sonal calls upon our members, and we feel, there- 
fore, that much has been accomplished in the 
way of building up our membership and retain- 
ing same in good standing. 

Referring to our activities for the present year, 
two great events have occurred. One of them 
was the meeting which was held in Portland 
during the latter part of February when our Na- 
tional President, Mr. Hufnagel, visited us. We 
had a wonderful meeting and a dinner which 
was tendered him at the Portland Chamber of 
Commerce, and which was attended by over 100 
jewelers and their wives. All of Portland’s jewel 
ers were present and many others attended from 
all parts of the State. The good results of this 
meeting will be felt for many years to come, and 
T can say that the Oregon jewelers appreciate 
very much indeed the sacrifice of time and ex- 
pense on the part of Mr. Hufnagel in visiting 
us. The idea of sending some of the national 
officers to visit the different State associations 
in ‘this’ way ‘is: 4a. good one, and efforts to do this 





in the future I am sure will be well repaid. 

The other event of importance during the past 
year was the splendid State convention which was 
held at Eugene, Ore., May 8 and 9 last. This 
convention was the best one and most largely at- 
tended that has ever taken place in our State. 
A splendid program was enjoyed and among the 
things accomplished was the following: 

First: The adoption of the so-called sliding 
scale for dues. We believe that our association 
should be large in numbers, and felt that we 
ought to have every legitimate jeweler, large and 
small, included in our membership—in numbers 
there is strength. 

We realized that the smaller jeweler could not 
afford to pay the same amount in dues that the 
larger and wealthier jewelers paid. I am enclos- 
ing herewith a copy of the membership applica- 
tion which shows the different classifications and 
the amount of dues to be paid by each. You will 
observe that the amount collected from the smaller 
jeweler is $5 per year, and as you know the per 
capita assessment of each member by the _na- 
tional association is $5 per year, so no profit 
accrues to our association from members of this 
kind. The larger stores carry the burden and 
expense of our association. 

One of the most important questions that came 
up for discussion at our convention was the mat- 
ter of the 5 per cent excise tax. All of our 
members realize the discrimination that is placed 
upon our business by this unjust tax, and we 
passed a strong resolution regarding it, a copy 
of which is enclosed. 

Personally, after giving this particular subject 
considerable thought, I have come to the follow- 
ing conclusion: Appreciating to the fullest extent 
the wonderful work that has been carried on by 
the Jewelers’ Vigilance Committee, it cannot be 
expected that they alone should right the great 
wrong that had been done to our craft and busi- 
ness; and that while it is necessary and helpful 
to contribute financially to their work, each and 
every jeweler will have to get busy and work in 
every possible way to have this obnoxious and 
unjust law repealed. 

In my opinion this will have to be done by 
each jeweler taking the matter up with his Sen- 
ator and Congressman and use every effort to 
have his influence felt in this respect. I read 
with much satisfaction in the August 9 issue of 
THE JeEweEvers’ CrrcuLAR an account of how the 
secretary of the Indiana Retail Jewelers’ Associa- 
tion, Ralph Roessler, was handling this matter. 

I hope I may be permitted to suggest that the 
secretary of each State organization read _ this 
article and prepare a very nice letter, couched in 
courteous and fair language, containing the same 
four questions, and that such a letter be mailed 


to each candidate for the office of United States 
Senator and United States Congressman. In 
case no answer is received, a similar follow-up 


As soon as the informa- 
tion requested in these letters is obtained, the 
results should be printed and a letter sent to 
each jeweler in the State, copies being provided 
the different trade papers and the information 
broadcasted in every way possible. 

There is no doubt in my mind but that such 
action would be practical and produce the re- 
sults we are looking for. It would be of immense 
assistance to the National Vigilance Committee, 
and I hope that the national convention will act 
on this suggestion. In my mind the subject of 
this discriminatory tax is the most important one 
that confronts the jewelers of this country to- 
day, and I feel that unless the strongest kind 
of action is taken and much work done, this tax 
will be fastened on our livelihood forever. 

I am very sorry to report that our State or- 
ganization will not be represented at the national 
convention. We took no action at our last con- 
vention to elect a representative, and at the sug- 
gestion of many of our members I appointed EF. 
J. Jaeger of this city as our official representa 
tive and Senator I. E. Staples, also of this city, 


letter should be sent. 


as the alternate delegate, but regret to state 
that on account of other matters neither of these 
gentlemen will be able to attend. 

This apparent shortcoming on our part will 
surely be remedied next year as we want the 


convention to realize that we fully understand the 
importance and necessity of attendance and rep- 
resentation in making a successful national conven- 
tion. Next year we shall not fail you. 

With kindest personal regards to you, Mr. An- 


derson and also to Mr. Hufnagel and with fra. 
ternal greetings and best wishes to all of the 
jewelers in convention, assembled from the jewel. 
ers of Oregon, I am 
Very truly yours, 
(Signed) Frank A. HEITKEMPER, President, 


REPORT OF THE IOWA RETAIL JEWELERS 
ASSOCIATION, 1922 
Following is the report of the Iowa Retail Jewel. 
ers’ Association to date: 
FINANCIAL 
Jan. 1, 1922 Cash Balance........00ccees$19,9 
RECEIPTS 





ee ie i ere 
$1,009.50 
DISBURSEMENTS 

Secty’s office postage, printing, 

telephone salary, etc.......... 228.36 
Convention expenses ........+.. 109.22 
Membership drive expense...... 33.15 
Dues to national association.... 425.00 

PL. siewesaeccaae say bea anw es 795.73 
August 21, 1922, cash balance... 213.77 

1,009.50 
MEMBERSHIP 

Paid Up members to date 

CAT SEN): wivivicesccce 98 
Members one-half paid to 

BE: Givcaciaeeb ane see 3 Not repd. to National 
New members outside of 

GOVE sexes ‘eeaseeeee 13 
New members obtained by 

ML: csxcakwaewewns 41 31 have paid 
1921 members delinquent 

a + Ee eee 41 
Possible membership if 

all delinquents pay....152 

Jowa’s 17th annual convention was the most suc- 


cessful held in Cedar Rapids, April 24-25 at the 
Montrose Hotel with over 100 in attendance, and 
25 manufacturers and wholesalers represented, 
many with exhibits. 

The Cedar Rapids “24 K, Club” sure did them- 
selves proud in furnishing amusement and their 
part of the successful program. Full reports were 
published in the May trade journals. 1923 con- 
vention at Des Moines. 

Beginning May 22nd and continuing to June 6th. 
Walter H. Mellor worked hard forming 24 K clubs 
and getting memberships to the I. R. J. A. and A. 
ae oe eS 

Iowa was divided into 10 districts, with Du- 
buque, Davenport, Ottumwa, Cedar Rapids, Water- 
loo, Mason City, Ft. Dodge, Sioux City, Spencer, 
and Des Moines as meeting places. Jt was im- 
possible to get chairmen for three districts, meet- 
ings could not be arranged in several districts 
though over 500 jewelers were given notice, yet 
Mr. Mellor got 41 new members, and Iowa has 
at least (4) four active 24 K Clubs. Your re- 
tiring secretary is going to take it upon himself 
to see if others cannot be started. All in all the 
drive was a decided success, 


OFFICERS 
President—L. C. Tallman, Ames 
Vice-Pres.—Ray Reed, Chariton. 
Appointed (filling office of V. P. elect, Ralph 
Plumb, resigned). 
Sec.-Treas.—L. Major, Perry. 
(filling office of C. S. Lemmon, 
Treas. elect, resigned). 
Director—Adolph Boyson, Cedar Rapids 
Director—R. B. Swenson, Ottumwa. 


Appointed Sec.- 


After 5 years and two months’ service for all 
Iowa jewelers, as director, vice-president, and sec- 
retary-treasurer, I wish to heartily thank all who 
have in any way contributed to the success of the 
I, R. J. A.: Officers, members, non-members, state 
secretaries (with their ideas), trade journals (with 
their help), national officers and departments, and 
especially A. W. Anderson and Walter H. Mel- 
lor, with whom it has been a real pleasure to 
work. I'll sure miss all of you, for I have put 
in a lot of time working for you. Stand back of 
your officers and associations. 

Yours very sincerely, 
(Signed) L. K. Burkert. 
Acting Sec.-Treas., I. R. J- 
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Notes of the Exhibits Made During the Great 
A. N. R. J. A. Convention 














(Epitor’s Note: 


Owing to the fact that the photographer engaged to do the work re- 


ported that he could not take flashlights in the Sinton Hotel no photographs of the 


The exhibits at the 17th annual convention 
were very extensive and varied. The mez- 
zanine floor of the Sinton Hotel lent itself 
most admirably for exhibit purposes and the 
committee planned the arrangement to the 
greatest advantage. A few of the displays, 
because of their size or value, were placed 
in private rooms either on the main exhibit 
flor or in rooms on floors higher up in 
the hotel. 

With possibly a few exceptions the ex- 
hibitors spoke favorably of their experience 
at this convention. At all times when the 
convention was not in session there could 
he found crowds of retail jewelers through- 
out the section given over to the display of 
merchandise. More new and _ interesting 
items were in the exhibits this year, both 
in merchandise and tools of various kinds, 
and methods of display. 

* * * 


L. Heller & Son, New York, were repre- 
sented at the convention by M. F. Cartoon, 
advertising manager, ably assisted by Jake 
Levine, western representative from Chi- 
cago. The exhibit, located in the main 
section, consisted of a complete showing of 
Deltah pearls and synthetic stones. One in- 
teresting feature was a case containing 
specimens snowing the various stages in the 
manufacture of synthetic stones. There was 
also shown the sales helps and displays fur- 
nished. Cards, good for a “Deltah High- 
ball” at the Sinton Fountain, were given 
visitors, 

x * * 

The Cordova Shops, Buffalo, showed a 
complete line of their fine hand-tooled leather 
goods. They were featuring several new 
items in the line which consisted of vanity 
cases, lamps and popular priced hand bags. 
The display was presided over by Mr. and 
Mrs. C. S. Radcliff, who explained the 
various features of the merchandise and 
told of the methods of designing and mak- 
ing. To the lady visitors they gave a card 
case, while men received bill folds for 
souvenirs, 

* * * 

One of the best locations in the exhibit 
section was that occupied by the display of 
J. R. Wood & Son, New York and Chi- 
cago. The exhibit was in charge of William 
Schwab, Chicago manager, assisted by W. 
H. Buckmaster, of Chicago office. They 
were showing a full display of the merchan- 
dise manufactured by this concern, consist- 
ing of buttons, rings, buckles, etc. Rings, 
for which the house is known, predominated 
in the showing, but those in charge were 
calling particular attention to the new lines 
of pencils, buckles and mesh bags. 

a vattchild & Co., Chicago, were show- 
"8 Many items in the watchmaking and 
Jewelry supply lines, but were particularly 


exhibits were made.) 


showing and demonstrating the electric sol- 
dering machine and the Stylo electric pen- 
cil. Both of these were in operation with 
W. C. Wagner demonstrating the improved 
electric soldering machine and Edward 
Keating showing the possibilities of the 
Stylo pencil. This pencil may be attached 
to any electric light socket. With a special 
gold or silver paper any letter or design 
may be transferred to any article desired. 











HENRY F. STECHER, IN CHARGE OF THE 
EXHIBITS 


It is especially suggested for sign work and 
marking leather goods. S. Swartchild, 
founder of the company, was present at the 
convention. 

x * * 

Maid in Baltimore parasols and Tuckaway 
umbrellas shown by Siegel, Rothchild & 
Baltimore, received much attention 
from visitors in the exhibit hall. These, as 
well as a complete line of canes, were shown 
i a great variety of styles and colors. L. H. 
Wolfram took much pleasure in showing 
visitors the beautiful carved solid ivory um- 
brella handle set with a half carat diamond, 
and it never failed to bring expressions of 
admiration. Mr. Wolfram was assisted by 
J. T. Bailey. 


Co., 


x * * 


Jos. H. Meyers Bros. were represented at 
the convention by Lawrence Moss and S. S. 
Florsheim, who greeted visitors and told 
about Richelieu pearls and Rainbow Gems, 
the latest product of this company. The 
Rainbow Gems were shown in many sizes 
and 12 different colors. A full assortment 
of pearls were shown, and they featured a 


72-inch knotted rope of pearls. A beautiful 
scarf pin was the souvenir to visitors. 
“-s-6 

The Icy Hot Bottle Co., Cincinnati, had a 
large showing of its product. The concern 
was showing mostly the higher grades of 
bottles and fancy pieces of different designs 
and colors. The fact that this company 
started only a few years ago in a small way 
to manufacture vacuum bottles and has 
grown to be one of the largest industries 
in Cincinnati, proves the selling quality of 
these goods and they are now making lines 
that may be placed among the fine goods of 
a jewelry store. Arno Plothow, sales man- 
ager, and Reid W. Kent were in charge. 

x * * 

L. B. Strauss represented the Electric City 
Box Co., Buffalo, at the convention, and 
had a large display of boxes made by this 
concern and also their line of washable 
window display stands. The box line con- 
sisted of velvet, leather and leatherette in 
all the sizes and shapes required in a jewelry 
store. The feature that attracted most at- 
tention was the window outfit, which con- 
sisted of stands and boxes and pads for a 
complete display. 

6 @ ® 

M. Wile personally represented the Wile 
Importing Co., New York, and was show- 
ing a large and varied line of genuine stone 
necklaces, consisting of rock-crystal, onyx, 
amethyst, topaz and combinations of these. 
He also had a large assortment of enameled 
sterling novelties. 

* * * 

Clifford B. Poage, Columbus, O., had on 
display a general assortment of jewelry and 
a beautiful showing of jeweled Spanish back 
combs. The combs were in a variety of 
colors and shapes and were much admired 
by visitors. Mr. Poage featured his line 
of class rings and other rings which are 
made exclusively by him. 

> 

Henry F. Shelow, Dayton, O., had a dis- 
play at the convention to show what he 
manufactured in the gold and platinum 
lines and to demonstrate the service he gives 
in trade repair work, He was assisted by 


’ A. Courtway. 


x * * 


One of the oldest manufactuers of gold 
pens and fountain pens in the country is the 
John Holland Fountain Pen Co., Cincinnati, 
and its exhibit of pens was interesting to all. 
The exhibit was in charge of L. W. Destler 
and Henry A. Young. 

2: 

L. F. Otten Mfg. Co., which concern suc- 
ceeded to the business of the X-L Belt 
3uckle Co. last Spring, was represented in 
the exhibit by L. F. Otten and J. Charles 
Hummel. Mr. Otten founded the original 
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company and designed and patented the feat- 
ures of the Twinwedge buckle which was 
shown in the display. A large variety of 
styles and designs were shown and a very 
_ interesting feature was the line of belt chains 
made to match the buckles. This line of 
buckles is made in sterling silver and solid 
gold and combination of these. 
* * * 

The Bock-Lewis Co., Buffalo, was show- 
ing a full line of the B-L rings. The firm’s 
newest item is the ring with synthetic ruby 
drilled and set with a diamond. Their show- 
ing at the convention is the first time in this 
country. They were also showing a large 
assortment of stones encrusted in letters and 
emblems with white gold. Max Lewis and 
William R. Boyd were in charge of the 
exhibit and gave a useful stone gauge as 
souvenir. 

x * * 

Visitors at the exhibit of L. E. Water- 
man Co., New York, were pleased to meet 
Mr. Waterman and have him tell of the line 
of pens that he created and are known 
throughout the world. He was assisted at 
the convention by William Forshaw, who 
represents the company in this territory. A 
general line of fountain pens and pencils 
were shown, but the display was arranged 
to demonstrate the possibilities of expensive 
pens in a jewelry store. Pens trimmed with 
solid gold and with gold trim set with dia- 
monds up to a selling value of $250 were 
shown. Mr. Waterman takes pride in his 
pencil because it “looks like a pencil, feels 
like a pencil and writes like a pencil.” 

om 


The Oneida Community, Ltd., display was 
in charge of Mrs. F. H. Primo, without 
whom a national convention exhibit would 
hardly be complete. She has been in charge 
of these exhibits for many years and is 
known to all the association members. She 
was assisted at this convention by J. N. 
Milnes and A. W. Jurden. The display was 
laid out on a setting of blue velvet and 
decorated with vases of cut flowers. A com- 
plete line of Community Silver was on dis- 
play and special attention was being called 
to the “ad-a-piece” chests, which may be 
started with a small assortment and built up 
to complete sets without additional cost of 
case. The new pierced pastry servers re- 
ceived unusual attention. 

s* ¢ 

Col. S. O. Bigney, who has become a con- 
vention addict, presided over the display of 
his company at the convention. He was 
assisted by Wheaton Graves, salesman in 
the eastern territory. Col. Bigney had many 
new items in the line this year, and the 
new cigarette cases and knives were espe- 
cially admired because of their designs and 
serviceable shapes. The first showing of all 
soldered Boston link chains was made here. 
Something that was thought impossible for 
many years has been accomplished by this 
company, and these chains will be ready for 
the trade in a short time. 

e +-¢ 

The J. Bulova Co., New York, has one of 
the attractive displays in the exhibit room. 
Back of the long show case was built a per- 


spective frame lined with blue velvet. At 
the back of this frame was the $3,000 paint- 
ing of Coles Phillips, a portrait painted to 
illustrate the idea this concern has of a de- 
sign to represent “time,” in flight. In the 
show case were shown many special designs 
of cases and high grade watches. The smallest 
wrist watch made, much smaller than a 
dime, and set all around with diamonds, at- 
tracted much attention. Another watch in 
the exhibit that received a lot of attention 
was the firm’s new thin model platinum 
watch for men. This watch is studded with 
diamonds on the edge of the case and in the 
The movement has 18 jewels and the 
watch complete sells for $1,000. This ex- 
hibit was presided over by John H. Ballard, 
William Scheibel, Sam Epstein and M. G. 
Mark. 


bow. 


ee 

The C. & E. Marshall Co., with material 
and supplies stores in Chicago, Detroit and 
Columbus, O., was represented at the con- 
vention by Earl Marshall, Lewis DeHart, 
sales manager, Chicago; John J. Dauber, 
Columbus manager, and M. C. Campbell. 
Mr. Campbell demonstrated the new electric 
soldering machine which has been placed on 
the market by this concern. A complete 
general assortment of supplies were shown 
and in addition to the new electric soldering 
machine they were featuring a complete win- 
dow display set which included as a top 
piece a small, well designed case with flash- 
ing electric illumination. 

 . 

The Elgin National Watch Co. was rep- 
resented at the convention by H. C. Niss, 
who had a space on the main floor of the 
exhibit hall and showed a complete line of 
the watches made by the Elgin concern, In 
addition to the regular line Mr. Niss was 
showing the latest models and designs. 

x *k * 


For the first time at any convention a com- 
plete line of rolling mills was shown by the 
Samuel A. Crocker Co., Cincifinati. The 
display consisted of nine patterns of the 
Sacco Mill Test rolling mills and was in 
charge of Alfred Crocker, who has person- 
ally built up the rolling mill line of this 
concern. Mr. Crocker featured the two, 
three and four inch mills and demonstrated 
the various methods of conveying power and 
regulating space between rolls. In the past 
two years a considerable reduction has been 
made in the price of rolling mills, and Mr. 
Crocker says many jewelers are adding mills 
to their equipment. 

es * 

The Henry Paulson Co., Chicago, jewelry 
supply house, had an enviable position at the 
head of the stairs from the lobby to the 
exhibit room. The exhibit was in charge 
of L. R. Douglass. In addition to a display 
of materials and supplies Mr. Douglass was 
showing an attractive box line and a large 
assortment of white ivory manicure sets. 
He was also showing the Meritas electric 
soldering machine and Meritas watch 
glasses. 

 * 

The Hensel Co. of New York secured a 

most favorable location at the entrance of 


the exhibit room and Harry Hensel, assisted 
by Louis S. Shoen and Milton M. Kalish 
had a splendid opportunity of showing Blue. 
bird (for happiness) pearls. The walls of 
this booth were decorated with blue satin 
and blue birds were suspended in the air, 
which, with paintings and figures, combined 
to make a very striking effect in the setting 
for the display of Bluebird pearls. Several 
hand painted figures were on display to illys- 
trate the theory of matching every com- 
plexion with a particular shade of pearl, 
The feature of the exhibit was a case of 
artificial pearls in which were several real 
pearls. A beautiful string of Bluebird pearls 
was offered to the one who could pick out 
the real pearl, 
x * 

The first of the room exhibits was that 
of the Roy Mfg. Co., Chicago. In a large 
room at the west end of the main exhibit 
hall the line of jewelry case trays and fix- 
tures made by this concern was shown and 
demonstrated by C. E. Roy, who designed 
and patented the distinguishing features of 
this new line of fixtures. Trays for every 
line in a jeweler’s stock were shown placed 
on a false bottom used in the show case. 
Mr. Roy demonstrated how a greater and 
better display is made with a smaller stock. 
In this false bottom of the case surplus stock 
is kept. The great advantage claimed for 
the Roy display system is the greater dis- 
play and the economy of space. This com- 
pany also displayed an attractive line of 
window fixtures embodying the main fea- 
tures of the inside display trays. 

‘+ + 


Fred J. Longden represented the Bou- 
chard-Longden-Geier Co., jobbers, Chicago. 
This exhibit was made in the room with the 
Roy Mfg. Co., and consisted of a general 
line of merchandise specializing 18-karat 
white gold mountings which are manufac- 
tured in exclusive designs for this concern. 

k ok 

The Rogers, Lunt & Bowlen line of sterl- 
ing silver was shown jin room 631 by G. G. 
Steel, their representative in the territory 
adjacent to Cincinnati. Mr. Steel was show- 
ing a complete line but featuring the Treas- 
ure Solid Silver. Many beautiful pieces of 
this line in tea sets, bowls, trays and hollow- 
ware pieces were shown. 

* ok * 

The Never Wind clocks, manufactured by 
the Cloister Clock Corporation, Buffalo, 
N. Y., were shown in several displays, but 
the main exhibit was in charge of James 
Van Inwagen, Jr., secretary of the company. 
Several designs, cased in both glass and 
mahogany cases, of this clock without 
springs and with a pendulum which serves 
only as a regulator. This company succeeds 
the Tiffany Clock Co. It is claimed that 
one of these clocks has run two and one 
half years on one small battery and that 
one of the clocks has kept accurate time i 
the home of Mr. Tiffany since 1909. 

x x * 


The Queen City Silver Co., Cincinnats 
occupied one of the rooms on the main ¢X 
hibit floor and its exhibit was in charge 0 
George Honebrink, assisted by Albert Gud- 
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perlet. Jn addition to an extensive line of 
plated silverware this concern makes a line 
of nut sets trimmed in both nickel and sil- 
yer, Their display this year consisted of a 
large showing of trays, baskets, dishes and 
other serviceable pieces of hollow ware. Re- 
cently this company has begun to make a 
line of Dutch silver in bowls, bread trays, 
salt and peppers and many fancy pieces, all 
of which were on display. 

kk Ok 


The well known jobbing house of Wallen- 


stein, Mayer & Co., Cincinnati, had one of - 
the best located rooms on the main floor 
and had A. C. Wallenstein, Walter Mayer, - 


G. E. Brown and Julian Hesse there to wel- 
come the visiting jewelers and show them 
regular Cincinnati hospitality. They had 
on display a large assortment of jewelry and 
kindred lines, and made a large showing of 
American watches, but the outstanding fea- 
ture of the exhibit in their room was the 
two original paintings loaned by the Elgin 
Watch Co. These two large paintings are 
the designs used by the Elgin concern in 
their national advertising campaign. One of 
them represents Caesar changing the calen- 
dar and adjusting the time of the world for 
future generations. The other is Alexander 
before Tyre, representing the value of time 
when he said to his staff that he would have 
to wait seven months as he was in a hurry 
to master the world. One other attraction 
in this room was a large frame containing 
every watch piece made by the Hamilton 
Watch Co. and the pieces were arranged in 
a manner to make a real picture. 
k ok OK 

Thrulich & Klaas, Chicago, occupied one 
of the prominent rooms on the main exhib't 
floor and were showing an attractive line of 
exclusive jewelry in real garnet set pieces 
and bead necklaces of various genuine and 
imitation stones. For many years this con- 
cern has specialized on real garnet jewelry, 


and their exhibition at this convention. was. 


large and contained many unusual pieces. A 
general line of jewelry was shown and also 
a large exhibit of stone set combs. Henry 
Klaas was assisted by O. H. Heun in this 
exhibit. 
“£ 
The Homan Mfg. Co., Cincinnati, featured 
Homan Plate in hollow ware. One of the 
lirst to abandon the use of “Sheffield” on 
their nickel plated ware, they have already 
made the Homan Plate stand for quality. 
The most favorable attention was given by 
all to the new line of electric candle sticks 
which they have recently placed on the mar- 
ket. Eighteen styles of these were shown. 
A large line of hollow ware was exhibited 
and much favorable comment was made for 
the table mats which they manufacture to 
match in design the baskets and bowls. 
* * * 

Hyman J. Cohen and Sol G. Budker, as- 
sisted by Mrs. Cohen, represented A. Cohen 
& Son, New York, and had charge of their 
beautiful display of sterling and plated 
silver at the convention. A complete line 
Was shown and many attractive pieces, but 
the Acsons design of hollow ware was the 
lature of their display. This was shown in 
voffee and tea sets and pieces to match. 





The Baranger Studios, Inc., Los Angeles, 
occupied one of the favorable rooms of the 
main exhibit floor and showed its window 
display service. This concern creates win- 
dow displays which are rented and issued 
monthly. While they have a diversified 
line of this kind, the display at this conven- 
tion was confined to the special display which 
they have created in association with the 
Gruen Watch Co. By this association the 
price of. this service has been reduced to a 
minimum. This service is supplied to Gruen 
dealers at a minimum cost and the only. re- 
striction is that Gruen watches be displayed 
one week of the month. The display-consists 


of complete exquisite backgrounds and dis-, 


play: pieces for jewelry. Silk throws, pil- 


lows, hand painted cards and every necessity 


for a window display. 
x ok 

The Benedict Mfg. Co. had an elaborate 
display of its silver and art novelties in one 
of the rooms of the upper floors. A com- 
plete line of the firm’s service and decora- 
tive pieces was shown in various finishes. 

ee 

Ben Dattelbaum, of Dattelbaum & Il‘ried- 
man, New York, was in charge of the dis- 
play made by this concern in room 746. 
The principal item in the display was their 
line of 18-karat Belais white gold wedding 
rings, and mountings. Many novelty designs 
of rings were shown, but the one that at- 
tracted most attention was the Aqua Marine 
emerald stone set rings, 

*x * * 

Perhaps the largest and most expensive 
exhibit at the convention was made by the 
Blauer-Goldstone Co., Chicago. This con- 
cern occupied rooms 324, 326 and 328. Only 


two items were shown and featured in. this: 


display, B-G rings and Navarre pearls. 
While this company does a general jobbing 
business, they have specialized in the past 
few years on the manufacture of B-G rings 
and the importation of Navarre pearls. It 
would be hard to describe a display of rings 
which consisted of over 25,000 rings in the 
many designs and colors of stones and 
more than 50,000 strings of pearls. In this 
50,000 strings of pearls was one of large 
Navarre pearls 70 feet and four inches long. 
One large table was given over to the dis- 
play service which is furnished Navarre 
dealers. It consists of stands, trays and a 
series of hand painted photographs of movie 
actresses wearing Navarre pearls. Through- 
out the display were also life size colored 
portraits of Marjorie Daw, Agnes Ayres, 
Eva Novak and Katherine McDonald wear- 
ing Navarre pearls. All these pictures are 
authorized and were made under the super- 
vision of Dave Goldstone in the studios in 
California last Spring. Those in charge of 
the exhibit were Joe Goldstone, Dave Gold- 
stone, Harry Harris, A. Goldberg, and 
Joseph Mann. 
* * * 

A large display of glassware suitable for 
the jeweler was made by the Harper J. 
Ransburg Co., Indianapolis, Ind. Mr. Rans- 
burg was assisted in this display by William 
A. Sexton, Elmer A. Thomas and John H. 
Buckley. In space this was the largest dis- 


play at the convention. Yet only the higher 
grades of new glass such as a high class 
jewelry store carries were shown. A new 
shape and designed salad plate was. one of 
the popular items of this line. 

* * * 


It would be hard to describe the display 
made by the International Silver Co. Sev- 
eral of their lines were on display and the 
very choicest patterns and designs of each 
line were shown on the several velvet cov- 
ered tables of the large room they occupied. 
Even in the midst of all the wonderful 
display the Anniversary pattern of 1847 
Rogers received the admiring attention of 
all visitors to this room. Representatives 
in charge of the various displays of this 
company were: Simpson, Hall & Miller, 
Al Mottram, Holmes & Edwards, Mr. Clark, 
Wilcox & [versten, F. A. Spies, Watrus 
Co. and Wm. Rogers, ‘Charles Gaines, 1847 
Rogers Bros., Chas. MacConnell, and K. F. 
Hillard. 

* * Ok 

The Weidlich Bros. Mfg. Co. and the 
Weidlich Sterling Spoon Co. were held in 
the same room on the main exhibit floor 
and were in charge of William Weidlich, 
H. F. Hines, W. S. Lattimer and E. W. 
Ellison. This proved to be a very attractive 
place for the visitors at the convention. 
Congenial welcome was offered by those in 
charge and a beautiful display of attractive 
merchandise was shown. In the exhibit of 
Weidlich Bros. Mfg. Co. was shown the 
new Dutch silver pieces made by this com- 
pany and the new buffet sets in several de- 
signs. Also candlesticks, nickel silver 
plated pieces, lamps, books ends and gift 
novelties, The Weidlich Sterling Spoon Co. 
had a large line of beautiful designs in 
sterling bowls, pitchers, trays, etc, 

x * * 


The display of mesh bags made by Whit- 
ing & Davis Co. at this convention was the 
largest and most varied ever shown at any 
convention. C. C. Whiting and W. L. Rice, 
who were in charge of the display, were kept 
busy telling of the processes of manufac- 
ture of the mesh and bags, and listening to 
the myriad exclamations upon the marvelous 
achievements of this company in the manu- 
facture of mesh bags. More than 750 dif- 
ferent styles of bags in solid silver, nickel 
and solid gold were on display. Every 
visitor was interested in the specimens show- 
ing the process used which enables Whiting 
& Davis to make a mesh, the wire of which 
is a few thousandths of an inch in diameter 
and have every link hard soldered. The 
new Sunset mesh of various colors and varie- 
gated designs also attracted much attention 
and admiration. Every one, however, was 
especially impressed by a piece of silver 
mesh that measured 8% by 17 inches. ' This 
piece of mesh consisted of 119,850 links, 
made of wire .0085 inch in diameter and 
every link soldered. 

* * 

A line of china suitable to be shown in 
any jewelry store was shown by Pickard 
Studios, Chicago. The exhibit was in 


_ charge of Mrs. R. D. MacDonald, who rep- 


resents them in this territory. A complete 
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line of this firm’s china in hand painted de- 
signs and etched and gold encrusted was on 
display in vases, bowls, service sets and 
decorative pieces. 

* * * 

The Almco Lamp Co., Chicago, was show- 
ing a selected assortment of lamps suitable 
for the better trade, This exhibit was made 
in room 654 in connection with the Pickard 
display and was shown by R. D. MacDonald. 
Various finishes were shown in the desk 
lamp, table lamps and floor lamps. 

“a 

George A. Boergerhoff represented the 
Chicago Case Mfg. Co., Chicago, and made 
a complete showing of the concern’s line of 
Cresco jewelry boxes in room 679. This 
company also makes a line of sample cases 
and portfolios which were shown by photos 
and samples of material showing the quality. 

vere 

Kreis & Hubbard, Chicago, had a very 
large and varied assortment of parasols, um- 
brellas and canes on exhibition in the main 
hall and P. H. Merquillet was in charge of 














CNCINNar) 
WHOLE SAL p | 
JEWELERS 

AND «~ . 
MANUC TUE, 
ASSOCIATION 











COVER OF ENTERTAINMENT PROGRAM 


the display. The great feature of this line 
was the umbrellas covered with Jacquard 
Silk and mounted with hand carved bakalite 
sport handles. This new Jacquard silk comes 
in all colors and is an all-over pattern of 
flowers and fully guaranteed. 
x ok 

C. Fred Lockett, Columbus, Ohio, had 
an exhibit of odd shaped watch glasses in the 
main hall and was demonstrating his method 
of cutting these to the best advantage for 
fit and quality. Mr. Lockett also specializes 
on refinishing and laquering dials. 

* 


+ x 
Mr. Greer personally represented the 
Greer Mfg. Co., Atlanta, Ga. and was 


demonstrating his specialties for the work- 
shop in the main hall. He was showing 
the soldering pad and the many attachments 
for easy holding of articles while being 
soldered. This company makes a line of 





patented fish hooks which interested many 
of the jewelers. 
8 ae 
Jenning Bros., Bridgeport, Conn., were 
showing their line in room 462, one of the 
largest displays at the convention. The 
display was in charge of G. H. Linton and 
consisted of novelties of all kinds in finishes 
from bronze to gold. There were book ends, 
lamps, candle sticks, statues, frames and 
desk sets in great number and variety. Mr. 
Linton was also showing their line of Dutch 
silver in articles of the Dutch period. 
* ” * 
The Alvin Silver Co., Sag Harbor, N. Y., 
was represented by R. P. Pierce, New 
York, and had a beautiful display of their 
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MINIATURE LOCOMOTIVE WHICH ATTRACTED MUCH 


silver in room 562. 
the room and a long table down the center 
on which were samples of the extensive 
line manufactured. In the “Long-Life” 
plated line the New Luxor pattern was being 
featured. In sterling goods he was showing 
the New Richmond pattern in flatware and 
many styles of holloware, consisting of tea 
sets, candlesticks, plates pitchers and bowls. 
A large line of toilet ware in stering was 
shown and their new Jacqueline pattern 
proved the most popular with visitors. 
x * * 


The Waltham Watch Co. was represented 
at the convention by A. S. Flint, manager 
of retailer's department, J. M. Kelsey of 
the clock department, and W. B. Murphy, 
representative in the southwest. For the 
first time in five years a complete line of 
the fine clocks made by this concern was 
shown. The display consisted of hall clocks, 


mantle clocks, mirror clocks and _ table 
clocks. A general line of watches was 


shown but they were featuring the new 
1923 models of the Colonial series. These 
were shown from the little 714 ligne watch 
to the gentleman’s pocket watch. [n con- 
nection with the exhibit at the convention a 
contest demonstration was being made in 
the window of a clothing store here. A 





Tables were laid aroundTabard 


miniature railroad engine runs in this 
window 16 hours each day and thousands 
are figuring the distance that will be shown 
by the Waltham speedometer. 

* ss 


The Benedict Mfg. Co., East Syracuse, 
N. Y., had an extensive exhibit at the con- 
vention. A small display was maintained 
in room 278 of the main exhibit floor in 
charge of A. F. Saunders while a much 
larger exhibit was made in room 850 with 
Wm. A. Van Patten in charge. Salad 
bowls, candles, coffee sets, vegetable dishes 
and most all table holloware were shown 
in the Georgian and Adam patterns of the 
3enedict Period Plate. A large line of desk 
sets and smokers’ articles in Tabard Silver, 


How Many Mites Witt 
THis Locomotive Run? 


| 


mL 
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grass and Tabard Bronze, were 


shown. 
*x* * * 

Krank C. Shinn represented the United 
Jewelers, Inc., New York, at the convention 
and maintained an exhibit of the entire 
general line of the merchandise supplied to 
its members and was visited by all members 
attending the convention. Mr. Shinn was 
assisted at the convention by H. I. Bushe, 
general manager, and H. A. Ernshaw, adver- 
tising manager. 

x * * 

The Norris, Alister-Ball Co., Chicago, was 
well represented at the convention by 
Charles Slemmon and his wife. They were 
located in room 461 where they entertained 
visitors and told about the “Blue Book” 
and were showing the latest issue of the 
Blue Book Pictorial, a new monthly which 
they are issuing. Handsome blue leather 
key holders were the souvenir. 

* ” ~ 


A most interesting exhibit at the conven 
tion was that of the Associated Silver ™» 
Chicago, which was made in the main hall. 
In the presence of August Loch, of Pitts- 
burgh, Pa.; E. A. Barker, of Minneapol® 
Minn.; J. H. Booth, of Alton, Ill; D. © 
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Nelson, of Marion, O.; Charles Cornwall, of 
Athens, O.; Ernest Nichl, of St. Louis, Mo.; 
all as witnesses, they filled alike two show 
cases containing silverware with chemical 
compounds, which throw off the gases which 
tarnish silver and which have been a 
menace to the jeweler for so long. One of 
the cases was protected by the Yourex 
Anti-Tarnish Service. In the unprotected 
case, the silver tarnished badly in 24 hours, 
while in the protected case it remained per- 
fectly bright and in a highly salable con- 
dition. The witnesses all pronounced the 
experiment a perfect success and said that 
it showed conclusively that Yourex Anti- 
Tarnish Service would protect silverware 
from tarnish. Another attractive feature 
was the Yourex Radio, which is included in 
the service. By the use of this compound, 
the original lustre can be practically dupli- 
cated and then the Anti-Tarnish Service 
will preserve it. There also were present 
quite a number of jewelers who have been 
using the service for some time. They all 
enthusiastically endorsed it.. This service is 
the culmination of a series of experiments 
commenced 15 years ago by T. B. Lashar, 
vice-president of the Associated Silver Co., 
and adapted by him to closed silverware 
boxes, It remained, however, for the son, 
T. H. Lashar, since his graduation from 
Yale University several years ago, to perfect 
the idea to such an extent that it will pro- 
tect silver on display. 
x * 


The Richter & Phillips diamond firm held 
open house at their spacious quarters on W. 
6th St., where visitors were given a hearty 
welcome, and shown a wonderful exhibition 
of their wares. They are featuring new 
grey marble and ivory, and their very com- 
plete watch line. A feature of their enter- 
tainment was a souvenir, which consisted of 
a fine leather pocket book. Messrs. Richter 
and Phillips, assisted by their genial helpers, 
Messrs. Young, Thomas, Promnitz, Hart- 
man and Thomas formed the welcoming 
committee. 


x *K % 


The R. Wallace & Sons Mfg. Co., Wall- 
ingford, Conn., as usual at A. N. R. J. A. 
conventions, had one of the finest exhibits. 
It was in Room 762. The exhibit this year 
featured the Old English service pattern, 
known as the Wallace “Sheraton” service. 
In the production of this service the com- 
pany has built on an artistic foundation, 
which for more than a century has given 
delight and satisfaction to succeeding gen- 
frations. Sheraton was the apostle of the 
severe taste which followed the Rococo lean- 
Ings of Chippendale. Under the inspiration 
of Sheraton’s words and works, the R. Wal- 
‘ace & Sons Mfg. Co. has designed a ser- 
vice which embodies the characteristics of 
his most beautiful creations and the pieces 
are of such enduring plate that they will 
ecome treasured heirlooms for future gen- 
rations to use. The “Cleo” line of sterling 
toilet ware and “Vesta” line of grey 
oxidized finish were also shown, as was the 
orothy Q” plated flat ware line. The 
atter will be ready for delivery Oct. 15. 





The “Princess Mary” patterns in sterling 
silver also attracted considerable attention 
from the many guests who visited “San- 
dusky Bill,” who was in charge of the 
exhibit, assisted by his son. 
* * ok 

Keen interest js manifested in the Wal- 
tham-Post contest which centers around the 
miniature locomotive, 999, now running daily 
in the window of the Dunlap Clothes Shop, 
Vine Street and Arcade. Pictured on page 
156D is the Dunlap window, showing the 
miniature exhibit. H. E. Storey, conductor 
of the Big Four Hudson River Limited, is 
shown pushing the switch which started the 
locomotive on its trip. J. N. Lemon, special 


, passenger agent of C. C. C. & St. L., who 


formerly was ‘engineer on the original 999 
engine, witnessed the start of the contest and 
will be one of the judges. How many miles 
the little locomotive will cover is baffling the 
minds of hundreds of persons who gather 
daily around the window and make calcula- 
tions. The speedometer which was sealed at 
Waltham wil be opened by the judges at 
the close of the contest. Prizes include 
three Waltham watches which are also ex- 
hibited in the Dunlap window. The nearest 
calculation wins the prizes in their order. In 
case of tie equal prizes are offered. Con- 
testants may make as many calculations as 
they wish, but each must be entered on a 
separate coupon and sent to nearest jeweler 
or to The Post. The contest will end on 
Sept. 9. 








Review of the Silver Situation by 
G. A. Brock 


In the interest of the silver section of our 
business, I have taken the liberty of’ writing to 
the various members of the silver committee, and 
have received letters from nearly all of them. 
Walter Jaccard, of the Jaccard Jewelry Corpora- 
tion, replied quite comprehensively and it seems 
to me that most of the subject is condensed in 
his letter of July 12, which I am going to quote 
at some length. He believes as I do, that our 
principal difficulty is, first, from slow turnover, 
second, from a larger selling expense than is 
required in other lines, and third, insufficient 
profit. The third, of course, is covered by the 
first two; in other words, if we could have a 
quick turnover and somewhat reduce our selling 
expense, the gross profit is now sufficiently large 
to give us net returns on our investment. I 
quote as follows from Mr, Jaccard’s comments 
on Turnover: 

“I believe that any effort to increase turnover 
could not be successful unless there was unanimity 
of action and method by the retailers in which 
undoubtedly the manufacturers could join. At 
this particular moment, I am not prepared to 
lay out a plan as to what that action should be, 
but, offhand, it occurs to me that co-operation 
of all the retailers and manufacturers would have 
to be obtained to make a definite campaign which 
would include national advertising by manufac- 
turers, local advertising by retailers, and educa- 
tion of the retail clerks—all of which would be 
co-ordinated with ‘pertinent suggestions by the 
clerks,’ window displays, etc. It would seem to 
me that to successfully launch a campaign of 
this kind and maintain it, that it should all 
emenate from one central bureau under the di- 
rection of a committee constituting the best minds 
in our business.” 

In the matter of selling expense, he is unani- 
mous, with all other practical retailers, in the 
fact that a great part of the burden can be 
charged to free engraving. 
mented upon in the same vein by Frank Kind, 
Walter Buffington, E. J. Scheer, and nearly every- 
one who has given the subject thought. 

In the matter of profits, Mr. Jaccard only 
suggests that it might be possible to restore the 


This has been com-. 


discount to the original five per cent instead of 
two per cent, thereby slightly adding to our 
profits in that way. I might say that the Pacific 
Coast is now selling sterling silver hollowware 
on the basis of a mark-up of 70 per cent, or 41 
per cent on the sales. This, you will realize, 
is better than what has been decided upon by the 
factories, of a discount of 40 per cent on the 
sales, making an actual mark-up of 6634 per cent. 
The difference is not a large one, but where 
profits are at the vanishing point or beyond, any 
little additional saving is worth while. In my 
own judgment, this is as high as it is practicable 
to mark silver hollowware, and I also believe that 
silver flatware can be marked upon the same 
basis, without any reduction of the sales and a 
consequent improvement in the return to the re- 
tail jeweler. If it were possible to add to this 
the three per cent which we were deprived of 
some two years ago, it would go a long way 
to putting this sale of sterling silver on the right 
side of the ledger. The need of this additional 
profit is emphasized very strongly by the recent 
returns by the Harvard Bureau of Business Re- 
search, showing that the cost of doing business 
by retail jewelers has reached some 43.5 per cent 
for the past year. While this advance is appalling, 
it does not seem that we have quite reached 
the maximum cost as yet. Many of the retail 
jewelers are still enjoying the. benefits of old 
leases which have not yet expired, and when 
these leases do expire, and new ones are made 
the rent in very case will be in excess of the 
old rentals. 

I believe it is possible for many of us to im- 
prove our turnover by reducing stocks and by 
eliminating duplicates. In other words, most of 
us carry too many tea sets, or too many coffee 
sets, or too many patterns of flat silver, or too 
many candlesticks, and so on down through the 
line. 

By carefully eliminating the slowest sellers, by 
keeping a record of all of your stock and know- 
ing the slow movers, and as fast as they are 
detected eliminate them by. not re-ordering when 
sold—is probably one of the safest methods for 
arriving at a turnover and one that can be put 
into effect by a moderate amount of registration 
and attention to sales records. We believe the 
average store can take from 25 per cent to 33 
per cent from their stock in the course of a 
12 months’ period by carefully selecting the slow 
movers and wherever possible putting a reduced 
price on them and gradually eliminating them 
from stock entirely. This method, with proper 
attention to the reduction in the number of pat- 
terns carried, will soon show marked results in 
the appearance of the stock and also in the net 
profits, 


Mr. Jaccard has still further written me, under 
date of Aug. 12, enelosing a sample of a local 
advertisement for silverware, devoted mostly to 
showing the purposes and uses of the various 
pieces -in flat silver. We believe education work 
of this kind, carried out both on the part of 
the wholesale trade and also on the part of the 
retail trade, would arouse considerable interest 
in silver. It is generally known that well fur- 
nished houses are usually found more or less 
delinquent in the matter of table silver. They 
continue to use any old kind of silver, handed 
down from past generations, which does not har- 
monize with the home. It is usually from an 
old period and sometimes of a diversified num- 
ber of periods, Many would be pleased to change 
their silver if they were thoroughly convinced 
that the silver they were using was entirely out 
of place in their home. : 

With regard to the elimination of free engrav- 
ing, it is not my personal judgment that this 
can be done unless we have the co-operation of 
dealers in large cities, as well as the large manu- 
acturers who still continue to run retail stores 
and continue the practice of engraving free. 

This paper does not in any sense endeavor to 
solve the problems of our business, but I trust 
there may be enough suggestions in it to give 
food for discussion, and perhaps from the many 
minds at the convention something definite may 
be recommended for the future consideration and 
use of the members. 

I regret very much that it is not my privilege 
to be with you at this time, as I have not missed 
a convention for several years. The absence of 
the officers of Brock & Co. makes it imperative 
upon me to remain at the post at this time. 
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GORHAM 


159 
TEA. SETS 


COFFEE SERVICES 


The pleasant and gracious rite of Afternoon Tea is a firmly 
established function of American social life. Thus it needs the 
proper accessories. It must be served with Silver—Sterling Silver. 
It must be served with a Gorham Tea Set, one of the numerous 
beautiful patterns patiently developed by the designers of the Gor- 
ham Interests, and wrought generously and painstakingly at the 
Works of Gorham, Whiting and Durgin. 


82 TEA SEIS 


The Gorham Collection of Tea Sets is emphatically the finest 
and most extensive ever submitted to a critical trade, and intended 
for the use of the ever particular and highly discerning Hostess. 


7¢ COPPER SERVICES 


In this large assortment of choice patterns will be found a 
Tea Set or Coffee Service that will exactly suit any fancy and per- 
fectly meet any requirement. A Gorham Tea Set is an important 
element of family distinction, an heirloom of the finest type for 
future generations, an investment in the fullest sense of the word. 


The current standard patterns, though many in number, do 
not begin to express the facilities of the Gorham Interests. 
At the New York Establishment at 306 Fifth Avenue is to be 
seen an amazing collection of no less than 300 Sterling Silver 
Tea and Coffee Services. 
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HE recent advance 

in the price of 
platinum has made 
even more acute a 
situation that has been developing in the 
trade for many months and growing out of 
the differences in the alloys used by various 
manufacturers in making jewelry of so-called 
“hard platinum.” Many of our manufac- 
turers have adhered absolutely to the use 
of platinum and iridium in the production 
of their jewelry, making their hard platinum 
with 10 per cent. iridium, while others have 
used platinum alone with other metals as 
hardening agents. Still others use combina- 
tions of platinum-and palladium; sometimes 
with iridium as hardening agent and some- 
times with other metals within and without 


Platir.um of 
Various 
Combinations 


the platinum group. - 
The difference in the ingredients has 


caused a difference in the manufacturing 
cost which in return is reflected in the sell- 
ing price. This has been the reason for the 
apparent wide variation in prices of platinum 
jewelry for, as the price of platinum and 
iridium has gone up, the practice of using 
palladium with the platinum and_ using 
hardening agents other than iridium has in- 
creased, 

For this reason it is absolutely necessary 
for the retail jeweler who buys platinum 
to know exactly what he is buying in. order 
that he make no mis-representation to his 
customers. The generic name “platinum” as 
applied to jewelry does not mean the same 
thing in all cases, even though the articles 
to which it applies may all come properly 
within the provisions of the platinum laws 
such as are in force in New York and 
Illinois, at the present time, 

The use of palladium with platinum has a 
two-fold advantage to the manufacturer ; first 
the price of palladium is very much less 
than platinum (almost half) and secondly 
its specific gravity, also being less, greater 
bulk is obtainable in the same weight. The 
third element of advantage lies in the fact 
that in certain mixtures of palladium and 
platinum less iridium is required to harden 
it than is the case with platinum alone. 
There is no doubt, therefore, that an article 
made of a palladio-platinum combination 
hardened with less iridium or with another 
metal is different from an article made of 
pure platinum and iridium and the trade at 
large should take cognizance of these differ- 
ences both in their buying and selling. It 
is not a question of which is better or which 
is more legitimate. Articles made in these 
different ways are not the same in character 
nor have they the same intrinsic value. The 
retail jeweler who wishes to buy and sell 
palladio-platinum or platinum hardened 
otherwise than with iridium has a_ perfect 
right so to do. Sales of such articles are 
absolutely legitimate when founded on the 
knowledge by the customer and dealer as to 
what they are. But the jeweler who is 
thoroughly honest will not sell the two or 
more kinds of platinum lines under the same 
representations nor will he attempt to let 
his customer believe that in buying an article 
of a palladio-platinum mixture he is buying 
an article that is the same as the iridio- 
platinum lines heretofore manufactured 
generally and today continued by many of 
the leading firms. 

True, palladium is one of the platinum 
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metals as are also osmium, rhodium and 
ruthenium, but the two metals of the 
platinum group with which the manufacture 
of jewelry were identified in the past, 
have been platinum and iridium and _ to 
a large extent the word platinum in the 
minds of the ordinary jeweler and many 
of his customers, has embraced these two 
metals alone, 

The jeweler who wishes to continue sell- 
ing iridio-platinum alone might 
tiate his lines from other platinum by com- 
binations calling it “iridio-platinum” to his 
customers and letting them know that it 
contains these metals alone, and also let them 
know what advantages, if any, he thinks 
iridio-platinum may have over other com- 
binations. If he wishes to sell the 
other combinations, he should make it clear 
to his customers the difference between the 
two other than price, so that they should 
not be confused in believing one to be 
identical with the other. 

To remedy the confusion and in some 
cases the unfair competition that has fol- 
lowed the introduction of the various com- 
binations of platinum metals, proposals have 
been made to modify the platinum law so 
that the word platinum will cover the 
metal and element platinum alone, in com- 
bination with a certain amount of iridium 
and excluding all other metals of the 
platinum group. Such legislation, while 
greatly desired by a large element of our 
manufacturers and many of our dealers, may 
or may not be feasible owing to the many 
angles, scientific and technical, from which 
our legislators may approach the subject. 
Jut in the absence of legislation we feel 
that much can be done to end the confusion 
by clear designation of the metals with which 
platinum jewelery is made. If the retail 
jeweler will insist on having the manufac- 
turer state specifically what platinum metals 
are used, what hardening metal is used and 
the proportions of each, he will not only 
know what he is buying and be in a posi- 
tion to know whether he gets his money’s 
worth, but most important of all, he will 
be able to tell his customers exactly what 
he is selling and what they are getting for 
the money. The jeweler who buys without 
this information or does not want to know 
himself or give the information to his cus- 
tomers, is either an incompetent merchant 
on one hand or one who feels that in the 
uncertain meaning of the terms used, he can 
take an illegitimate advantage over a com- 
petitor. 

Honesty and safety lie only in a com- 
plete disclosure of the composition of 
platinum jewelry sold by the manufacturer 
to the dealer and by the dealer to the cus- 
tomer. 
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delegates and visitors to the 17th annual 


convention of the American National 
Retail Jewelers’ Association, held in 
Cincinnati, have returned to their re- 


spective homes: but the work done by 
this convention in the four days from 
Aug. 29 to Sept. 1, inclusive, has 
already started a new influence in the 
industry which will be fruitful of great 
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For truly, the proceedings of this con- 
Now In Stock 


vention (which in many respects was 
the greatest ever held by the organiza- 
tion and in total attendance was exceeded 


only by those held in New York and 
Chicago) were unusual in many ways 

Popular Designs 
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and will not become dry history with 
Let us fill your orders 
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the passing of time—a mere matter of 
record filed away in the archives of the 
association. They will mark an epoch 
in organization work and the starting 
of forces that will redound to the good 
of the trade as years go on. 

Of the many great things done by this 
convention, three should be given an 
important place, the first and foremost, 
of course, being the adoption of a code 
of ethics in business practices based on 
the “Golden Rule” of everyday life. 
This code of ethics which will be found 
in full on another page of this issue, 
we urge jewelers to read and re-read 
until they get an understanding not 
alone of the words adopted by the asso- 
ciation but of the big and broad principle 
of fairness and decency underlying them. 
The jeweler who will make this his guide 
in every day transactions of business life 
will lay the foundation not only for 
better relations between himself and his 
customers but for better understanding 
between him and his competitors and 
between the various branches of the in- 
dustry itself. That the retailers have 
taken the initiative and decided to “clean 
their own house” first, should be an in- 
centive to all manufacturers, wholesalers 
and importers to do likewise and to co- 
operate with the distributors of their 
products in making the jewelry industry 
one wherein the highest moral standards 
prevail. 

The adoption of the code of ethics like 
the passing of a law, does not in itself 
accomplish the object; it simply lays a 
foundation for concerted action by all 
that will bring about the results desired. 
The fact that it establishes standards 
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of practice for the industry where hereto- 
fore only personal standards prevailed, 
will be an incentive and a reason for 
all jewelers to fall in line. If they all 
do not do so it will at least give an 
opportunity to clearly differentiate in 
future between the “sheep” and_ the 
“goats” and allow the customer to decide 
the class of jeweler with whom it wishes 
to deal. : 

The adoption by the convention of 
the so-called “Indiana Tax Plan” was 
wise and most important to the industry. 
This method of getting after the legis 
lators and putting them on record im 
regard to taxes, so that the jeweler 
and other fair-minded citizen may be 1 
a position to cast his vote intelligently, 
has proved feasible in Indiana and will 
prove feasible in other States if the 
officers and members will work on the 
lines laid down, as the Indiana jewelers 
have shown that it can be done. It ' 
up to the others to follow. 


We are special distributors of 
Arch Crown Countings 
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Max Sikoff, 755 Gravesend Ave., Brook- 
lyn, has sold out to Linian & Cohen, 

Manasseh Levy of Manasseh Levy & Co., 
importers, 26 W. 36th St., just finished 
serving on the August grand jury. 

Goldstein Bros. have succeeded to the 
business of Edward Goldstein, 93 Nassau 
St., according to information made known 
last week, 

B. H. De Jong, importer of diamonds, 
has moved from 15 Maiden Lane, to 170 
Broadway, where he is now located in 
Room 1003. 

Jt was announced last week that Jacob 
Belenky, has bought the business hereto- 
fore conducted by Saul Belenky at 557 
Woodward Ave., Brooklyn. 

Jacob Schoen, diamond importer, 6 
Maiden Lane, together with his representa- 
tive, Edward Kittay, left this week for the 
middle west to visit the trade in that part 
of the country. 

According to an announcement made last 
week, the firm of Bosch, Wurms & Con- 
tent, Inc., 106 Fulton St., has been dis- 
solved, The business has been succeeded 
to by Boshch, Wurms & Co. 

Charles B. Katz, it was announced last 
week, has been added to the sales force of 
the Consolidated Watch Co., dealers in 
watches, 75 Nassau St. Mr. Katz will cal! 
on the local and suburban trade. 

Sigmund Cohn, importer and refiner of 
platinum, 44 Gold St., who has been in 
Europe since June, is expected back this 
week, having sailed last Thursday from 
England on the Nieuw Amsterdam. 

Upon the completion of the new building 
on the corner of Broadway and Fulton 
St, Benedict Bros., jewelers, now located 
at 195 Broadway, will occupy one of the 
large stores on the Fulton St. side. 

Englander & Leblang, Inc., manufacturers 
of flexible bracelets, gold and platinum 
chains and jewelry, formerly located at 141 
Canal St., have moved to 49 Maiden Lane, 
where they are now situated in Room 903. 

G. A. Buckmaster is now representing the 
Charles E, Hancock Co., in this city and 
the eastern territory. Mr. Buckmaster took 
over his new duties on Aug. 15. The local 
office of this concern is located at 334 
Fifth Ave. 

The Ten Commandment Jewel Co. is the 
name of a concern incorporated at Albany, 
N, Y., last week, with authority to engage 
in the jewelry business in this city. The 
capital is $10,000 and the incorporators are 
S. Cohen. A. Silk and R. Sterling. 

According to an announcement made last 
week, Lou Snyder, formerly of Lou Snyder 
& Co. Inc., retail jewelers, 1576 Broadway, 
has severed his connection with the above 
concern, The business is now being con- 


ducted by Louis Levitan, the other member 
of the firm, 
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Jerome Danziger, of S. Danziger & Son, 
diamond importers, 65 Nassau St., arrived 
in this city recently on the steamship 
Rotterdam, after spending six months at 
the firm’s foreign office. Mr. Danziger in- 
tends to return to Europe on Sept. 16 and 
has reserved passage on the Majestic. 

Samuel Lenkowsky, of Samuel Len- 
kowsky & Son, importers of diamonds, 71 
Nassau St., accompanied by his wife, is re- 
turning from Europe on the Homeric. He is 
expected to arrive in this city on Sept. 5. 
Mr. Lenkowsky is returning after a two 
months’ purchasing trip to the diamond mar- 
kets of Antwerp, Amsterdam and Paris. 

A fire engine on the way to a fire on W. 
150th’ St., last Wednesday skidded on the 
wet pavement and crashed through the win- 
dow of the jewelry store conducted by 
Mortimer Kane at 3797 Broadway. The 
driver of the engine in an effort to avoid 
smashing into a taxicab applied the brakes 
and caused the machine to skid into the 
window. The store was not open at the 
time of the accident but the window was 
completely wrecked, but fortunately no one 
was injured, 

Samuel Abeloff, diamond importer, 21 
Maiden Lane, sailed for Europe on Satur- 
day, Aug. 26, on the Majestic, accompanied 
hy Mrs. Abeloff. This is Mr. Abeloff’s first 
real vacation in 35 years and, while abroad, 
will combine business with pleasure. While 
he visits the foreign diamond markets, Mrs. 
Abeloff wili visit the watering places of 
Europe. During Mr. Abeloff’s absence, 
which will probably be for eight weeks, the 
junior member of the firm, “Si” Abeloff, 
will be in charge of the local office. 

An attempt is about to be made among 
the friends of the late L. T. Bontoux, a 
former well-known pearl dealer, to obtain 
subscriptions for a fund for the benefit of 
Mr. Boutoux’s widow and to help pay the 
debts of the estate with which she is 
burdened. Mr. Bontoux, who passed away 
a few weeks ago, at the age of 80 years, 
was at one time widely known in the precious 
stone and jewelry trades and had been asso- 
ciated with the business in this country for 
about 40 years, after coming to New York 
from France, his native land. At one time 
in his career, he was quite successful, but 
met with reverses in his older age and died 
penniless, 

A meeting of the creditors of Joe Cohen, 
retail jeweler, 407 E. 169th St., was held 


recently at the rooms of the National Jewel- . 


Roard of Trade 15 Maiden Lane. At 
the meeting, Mr. Cohen made several offers 
of settlement, one on the basis of 25 cents 
on the dollar payable 15 cents in cash and 
the remainder in two notes 5 cents and 
another offer on the basis of 20 cents in 
cash in full settlement of all claims. After 
much discussion, the majority of the cred- 
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itors present expressed their intentions of 
accepting another offer which was proposed 
on the basis of 25 cents cash. In a con- 
ference with Mr. Cohen he finally agreed 
to raise sufficient money to pay creditors 
25 cents on the dollar in settlement of their 
claims. Mr. Cohen owes creditors about 
$4,000 and has assets estimated to be worth 
about $800. 

Several days ago it became known that 
a man posing as a wholesale jeweler had 
passed worthless checks on several members 
of the trade. Sometime ago this man 
called on a watchmaker at 49 Maiden Lane 
where he expressed the desire of hiring 
desk room. He practically closed a deal 
with the watchmaker to take space in the 
latter’s office and had cards printed con- 
taining his name and also the address 
and telephone number of the watchmker 
from whom he had rented the space. The 
supposed tenant was to move in immediately 
but several days after his visit the watch- 
maker received a letter stating th-t he 
would not move in for several days a 
member of his family had died. Almost at 
the same time, the: letter was received, the 
watchmaker began to receive telephone calls 
from jewelers on the “Lane” and Fulton 
St. asking about the man who was going 
around the trade posing as a wholesale 
jeweler, It finally developed that this man 
had succeeded in obtaining a considerable 
amount of jewelry and paid for it with 
checks which later proved to be no good, 
Some of these checks were drawn on the 
Chatham & Phoenix National Bank, others 
on the Bank of the United States and still 
others on the Public National Bank, The 
trade is warned to be on the look-out for 
this man, who is described as being about 
5 feet 8 inches, weighing about 170 pounds 
and being about 35 years of age. He hada 
dark complexion, and a black moustache. 
He claimed to be in business at one time 
at 225 Canal St. and produced a card to 
bear out his statement. 

A Commercial Frauds Court came into 
existence in this city last Wednesday when 
it held its first session in the library of the 
Nistrict Attorney’s offi¢e. No cases were 
heard but applications were received for 30 
summonses, the applications coming chiefly 
from merchants who charge that they had 
been defrauded by other business men. Upon 
hearing the complaints, Magistrate George 
W. Simpson presiding, issued summonses in 
13 cases. ‘Hearings will be held on Sept. 
8 when the next session of the court is 
to be convened. The establishment of the 
Commercial Frauds Court was the outcome 
of requests which have been received by 
District Attorney Banton and Chief Magis- 
trate McAdoo. These requests came from 
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business men who asked for some practical 
method of handiing the practice of rendering 
false financial statements to obtain credit. 
In the future, all such complaints sent to 
the District Attorney will be turned over to 


the new Frauds Court. 
Fred E. Wuensch has severed his con- 
nections with the Altro Smelting & Re- 


fining Co., 112 John St. 

George If. Fahys, head of Joseph Fahys & 
Co., 15 Maiden Lane, has just returned from 
a month’s rest spent on a ranch in Wyoming. 

Roland Gsell, 15 Maiden Lane, ar- 
rived last week on the S. S. Paris after 
spending a few months at his factory, the 
Hafis Watch Co., Bienne, Switzerland. 

Mr. Eisen of A. Eisen & Co., 87 Nassau 
St., is expected to arrive on the Homeric 
Sept. 6 after a trip of three months to the 
diamond markets of Antwerp and Holland, 
where he made purchases for his concern. 

James L. Hand, jewelers’ auctioneer, 14 
Maiden Lane, has just completed selling out 
the stock and fixtures of the store of Holt’s, 
Inc., in Paterson, N. J. This is the fourth 
auction sale that Mr. Hand has conducted in 
the stores of this company. 

The assets of L. Druckerman & Co., 1672 
Broadway, were sold at public auction 
yesterday (Tuesday) by order of the United 
States District Court. The sale took place 
at the concern premises. The following 
merchandise was offered: Watches, rings, 
brooches, clock novelties, mesh bags, pearls, 
showcases, office equipment, etc. 

Involuntary bankruptcy proceedings were 
instituted last Thursday in the United 
States District Court, this city, against the 
Sylvan Novelty Co., Inc., jobber in combs 
and novelties, 625 Broadway. The only 
petitioning creditor was Rose Goldstein, who 
holds a claim for $638. On the same day 
the petition was tiled, Judge Mack appointed 
Charles Schongood as receiver under a bond 


of $500. The firm it is estimated has assets 
valued at $1,000 and liabilities totalling 
about $6,000. 

Edward Geoffrey Howell, secretary 


of the firm of Saunders, Meurer & Co., im- 
porters of diamonds, pearls and_ precious 
stones, 522 Fifth Ave., died last Wednesday 
at his home in Glen Ridge, N. J. At the 
time of his death, Mr. Howell was 41 years 
old and had been connected with the 
Saunders, Meurer concern for 20 years. 
This connection covered his entire business 
experience. Mr. Howell was an office man 
and had charge of the concern’s books. Mr. 
Howell was the son of Charles T. and Ella 
J. Howell. The funeral services were held 
Privately, 

The National Jewelers Board of Trade is 
distributing to its members, the September 
issue of the Confidential Rating Book. This 
hook contains 1.028 pages, 973 of which lists 
the names of firms engaged in the jewelry 
and kindred trades in the United States. 
The names of those engaged in the jewelry 
and kindred lines in Canada occupy 47 
Pages, while several pages in the back of 
the hook are given over to concerns en- 
fazed in the 5 and 10 cent store business 
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and perfume and premium houses, There 
are also several pages on commercial laws 
of the United States. 

Many of his old friends in the trade were 
grieved to learn last week of the death of 
Count Gyula de Festetics, an artist and 
sculptor who was for many years widely 
known as an enameler on jewelry. Count 
de Festetics, who was a Hungarian, came 
of a very prominent family, but seldom, if 
ever, used his title. For over 25 years after 
coming here, he did magnificent work in the 
enameling of jewelry for many of the lead- 
ing manufacturing houses and was _ con- 
sidered by them among the greatest of ar- 
tists in his line. He was 79 years old at the 
time of his death, Aug. 26, which was due 
to artero-sclerosis. He is survived by his 
widow, Mrs. Elsie Haven de Festetics, and 
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lation. The jewelry trade is well or- 
ganized; in fact almost over organized, and 
there is a tendency in the organizations 
of the many distinct and different in- 
dustries which compose the trade, as 
well as the industries of the various 
branches of the trade, to sometimes work 
at cross purposes or attack certain 
general questions from different angles. 
A national conference will be the means 
of laying down certain general principles 
or lines of action to be followed by the 
various organizations which should re- 
sult in a uniformity of proceedings that 
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During the eight months of this year, January to August 


3545 Pages of adverlising appeared in The Jewelers’ Circular 
1274 Pages of advertising appeared in the Next Largest Paper 


This clearly shows the overwhelming preference of adver- 
tisers for The Jewelers’ Circular which publishes nearly 3 
times as much advertising as any other jewelry journal 
and is used by over 43% more advertisers. 


The Jewelers’ Circular publishes more advertising and circu- 
lates more copies than the six monthly jewelry journals 




















a daughter. . The funeral services were held 
last Saturday. Of recent years, the Count 
had been a member of the sculpture studio 
of de Festetics and Nicholas, 69 W. 46th St. 

After an illness of several months, Wil- 
liam A. Keddie, dealer in jewelry at 3 
Maiden Lane, died on Monday evening at 
his home, 608 Chestnut St., Roselle, N. J. 
Mr. Keddie first became ill last November 
and in January complications set in which 
finally resulted in: his death. The funeral 
was held last Thursday from his late home 
and following the services, at which the 
Rev. Herbert England of Roselle and the 
Rev. Kenneth MacKenzie of Westport, 
Conn., a life long friend officiated, the re- 
mains were laid at rest in Evergreen Cem- 
etery, Elizabeth, N. J. Mr. Keddie was 
born on 22nd St., New York, on Feb. 22, 
1860, and had been affiliated with the watch 
and jewelry trades since July, 1873. He 
started his career in the jewelry trade with 
Henderson & Winter on Maiden Lane and 
later went into business with John E. Shep- 
ard. Some time later Mr. Keddie went with 
Phelps & Perry and then finally entered 
business again on his own account. About 
seven years ago, he located at 3 Maiden 
Lane, where he maintained an office and 
catered largely to a private trade. Mr. Ked- 
die was a member of the Royal Arcanum. 
The deceased is survived by a widow and 
one daughter, also a brother and three sis- 
ters. 


will show our trade to be one in thought 
when meeting attacks upon it or in fight- 
ing for legislative reform. 

These are three of the many matters 
of importance that occupied the atten- 
tion of the convention and a perusal of 
the complete report of the proceedings 
which appears in this week’s issue will 
show a number of others which stand 
out prominently in the addresses and dis- 
cussions which were of the most inter- 
esting and instructive character. But one 
criticism of the entire proceedings has 
been made and that is of a minor char- 
acter and related to the brevity of the 
treasurer’s report which did not show 
in detail the items of expense for which 
the various vouchers were drawn. But 
this can be easily remedied by a report 
sent later to the members which can give 
the information desired. 

Altogether, the high standard of the 
program, the importance of the proceed- 
ings, the serious and broad-minded atti- 
tude with which the various trade prob- 
lems were discussed, together with the 
perfection of the arrangements and the 
large attendance and the delightful enter- 
tainment, will make the 17th annual con- 
vention stand out in the memory of those 
who attended and in the annals of busi- 
ness history, as one of the most import- 
ant and worth-while trade meetings that 
has been held in the country. 
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Buy Advertising as You Buy Goods 


Dissipate whatever uncertainty may exist in your mind 
about what is the right price to pay for advertising space. 
Use the rule of the Dollar for price, and the unit of the 
Thousand for circulation, and you cannot go wrong in 
measuring the standard rate for advertising to the Jewelry 


Trade. 


The Jewelers’ Circular Rate’ 


$7.00 per page, per thousand copies 
guaranteed circulation | 





Apply the same principle to buying advertising that you use in buying 
merchandise. Compare cost with cost, quality with quality, quantity with 
quantity with quantity always guaranteed in the contract—and the result 
will give you the right answer. 


Judge the cost of advertising space by the 











price per thousand readers. That is the 


Seven Reasons for practical way to apply the rule of the Dol- 
Jewelers’ Circular lar for price and the unit of the Thousand 


for circulation. 
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; 4th —Greatest Purchasing Power circulation is based on page space being used each issue in the 
5 practically all the rated year. A somewhat higher price, but adjusted to the exceptionally 
dealers of the country low yearly rate, prevails for smaller space and for pages run for 
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Mr. and Mrs, Sidney T. Holt are spend- 
ing their Summer at Belmar, on the New 
Jersey Coast. 

Curtis R. Burnett, his wife and his daugh- 
ter, are spending their vacation at Lake 
Placid, in the Adirondack Mountains. 

Incorporation papers have been filed for 
the Apex Jewelry Mfg. Co., Inc., whose 
registered office is at 42 Walnut St. The 
registered agent is William Sturm, The au- 
thorized capital stock is $85,000. The in- 
corporators are William Sturm, Isadore 
Weinstein and Allen D. Harris. 

Newark police seek a young man who 
stole a tray of cheap watches from a counter 
in the Firemen’s Pharmacy at Broad and 
Market Sts. According to Thomas Davis 
of the store, the man had stood at the 
counter for some time, when he suddenly 
seized the tray and dashed through the door 
into Market St. and disappeared in the 
direction of Mulberry St. There were nine 
watches on the tray, ranging from $1.50 to 
$9.00 each. 

Both retail and manufacturing jewelers 
are watching with great interest develop- 
ments in the coal and railroad situation. 
Both feel that if these strikes were settled 
and miners and rail employees were back 
at work, business would be much better 
than it is, which of course, would mean 
an increased volume of trade for the jewel- 
ers. Many of the manufacturing jewelers 
either have not sent their salesmen on their 
Fall trips or have curtailed their trips 
because of the uncertainties of transportation. 

Frank La Coute of 157 Newark St. was 
arrested by detectives in connection with 
the reported assault and robbery of Moe 
Becker of 105 Court St., who lost a dia- 
mond ring and pin valued at $900. Becker 
picked La Coute from the line-up at police 
headquarters as the man who had robbed 
him. La Coute denied all knowledge of 
the affair, Before the robbery, Becker told 
the police, several efforts were made to get 
him to sell the jewelry. A_ stranger 
wanted to take the jewelry to a probable 
purchaser, he said. 

On account of the fact that a number of 
the most active members of the New Jersey 
State Retail Jewelers’ Association were in 
attendance at the National Convention at 
Cincinnati, there was no State association 
meeting for August. The Newark delegates 
to the National Convention will return by 
the middle of this week. Reports of the 
convention will be given at the September 
monthly meeting of the State association. 
It is likely that tentative plans for the 
work of the coming season will be con- 
sidered at that time. 








Trade Gossip 





_ The Napier Co., Meriden, Conn., is send- 
ing to the trade a broadside, displaying ad- 
vertisements that will appear during the 
coming months in Vogue, Vanity Fair, 
arpers’ Bazaar and THe JEWELERS’ Cir- 
CULAR, showing the advantages of a jeweler 
linking up ‘his store with this advertising 
campaign. The announcements in the 
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magazines will advertise the mesh bags, 
vanity cases, cigarette cases and flasques, 
for which the Napier Co. is noted and 
which will prove most salable goods for 
the holiday season, Mounted copies of all 
the advertisements will be sent to any 
dealer desiring to display them in his store. 
a a 

An extensive advertising campaign of 
sterling silver goods has been inaugurated 
by the International Silver Co., Meriden, 
Conn, Full page advertisements will ap- 
pear this Fall in eleven leading magazines, 
which will reach 5,000,000 readers, calling 
their attention to “International Sterling,” 
and focusing their interest on one single 
design in each announcement. The Inter- 
national Silver Co. has recently printed for 
the trade “The 1922 Help Sell Book” which 
reproduces a large number of advertisements 
on sterling silver that the jeweler can use 
for his newspaper advertising. Some are 
single column, some double column and 
some triple column. The book also shows 
various magazine advertisements and pages 
for brochure or catalog. Jewelers will 
find it to their advantage to send for a 
copy of this book and to link up their store 
with this big advertising campaign on ster- 
iing silver. 











Jt has been decided by the Retail Credit 
Men’s Association of Pittsburgh, to hold the 
annual dinner dance of the association at 
“The Pines,’ Oct. 30, 

Paul Barr is now with the S. Davis Co. 
in the capacity of road salesman. He for- 
merly was with Hall Bros. & Barr, being a 
member of that concern. 

D. F. Walton, of W. W. Wattles & Sons, 
has been on a pleasure trip in Canada, while 
C. W. Wattles, of the same firm, has been 
making an automobile trip through the New 
England states. 

Now that the coal strike is over in this 
section, the disposition of merchants, is to be 
patient to those engaged in business in the 
mining settlements. It will take about three 
pay days, some say, before merchants will 
begin to get into the position of obtaining 
money to meet their obligations. 

An involuntary petition in bankruptcy has 
been filed in the United States District 
Court against John K. Lutzke, Somerset, 
Pa., the claims of petitioning creditors, prin- 
cipally Pittsburgh concerns, amounting to 
$568. In the document filed, it is stated 
that Lutzke has admitted his inability to 
pay his debts. 

Nothing but the warmest of praise has 
been accorded the jewelers of Cincinnati for 
the treatment received at the national con- 
vention, on the part of Pittsburghers who at- 
tended it. C. M. Rihn, of the Terheyden Co. 
says he has been to the last six conventions, 
and the Cincinnati one, in point of treatment, 
etc., was$ a top notcher. Mr. Terheyden said 
the same. Pittsburgh had a delegation 
larger than usual, returning here last Satur- 
day morning two and a half hours late, but 
well pleased. 

Ludwig L. Kaufmann, of the Kaufmann 
& Baer Co., returned last week from a 
buying trip in Europe, where he found a 
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most interesting state of affairs. He said 
that in Germany and Austria, many of the 
stores in the larger cities are obliged to 
remain open but two and three hours a day, 
because of the fluctuations in the price of 
money. He says it is almost impossible for 
merchants to keep up with prices, on account 
of the money exchange situation, The 
stores can only keep open a short time, 
using the rest of the period to keep pace 
with the price of money. As a result Mr. 
Kaufmann says that in Germany, in particu- 
lar, the merchants do not appear to be 
anxious to sell to foreigners. 

Adolph Burg is confined in the Allegheny 
General Hospital, as a result of self-in- 
flicted injuries, following his attack on 
Louis Glazner, a New York jewelry sales- 
man in the Hotel Henry last week. It is 
said by the police that Burg inflicted wounds 
upon himself in an effort to escape arrest. 
Glazner was beaten badly by Burg. As the 
story goes, Burg threw the bed covers of his 
bed over a patrolman’s head when the latter 
attempted to arrest him, The officer dis- 
entangled himself from the bed clothing in 
time to reach Burg as the latter balanced 
on a window sill prepared to leap to the 
ground. Both Burg and Glazner were sent 
to the hospital, where Burg is under arrest. 
According to the police report, Burg slashed 
his own throat. 

Errors will creep into the newspapers, re- 
gardless of painstaking care. In the obitu- 
ary of the late Sam F. Sipe, published in 
last week’s issue of THE JEWELERS’ Circu- 
LAR, it was stated (and it was published 
everywhere the same) that’ Mr. Sipe’s 
father, the Rev. Aron Sipe, was a Metho- 
dist minister. That is not correct. His 
brother-in-law Mr. Moore has informed 
THE JEWELERS’ CIRCULAR Correspondent that 
Mr. Sipe’s father was a Meninite minister; 
that Mr. Moore and Mr. Sipe were mar- 
ried about the same time. Mr. Sipe’s father 
died when he was six years old. It also was 
stated that the grandchildren left, three of 
them, were sons of C. Glenn Sipe. One 
of the children is the son of Samuel Moore 
Sipe, deceased. There are two Samuel Sipes 
among the grandchildren, the other being the 
son of C. Glenn Sipe. 

The Postal authorities at Washington have 
again notified the trade of the numbers of 
stolen money orders, together with the dates 
and offices from which they were stolen. 
This is done for the purpose of assisting in 
catching the thieves, who might present them. 
The orders as stated, follows: Newville, 
Alabama, Nos. 26512 to 26600, inclusive. June 
27, 1922; Armstrong, Illinois, Nos. 16971 to 
17000, inclusive. June 16, 1922; Beckemeyer, 
Illinois, Nos. 34352 to 34400 and 34801 to 
35000, inclusive. June 24, 1922; Holcomb, 
Illinois, Nos. 11276 to 11400, inclusive. June 
26, 1922; South Bend, Sta. 7, Indiana, Nos. 
54758 to 54761, inclusive. July 13, 1922; 
Andrew, Louisiana, Nos. 2191 to 2200, in- 
clusive. June 22, 1922; Wesson, Mississippi, 
Nos. 129596 to 129600, inclusive. June 22, 
1922; Little Genessee, New York, Nos. 19995 
to 20000, inclusive. July 4, 1922. Saint 
Lawrence, New York, Nos. 3001 to 3200, in- 
clusive. July 6, 1922; Haslet, Texas, Nos. 
5601 to 6000, inclusive. July 9, 1922; Swan, 
Texas, Nos. 12423 to 12600, inclusive. June 
18, 1922; Kenosha, Sta. 3, Wisconsin, Nos. 
82476 to 82600, inclusive. July 17, 1922. 








166 THE JEWELERS’ CIRCULAR September 6, 1922, 








Dili 
A RELIABLE THIN WATCH 


SUARANTEEO ay 


ILLINOIS WATCH COMPANY 
SPRINGFIELD 





Che PATRICIAN «= « 
among TIMEKEEPERS 


C Yho 
IMUlini 


VERY FINE EXTREMELY THIN 
12 SIZE MODEL 


Bilinvgis 








DESIGNED for MEN 





<= >> 








HESE watches are adjusted to § positions and 


contain 21 extra quality ruby and sapphire jew- 
els; special tempered compensating center arm 
balance having gold screws including timing 
screws; adjusted to temperature and isochronism; 
Brequet hairspring; double roller escapement; hardened and 
polished steel escape wheel; patent Illinois superior motor bar- 
rel, both pivots of barrel staff operating in sapphire jewels; 
patent recoil bar and pinion click; concaved and polished wind- 
ing wheels; perfect pendant setting mechanism of exceptional 
simplicity, entirely in movement; snap bezel, inlaid enamel 
figured dial. 
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14K Green Gold Cases Only 


Consumers’ Prices 





14K Green Gold Plain Bassine - - . - $140.00 
14K Green Gold Plain Directcire, no cap - - $150.00 
14K Green Gold Engraved Directoire, no cap - $160.00 
Side View Shows 14K Green Gold Plain Empire with cap — - - $155.00 
Extreme Thinness 14K Green Gold Engraved Empire with cap - $165.00 


All “Illini?” Watches Timed and Rerated in Their Cases 
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Chicago Notes 


D. F. Sullivan, of D. F. Sullivan & Sons, 
Minneapolis, Minn., was in Chicago last 
week, 

D. I. Dunn, of L. H. Schafer & Co., is 


spending a week in the northern woods of 
Michigan fishing. 

I]. Plax of I. Plax & Co., 171 N. State St., 
left recently for a business trip through the 
northwest territory. 

Emil Noel, left with his family last week 
to spend a week at Bass Lake, Ind., fishing 
and visiting with friends. 

Wm. Shapiro, of Louis Mannheimer & 
Bros., left last week for the Pacific Coast 
where he will spend about seven weeks call- 
ing on the trade. 

A. W. Wittstein, of the Schrader-Wittstein 
Co. returned last week from a short husi- 
ness trip through Indiana,eand reports con- 
ditions improving, 

J. H. Crawford, of J. W. Forsinger Co., 
returned from a business trip through the 
east and northeast, and reports business con- 
ditions improving. 

M. M. Goldsmith, manager of Goldsmith 
Bros.. Smelting & Refining Co., returned to 
Chicago last week from a fishing trip on the 
lakes of Wisconsin. : 

Jules Schwob, of Adolph Schwob, Inc., 
visited with J. W. Tice, their Chicago man- 
ager for a day last week on his way home 
from the northwest. 

Earl Stamm, of the Dueber Watch Works, 
left this week for New York, where he 
expects to spend about five weeks visiting 
the trade through the east. 

Geo. E. Fahys, President of Jos. Fahys & 
Lo., New York, passed through Chicago last 
week on his way home from Wyoming 
where he spent a month resting. 

Will S. Manheimer, of the New York 
office of Louis Manheimer & Bros., arrived 
in Chicago last Saturday and spent several 
days here visiting with his brothers. 

CL. Caliger, who recently associated 
himself with the Blauer-Goldstone Co., left 
last week on his initial trip for this concern 
through Jowa, where he is well known. 

S. H. Clausin of S. H. Clausin & Co., 
Minneapolis, passed through Chicago one 
day last week en route to Toledo where he 
will visit with friends for several weeks. 

“Billy Lamb, of Geo. H. Fuller & Son, 
left last week accompanied by his wife, for 
his Pacific Coast territory where he expects 
0 call on the trade for the next six weeks. 

_, olomon Joel, of Milwaukee, Wis., spent 
veral days in Chicago last week making 

Preparations for an auction sale which he 
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expects to hold shortly to close out kis entire 
business. 

R. O. Hinton, Chicago manager for the 
E. Howard Clock Co., Columbus building, 
left recently for Terre Haute, where he is 
installing a time system in the Indiana State 
Normal School. 

W. P. Reichert, Canton, Ill., and Krank 
Hoerr, Mankato, Minn.; spent a few days 
here last week visiting the markets before 
leaving for New York, where they will look 
over various lines, 

J. H. Stouffer, of J. H. Stouffer & Co., 
accompanied by his wife, left this week for 
a motor trip through the northwest, They 
will stop and visit for a few days with his 
sister in northern [llinois. 

George Neuhoff, Jr., of Heffern-Neuhoff 
Jewelry Co., St. Louis, Mo., passed through 
Chicago last week on his way home from the 
east where he has been spending sometime 
combining business with pleasure, 

Paul Gruen, of Rettig, Hess & Madsen, 
left last week for a two weeks’ business trip 
through Michigan. He expects to spend a 
couple of days at Mackinac Island recover- 
ing from a severe attack of hay fever. 

W. C. Schumann, of the Leubusher- 
Schumann & Co., left last week on a four 
weeks’ business trip over his territory. 
Steve Leubusher of the same firm, is making 
a short business trip through Wisconsin. 

Meyer Goldsmith, of the New York of- 
fice of the Goldsmith Bros., Smelting & Re- 
fining Co., spent a day at the Chicago office 
of this concern on his way home from Can- 
ada where he spent several weeks resting. 

The C. & E. Marshall Co. has been suc- 
cessful in securing the exclusive distribution 
of a new electric soldering machine, on 
which U. S. Patents were recently issued to 
Perry N. Nelson, of the Nelson-Spencer Co. 

H. Sandstrom, Heyworth building, re- 
turned last week from a two weeks’ pleasure 
trip through northern Minnesota. While 
spending a day at a small lake near Brain- 
erd, Mr. Sandstrom captured the prize on 
high swan diving. : 

C. P. Dungan, of the International Silver 
Co., returned last week with his wife from a 
two weeks’ motor trip through Michigan, 
After remaining here for a few days Mr. 
Dungan, left for the northern woods of Wis- 
consin to spend the holiday fishing. 

J. L. Braude, of Emil Braude & Son, will 
leave on Friday of this week for New York, 
where he will remain for a couple of weeks 
looking after business interests. H. L. 
sraude of the same concern, is spending a 
couple of weeks at South Haven, resting. 

M. M. Shaffer, manager for Swartz Bros., 
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returned last week from an extended pleasure 
trip to the Rocky Mountains. While in 
Colorado Mr. Shaffer attended a golf tourn- 
ament and was successful in bringing home 
the prize trophy which he got on a score of 
82. 

Karl E. Marshall, of the C. & E. Marshall 
Co., Louis DeHart, sales manager of this 
concern, and John Dauber, manager of the 
Columbus, O., branch, spent the past week at 
Cincinnati, O. attending the American Na- 
tional Retail Jewelers’ Association’s Con- 
vention, 

Gene Kiger, of C. A. Kiger & Co., Kansas 
City, accompanied by Mrs. Kiger, spent a 
couple of days in Chicago on their way to 
New York, and the White Mountains where 
they will rest for a couple of weeks. Mr. 
Kiger expects to stop off in Chicago on his 
way home. 

Henry Krauss, who formerly was asso- 
ciated with his brother Leo Krauss, at 
Indianapolis, is opening a new retail jewelry 
store at South Bend, Ind.. Mr. Krauss has 
been spending the past week in Chicago buy- 
ing stock for the store which he expects to 
open about Oct. 1. 

Friends of Milton Hess, vice-president, of 
the National Railway Time Service, will be 
glad to learn that he is getting along very 
nicely after being operated on for appendici- 
tis. He has been contined at the Wesley 
Hospital for the past two weeks and is now 
recuperating at his home. 

Daniel N. Rothschild of Rothschild Bros., 
12 N. Michigan Ave., is suffering from a 
broken left arm, that he received when he 
made a misstep and fell from the second 
floor to the first floor of his home one eve- 
ning last week. The arm is broken in two 
places below the elbow and Mr. Rothschild 
is carrying it in a plaster cast. 

Alexander Eulenberg, outside representa- 
tive and junior member of the firm of John 
Eulenberg, Heyworth building, completed 
a 450-mile bicycle trip last week to the 
Mississippi River and return. Mr. [ulen- 


berg, left a week ago with a couple of 
friends, to rough it, sleeping each nicht 
either in a hammock or a haystack. He said 


the experience was wonderful but he 
wouldn’t try it again. 

Martin Lenz left last Friday with his 
family to motor to Indianapolis, where he 
will visit his brother and sister-in-law. Mr. 
& Mrs. Karl P. Lenz. Mrs. Karl P. Lenz, 
recently was appointed as assistant U. S. 
attorney for the Indiana district. 

Geo. A. Armstrong, of the Sandfelder 


Corp., returned recently from a seven weeks’ 
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Platinum, Gold, Silver and Soft Soldering 4 


Quickly and Easily Done on the MAR-VEL ELECTRIC SOLDERING MACHINE 
MAR-VEL TRANSFORMER Produces SIX DISTINCT Units of Heat 






































The Most Remarkable In- | ty oR MORE RANGES of heat can be ob- The 

vention of Recent Years tained from each heat unit by soldering the work Ori ° l 
A wonderful saving of time and on different places on the carbon. igina 

sy f jewelers < tom- , ; is : 

salad eee ae The greatest heat in each heat unit is obtained on and 

‘ ; carbon directly over post, the farther from center 
We have siven this machine one of carbon soldering is done, the less heat is ob- Perfected 
vear’s test by jewelers in dif- tained. ae 
ferent parts of the country. The Life Guarantee 








results have been so gratifying 
that we now offer this machine 
to our customers with the ut- ONE CARBON 
most confidence. ONLY required to 
solder successfully all 
classes of work. For 
the convenience of our 
customers, we furnish 
two sizes of carbons, 
the extra carbon with- 
out extra charge. 
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It does hard or soft soldering. 
Work prepared in usual way— 
not necessary to remove stones 
from rings. Spectacle bridges 
can be soldered without remov- 
ing lenses or even zylo rims. En- 
ameled emblem rings sized with- 
out danger to enamel. 


The Mar-Vel Works Like a Charm 
Absolutely Shock-Proof 


No. 42562 ia> Pm 
Mar-Vel Electric Soldering Machine 


Complete with foot switch, 2 car- 
bons, copper tweezer and point 
and full instructions 


$75.00 6% Cash 


Or Deferred Payment Plan, $7.50 with order 
and $7.50 per month for 9 months. 















For 110 Volt 
60 Cycle Alternating 


Current only 

































































Soldering Ring . Soldering Spec Bridge Soft Soldering Soldering Ladle 
Not necessary to remove stones; The speed with which a spec. Remove carbon electrode with For gravy ladle set heat at 2 and 
the job is done before heat reaches bridge can be soldered makes it holder and use post for contact 3 and note speed job is done. Sil- 
them. Set heat levers on 2 and 2 unnecessary to remove the zylo for light work. Heavier work can ver requires relatively more heat 
for medium shanks, heavy shanks rims or even the lenses. be done on carbon with heat set at than gold and you still have : 
2 and 3. Solders enameled emblem 1 and 1, higher heat (3 and 3) to fall bac 
rings with perfect safety. on for heavier pieces. 


WARNING Letters Patent No. 1426311 have been issued to the manufacturer of the Mar-Vel Electric Soldering Machine, cov- 
ering Jewelry and Optical Soldering by electricity, and this company, together with patentee, intend to fully pro- 
tect our interests against all parties making, selling or using—infringing machines. 
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THE C.&E. MARSHALL CO. 


TDETROIT, MICH. CHICAGO COLUMBUS. O. 

















A- GREATER VALUE A GRPEATER SERVICE 
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business trip, going through the east. 

Sol Hess, of Rettig, Hess & Madsen, re- 
turned last week with his family from a 
weeks’ motor trip through Wisconsin. 

Charles P. Woodbury, vice-president of 
Cady & Olmstead Jewelry Co., Kansas City, 
Mo., spent several days in Chicago last week 
visiting with friends. 

M. A. Kansteiner, Heyworth building, is 
making a 10-day motor trip to St. Louis and 
back. He ils making all towns en route and 
will combine business and pleasure. 

Henry H. Evans, of the C. & E, Marshall 
Co., left last week for his territory, after 
having spent the past two weeks in Chicago 
challenging all his friends to a game of golf. 

Harry Egerter, in charge of the material 
department for the C. & E. Marshall Co., 
returned last week with his family from a 
two weeks’ visit at his old home in Pitts- 
burgh. 

John M. Walsh and Maurice M, Prindi- 
ville, of the Harry J. Baby Co., are spend- 
ing three weeks touring through Canada 
camping, fishing and recuperating after a 
slight illness. 

The Goldsmith Bros., Smelting & Refining 
Co, has purchased the additional space 
within the square block of their factory. 
Plans are now being drawn to build a large 
addition to the smelting plant, and the cop- 
per sulphur building. A new furnace and 
crushing building will also be built. It is 
thought by officials of the company that 
work on the new building will commence 
within a month. 

One of the most enthusiastic and success- 
ful meetings of the Central States Hall 
Mark Club of the United Jewelers’, Inc., was 
held at the Sherman Hotel, Chicago, on 
Monday and Tuesday of last week. When 
C. I. Josephson, of Moline, President of the 
Club called the meeting to order more than 
) members were present. A strictly dusi- 
ness meeting was held, and at noon Tues- 
day.a luncheon was given. An address was 
made by H. I. Bushe, general manager of the 
company, also by Harry Earnshaw, of Bos- 
ton. C. B. Brown of Omaha, delivered a 
very interesting talk about “Service” that 
was thoroughly enjoyed. Tuesday evening 
when the meeting ended a large majority of 
the jewelers left for Cincinnati, to attend 
the American National Retail Jewelers’ Con- 
vention, 

Among the out of town visitors in Chi- 
cago last week were: A. Wiegand, of 
Wiegand Bros., Racine, Wis.; Albert Brown, 
Lincoln, Ill.; Mr. White, of the White 
Jewelry Co., Litchfield, Il1.; Chas, A. Smith, 
Farmington, lll.; H. E. Volkman, of H. E. 
Volkman & Sons, Kankakee, Ill.; W. P. 
Reichert, Canton, Ill.; C. B. Brown, Omaha, 
Nebr.; A. E. Wuestermann, Champaign, 
IIL ; Fred W. Wehler, Algona, Ia.; Mr. Wil- 
liams, of Williams & Co., So. Haven, Mich. ; 
C. I. Josephson, Moline, Ill.; W. F. Kirk- 
patrick, St. Joseph, Mo.; H. F. Steck, Owos- 
* Mich. ; Robert Kiep, of R. P. Kiep & 
". Joliet, 111.; Louis Yeoman, Waukegan, 
tat, F. Odell, Quincy, Ill.; F. E. Hol- 
Net of F. E. Holsten & Son, Alliance, 
“Or; A. Sturgell, Tuscola, I!l.; Wm. D. 
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Triplett, Ironwood, Mich.; John Westphal, 
Washington, Ia.; Hal P. Smith, Logansport, 
Ind.; E. C. Lay, Laporte, Ind.; C. Bagley, 
Duluth, Minn.; Frank Mayer, So. Bend, 
Ind.; Fred Hewes, Beloit, Wis.; Louis 
Yaseen, Chicago Heights, Ill.; Miss Rubens, 
of Rubens Dept. Store, Waukegan, IIl.; M. 
E. Mackey, Waukegan, IIl.; Carl Burchet, 
Kirksville, Mo.; Jos. Levine, Elkhart, Ind.; 
L. Fash, La Crosse, Wis.; Emery Munson, 
Mendota, I[Il.; A. V, Eckman, West Fox 
Lake, Ill.; A. Block, of the Block Jewelry 
Co., Milwaukee, Wis.; A. H. Bolender, 
Rockford, IIl. 

A bowling team has been organized be- 
tween eight of the wholesale houses here 
with five men on each team, This will be 
known as the Jewelers’ Bowling League. 
At a meeting held last Thursday evening: in 
the office of D. E. Newman, Silversmith 
building, the following officers were elected: 
President, W. Harris, of the Norris, Alister- 
Ball Co.; vice-president, C. F. Gerstner, of 
Otto Young & Co.; secretary and treasurer, 
D. E. Newman, Silversmith building. The 
captains selected for the various teams are: 
W. M. Selberg, of Olsen & Ebann; C., F. 
Gerstner, Otto Young & Co.; D. E. Newman, 
of D. E. Newman Co.; E. Borchers, of C. 
Borchers & Son; W. H. Ellefsen, the C. & 
E. Marshall Co.; A. M. Bauer, of the 
Norris, Alister-Ball Co.; C. Willecke, of A. 
Quint & Co.; and A. C. Becken, Jr., of 
A. C. Becken & Co. A series of cash prizes 
will be awarded to the high team game, 
high team series, nightly individual high 
score, individual prizes, high in series; and 
high individual games. Alleys at the 
Mohawk Billiard & Bowling Hall, 518 W. 
North Ave., have been engaged for every 
Thursday evening commencing with Sept. 
14 until April 23, 1923. An invitation is 


extended to all in the trade to witness the 
games. 











“Dr.” Hobbs, is relieving in the watch re- 
pair department of the Hess & Culbertson 
Jewelry Co., during the absence on his vaca- 
tion of Charles Ens. 

The retail jewelry sales in July, accord- 
ing to the latest monthly report of the Fed- 
eral Reserve Bank for this district, fell be- 
low those of June, but averaged 10 per cent. 
larger than July, 1921. Diamonds and other 
gems are being bought more freely. 

Morris Eisenstadt, president of the Eisen- 
stadt Mfg. Co., and also president of the 
Jewelers’ Publicity Association, and George 
Hess, president of the Hess & Culbertson 
Jewelry Co., were over in Cincinnati last 
week attending the annual convention of the 
American National Retail Jewelers’ Associa- 
tion there. They were there in the interest of 
their association. 

Walter Lawmann, of the Hess & Culbert- 
son Jewelry Co., and Mrs. Lawmann, will 
leave Saturday night for a months’ pleasure 
trip through Oklahoma and Colorado. They 
will spend some time in Tulsa and Denver. 
“Judge” N. P. Logan, as he is called by his 
friends, a director in the Hess & Culbertson 
Jewelry Co., and also president of the Ki- 
wanis Club, is busy planning for the annual 
outing, which the club gives to the children 
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of the Christian Orphans Home. This out- 
ing this year will take place on Sept. 16 and 
will be in Forest Park. 











& Sons, 900 
Chestnut St., was in New York last week 
on business. 

William C. Williams of 
O’Bryon, watch materials, is 
Avalon, N. J. 

A number of local jewelers were closed 
on Labor Day, Sept. 4, and spent the holiday 
at the seashore. 

Max Gordon, a member of the firm of 
Aisenstein & Gordon, 712 Sansom St., was 
in New York Aug. 29 on business. 

W. H. Hurlburt, of H. O. Hurlburt & 
Sons, 813 Chestnut St., is away on an au- 
tomobile trip. He will visit Buffalo and 
Canada, 

K. Berkowitz, manufacturing jeweler, with 
offices in the A & G building, 712-714. San- 
som St., was in New York last week on 
business. ~niy 

Martin Sagorsky of I. Sagorsky & Son, 
diamond merchants, 820 Chestnut St., at- 
tended the meeting of Pennsylvania Retail 
Jewelers’ Association held at Altoona, Pa. 

W. G. Snellbaker, Pittman, N. J.; Ben- 
jamin Dubois, Royersford, Pa., and S. 
Freshman of Altoona, Pa., were among the 
out-of-town jewelers who visited Philadel- 
phia last week. 

David Atlas, 721 Sansom St., is making 
alterations to the first floor of his build- 
ing. A large room in the rear which was 
formerly occupied by K. Berkowitz is being 
converted into four offices. 

Chestnut St. business men who, together 
with Mayor Moore, put up a fight to pre- 
vent the Western Union Telegraph Co. 
from laying a conduit in Chestnut St. have 
been unsuccessful. The company was 
granted a writ of mandamus compelling the 
Mayor to sign an agreement and permit 
authorizing the company to continue with 
the work of laying the conduit. 

George C. Child & Co., 105 S. Ninth St., 
will soon move to Germantown, The firm 
will soon be compelled to move from its 
present location in the Continental Hotel 
building because it is to be razed to make 
way for a modern hotel building. The 
Child firm is building a one-story brick 
building at 5022 Morris Ave., Germantown, 
which it will occupy in the near future. 

Among the salesmen who were in Phil- 
adelphia last week were David Zimmern of 
H. Zimmern & Co., New York; Leo Henle 
of Sussfeid, Lorsch & Schimmel, New 
York; J. Glazer of the K. K. Importing 
Co.. New York; M. Wilson of the Plain- 
ville Stock Co., Plainville, Mass.; J. Leon- 
ard of E. L. Spencer & Co.; and Mr. Will- 
jams, manager, of the New York office of 
the Waltham Watch Co. 


Charles H. 
resting at 








G. C. Hooper is starting in the jewelry 
business at Ocala, Florida, after having been 
employed as watchmaker for the past four 
years in one of the local stores. He was 
formerly in business in Baltimore, Md., but 
has been working at the bench in the South 
since 1916. 














1. J; 
tend a business meeting. 
J. Hi. Spiro is expected back from a busi- 


Gute has left for Chicago, to at- 


Portland, Ore. 
is announced of A. W. 


ness visit to 

The death 
jeweler of San Bernardino, Cal. 

W. G. Brown, retail jeweler of Monmouth, 
Ore., has discontinued his business. 

William Davidson, who is leaving for Los 
Angeles, reports that business 1s good. 

Frank A. Priesmeyer, formerly of  S. 
Nordlinger & Sons, Los is in this 
city. 

J. Macowsky of the San Francisco 
Jewelry Co., has sold his business to Hill 


3ates, 


Angeles 


Goldwater. 

Morris Mayer and Stanley Beard 
covering the Valley territory for Mayer & 
W einshenk. 

Miss B. H. Stansbury, secretary of the 
Alphonse Jeddis Co., is enjoying a visit in 
southern California. 

B. I. Griffin of the Green-Griffin Co., 
Boise, Idaho, visitor to the 
San Francisco trade. 

George F. Miller has just returned from 
the northwest visited in the in- 
terests of the Gorham Co. 

red B. Lewis of the Lewis Jewelry Co., 
Long Beach, Cal., has sold his interest in 
the business to G. C. Lewis. 

C. M. Elies of the Flies Honolulu, 
T. H., is in the city, en route for New York 
whither his wife has preceded him. 

liorace H. Allen, Coast manager for the 
Oneida Community Ltd., is expected back 
from a business trip to Los Angeles. 

\V. Il. Kineade, recently from Arizona, 
has opened up a watch making and repair 
shop in the John Good building, Clovis, Cal. 

Adolf Koshes of the Los Angeles office 
of the California Jewelry & Loan Co., is in 
town for a few days, calling on the home 


are 


was a recent 


which he 


Co., 


office here. 

C, F. Manahan, jeweler, Pasadena, Cal., 
spent several days visiting friends here, with 
his bride, on their return motor trip from 
Portland, Ore. 

Abraham Rosenthal of the California 
jewelry Co., San Diego, Cal.. has published 
notice of the sale of the stock, jewelry, etc., 
to A. Tenenbaum. 

I. T. Willis of the Burr W. Freer Co., 
has left for the south, from which E. C. 
Prentiss has just returned. He reports a 
satisfactory business. 

I, A. Moore, representing the R. F. Sim- 
mous Co. was due here on Aug. 18, but 
was held up by a strike and was late in ar- 
riving, but he is here now. 

George L. Henderson who was for a num- 
ber of years with the Elgin Watch Co., has 
purchased the store and business of the P. 
Olivier Co., Escondido, Cal. 

W. H. Jones, a recent arrival in Santa 
Clara, Cal., from Livingston, Mont., has 
opened up a jewelry and watch-repairing 
store in Franklin St., Santa Clara. 

Irving S. Bock, outside salesman for S. 
Wurheim, is visiting a number of California 
watering places. S. Wurkheim has just re- 
turned from a sojourn in Lake County. 

Marcus Wright and S. I. Samish, 472 
12th St., Oakland, Cal., have published 
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notice of dissolution of partnership. 
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Marcus 
Rice continues under the former style of 
“M. Rice Co.” 

The stock of jewelry and watches, left in 
La Verne, Cal., by R. H. Harmon, has been 
sold to J. H. Hase from Los Angeles who 
will make changes in the store and expects 
to open early in September. 


Kdson Adams, president of the [Edson 
Adams Co., states that business is greatly 
improved. This betterment is being ex- 


perienced by the home office here and by 
the firm’s men on the road. 

Wholesalers are unanimous apparently in 
stating that business has taken a turn for 
the better. Orders are coming in briskly and 
jewelry men, in all lines, are looking more 
cheerful than they have done since the re- 
construction period set in. 


A number of well-known members of the 


trade are visiting Los Angeles and other 
southern California points. They are: 
William Fulton, member of the firm of 


Kee & Kirski; Jess King, Al Banard, and 
Julius Wise. On his return from the south, 
Jess King will visit the northwest. 

The sales department of A. I. Hall & Son 
has inaugurated a series of mectings, the 


first of which took place on Saturday, 
Aug. 26. These meetings are held in the 


Ladies’ Rest Room, a structure erected by 
A. I. Hall & Son on the roof of the Jewelers’ 
building for a noon rest and lunch room. 
Among the California jewelers calling on 
the trade this week were: A. G. Prouty, 
Napa; C. P. Jacobs, Vallejo; Mrs. Herbert 
Rappe, wife of Herbert Rappe, Watson- 
ville; Joseph Cohn, Marysville; H. Borchers 


and Mrs. Borchers, Napa; Howard W. 
Stackpole, San Jose; and M. K. Grant, 
Vallejo. 

The T. J. Bruner Co., on behalf of its 


San Francisco and Los Angeles offices, has 
taken out a membership in the National 
Jewelers Board of Trade, of which A. V. 
Davidson is the western manager, with head- 
quarters in the First National Bank build- 
ing. The home office of the T. J. Bruner 
Co., is in Omaha, Neb., but Mr. Bruner has 
lately moved his residence to Los Angeles, 
Cal. William E. Hyde is the San Fran- 
cisco manager. 

astern travelers who are here, or have 
just left include: Alfred J. Moss, Black & 
White lines; W. S. Metcalf, Plainville Stock 
Co.; George Goldberg, Untermeyer, Rob- 
bins & Co.; George A. Fox, Fox Mfg. Co., 
Chicago; M. H. Levy, Levy-Wander, N. Y.; 
and Max Mendelbaum, of England, Klein & 
Levy, Inc. Travelers coming in the near 
future are I. Fk. Tourtellot, Waite, Thresher 
Co., and H. J. Hildebrand, H. C. Lindol Co., 
and Barrasso & Blase. 

Edward V. Saunders, Coast manager for 
the International Silver Co., has returned 
from Los Angeles whither he accompanied 
W. H. Race, sales manager for factory F., 
International Silver Co., and A. L. Zeitung, 
sales promotion manager of the Interna- 
tional Silver Co., also of factory If. These 
gentlemen, after calling on the San Fran- 
cisco trade, visited the new and enlarged 
offices of the company in Los Angeles and 
then left for home. Mr. Saunders met them 
in Seattle, Wash. 

S. J. Hammond has returned from a six 
weeks’ trip through the Pacitic northwest, 
where he found business in a very satisfac- 
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tory condition. Mr. Hammond represents 
the Ansonia lines. A. H, Rude and Thomas 
O’Neil are now in the northwest for Mr. 
Hammond. Mrs. Blanche Hawgood, for- 
merly bookkeeper and stenographer for S. J, 
Hammond, recently left for a visit to Los 
Angeles. Quite a little stir was created in 
the Jewelers’ building, amongst her friends, 
when it was found that she had gone to be 
married to Henry Annis, a government em- 
ploye. 

A large transaction was completed a few 
days ago, when the Granat Bros., manufact- 
uring jewelers of 2242 Mission St., sold 
their entire wholesale stock from the fac- 
tory and the accounts, etc., to L. A. Jacobi 
& Co., of this city. The Granat Bros. will 
continue their factory, but will henceforth 
sell to jobbers only and will supply their 
own stores, In addition to continuing their 
store in the Mission, they will open a new 
store in the down-town shopping district, 
They have taken a 10-year lease on a de- 
sirable store in the Whitney building, on 
Geary St., where they expect to open about 
Sept. 15. 

Jack Lewis, after visiting a number of 
interior valleys, almost lost his habitual 
cptimism in describing the havoc that the 
railroad tie-up has done to California fruit 
growers. “The railroads may start up again 
any day, but the pears, the melons and other 
fruit are gone, and the grape crop is begin- 
ning to be ruined too. Millions and mil- 
lions will be lost. No one can deny that this 
will be very bad for trade. The railroad 
strike is nothing less than a great calamity 
to California.” Mr. Lewis visited the 
Sacramento and other great yalleys and 
found that in many cases, the growers were 
forced to let acres and acres of melons, 
pears, etc., rot on the vines and trees. 








Oakland, Cal. 


Mr. Schwitzland, a Swiss watchmaker 
from New York, is now in the employ of 
Harry M. Shane. 

‘Bob” Wood, of Kansas City, formerly 
employed in one of the large jewelry houses 
there, is now with N. E. Bradley. 

N. E. Bradley has returned from a five 
weeks’ trip on the Russian River near 
Healdsburg. He was accompanied by his 
wife and family and has returned looking 
much the better for his rest. 

W. H. Morrison has installed a set of 
the latest plating machinery in his shop in 
serkeley. He has also added an_ engine 
lathe for cutting threads and doing die 
work. He is now hampered by lack of 
floor space. 

Oakes & Harrison will soon move from 
their shop at 1007 Broadway to a more 
central location on the third floor of the 
Henshaw building at 14th St. and Broadway. 
D. H. Harrison is still running the business 
alone in the absence of his partner. 

Mr. Benbow, of L. H. Service & Co. 
Berkeley, started selling life insurance some 
years ago on the side. Several months ago 
he abandoned the jewelry game after spend- 
ing 14 years at the bench and is now mak- 
ing a big success of selling insurance for 
the New York Life. 

Louis Smith has closed the Naval Base 
Jewelry Store on 7th St. and gone back on 
the road. He has just returned from a trp 
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throug the river country, including Stock- 
ton, Sacramento and many of the smaller 
towns, and reports business to be booming 
with all the jewelers in this section. 

Charles J. Branstead has returned from a 
two weeks’ trip through the Sierra Nevadas. 
Mr. Branstead and his party started from 
Camp Nelson and went up the Kern River 
Canyon to Mount Whitney, the highest 
mountain in the United States, which he 
climbed. The trip was a rather strenuous 
one, 120 miles each way and through some 
very rugged country. Mr. Branstead ob- 
tained some unusual mountain pictures while 
on his trip. 

Herbert Jackson, of the Herbert Jackson 
Co. 1432 Broadway, has returned from a 
trip to Los Angeles. He found a wonder- 
ful spirit of cooperation there, he says, both 
among jewelers and merchants in general. 
Among things that Mr. Jackson notes par- 
ticularly is the practice of referring cus- 
tomers to a place where they can find a 
thing if the merchant has not got it him- 
self, Also ruinous price cutting competition 
that has existed in some instances in the 
past could be eliminated to the mutual prouit 
of all concerned. 

Victor D. Rosen, 1224 Broadway, has 
installed a complete line of mountings from 
a number of prominent eastern manufac- 
turers and will handle them from now on. 
Besides engaging in this new jobbing busi- 
ness, the firm will continue its own manu- 
facturing and repair work for the trade. 
This is practically the first comprehensive 
wholesale stock to be installed on the east 
side of the Bay, as heretofore the local deal- 
ers have had to depend on the San Fran- 
cisco houses. By buying in Oakland it is 
possible for them to save a two-hour trip to 
San Francisco : 











Obert Brickson, Mt. Horeb, Wis., jeweler, 
is visiting his parents, Mr. and Mrs. John 
Brickson at Stoughton, Wis., this week. 

Milwaukee jewelers will close their stores 
Saturday, Sept. 2 at noon so as to give their 
employes a two and one-half day holiday 
over Labor Day. 

H.R. Davis, Oph. D., recently manager 
of the optical department at Ed. Schuster & 
Co., has now located with A. F. Puls, Mil- 
waukee jewelry at 131 3rd St. 

George Rank of Rank & Motteram, was 
awarded signal honors for his showing in 
the golf meet of the Milwaukee and the 
Chicago Gyro clubs at the Racine Country 
Club, 

Sept. 2 is the date set for the formal 
opening of the new jewelry store at Hilbert, 
Wis., owned by E. J. McGraw. Mr. Me- 
Graw has had 19 years’ experience in watch 
repairing and in the jewelry business. 

Through a clerical error in the assessment 
or mcome tax for the year of 1919, George 
Imig, of A. Imig Sons, jewelers, Sheboygan, 
Wis., was refunded approximately $100 by 
the United States Income Tax Bureau. 

Robert \. Rank of Rank & Motteram, is 
‘pending his annual vacation at Tomahawk 
Lake, Wis., on an extended fishing trip. 
Mr. Rank is a recognized sportsman and a 
devoted disciple of Isaac Walton. He is ex- 
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pected to return with his usual catch of 
record “muskies.” ’ 

William Upmeyer of the Bunde & Up- 
meyer Co., local jewelers, is making prepara- 
tions to return to his fishing haunts at Three 
Lakes, Wis. Every autumn Mr. Upmeyer 
makes an extended trip to this site, his 
favorite fishing location. 

A novel school display, that of a black- 
board, with comic sketches, forms the back- 
ground for the exhibit of fountain pens, gold 
and silver pencils, and school jewelry for 
children in the window of the Bunde & Up- 
meyer store on Grand Ave. 

Aaron Kingsbacker, prominent jewelry 
manufacturer of Pittsburg, arrived in Mari- 
nette, Wis., this week for a visit of several 
days. He is making a combined social and 
business visit with the Lauerman brothers 
of the Lauerman Bros. Co., a well known 
jewelry concern of this city. 

Hentchel Jewelers, leaders of the Milwau- 
kee Amateur Baseball Association, main- 
tained the honors of the trade by adding 
another notch in their string of victories last 
Sunday when they defeated the Templin 
Drugs. The jewelers are backed by A. C. 
Hentchel, prominent Grand Ave. merchant, 
and well known sportsman in the local base- 
ball fraternity. 

G. Scherzinger and Robert Zinke, promi- 
nent jewelers of Fond du Lac, recently led 
the hundred mile trade trip of the Fond du 
Lac Association of Commerce through ad- 
jacent counties. - Accompanied by bands and 
campaign literature the merchants toured 
10 of the neighboring towns. John Hess, 
local jeweler, also accompanied the trade 
caravan. 

A. P. Wilde, South Milwaukee ; Schneider 
Bros., Burlington; Howard Williams, Dela- 
van, Wis.; Estberg & Sons, Waukesha, 
Wis.: B. Panik, Cudahay, Wis., and Amir 
don Bros., Hartford, Wis., were recent visi- 
tors to wholesale and manufacturing jewel- 
ers, Milwaukee, this week. They visited the 
offices of F. J. Fheleman, the E. H. Warnke 
Co., and the O. H. Bingenheimer Co. 

Milwaukee jewelers members of the North 
Ave. Business Men’s Association played 
prominent parts as judges, directors, and 
donors of prizes in the third annual outing 
of the association at Mequon park on the 
Green Bay State road. Members made the 
trip by automobile and on the electric line. 
QO. T. Salick, president of the association, 
opened the festivities with an address. 

Jewelers of Watertown are co-operating 
in an excellent manner with the tennis com- 
mittee of the Watertown Athletic Associa- 
tion reports from that city state. Trophies 
for the winners of the single and doubles 
contests in the association have been fur- 
nished by local jewelers. W. D. Sproesser 
Co. will give a silver loving cup to the 
single champion. Wiggenhorn, August & 
Son and Chas. J. Salick Co. will each donate 
a cup to the winning doubles team in the 
tournament. 

Gustave Keller, Appleton, Wis., jeweler, 
has left on an extensive trip to the east and 
to Canada. Mr. Keller will represent the 
Catholic Order of Foresters at the Fraternal 
Congress of America which opens in Mon- 
treal. National leaders of all the principal 
fraternal organizations in the United States 
and Canada will be present at the congress. 
Mr. Keller accompanied by Mrs. Keller 
will make the trip by boat, traveling by 
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water up the Great Lakes, from Toronto to 
Montreal by way of the Thousand Islands 
and will return by way of Portland, Me., 
Boston and New York. 

David Remington, 86 years old, the patri- 
arch of all forgers, who ‘has served a total 
of forty-seven years in prison is held in St. 
Louis for Milwaukee police on a charge of 
passing a worthless check of $102 on Ed- 
ward J. Jensen & Co., 418 Eleventh Ave., 
Milwaukee jewelers. According to the 
charges, Remington lived on the outskirts 
of the city for several days, came to town, 
made a few small purchases at the Jensen 
company jewelry store and cashed a $102 
forged check, posing as a railroad official, 
the complaint states. 

Goldman, Inc., one of Milwaukee’s leading 
jewelry stores, situated at the busy corner 
of W. Water St. and Grand Ave., has the 
distinction of owning the city’s largest street 
clock. The clock recently had its machinery 
overhauled, the movement regulated, and the ° 
four large dials repainted. The clock was 
permitted to stand on its present location 
after a bitter fight with a local Alderman 
in the Milwaukee common council who op- 
posed the street clock on the grounds that 
it obstructed the view at the street inter- 
section and that it was a nuisance in that 
it did not keep correct time. David Gold- 
man, president of the company, has prom- 
ised to keep the clock in perfect working 
order. 

Acme Machine Repair Co., Milwaukee, is 
overhauling and repairing the historic old 
clock that for 65 years gave excellent ser- 
vice in the tower of St. John’s Cathedral. 
The clock is undergoing its first overhaul- 
ing after 35 years. A hole has been dug 
in the floor of the machine shop to permit 
the 10 foot pendulum to swing freely. There 
is a 130 pound disc at the bottom of the 
pendulum. The old clock is operated by a 
750 pound weight and the janitor of the 
cathedral must wind it daily. John Man- 
hardt, Munich, Bavaria, is the man from 
whom the clock was bought when it was 
brought to Milwaukee 65 years ago. Felix 
Schwalbach, who is repairing the clock is 
the son of M. J. Schwalbach who was made 
an honorary member of the French Academy 
in 1890 for his timepiece inventions. 

Racine jewelers, their families and em- 
ployes met recently at Root river for the 
annual outing and picnic of the organization 
declared to be the most enjoyable affair ever 
sponsored by the local organization. Guests 
were present from the Kenosha organiza- 
tion of the Racine-Kenosha Retail Jewelers’ 
Association. It was the most successful 
combined outing of the two clubs ever 
staged officials declared. Weigand Camp, 
Ojibway and Acorn Camp housed the guests. 
Louis Shaw and Charles Weigand were the 
chairmen of the two entertainment commit- 
tees. John Regner of Kenosha who had 
been seriously ill, appeared at the outing and 
greeted old friends. Races, games, balloon 
blowing contests, pie eating contests, to- 
gether with a large quantity of refreshments 
featured the picnic. A baseball game was 
played between the jewelers teams of both 
cities. Racine came out on the long end 
of a9 to 4 score. The Racine jewelers were 
also victors in the tug-of-war between the 
two cities. The outing was featured by the 
largest attendance in the history of the two 
clubs. 
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HAWKES CRYSTAL GLASS 


Cut, Engraved and Embellished 
in Gold, Silver and Enamel 
Show it—and it’s sold. Its 
charm, its rare artistic merit, 
and its practical utility capti- 
vate the most profitable gift 
trade. 





578—Eden 96 hee . 
7% in. er Wheel 4, in. Exquisitely 
r vin al Modeled and 


Engraved 





2166—Grecian 
7% in. Engraved 
Classic Design 


2094— Roman 
7'4 in. Copper 
ee 
Engraved 





2094— Laurel 
24 Karat Gold 
Trimmed 


Engraved 


OTHER HAWKES SPECIALTIES 
Cut Glass — Engraved Glass — Rock 
Crystal Glass — Sterling Silver-mounted 
Glass—Decorated Gold Glass—Decor- 
ated Enamel Glass—Auto Vases. 


OTHER HAWKES SPECIALTIES 
Desk Sets — Cigarette Boxes — Mono- 
grams, Engraved -and Gold Decorated— 
Colored Glass—Old English and Irish 
Glass—Period Glass—Odd Matchings. 





7% in. 2142 French Dressing 
Sterling Top 


HAWKES FRENCH DRESSING BOTTLE 


Patented under Design Patent 46500; Mechanical Patent 1,188,172 


dressing, has proved by far the most popular tableware patent of recent years. 
It measures the ingredients for the dressing, it mixes them easily and thoroughly, 
and enables the hostess to serve this favorite sauce piquante in a manner befitting a 
daintily appointed dinner. HAWKES dealers have no competition on this article. 


[ee graceful bottle, which is both a container and a mixer for French salad 


HAWKES holds the exclusive patent, and will protect it to the limit. 
Every piece of HAWKES CRYSTAL is a sales-maker. Drop us a a a! 
card for further information about the HAWKES Line. Ls 


T. G. HAWKES & COMPANY, CORNING, N. Y. 


Pacific Coast Office: 140 Geary St., San Francisco, Cal. HAWK ES 
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That this department shall prove mutually bene- 
ficial to our readers, it is desirable that the mem- 
bers of the trade generally communicate with Tus 
Jeweers’ CircuLar regarding any advantageous 
device or plan which they are utilizing in cen- 
nection with their business 
































The Cost of NOT Doing Business 





Written Expressly for The Jewelers’ Circular 

















MUCH attention has been given recently 
by jewelers and merchants generally, 
to the question of how to lower “the cost 
of doing business.” 
The real problem to solve is “the cost of 
NOT doing business in a businesslike way.” 
When business is booming and the market 
is distinctly a “seller's market,’ when the 
demand is greater than the supply (and 
for that reason prices show an upward 
trend) there is no complaint about heavy 
stocks, bad profits, slow turn overs and the 


cheapest salesman in the world is the one 
who is worth the largest salary. 

Stores that deal largely in articles of 
luxury must give much more ‘highly 
specialized and intelligent service to their 
patrons than those that sell every day 
necessities, 

The real “nigger in the wood pile” is old 
and slow selling stock. 

Do away with old stock and your turn 
over is increased because your investment 
in slow moving stock is decreased, more 


_the bargain hunting customer. 


should be celebrated by a reduction in the 
selling prices. This may seem costly at 
first but will be very profitable the next 
year, In doing this you simply wipe out a 
false “paper profit” on goods that have not 
moved. 

Merchandise on which prices have been 
lowered should be placed in a prominent 
place and marked with a ticket to attract 
To put re- 
the regular stock 
benefit of having 


duced goods back into 
is to lose the greatest 





high cost of doing busi- taken the loss! 

ness. All old stock is the 
Real merchandising ’ . ’ ’ result of bad _ buying. 
ability is not necessary HERE is an article which will undoubtedly be read Some. because bought 
during such times when with much interest by retail jewelers. It was written from wrong sources of 


over night many a busi- 
ness is begun, which in 
spite of bad management 
and lack of experience is 
carried along on the tide 
of unusual prosperity. 

Many longer — estab- 
lished retail stores fail to 
look ahead to the day of 
reckoning and enthusias- 
tically allow their stocks 
to climb higher and ex- 
penses to increase. Mer- 
chandise is bought with 


ful. 





at the request of the editor of the Storekeeping Depart- 
ment by Raymond A. Kline, of R. H. Macy & Co., 
New York, who describes briefly but very ably and 
clearly the methods which have made that firm success- 
The writer shows how the application of modern, 
scientific merchandising methods result in more turnovers 
and consequently makes it profitable to do business on a A 
smaller margin of profit. It is well-known, however, that 
it is difficult to increase turnover in the jewelry business. 


supply. Much more is the 
result of buying too much 
perfectly good merchan- 
dise, or merchandise not 
suited to the needs or de- 
sires or which is beyond 
the “pocketbook range” 
of your customers. 

T is fully as important 
study those to 
whom you hope to sell 
as those from whom you 
buy. 

In the same city, on the 








less care, large profits 

are made and spent, giving no thought 
to the day when prices must come down 
and losses taken, at a time the business 
tan least afford losses because of reduced 
Volume, 


REDUCTIONS are not taken during 
boom times because “the business does 
hot require it,” and so old stock accumulates 
while the sale of new goods holds up the 
Volume, 
, In this way is created the problem of 
the high cost of doing business.” 
E eal merchandising sense and what I 
ike to call “a knowledge of store keeping” 
then required to adjust a retail business 
rte it will be as profitable in propor- 
aed to the investment, when business is 
“Td to get, as it was during boom times. 
The cost of selling is never high because 
ood salaries are paid to salespeople. The 


money is available for the purchase of new 
goods, which results in increased volume 
and profit. 

F I were asked to write a prescription 

for such an ailing business it would be 
as follows: 

Mark a number or a letter on each article 
or price ticket which represents a certain 
season or year, so you really know how 
much old stock you have and how old it is. 

In taking the annual inventory classify 

the stock so the inventory will show what 
part of your stock is one or two or three 
years old. 
EWELRY stocks do not improve with 
ave, notwithstanding some _ illusions 
along this line concerning precious stones 
and sterling silverware. Mountings and 
patterns are constantly changing. 

Each birthday of groups of merchandise 


same street two jewelry 
stores may attract entirely different groups 
of people from the same community, one a 
very high-class following and the other a 
more popular-priced one. Both may be 
successful, but if either one suddenly 
raised or lowered the quality of the stock 
very noticeably its clientele would probably 
be lost. 

Keep the bulk of stock between the prices 
your customers can pay. 

Keep records that show you the average 
amount paid for rings, cuff buttons, watches, 
etc. Be governed by this information when 
buying 

The average amount of each sale in one 
jewelry store may be $10 and in another $20. 

The knowledge of what your average sale 
is and the application of this knowledge to 
your buying, represents the difference be- 
tween the successful store with rapid turn 
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height 12” length 244%” depth 644” Mahogany, with 34 Chime or Hour and “%-Hour strike Movement 
Also obtainable in Fumed Oak or Mahogany stained Oak Cases, Cast Brass Sash 


imported and Domestic 
Manufacture 


UR complete line includes: Tubular and Rod Chime Hall 
Clocks; Mantel Chime and Strike Clocks; Wall Regulators 

with chime, three-quarter strike and half hour strike Movements; 
French Clock Sets; Cuckoo Clocks; 400 Day Clocks; Watches; 
Alarm, Office, Kitchen and Novelty Clocks. They are of the cele- 
brated makes of Kienzle, Hamburg- American and Bauerle Clock 
Companies, known on the market by the trade-marks illustrated. 


Our new Clock Catalog will be gladly sent to any responsible Jeweler upon request. 


Geo. Borgteldt & Co. 


16% Street & Irving Place 
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overs and no old stock and a sluggish old- 
fashioned jewelry store where much of the 
stock is more than two years old. 


HEN a fad develops—feature the ar- 

ticle in displays and advertising. Do 
not be afraid of sacrificing a little of the 
traditional dignity of the jewelry store 
which is often only false pride that stands 
hetween you and better business. 

A man te whom [ am deeply indebted 
for help and encouragement once taught me 
to write the word fad this way—For-A-Day. 

To get the most out of a fad—get in 
quickly, buy often and get out quickly. Most 
jewe'ry stores are too conservative: to do 
this well. 

A large profit marked on an article does 
not always result in making that profit be- 
cause it may prevent the article from being 
sold. \ore old stock—because of too large 
a “mark up.” 

Study this example: 

You vay $30 for an 
$50. The salesman is paid $2 for selling 
it, and sells one article. You have $18 gross 
proiit. If you sell two of the same articles 
costing $30 at only $45 you can pay the 
salesman $3 each for selling them and have 
a gross profit of $24 instead of $18. 


article and mark it 


HIN new goods are added to the stock 

the man who bought them should thor- 
oughly describe them to the people who are 
charged with the selling. In that way sales 
people are given the means of performing 
their duties in the most interesting and in- 
telligent way. 

Real knowledge of his merchandise gives 
a salesman the confidence that is essential 
in selling high-grade goods. 

But prescriptions should be brief, so with 
the hope that something helpful may -be 
found in this one, the writer closes with 
the assurance that the above suggestions 
are not theory but that he has practised 
them end knows that they work. 


Smiles 

“Rather absent-minded, isn't he?” 

“extremely so! Why, the other night 
When he got home he knew there was some- 
thing he wanted to de, but he couldn't re- 
member what it was until he had sat up 
over an hour trying to think!” 

“And did he finally remember it?” 

“Yes—ne discovered that he wanted to go 
to bed early 


When the term of the old negro preacher 

had expired he arose and said: 
_“Breddren, de time am heah fo’ de delec- 
tion cb yo’ pastoh for anudder year, All 
dos faborin’ me fo’ yo’ pastor will please 
Say ‘Aye.’ ” 

The old preacher had made himself rather 
unpopular and there was no response, 
“Ha,” he said; “silence gibs consent allus. 
I’se you pastoh for anudder year.” 


“Moike was drowned last night.” 
‘ls that true? Couldn’t he swim 
; Yes, but he’s a union man; he swam 
‘or eight hours and quit.” 


7” 
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ERHAPS I am assuming a good deal 

when I assume that the jewelry industry 
has been any less prosperous in the last year 
than it had been for a few years previously, 
but I believe I am safe in assuming that you 
have shared in the general decline in business 
and profits that almost every line has experi- 
enced since early in 1921. It would-be 
remarkable if you had not, for the whole 
world of business seems to move in sym- 
pathy with the rising and falling tides of 
prosperity. 

The fact is that from a business stand- 
point we have been for the past year and a 
half trying to recover from the effects of 
the high blood-pressure which all business 
experienced in 1919 and 1920, the period 
immediately following the war. High 
wages, big profits, easy money, were the un- 
stable foundations of an unprecedented pros- 
perity. There was a veritable debauch of 
extravagance, an orgy of expenditure. It 
was not a question of whether one could 
sell goods, but whether you could get enough 
goods to supply the demand. The lucky 
merchant was the one who had merchandise, 
or could get it. There was no problem in 
its distribution. 

Now the trouble with such a period as 
that is that it undermines the methods by 
which normal business is conducted. And 
one of the most serious results is the de- 
generation of sales efficiency. When peo- 
ple are scrambling to buy, salesmen become 
mere order takers. And what actually hap- 
pened in that period of unprecedented pros- 
perity was that salesmanship became to a 
certain extent a lost art. 


Then one day not so many months ago, 


business woke up and found itself in the cold 
gray dawn of a morning after. Something 
had happened. There were more men than 
were jobs. More goods than there were 
customers. More bills to pay than money 
to meet them. Since we first found our- 
selves facing that situation there has been 
some approach to more normal conditions, 
but right now we are still looking with 
varying degrees of anxiety to the day when 
the ship will have righted itself and we can 
walk on even deck. 

The truth is, goods are not moving as 
we would like to see them move. In the 
ready-to-wear trade Fall styles for 1922 are 
being held back for 30 days as compared 
with previous years, because Summer mer- 
chandise is still on the racks. Many fac- 
tories are operating on only part time. 
Folks aren’t buying as they should. Of 
course, strikes and unemployment and many 
other factors all contribute to this condition. 
3ut there is one point above all others that 
| would like to impress upon you this after- 
noon, and that is, when people aren't buying, 
we must pay more attention to selling. 

We may as well admit that we have swung 
through the circle of prosperity and easy 


s.les. “nd now it is time to get back to 
fundamentals, to learn again the motives 
that make people buy, to learn anew and to 
apply the principles of salesmanship that 
will lead them to buy from us. 

It would be very presumptuous on my 
part to stand before a group such as this, 
made up of the most successful retail jewel- 
ers in America, -and try to tell you specifi- 
cally how to sell more jewelry, and I shall 
not attempt to do so. But I wish that I 
might help you to sell more goods by 
helping you to study and to understand and 
apply in your every day work and life some 
of those simple and fundamental things that 
so vitally effect the sale of all commodi- 
ties. And if you will permit me, I would 
like to turn to the early pages of the primer 
of successful selling and name the three 
principles in which ‘we ourselves must be 
schooled if we are going to get back to 
salesmanship. They are Knowledge, Confi- 
dence, and I¢nthusiasm, 

Benjamin Disraeli, who was for six years 
Prime Minister of I¢ngland, once said, “I 
have observed that the most successful man 
in any undertaking is the man who has the 
most information,” Reflect upon that 
thought and see how true it is when applied 
to successful men you know. 

It has been one of the outstanding char- 
acteristics of every truly great man that he 
has been a veritable encyclopedia of knowl- 
edge. It was one of the marvels of Roose- 
velt’s personality that he seemed to know 
everything about so many topics. Gladstone 
had a faculty of extracting from every per- 
son he met practically all the man knew 
and immediately assimilating it in his won- 
derful mind. He was undoubtedly the best 
informed man or more subjects than any 
other man jn the world. The famous Edi- 
son questionnaire of last year revealed a 
versatility on the part of the Wizard of 
Kast Orange that was amazing. 

Think, then, how important it must be to 
know every available fact about the mer- 
chandise which you have to sell, for selling, 
after all, is showing and telling about an 
article in such a way that you arouse in- 
terest and the desire to purchase. 

I think there could be no more interest- 
ing subject upon which to gather a great 
fund of information than jewelry. Gold 
and silver and platinum and precious stones 
are surrounded with an atmosphere of ro- 
mance. They come crude. from Nature’s 
own treasure house, they pass through the 
hands of the most highly skilled craftsmen, 
in design and beauty and workmanship 
they are an everlasting testimonial to the 
arts. In use they express and perpetuate 
all the finest emotions and the tender sen- 
timents of life. Jewelry in its very charac- 
ter, it seems to me, is an inspiration to want 
to know the secrets, the interesting proc- 
esses of production, and all the significant 
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HERE is no more at- 

tractive department in 
a salesroom than a well se- 
lected stock of clocks that 
chime quarters on melodi- 
ous bells such as are 
contained in the rich beauty 
of our grandfather and 
mantel chime clocks. 
ieee It reflects the discrimin- 
ating buyer and the char- 
acter of the house who have 
them on sale. 
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meanings of each article that lies in each 
tempting tray. : 

Now, there are two reasons why the man 
who is selling jewelry should have this 
knowledge of the goods he sells. One is 
that it gives him the two other essentials 
to success, confidence in his goods, and 
enthusiasm about them. How can you have 
confidence in the thing about which you do 
not know? But acquire for yourself a 
vast fund of information about the fine 
watches in your show case, or about plati- 
num and all its uses, or about a line of 
fine and beautiful silver, and you are eager 
to tell others about its merits. Not only 
that, but you tell your story with a con- 
tagious enthusiasm that no prospective buyer 
can withstand. Enthusiasm is nothing more 
nor less than telling about something with a 
conviction and a spirit that convinces of its 
truth. 

But if knowledge means so much to the 
salesman, how much more important is its 
effect on the customer ? 

Not long ago I wanted to buy a fine 
watch, and I went to a store which had an 
excellent reputation, and asked to see a 
selection. The salesman put out a half 
dozen watches on the case. I picked them 
up and looked at them one by one. Mean- 
while, there was not a word from the gen- 
tleman behind the counter. I asked the 
price of each. He told me—with a great 
economy of words. He drummed on the 
glass. Once he became apparently inter- 
ested in someone passing outside. I asked 
him whether I could get a certain one of 
the models in a green gold. He didn't 
know; he didn’t think so. He supposed 
they'd have to write the factory and find 
out and he expressed no desire to undertake 
so huge a task. When I went out I had 
seen six watches about which I knew no 
more than when I came in. The only thing 
I knew was that I was not going to buy 
a watch in that store. 

Then I went to another store, where on 
the basis of past experience I should have 
gone in the first place. It was a small 
shop and the proprietor himself served 
many of the customers. He seemed really 
glad to have me come in. When I told 
him I wanted to look at some watches, he 
revealed the delight that he took in show- 
ing a stock that he was rightfully proud 
of. But did he urge me to buy any par- 
ticular watch? He did not. But he told 
me more about watches than I had ever 
learned from any one person. He told me 
the special merits of several different 
watches, he talked to me with fascinating 
interest about the change that had taken 
Place in case designs, he explained that 
certain features were novelties and not likely 
to be permanent, he pointed out and helped 
me to appreciate the beauty of certain 
styles. In fact, he gave me an education in 
watches that set him down for all time in 
my mind as a man who knew what he was 
selling, and when I made my selection, it 
was with a feeling of confidence in the man, 
in the store, and in the timepiece, and I 
carried away not merely a watch, but a last- 
ing regard for the store it came from that 
will be a permanent asset to it so far 
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aS my meagre patronage is concerned. 

And this brings us right up to what [ 
think is the most important development in 
modern selling. The idea itself is not new, 
but the recognition of it is. I mean the 
idea of selling not the article itself, but 
the use of it, the benefits of it, the enjoy- 
ment of it. And this has come about be- 
cause we are just beginning to learn a few 
things about people. Do you realize that the 
subject about which the average person 
knows the least is himself? The most in- 
teresting study in the world is the study of 
the human mind and how it acts. Frederick 
Pierce, the author of “The Unconscious 
Mind and How to Use It,” says we are on 
the verge of discoveries that will revolu- 
tionize advertising and selling because we 
are just beginning.to learn how the mind 
reacts to certain ideas. 

F. M. Feiker, special assistant to Secre- 
tary Hoover, said the other day to a meet- 
ing of salesmen, that we are just beginning 
to learn how to sell. The past fifty years 
have seen wonderful developments in effi- 
cient production. The next fifty years, he 
says, we will see equally great advances 
made in solving the problems of distri- 
bution. 

We have already made a beginning. We 
know something about the motives that lead 
people to buy. And this one outstanding 
fact is the most important one to remember : 
People do not buy things for the sake of 
possession. They buy them for what those 
things will do for them, They buy for one of 
four reasons: gain, utility, caution, pride. 

Apply that test to anything you ever 
bought yourself and see if it is not so. If 
you buy a lot that you expect to increase 
in value you buy it for gain. If you buy 
a card system for your office that will make 
your work easier, you buy it for utility. 
If you buy insurance to protect your stock 
of jewelry, you buy it for caution—when 
you buy a pair of rubbers on a wet day, you 
do the same thing. And when you trade in 
the Ford and get a Packard, you do it for 
pride, All right. 

Suppose vou apply this test to the people 
‘who come into your store every day, The 
modern jewelry dealer has in his stock 
articles that run the gaunt motives on the 
part of the purchaser. Diamonds for gain— 
alarm clocks for utility—watch chains and 
safety clasps for caution—(I’m_ simply 
touching high spots). But above all a 
thousand and one tempting articles that 
appeal to the pride of the purchaser. Not 
mere selfish pride, but pride in having, be- 
cause that ring, or pin, or braclet, or piece 
of silver is a thing of beauty and a joy for- 
ever. 

Don’t you see then that the most im- 
portant—the absolutely most important fea- 
ture of every sale in your store, is not just 
to sell an article, but to sell the use of that 
article, the enjoyment of that article? You 
have adopted a wonderful slogan, “Gifts 
That Last.” Don’t you see that that very 
slogan expresses in itself permanacy—last- 
ing satisfaction—lifelong joy in the wearing 
or using? 

That is why I say it is so important that 
you know all about the goods you sell. Sup- 
pose you are selling a customer a handsome 
ring as a gift for one who is near and dear. 
I would help that customer to understand 
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and appreciate its beauty, the quality of the 
stones, the character of the design. I would 
surround it with a sentiment and a signifi- 
cance that would make that sale far more 
than a mere exchange of money for mer- 
chandise. 

And remember this. To the buyer, and 

often to the recipient of the gift, that ring, 
or pin, or bracelet, is your store. No ad- 
vertising you can buy is ever going to be so 
valuable to you as the pride and satisfaction 
that a customer finds day in and day out, 
year after year in wearing or using some 
worthy piece of merchandise from your 
store. E. G. Simons pronounced a principle 
that will go ringing down the ages, when as 
a young man he sat on the edge of his bed 
one night in St. Louis and wrote with a 
pencil on an axe handle: “The recollection 
of quality remains long after the price is 
forgotten.” 
' And now I hope I have not given you the 
impression that salesmanship in the jewelry 
store should be the ultra-scientific brand of 
selling that we hear about that aims solely 
to get the “name on the dotted line.” I 
hope ] have in some way helped you to see 
that it is an understanding of the rather 
simple things that folks do and want to do. 
I hope I have helped you to carry away one 
single vital idea, and that is to build for 
permanacy, to build in the way that brings 
people again and again to your shop, by 
helping them to enjoy and appreciate the 
fine things you help them to have or to 
give. 

And I do not want to leave you until I 
have dissipated any suggestion of alarm that 
I may have given you when I began. We 
are swinging through a circle that will 
inevitably bring us back to prosperity—if 
we do our share to bring it about. 

Shoe merchants need not worry about the 
future of the shoe business, for folks will 
never go barefooted. 

Automobile manufacturers need never 
fear that having had a taste of riding, people 
will prefer to walk. 

And you who serve fundamentally the 
finer side of life need never fear that senti- 
ment will die, for it is the thing that makes 
life worth while. 

There are a million engagements every 
year, and almost that many weddings. There 
are a hundred million birthdays, and a hun- 
dred million Chritsmas seasons one for each 
of us. More people every year eat with 
silverware. Time is eternal and needs 
watches and clocks to count its passing. And 
fickle fashion turns its wheel and gives 
vogue to new novelties that millions sim- 
ply must have. 

You are engaged in a great fundamental 
service to the happiness of all—a service 
that deserves to prosper, a service that by 
its very character must be a joy and a 
Satisfaction to every one of you. 








Owing to the rapid increase in the busi- 
ness of the H. H. Hawley Co., the con- 
cern has leased for 10 years, the entire floor 
of the Simpson-Whiteman building, 1521- 
23 Commerce St., Dallas, Tex., which af- 
fords 5,000 square feet in a modern fire 
proof building in the center of the whole- 
sale jewelry district. The new home of 
the Hawiey company will be located at the 
above address after Sept. 1. 
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wali the many helpful movements inaugu- 
rated as a result of trade organization within 
our own industry, we believe that it is becoming 
increasingly recognized that there has been none 
more timely nor of greater importance than the 
Research work which was made possible by the 
establishment a few years ago, under the direction 
of one of the past presidents of our national as- 
sociation, Mr. G. A. Brock of Los Angeles, of a 
Sustaining Membership Fund to be devoted to this 
end. 

And yet the comparatively meager response 
which the Harvard Bureau of Business Research 
has as yet received from the jewelers of the 
country to its appeals for co-operation, shows that 
there is still a vast number who do not appreciate 
either the importance of this work or the need of 
their individual co-operation. 

HARVARD BUREAU OF 
RESEARCH 

It is not my purpose this morning to deal, except 
in the most casual manner, with any activities of 
the Jewelers’ Research Bureau aside from the work 
which is being conducted in our behalf by the 
Harvard Bureau of Business Research, because it 
seems to me that the figures which have just been 
furnished us by the Harvard Bureau as relating 
to operating expenses in retail jewelry stores for 
the year 1921, are so significant as to call for most 
serious thought upon the part of the trade at large. 

I regret that the figures did not reach our hands 
until a few days ago and consequently there has 
not been the opportunity for as thorough an an- 
alysis as we would like to have made, but I want 
to urge upon each and every jeweler, here or else- 
where, the importance of a very careful study of 
the figures contained in the latest bulletin pub- 
lished by the Harvard Bureau—Bulletin No. 32— 
for it will be found to contain food for earnest 
consideration, 

I believe that the really startling figures which 
this bulletin contains justify, in a measure beyond 
words, the inauguration of this investigation by the 
Harvard Bureau. 

We have frequently stated.that the value to be 
derived from this work would increase with every 
passing year of its continuance, and it is for that 
reason that we have felt it wise to conserve the 
resources of the Bureau from dissipation in other 
directions, in order that it might be possible to 
utilize the services of the Harvard Bureau for an 
indefinite period. 

AN ESTABLISHED BASIS OF COMPARISON 

Operating expenses in 
1919 and in 1920, as given in Bulletins Nos. 23 
and 27 respectively, furnished us with valuable 
data, but the figures contained in Bulletin No. 32 
are of greater significance, because they not only 
reveal a very unsatisfactory condition within the 
trade, but because they also have back of them 
two years of similar investigation and a basis of 
compariscn which at the outset was lacking. 

The business of the retail jeweler during the 
Past year has not been a profitable one, according 
to the investigations of the Harvard Bureau. We 
Owe it to ourselves to determine why it has been 
8enerally unprofitable, whether this condition ap- 
plies to our own business for 1921 and whether 
conditions for 1922 are more .favorable or less and 
What measures, if any, can be consistently under- 
taken to improve them. 

While we are presumably in business for profit 
—and there is no permanent satisfaction to he de- 
tlved from a business that is without profit—we 
Must not overlook the fact that as the distributors 
of merchandise we owe it to the consumer to make 
this distribution as economocial as sound mer- 
chandising practice, which includes a_ consistent 
Profit for the retailer, makes possible. 

EFFICIENCY A MORAL OBLIGATION 


_ There is a moral obligation, therefore resting 
“pen us to study the science of retailing and to 
Promote economic distributicn through the employ- 
ment of efficient methods of retailing. 


BUSINESS 


retail jewelry stores in 


To what extent, therefore, the unprofitableness 
of the retail jewelry business during the past year 
has been the result of conditions over which we 
have had no control and to what extent our busi- 
ness might have been made more profitable, would 
seem to be our immediate problem for solution. 

Undoubtedly, we have been confronted by un- 
usual conditions and, in large measure, conditions 
which have been unfavorable to business pros- 
perity. 

In the first place, there has been a marked re- 
trenchment in buying, which has affected the num- 
ber and the volume of our sales. 

In the second place, there has been a continu- 
ance in almost every direction of the abnormally 
high overhead which prevailed during the war period 
—an overhead which it has been exceedingly dif- 
ficult to reduce. 

Furthermore, there has been for the most part 
a falling market which has many times made neces- 
sary a readjustment of re-sale prices to conform 
with the newly prevailing price-levels, with the 
result that margins of gross profit have been con- 
siderably reduced, 

THE DELUSION OF THE WAR PERIOD 

During the war period items of operating ex- 
pense soared skyward by leaps and bounds, but 
the less thoughtful among us met the condition 
with complaisance since the vclume of our business 
and the abnormal gross profits which a_ rising 
market afforded still left the percentage of over- 
head little greater, if any, in relation to our sales 
than before, and frequently less, and we failed to 
sense the danger of disaster when a reduced buy- 


_ing power upen the part of the public, linked with 


a falling market, would still leave a newly created 


level of overhead from which it would be most 
difficult to recede. 
EXPERIENCES OF PAST YEARS 


1919 the Harvard Bureau received 
reports from 251 jewelers located in 43 States, 
but only 100 of these were considered reliable 
enough to use as a basis for the figures given in 
Bulletin No. 23, Operating Expense in Retail 
Jewelry Stores in 1919, which was published in 
November, 1920. 

For the year 1920, reports were received from 
245 jewelers (six less than the preceding year), 
but the improved character of the reports made it 
pessible to utilize 182 of these, located in 39 States 
and in Canada, as against 100 for the preceding 
year. 

While the improvement in the character of the 
reports is most gratifying and bears testimony to 
the fruitfulness of the endeavor to promote better 
accounting methods and. establish greater uni- 
formity of operation and the adoption of a stand- 
ard definition of accounting terms, the decrease in 
the number of reports filed with the Harvard 
Bureau was a decided disappointment and would 
seem, as I suggested at the outset, to indicate a 
lack of appreciation of the immense importance of 
this work or of the need for co-operaticn upon the 
part of every retailer. 

For the year 1921, reports were received from 
250 jewelers, 190 of which were of such a char- 
acter as to justify their use by the Bureau. 

A CLARION CALL FOR CO-OPERATION 

While the number of reports which serve as a 
basis for the figures which are submitted is, there- 
fore, increasing year by year, the increase is ex- 
ceedingly small and it would seem as if a most 
urgent appeal was necessary to arouse the fewelers 
of the country to the importance to themselves of 
co-operating in this work by submitting their own 
figures, thereby not only imparting this information 
fer the benefit of others, but also of receiving for 
themselves the advantage of the experience of a 
broader field of investigation. 

The number of reports which should be received 
by the Harvard Bureau for the year 1922 should 
be no less than the membership of our national 
association, for each and every member should 
surely regard it as a duty and a privilege to co- 
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operate for the mutual good, and it is our purpose 
to make a supreme endeavor to secure this 100 
per cent co-operation during the coming year. 
The aggregate sales of the stores whose reports 
were used by the Bureau for the year 1920 were 
$13,780,000, as against $10,985,000 sales fo. the 
stores whose reports were used for the year 1921. 


OVERHEAD PERCENTAGE JUMPS 
GREATLY 

The common figure for total expense in the 
trade as a whole was 43.5 per cent of net sales 
for the year 1921, as against a common figure of 
32.7 per cent for the preceding year. 

This increase in overhead of 10.8 per cent with- 
in a period of one year is little short of alarming 
and while the condition can be more _ profitably 
met by calm and careful deliberation than by any 
amount of hysteria, it is far too important to be 


ignored. 
In the first place, it should prompt us to an 
immediate investigation of our own business to 


see whether it is possible that such a condition is 
injecting itself into our experience, even if it 
had not done so during the period under review, 
for, if we are not constantly on the alert, changes 


frequently take place more rapidly and more 
radically than we realize. 
COMPARATIVE FIGURES FOR 1920 AND 


’ ~ 7921 

In order to more fully appreciate just how this 
rapid increase is to be accounted for, will you per- 
mit me to enumerate the percentages for the years 
1920 and 1921, as relating to the principal items 
which go to make un the total expenses of the busi- 
ness, using the common figures in both instances. 

In 1920 wages of salesforce represented 9.8 per 
cent of net sales as against 12.8 per cent for the 
year 1921—an increase of just 3 per cent. 

In 1920 advertising represented 2.0 per cent of 
net sales as against 2.5 per cent for 1921— an in- 
crease of half of one per cent. P 

In 1920 buying, management and office salaries 
represented 4.9 per cent cf net against 
6.2 per cent for 1921—an increase of 1.3 per cent. 

In 1920 rent represented 3.9 per cent of net 
sales, whereas in 1921 rent represented 5.4 per 
cent of net sales—an increase of 1.5 per cent and 
undoubtedly the largest percentage for the item 
of rent: within the history of the jewelry trade. 

In 1920 heat, light and represented 0.7 
per cent of net sales, but in 1921 1.1 per cent— 
an increase of more than fifty per cent. 

Taxes (not including buildings, income and 
profits) which in 1920 represented 0.7 per cent 
of net sales, were 1.3 per cent in 1921—only one- 
tenth of one per cent less than one hundred per 
cent increase over the preceding veat 

In 1920 insurance represented 0.5 per 
net sales, as against 0.8 per cent for 1921. 

Interest—which includes an interest charge on 
the net investment in the business as well as in- 
terest on money borrowed—in 1920 represented 
5.1 per cent of net whereas in 1921 this 
percentage was 7.0 per cent—an increase of almost 
2 per cent in cost of doing business in this one 
item alone. 

Delivery expense is the only 
showing a reduction—0.3 per 
being the common figures for 
per cent of net sales for 1921. 

The total fixed charges and upkeep for 1920 were 
11.8 per cent of net sales, whereas the total fixed 
charges and upkeep for 1921 represented 16.8 per 


sales as 


powe! 


cent of 


sales, 


item of overhead 
cent of net. sales 
1920, as against 0.2 


cent of net sales—an exact 5 per cent increase 
from one year to another. 
In other words, of the 10.8 per cent increase in 


1920, 5 per cent 


which is 


as against 
character of 


total expense for 1921 
as represented by items the 
the least flexible. 
EXCISE TAX NOT 
Permit me also to 
strongly emphasize this 


INCLUDED 
remind you—and indeed to 
point—that the 43.5 per 
cent overhead which the submitted by the 
Harvard Bureau reveal, include 
per cent Excise tax which, as jewelers, we are re 
quired to pay to the Government upon 
every article of merchandise which we carry. 

If, therefore, we are absorbing this tax, as most 
if not all of us are doing, then our gross profit 
has got to make provision not only for 43.5 per 
cent of overhead, but also for 5 per cent Excise 
tax—a total 48.5 per cent before ANY net profit 
is realized. , 

A FALLING OFF IN PROFIT 

How then dogs the gross profit for the year 1921 
ccmpare with that of 1920? 

The figures furnished us by the Harvard Bureau 
indicate a common figure for gross profit for 1920 


figures 


does not the 5 


almost 
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SILVER PLATED White Gold Mountings 
HOLLOWW ARE MADE IN 18-K. BELAIS WHITE GOLD 


' Rings - Brooches - Scarf Pins 
Lavallieres - Earrings 


We also carry a complete line of solid 
gold jewelry in 10K and 14K yellow and 
green gold. 

Rings, brooches, scarf pins, lavallieres, 
earrings, Waldemar chains and cuff but- 
tons. Wonderful assortment of popular 
designs. 

American Movements and American 
Cases also on hand in gents’ and ladies’. 
Also Ladies’ Swiss Watch Bracelets. 


No. 890. Tea set consisting of tea pot, sugar, Write for Selection Package of Anything 
creamer, spoon holder and 14” tray, open 
pieces are all gold lined, Bright or You May Need 
Satin Engraved Al Quality, 
0 


LOUIS BATLIN era 
Manufacturer of Silverware | Henry D avidson 
314 Bowery New York | 51 Maiden Lane New York 

















Prompt attention to all special orders 
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of 39.1 per cent of net sales (exclusive of a 5 
per cent Federal tax, for the Harvard Bureau 
does not recognize this tax as an item of operating 
expense since in collecting it from the customer 
the merchant is merely acting as an agent for the 
Government); while the common figure for gross 
profits for 1921 on the same basis is only 36.9 
per cent—a dim‘nution in per cent of gross prcfit 
of 2.2 per cent in spite of the increased overhead 
of 10.8 per cent. 

In other words, a common net profit for 1920 of 
6.4 per cent has been converted into a common net 
loss of 6.6 per cent for 1921—the 13 per cent being 
accounted for by an increased overhead of 10.8 
per cent, plus a reduced gross profit of 2.2 per 
cent. 

Let us not overlook the fact that 36.9 per cent 
of net sales, which is the common figure for gross 
profit for the year 1921, is the equivalent of 58 
per cent on the cost of goods sold; whereas the 
cost of doing business for the year 1921 was 77 
per cent on the cost of goods sold—77 per cent 
on cost being equivalent to 43.5 per cent on sales. 

Possibly this will start us to thinking in what 
direction we are drifting, if, in marking our goods, 
we are thinking in percentages added to cost rather 
than percentages on sales, and will stir us to 
action as we realize that the common figure for 
overhead for 1921 required an average mark-up of 
77 per cent without allowing any margin what- 
ever for net profit. 


A SLIGHTLY SLOWER STOCK TURN 


Looking to the common figure for stock turn 
for 1921 as against 1920, we find that while the 
stock turn for 1920 was 0.9 times a year, the 
stock turn for 1921 was only 0.8 per cent times a 
year, although the figures submifted to the Bureau 
indicate an average decrease of 8 per cent in the 
merchandise inventory at the end of the 1921 fiscal 
year as against the beginning of the year. 

The very slow rate of turnover in the retail 
jewelry business, which is one of its most serious 
problems, is largely attributable to the fact that 
it is still, to so great an extent, a seasonable busi- 
ness—dependent upon gift occasions and particular- 
ly that of the Christmas season. 


NATIONAL PUBLICITY STRONGLY 


ENDORSED 


In this connection we might say that the 
Harvard Bureau has advised us that it did not 
undertake to collect figures on monthly sales for 
1921, because previous investigations had _ estab- 
lished the fact that the December peak is a regular 
institution in the trade, and there seemed to be 
little to be gained by collecting figures on monthly 
sales for a second year immediately. 

However, in view of the educational work 
which has been done and the remarkably able ad- 
Vertising pertaining to other seasons of the year, 
conducted under the auspices of the National 
Jewelers’ Publicity Association, whose activities 
have undoubtedly resulted in a larger volume of 
business for all of us, we believe that for sub- 
sequent years these figures will be exceedingly 
timely and we will ask the Harvard Bureau to em- 
‘ody them in future reports. 

Indeed we commend the work of the National 
Jewelers’ Publicity Association as seccnd to none 
its importance and far-reaching possibilities for 
the trade at large. 


KNOWLEDGE OF COSTS 
SUCCESS 


ESSENTIAL TO 


What, may I ask you, therefore, are we going 


ion meet a condition which calls for correc- 
sales to Place our industry upon a sound and 
. lable basis with justice to our customers and 
) Ourselves? 
rm a in the first place, we must be willing 
“an oe ourselves thoroughly—not superficially 
im Ma details and conditions of cur own busi- 
Por = e ge gd know our costs. ; 
We didike don us this will involve a real hardship. 
eis detail and we shave an especial aversion 
the a _~ detail. We are not willing to face 
tS to true € are ofttimes willing to close our 
Me are th snag Sometimes, yes frequently, 
rer y lazy, for this is a peculiarly com- 
— among business men. ae a 
cally but = fet down _to bedrock—not pessimisti- 
the worse riously and intelligently. We must know 
*t, merely in order that we may do better. 
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We must detect the weak spots, in order that they 
may be eliminated. We must discover the leaks, 
in order that they may be stopped. We must watcu 
the outgoing, in order that it may not get the 
better of the incoming. 

And in all that we do we must maintain a sane 
optimism, recognize the dignity and the responsi- 
bility of our calling, do justice to others equally 
with ourselves and adhere unswervingly to the 
Golden Rule in business, 

If we will do these things we need have no fear 
for the future. Our business will be conducted 
upon an intelligent basis and it will—in due season 
—be conducted upon a profitable basis. Ef- 
ficiency must be our watchward. We owe this 
much to the public as well as to ourselves. 


VALUE OF ORGANIZED EFFORT 


I am sure that if we will do these things it will 
inevitably mean a deeper appreciation of the pos- 
sibilities of organized endeavor, whether as relat- 
ing to a Research department, or to national 
publicity, or to the establishment of a Horological 
Institute, or to a Jewelers’ War Revenue Tax 
Committee (so long as the injustice and iniquity 
of discriminatory taxation makes such a committee 
a prime necessity), or to the remedying of any 
wrong condition within the industry, and it will 
mean increasing loyalty to our associations—Local, 
State and National. 


AN ACCOUNTING SYSTEM AT THE DIS- 
POSAL OF THE TRADE 


In so far as the Jewelers’ Research Bureau is 
concerned, it will mean our ready compliance with 
its requirements and the availing ourselves of what- 
ever advantages it offers. 

If we are without a satisfactory accounting sys- 
tem, we will turn either to the single entry ac- 
counting system which has been placed at our dis- 
posal by the Harvard Bureau of Business Re- 
search, and which is being employed (with such 
minor changes as may apply to the particular line 
of industry) with so much satisfaction by other in- 
dustries than our own. If we desire a double 
entry accounting system, we will avail ourselves of 
the system offered by the Jewelers’ Research 
Bureau, possibly in its simplest form. 

If we already have a satisfactory accounting 
system, we will see to it that our definitions of 
accounting terms conform to those which have been 
recommended by the Harvard Bureau, so that the 
reports which we will submit at their request from 
year to year will give the desired information and 
will give it in such form that our own experience 
can be utilized for the good of others, just as the 
experience of others will be available for our 
selves. 


BULLETIN No. 15 


I have heard it stated from time to time that 
the accounting system which has been offered by 
the Jewelers’ Research Bureau is too complicated, 
I would like to nail that criticism here and now. 

The single entry accounting system recommended 
by the Harvard Bureau could not be simpler, and 
it was made available under an arrangement which 
the Jewelers’ Research Bureau was abie to make 
with the Harvard Bureau to operate for a period 
of years in our behalf—an arrangement wh.ch 1s 
still in force. 

The financial support which the Jewelers’ Re- 
search Bureau has received at the hands of the 
trade at large, made possible the negotiation of 
such a contract and placed at the disposal of the 
retail jewelry trade, not only the results of the in- 
vestigations of the Harvard Bureau as they are 
coming to us from year to. year, but also this ex- 
ceedingly simple accounting system as. outlined in 
Bulletin No. 15. 


COMPLETE MANUAL OF OPERATING 
ACCOUNTS 


For those who prefer a double entry accounting 
system, the Jewelers’ Research Bureau _ subse- 
quently offered such a system in the form of a 
Complete Manual of Operating Accounts for Re- 
tail Jewelers, and this manual was divided into 
five parts and part one contains an exceedingly 
simple system of double entry accounting, the 
simplest which mcnths of painstaking endeavor 


o 


upon the part of accountants, both within and with- 
out the trade, could devise. 

It has been so prepared that its adoption will 
coincide with the requirements of the Harvard 
Bureau, and will facilitate the accurate rendering 
of data to the Harvard Bureau upon the part of 
those who employ its use. 
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THE HARVARD SYSTEM 


If jewelers are not for any reason prepared to 
keep double entry books, the Harvard Bureau of 
Business Research has provided a system of record 
sheets which segregates the various sales, mer- 
chandise and expense accounts, 

In addition to those record sheets—Daily, 
Monthly and Yearly—the jeweler will maintain’ 
records of his accounts with creditors and cus- 
tomers. 

On the Daily record sheet the individual cash 
transactions of each day are recorded. This sheet, 
as explained in Bulletin No. 15, is a substitute for 
a cash book and is recommended only for those 
jewelers who prefer it to an ordinary cash book. 

On the Monthly record sheet the entries on the 
Daily sheet are summarized day by day. There is 
one line for each day in the month, with a separate 
column for each item under Cash Received, Cash 
Paid Out, Accounts Receivable, Accounts Payable, 
Equipment, Expense, and all the others. At the 
end of the month the totals of the columns give 
the results of the month’s business. 

The monthly totals on the Monthly record sheet 
are entered at the close of the month on the 
Yearly record sheet, which has one column for 
each of the twelve months, and a final column for 
yearly totals. 

The manner of use of these sheets is very 
clearly outlined in the Bulletin, as also the method 
to be employed in transferring the entries on the 
Yearly record sheet to the Profit and Loss state- 
ment at the close of the fiscal year. 


A NEW PAMPHLET JUST PUBLISHED 


For those who prefer a double entry accounting 
system in simplest form, we have just published in 
a small bulletin that portion of the Complete 
Manual of Operating Accounts known as ‘Part 
One,” and in this bulletin will be found -reproduc- 
tions of all forms necessary to the maintenance of 
this simple double entry accounting system. 

Copies of this abridged manual can be secured 
upon application to the Jewelers’ Research Bureau, 
515 West Seventh St., Los Angeles, accompanied 
by a remittance of $2. 

The cost of the forms for the maintenance of 
this system is exceedingly nominal and their com- 
pactness and simplicity commend them to the con- 
sideration of those jewelers whése bookkeeping 
facilities call for the minimum of labor. 


FINDING THE REMEDY 


The problem of overhead, to which I have taken 
the liberty of so particularly directing your at- 
tention at this time, is a serious one indeed. It 
can be met in part, but only in part, by a very 
careful watchfulness of all of those items which 
go to make up the total cost of doing business. 

It can be met, in our judgment, in even greater 
measure by increasing the volume of our business, 
through advertising of real pulling power judici- 
ously directed, and by closer attention to the de- 
tails of store management, such as courtesy upon 
the part of ourselves and our employes, attractive 
window displays, cleanliness of store, exterior and 
interior alike, and it can. be met in no small 
measure by a closer attention to the merchandise 
within our showcases, and to the buying of new 
goods with a view to a speedy stock turn which, 
after all, is one of the most vital requirements of 
the retail jewelry trade today. 


A PLEDGE OF SERVICE 


It will be the aim of the Jewelers’ Research 
Bureau during the coming year to assist in these 
endeavors to the limit of its ability, and particularly 
to endeavor to secure a 100 per cent co-operation 
upon the part of the members of the American 
National Jewelers’ Association—to the end that the 
information which the Harvard Bureau may ac- 
cumulate from this broad field of experience may 
be utilized for the good of all. 








It was made known last week that R. 
lloyd Young has sold his interest in the 
Nutting & Young jewelry store at Oelwein, 
Towa, to Will Stevens, who has been with 
the firm for the past six years. The new 
partner is a competent watchmaker and 
engraver. Mr. Nutting will continue the 
business with Mr. Stevens and has been en- 
gaged in business at Oelwein, for the past 
21 years. Mr. Young will remain with the 
firm for a short time. 
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QUALITY AT A PRICE 


Imitation Tortoise Shell and 


French Ivory 


Louis XVI Filled Three Piece Sets 
Highly Pol‘shed and Beautifully Finished 








These filled sets are designed to meet tlie 
demand for popular priced Toilet Ware that 
shall still represent standard quality and give 
full satisfaction. They have every appe arance 
of EXTRA HEAVY SOLID STOC K. 

The decorations are in miniature floral de- 
signs, hand painted with Rogers Indestructible 
Ivory Enamel. Each set is put up in heavy 
paper board box lined with satin in popular 
shades to conform with the decorations. 

Bonnet Mirrors size 12% x 8%, Glass 5 x 7 inches. 

Round Mirrors size 114% x 614, Glass 5% inches 

Hair Brushes size 8% x 2% with 1-inch bristles. 

Combs size 8 x 2, sclid medium weight 

















=a - Order Samples Today 7 we ieee 
3803-1505D1 3803-1508D12 
Price $13.50 Set Ee D. ROGERS COMPANY Price $16.00 Set 


Jewelers’ Circular Key 37 S. Wabash Ave. Chicago Jewelers’ Circular Key 

































12 Different 7. 24 Inches 
Colors LO US BEAD in Length 
The featherweight bead with the most exquisite lustre 


By far the prettiest bead ever shown, has a rich satin finish and can be had in 
colors to match any gown. Will not fade, peel or wash off. Complete in satin 
lined box $6.00. Jewelers’ Circular Key 


Largest assortment of Genuine Garnet Jewelry in the 
United States 


Genuine Amber Beads Lotus pearl beads, indestructible, 40e. inch. 
Genuine Garnet Beads Lotus pearl beads, wax filled, 20c. inch. 
Genuine Coral Beads Jewelers’ Circular Key 


cexune canner. TREULICH & KLAAS °° W;2sckton Boulevard 


IMPORTERS 








RICARD & SMIT M MASS.” 
Wholesale Distributors 


New Haven, Ansonia, Gilbert and Waterbury Clocks—Waltham and 
Fahys Watches 


SFngerwstl, Service: 


24 Hour Delivery and 24 Hour Repair Service a 


LATINUM<Saeaei@8 MOUNTINGS 


65 Nassau St, Newrorke 
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Capitalizing a Retail Business 





By Thomas J. Kavanaugh, Vice-Pres'dent Mississippi Valley Trust Company, St. Louis, Mo.; Lecturer on Credits, St. Louis University; Author, 


“Bank Credit Methods and Practice.’ 











T would be difficult to set any rigid rule 
for the capitalization of a retail business 


along correct lines for it would largely 
depend upor location and other circum- 
stances surrounding the proposition, To 


be more plain, it would undoubtedly take 
more capital to start a retail business on 
Michigan Boulevard, Chicago, fronting the 
lake, than it would on the main street of 
Illinois, or Springfield; Mis- 
the proportions might vary 


Springtield, 
souri, and 
according!y. 

The conduct of a retail business does not 
require a large invest- 


NO et atk, eae ates eae $1,000 
Accounts Receivable ...... 5,000 
Merchandise  .. 06s cces ss 25,000 
Dotal Assets: ..2.csccses $31,000 
Current Liabilities : 
[D.C Re TE eee $15,000 
ING6: WOKE es deveeiens $16,000 


It can be easily seen from the above that 
the merchandise account is rather heavy, 
considering the debts, and that while the 
creditors seem safe and _ reasonably pro- 
tected, still, if a slump in prices were to 





stocking up for seasonal requirements and 
should be liquidated periodically, and the 
business should be so capitalized as to per- 
mit of this, 

It should be borne in mind, however, that 
the important figures in connection with the 
foregoing two statements are missing. I 
refer to the figures showing sales. In the 
first statement, the merchandise figures 
amount to $25,000. If the sales amount to 
$100,000 per annum, this means three or 
four turnovers of the merchandise account, 





ment in slow. assets. 
The successful carry- 
ing on of a manufac- 
turing business usually 
does. A manufactur- 
ing business as a gen- 
eral rule entails the 
ownership of real es- 
tate and plant prop- 
erty, machinery and 
equipment, necessita- 
ting a relatively large 
investment in slow 
assets. A retail busi- 
ness involves a lease- 
hold and an_ invest- 
ment in merchandise, 


statement ? 





What is the relation between the annual cost of your 
leasehold to volume of business? 


Does your statement show “Quick Assets” 
When should you resort to bank loans? 


Can you find the danger signals in your financial 


How turnover affects your financial statement. 


and it would mean that the merchandise 
figure was not. so 
dangerous after all. 
But if the © sales 
amount to only $18,- 
000 per annum, this 
would mean that the 


merchandise on hand, 
9 figuring gross profits, 


? would amount. to 
nearly two years’ 
sales. And think of 


the possibility of mar- 
ket depreciation dur- 
ing that time! Some 
retail merchants  fig- 
ure on six merchan- 
dise turnovers per 
annum, 








and other quick assets. 
The leasehold may be 
on the basis of ten years, thirty years or 
ninety-nine years; but it should be for a 
reasonably long term of years, The build- 
ing of a business should not be based on 
a yearly rental basis without a long-term 
lease, 

The annual cost of the leasehold should 
hear a proper percentage to the volume of 
the business transacted. It should not ex- 
ceed eight per cent. Take it on a general 
average basis, if it figures around five per 
cent. then the merchant stands a good chance 
of making money. In other words, if a 
retail merchant does an annual business of 
$100,000, his leasehold rental should not in 
aly event exceed $8,000, and if the rental 
amount to only $5,000 it lessens the risk of 
| am referring to the average busi- 
ies, Of course, if any one particular line 
of business the profits may be so great as 
0 make it immaterial whether the rental 
Sfive per cent. or 12 per cent. of the 
sfoss volume, 

Ifa rule could be followed that the mer- 
handise should never exceed the net worth, 
would be a very safe one for the mer- 
fant, and for his creditors. Let us con- 
‘der a small company that has so-called 
“quick assets.” and no fixed assets to be 






‘ounted as available for creditors. It makes 
"e following showing in its accounting 
Statement - 








come, it might seriously jeopardise the in- 
terests not only of the owners of the busi- 
ness, but of the creditors, In other words, 
a firm showing such a statement would owe 
too much for its own goods and for the 
good of its creditors. 

Now, let us consider another kind of a 
statement. Let us take another firm with 
the same amount of assets and_ liabilities, 
but distributed as follows: 


Co Ee ee ee eee $3,000 
Accounts Receivable ...... 12,000 
Merchandise .............. 16,000 
Ota ASSGt8y .sicks 65600 $31,000 
Current Liabilities ........ 15,000 
Cae lo) $16,000 


The elements of safety in this statement 
are self evident. The merchandise does not 
exceed the net worth, and the really quick 
assets (that are not subject to material 
depreciation )—cash and accounts receivable 
are sufficient to take care of their debts. 
A sudden slump in the merchandise of such 
a concern while it would affect their con- 
dition would not materially affect the inter- 
ests of the creditors, while in the case of 
the statement previously mentioned, it might 
spell disaster. 

Neither should the debts of a concern 
remain permanently as high as the statement 
indicates, Bank loans, for instance, should 
be resorted to principally for the purpose of 





Overstocking is one 
of the greatest dan- 
gers to be met with in the retail business. 
Understocking might be mentioned as the 
next greatest danger. If a retailer expects 
to conduct a successful business, he must 
see to it that he has on hand goods for 
which there is a steady demand, If he has 
not the goods, he is very apt to lose his 
trade. They will go to better stocked 
establishments. 

A retail merchant told me that he could 
take a stock of goods amounting to $500,- 
000 and with one annual turnover make 
more money than the merchant who had a 
$50,000 stock of goods and made ten turn- 
overs—for obvious reasons. He said that 
the expense of doing business would be 
materially smaller. There would be less 
order clerks, less receiving clerks, etc., ete. 

And when | called his attention to the 
element of safety, he immediately said: “Oh, 
well, that’s another question. From the 
standpoint of safety against market deprecia- 
tion, | would be a great deal better off 
with $50,000 merchandise stock. But there 
is a happy medium, While it is dangerous 
to be overstocked because of the risk 
involved through depreciation, it is almost 
equally dangerous to be understocked be- 
cause of the loss of trade through inability 
to satisfy the wants of your customers. It 
is extremely difficult to establish any hard 
and fast rule for capitalization of the retail 
merchant's business.” 
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Supplement and New Price List Now Ready 


Owing to the fact that since issuing our Catalog No. 26 we have 
brought out a number of articles, which have proven to be most 
salable, we are pleased to present to the trade a supplement Catalog 
illustrating and giving full description of these new numbers. 


Learn About Our Wonderful Complete Line 


Western Tray and Case Company 


Established 1864 


427-429 Plum Street Cincinnati, Ohio 


Jewelers’ Show Case and Window Display Trays 
Wholesaler Jewelers’ Trunks, Telescopes, Trays and Cases 


No. 500—GAME CHEST 








CAUTION 


Do not jeopardize a nice new line of jewelry by showing it in shabby or inferior displays. 











Our large assortment of fine trays will help you secure desired results. 


RUECKERT MANUFACTURING COMPANY 


Displays for Jewelry, Silverware, Watches, Optical Goods 
162 Clifford St.. PROVIDENCE, R. I. lt te . 


Alfred H. Bullion Co., 220 Post St., San tage 





9-13 Maiden Lane, New York 








THIS IS A LEADER 


All Styles 
of Bead 


Boxes 


Everything 
for the 
Jeweler 


YOUNG ee ssleuabiates ) ‘ Providence, 
BROS. D708 R. 1. 




















ACTUAL DOUBLE 
SIZE _ ACTION 
Neatest Waldemar or Sautoir Pencil on the market. Finished 
engine turned, chased or plain in Sterling Silver. 12K 1/20th, 


14K Gold filled and 1/10th Silver plate. 
4 : We also make the largest 
line of lingerie clasps in the 


world—all sizes, shapes and 
oo > ’ designs. Made in 10K, 14K, 
/ 4 10K 1/20th Plate and Sterling, 
: 7 brocaded, engine turned, en- C—_ = i 
; graved, pierce lined and j 
; striped inlaid. Note lingeries MW ‘ 
a newest pat. hinged Lingerie 


No rivets. Will firmly hold | 
the thinnest piece of silk as 


2 5 8 Clasp with a double hump. | 
JO 
ooS> o> a well as the thickest lingerie. (a ' 
1 3 C ae 0. R. Johnson Co. | 


L 4 











Auburn, Providence, R. I. 


OUR WORKMANSHIP AND QUALITY ARE UNSURPASSED. ASK YOUR JOBBER FOR SAMPLES. 
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Address Delivered by W. S. Groom, of the J. Walter Thompson Co., Before the Recent 
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HE market for any product has certain 

limitations. There are some products 
like food, clothing, soap, etc., which are 
bought and consumed quickly and bought 
again. The market for such products is 
large and purchases are frequent and sub- 
stantial. 

But jewelry is not a product of this 
kind; the limitations of your market are 
much more restricted. With the exception 
of watches and a few other articles like 
cuff buttons, and pins of certain kinds, the 
merchandise which you have to sell is not 
absolutely essential to life under our modern 
civilization. 

In spite of the strong human desire to 
possess beautiful articles of jewelry, your 
merchandise can hardly be classed as an ab- 
solute necessity. Food, shelter, and cloth- 
ing must be satisfied first. 

There are perhaps a few hundred thousand 
families in the United States whose incomes 
are sufficient to satisfy any reasonable desire. 
These people form your first and most 
logical market and they can always be de- 
pended upon to patronize you, because they 
always have the means to do so. 

Outside this group, there is a much larger 
group—members of families whose income 
is only a little more than necessary to cover 
the family’s needs in essentials, After bills 
for food, shelter and clothing have been 
met, the members of these families will have 
some surplus with which to satisfy higher 
desires. This surplus, however, is limited 
and there is a very keen cotnpetition between 
merchants of all kinds for the spending of 
this money, 

Your competition in the jewelry business 
is of three kinds: 

First, there is the competition of one 
‘jeweler with another in the same town. 
This you are familiar with, 

Second, there is the competition with 
other uses for money. If the surplus of 
a family or an individual is entirely spent 
upon automobiles, amusements, sports, travel, 
or any one of the host of other. things, 
then no part of that surplus is available 
for investment in-articles which you have 
to sell. Your competition with the thousand 
and one other uses. for surplus money is 
keener and costlier than your competition 
with other jewelers. 

Third, those of you who employ sales 
people will have competition because of poor 
sales work in your own store. Every pros- 
pective customer who comes into your store 
to look at your merchandise and who goes 
out without having made a purchase or with 
a purchase of less value than it is possible 
‘o sell him through superior salesmanship, 
‘San example of this competition in your 
own store. 

How to make the utmost headway against 
these three forms of competition, how to 
take the fullest possible advantage of the 
limitations of your market and how to push 


back the barriers of those limitations in ex- 
tending the frontiers of your market and 
opening up new possibilities for the sale 
of your merchandise—these are the problems 
of your business common to merchants of 
all kinds, about which I would like to speak 
to you today. 

In attempting to analyze the basic factors 
in retail selling, it seems to me that we 
get down to the mathematical elements of 
cost, volume and profit. 

You have certain overhead operating 
costs such as rent, clerk hire, etc., which 
if divided by the total number of prospec- 
tive customers who come into your store, 
say, over a period of a year, will give you 
the cost of getting a prospect into your 
establishment. In the grocery and drug busi- 
ness where there are a large number of 
individual sales each day, this unit of cost 
is probably quite low. In your business, 
it is probably rather high—perkaps if the 
facts were known, the cost to you of each 
individual who comes into your store would 
be startling. 

Considering this cost, it follows that 
every prospect who crosses your threshold 
represents at once a direct expense, but he 
also represents an opportunity. If your 
clerks can be taught to recognize both the 
expense and the opportunity, they should 
place a higher yalue upon each prospect and 
serve him more carefully and more intel- 
ligently to your greater profit. 

Certainly the average prospect will have a 
definite limitation upon the amount’ of 
money which he is prepared to spend in 
your store, but if he goes out without spend- 
ing that amount, it means that you have 
lost an opportunity. I believe that there are 
many merchants who do not fully recognize 
the importance to themselves of always sell- 
ing the customer the highest quality mer- 
chandise that he can be induced to buy. 

I have made a special study of the watch 
business and I am convinced that this is 
particularly true of watches. Many times 
have T stood before the watch counter and 
listened to the conversation of the sales 
clerk in connection with his efforts to make 
a sale, and T am convinced that he under- 
rates the buying power of his customer more 
than half the time and that he also over- 
sells his cheaper merchandise, considering 
the price and the quality of his sale. 

When a clerk tells your customer that a 
cheap watch is guaranteed to keep perfect 
time. last for 25 years or longer, and give 
no trouble of any kind, he not only spoils 
the chance of interesting your customer in a 
watch of better auality at a higher price 
and better profit for you, but he leads the 
customer to expect service and satisfaction 
beyond the abilitv of the merchandise to give 
at this nrice. Sales made in this manner 


lead to disappointed customers, extra work 
on the part of vour watch service depart- 
ment: time, trouble and operating cost often 


far beyond the first cost of making,the sale. 

The cheap price often carries with it 
higher cost both to the customer and to 
the merchant and no customer should leave 
your store until he has bought the highest 
quality which his means will permit. When 
it is not possible to sell quality, and price 
necessarily becomes the deciding factor, it 
is the conservative merchant who does not 
overtalk his cheaper lines, who does not 
lead his customer to expect service and sat- 
isfaction which cannot be had at the price, 
who retains the good will of his customer. 
So much for the competition of poor. sales 
work in your own store, 

Now as to competition with other jewelers 
in your own location and the still more 
important competition with other uses for 
money : 

If each prospect who comes into your 
store represents a portion of your operating 
cost, it follows that a larger number of peo- 
ple entering your doorway would at once 
lower your unit of selling. Here is where 
advertising enters the picture. 

It has been said by an eminent psychologist, 
that no way has ever been found of cre- 
ating a new human desire. This man of 
science maintains that the desire must al- 
ready exist or there will be no resultant 
action. 

There are two kinds of desire, however— 
active desire which must be satisfied, and 
latent or sleeping desire which can be roused 
to activity by certain known methods of 
artificial stimulation. These methods of 
stimulation are quite familiar to advertising 
men and perhaps advertising can best be 
described as the message or signal which 
arouses sleeping desire and stirs it into 
action, 

Whenever an individual has surplus money 
to spend, the character of his purchase will 
depend largely upon the one among many 
smoldering desires which may be stirred 
most powerfully into action at the time. 

Advertisements describing the beauty, 
quality, desirability and moderate cost of 
the merchandise you have to sell, appeal 
most powerfully to those individuals who at 
the time will have the means available to 
buy. If your advertisement is missing and 
one or more advertisements for other kinds 
of merchandise come to his attention in- 
stead, it is obvious that your opportunities 
for sales are decreased and the opportuni- 
ties for the other merchants who have ad- 
vertised are increased. 

It is probably too much to claim that 
advertising actually makes sales, There is 
every proof, however, that it arouses inter- 
est and desire, bringing people into your 
store to shop and thus giving you the op- 
portunity of closing the sale. 

Your advertising must do two things—it 
must arouse a desire for your merchandise 
and it must convince the reader that your 
store among many is the one best place to 
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FREE 22S GREATEST 
2 GENUINE DIAMONDS 4/100 Each EVER 
Solid Gold 
14kt. White OFFERED 
Gold Top No. 3002X —“Le-Flis” 8 
GENUINE Power Genuine Prism Bi- 
HOPE RUBY aocular, French Make, very 
powerful, extra fine qual- 
$25.00 ity thruout — retail value 
$45.00. Our Price, $16" 
Send us your name and the each, net.......... 
ring will be sent for inspec- ; 
tion. fs 6132 
monagges your Wife on the Next Anniversary 
3 Genuine Diamonds 
4/100 ea. 
Looks and Wears Like Platinum 
20 Kt. White Gold 
Hand Carved 
To Retail 
$25.00 | 
Se ee 2 er ere ae No, sas 
an momen $ magazines, 
All erders will be turned over to Retail Jewelers. No. 3003X—Guaranteed 10K. Gold Filled Cable‘ Temple Spectacles 
fitted h O-E P Ci 1 A 
Use “be wn Frc with ors of tae ting oo sone aon... 
Mail us your business card and a cata — will be mai to you. 
Te J 
WRITE FOR WHOLESALE PRICE NEW ERA OPTICAL CO. 
BUFF oe oo co. Write for Catalog and Save Money. 
Brisbane Building Buffalo, N. Y. 123 W. Madison St. CHICAGO 
ta & 



































The Finest, Richest, Embroidery Hoop Ever Made 


. ADJUSTO | 


CORK CUSHIONED HOOP 





Heavy 14-kt. Gold Plate 


Individually boxed 


First time so attractive a hoop has been available 


For Christmas, Anniversary, Commencement 
and all other gift and prize purposes—and for 
folks who “like to show off.” Nationally ad- 
vertised. 


An elaboration of the revolutionary Adjusto patent 
cork-cushioned embroidery hoop, carried to the limit 
of luxury. Holds every sort of fabric, from tissue to 
toweling, tight as a drum head, without possibility of 
injury, and contributes largely to the execution of 
superlatively fine needlework. Popular 5” size. Ap- 
proved by Priscilla Proving Plant. 


- $18 dozen 


to retail at $2.50 


Order from your regular jobber. If he cannot supply you out 
of stock, he or you can get immediately from these 

DISTRIBUTORS: 
Eastern: A. L. Clark Co., 53-57 West 23rd St., New York 
Western: H. A. Austin Co., 234 So. Franklin St., Chicago 
Canadian: Will P. White, Ltd., 65 Simcoe St., Toronts 


Made by EMBRO MFG. CO., Canton Ohio 














Diamond Mountings 


I’xquisite, faultlessly fashioned 1SKt White Gold 
Mountings with and without Calibre Sapphires 
are now being shown in our fall samples and de- 
livery. Be sure you see them among our com- 
plete ring lines as carried by 

Mr. W. E. Hatch, 334 5th Ave., New York City. 


Mr. V. B. Hume, 803 Heyworth Bldg., Chicago, IIl. 
Mr. W. R. Landram, 140 Geary St., San Francisco, Cal. 


M. ALEXANDER 


50 Columbia St. NEWARK, N. J. 
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ARTHUR JOHNSON MFG. CO., Inc, | 
14-16 Church St., New York 
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Retail Advertising Department. 


satisfy the desire for that merchandise. 

With most merchandise and _ particularly 
with watches and jewelry the former is 
much easier to do than the latter. It is 
not so difficult to stir into action the desire 
of the average man to own a good modern 
timepiece. It is also easy to arouse the 
natural feminine desire of a woman for a 
beautiful article of jewelry. But to con- 
centrate the satisfaction of these desires 
upon your store is a problem more diff- 
cult of solution. 

This is where your competition with other 
jewelers become the important factor, 

If your advertisement or your window 
display merely arouses a desire to buy a 
watch or an article of jewelry and does 
not carry with it a conviction that your 
merchandise is the best, your policy and 
reputation the highest, and your price no 
higher than equal quality can be bought for 
elsewhere, then your advertising or display 
may only make more business for your 
competitor. 

Reputation is the strongest known means 
of inspiring confidence and since your cus- 
tomers are interested in buying the mer- 
chandise they desire far more than they 
are interested in you or your store, it fol- 
lows that a reputation for your merchandise 
is much more important than store reputa- 
tion alone. 

In your industry, some of the manufac- 
turers of watches and watch cases have ad- 
vertised their products throughout America 
for many years. Other articles which you 
sell have also been advertised,. but the watch 
industry has furnished the largest advertising 
contribution in your line. The steady and 
consistent advertising of these manufac- 
turers has built up a public confidence in the 
products bearing their names and_ brands. 
Once interest has been aroused in this mer- 
chandise, conviction regarding its desirabil- 
ity as a brand among other products of its 
class immediately follows because of the 
familiarity ‘of the public with its name. 

There are four or five watch manufac- 
turers and a casemaker who have built up 
business for the retailers of America by 
steady and consistent advertising in large 
space and big circulation. This advertising 
has not only stimulated the watch business, 
but it has also increased the prestige of 
the retail jeweler and helped him to sell 
other merchandise, for in practically every 
ad, readers are told to “Go to the Jeweler.” 

In the advertising of other products you 
frequently see the command: “Go to the 
dealer,” but the advertising of these well- 
known watches and cases is focused entirely 
and exclusively upon building business for 
the legitimate retail jeweler and for him 
alone, It is not only your duty to these 
manufacturers but your duty to yourselves 
i your own interest to support the adver- 
‘ising of these watches and cases and push 
them in your store. 

In tying up to a line of advertised goods, 
beware of the manufacturer who spends a 
few hundred dollars for advertising and 
several times that amount to tell you about 
i, in the hope that by keeping his story 

fore you all the time, he can get you to 
buy his line and advertise it yourself. 
Advertising which is directed largely to 
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the jeweler will arouse absolutely no inter- 
est among his customers. Therefore when 
a national advertising campaign is brought 
to your attention, see to it that the adver- 
tiser has something real to talk about. The 
value of any advertising campaign must be 
judged entirely by its constructive character 
and by the amount of it which is direct to 
the consuming public. 

National advertising today in highly com- 
petitive lines must be large, it must be fre- 
quent and it must be consistent. When you 
spend your money for a stock of merchan- 
dise and for your own local advertising 
see that it is spent on a brand that is adver- 
tised regularly, not merely once or twice a 
year, and see that it is a brand which is 
advertised in the best and largest magazines 
so that it will be known among the real 
people of America who have the real buying 
power and that it will be known to a large 
number of them. 

I have talked with a few jewelers who 
profess not to believe in national advertising 
or nationally advertised merchandise. They 
maintain that they will do their own adver- 
tising and build their own local reputation 
for unbranded merchandise or merchandise 
whose brand is practically unknown to the 
public—which is much the same thing. It 
seems to me that a merchant who cuts him- 
self off from the good-will and public con- 
fidence created by national advertising fails 
to take advantage of the most potent forces 
which are today at work in building up 
an increasing market for merchandise and 
maintaining standard values which lead to 
satisfied customers. 

An advertised watch or any other adver- 
tised article is frequently carried far be- 
yond the city in which it was purchased. 
It is also frequently observed and com- 
mented upon by friends of the owner from 
distant cities, so that a name or brand 
known nationally by all the public is the 
only common standard of value by which it 
finally comes to be judged, 

Advertising not only helps to sell the pub- 
lic in the first place, but it does more than 
anything else in the world to keep the owner 
sold on his purchase. [ have known men 
who had previously never displayed the 
slightest interest in automobile advertising, 
suddenly become very interested and very 
familiar with the advertising of the auto- 
mobile which they had purchased. In fact, 
there are many indications which point to 
a greater interest in the advertising after 
the purchase than before. 

From the merchant’s point of view, it 
costs not a penny more to carry a thousand 
dollars’ worth of known, branded, adver- 
tised merchandise than it does to carry a 
thousand dollars’ worth of anonymous or 
orphan stock without a name or brand 
known to the public. 

When the manufacturer or jobber of the 
unadvertised line sells you a bill, he is all 
through when he has delivered you thg mer- 
chandise and collected his account. He does 
not spend one penny of his profit out of 
the transaction to help you pass on_ this 
merchandise to the consuming public. 

Is this type of manufacturer the kind 
who is really helping your industry and 
helping you to better business, larger volume, 
and greater profits? If he is, then by all 
means give him your business. 
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On the other hand, all the value of the 
reputation, prestige and business building 


effort of the manufacturer of advertised 
merchandise can and will work for you in 
your location without a penny of extra cost, 
if you will favor the manufacturer who 
spends a part of his profit to help you in 
the burden of passing on the merchandise 
to the final consumer, 


A mistake frequently made by merchants 
is the habit of purchasing merchandise be- 
cause of qualities which they themselves see 
in the merchandise due to their long expe- 
rience in the industry. They forget that the 
public is not expert in its ability to dis- 
tinguish quality from mediocrity and must 
depend upon its knowledge of names and 
reputations for standards of value. For 
example, you may be offered some very 
good watches without a brand name or with 
one unknown to the public, and you may 
recognize immediately that the watch is a 
real value at its price. Your customer, 
however, is not a watchmaker and unless he 
sees upon the watch a name which he recog- 
nizes aS representing a certain standard of 
value—a certain reputation for quality— 
there is a great lack of confidence in his 
mind and you must stand or fall solely by 
your own ability to create a confidence in 
the value of the watch. 

The brand mark on a watch or other ar- 
ticle of jewelry which has been largely and 
consistently advertised over a long period 
of years immediately inspires confidence in 
the purchaser’s mind. He knows that brand 
—it means something to him. About the 
unbranded merchandise he knows nothing 
and a brand mark unknown to him may 
just as well be left off, in fact better, for 
all the good it does. 

Sut you have many articles of merchan- 
dise to sell which are not advertised by the 
manufacturer—some which it would be dif- 
ficult if not impossible to brand, and it is 
important also to build a reputation for your 
own store extending to all the merchandise 
which you carry. 

Some stores have already achieved such 
reputation, Others are daily struggling to 
build it. There is no store whose reputa- 
tion cannot be still further advanced and 
many are outdistanced each year by stores 
lower down in the race for reputation. 

Local advertising is the easiest if indeed 
it is not the only way nowadays to build 
and maintain store reputation. 

And remember that your reputation is 
built on your merchandise and not because 
your name is Smith or Brown. 

A good reputation is largely the result of 
association. If your friends and associates 
are people of wealth, refinement and culture, 
you will achieve one kind of reputation, If 
they are gamblers, bandits or thieves, though 
you be as innocent as a baby, look out for 
the police. 

The merchant who displays and adver- 
tises over his signature merchandise which 
is known to the public builds for himself 
a reputation which eventually extends to 
his store and its entire stock. 

As I said before, I have been intensely 
interested in the problems of the retail 
jewelry business for some years, and nothing 
would please me better than an opportunity 
of talking on for half a day or longer about 
these matters which are so interesting to 
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A. THOMA & SONS 
JEWELERS AND OPTOMETRISTS 


ESTASLISHEO 1630 





[1G The HALLMARK Store | 


PIQUA 





The G-8 Co. 
Roshester, %.Y. 


Gentlemen: 


We have given your G-S Flexo Crystals and Outfit « very 


therough trial 


“We find the Flexo erystals a time-saver ani avoid the 


usual waste inc 


We consider the Outfit a safe and good paying in- 


May 23, 1922 


and can truthfully say the following; 


ident te glass crystale. 


vestment, a real money-makcr.° 


Please send us ene dozen each ; 
91/2 101/2 11 111/2 12 


Very 


12 1/2 


truly yours, 


222 NORTH MAIN STREET 


WARNING to retail and 
wholesale jewelers: Any one 
making, selling or inserting 
OHIO an imitation of so-called non- 
“compression” 
crystals, not bearing our 
trade-mark, G-S, and infring- 
ing on above patents will be 
prosecuted by law as soon 
as we obtain evidence of in- 


breakable 


fringing. Three New 


concerns are now under in- 
junction for infringing on 
our patent rights. BEWARE 


patents. 
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Germanoe-3imaon Uachine Co., 
Rochester, N.Y. 


Gentlemen: 


We are #riting you in regard to G-8 Flexo 
Crystals. We put in one of your machines ani stock 
of Crystals 5 months ago and fin4 our Crystal business 
has doubled itself. We find them much easier to fit 


York 


CRYSTALS. 


Announcing — 


The new and most wonderful improvement in watch crystals— 


THE G-S FLEXO GLASS CRYSTALS 


have been perfected to overcome all the trouble known in the 


fitting of watch crystals. 


They Can Be Easily Adjusted to Any Height or Size 
A small stock of only 2 gross G-S FLEXO CRYSTALS will 


provide a complete assortment to fit instantly any size and make 
watch in both the Open and Hunting case. 
The G-S Flexo Crystals are fully protected by re-issue patent 
No. 14,458. 


duet or dirt 
than glass crystals and fit tight leting no 
qoutins on dial. We wish to thank you for your promptness 


11 our Crystals orders ani will be a booster for 
PURKO CRYSTALS; they are not only practical but profitable. 


Very truly yours, 


The Tiffany Jly. Store. 


58 MILL STREET 


Manufactured and sold by 


Germanow-Simon Machine Co. 
ROCHESTER, N. Y. 


CRYSTALS YOU GANT BREAK 
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me and which I believe would also interest 
you. There are many other speakers on 
the program, however, and your chairman 
has been obliged to limit my time. 

I would just like to sum up my remarks 
and leave you with these few recommen- 
dations : 

Look upon every customer who comes into 
your store as an expense and an opportunity. 

Make the most of your opportunities by 
selling your customers quality rather than 
price. 

Cut down your expense per customer by 
advertising—thus arousing the interest of 
a larger number of people in your mer- 
chandise and your store and securing for 
yourself an increased number of sales op- 
portunities. 

Remember that when people have surplus 
money to spend they will not come to your 
store unless they think of you and your 
wares first. 

Keep your name, your location and the 
beauty, quality and moderate price of your 
well-chosen merchandise constantly before 
their attention. 

Do not give unnecessary free service 
which you should sell at a profit and do 
not make disappointed customers by over- 
talking low price merchandise or give un- 
necessary long time guarantees which may 
lead to dissatisfaction, with trouble and ex- 
pense for your service department. 

Remember that low price often carries 
with it high cost, both to the customer and 
to the jeweler. 

Beware of the temptation to stock un- 
known, unadvertised merchandise because of 
a longer margin of profit that sometimes 
goes with it. An article with a long profit 
will not put any money in your cash drawer 
if it stays on the shelf waiting for the 
buyer who never comes. The much larger 
volume of business that can be done on 
advertised goods will pay you far greater 
profits even on a reduced margin for each 
sale and the quicker turnover enables you 
to do the largest possible volume on the 
smallest possible investment. 

Talk beauty and quality—they are the two 
things which everybody desires. 





For several years Elias Ball, Spartanburg, 
S. C., has kept his watch and those of his 
neighbors to correct time by means of a big 
telescope seven feet in length, which he built 
himself out of old automobile parts, and 
through which he surveys the heavenly 
bodies, calculating by their positions the 
footsteps of Father Time. Mr. Ball states 
that since he has rigged up a radio in con- 
nection with his “observatory” he has veri- 
fed his computations and found that they 
tally with Uncle Sam’s. The telescope, built 
by Mr. Ball in spare time during a period 
of one year, is cleverly constructed. Its 4% 
inch lens magnifies 300 times. While he and 
is neighbors take pleasure in surveying the 
heavens, its principal service is for finding 
the time. Mr. Ball has studied astronomy 
and has a working knowledge of it when it 
comes to calculating time. He can figure 
latitude and longitude by means of his tele- 
scope. Numbers of prominent men have 
come to Spartanburg to see and look 
through the instrument. The lens is the 
only thing which cost him real money. 
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HEN people stopped buying business 

men started to economize, One way 
in which they did this was to cut down on 
the advertising. If they didn’t cut down 
on the advertising space used, they began 
to use extravagant statements in their ad- 
vertisements. In either case business con- 
tinued to fall off. In the first case they 
were not telling the people about their 
business. In the other they were not telling 
their story in such a way as to cause 
people to believe it. 

Those concerns that have increased 
rather than decreased the amount of money 
spent on advertising and at the same time 
have copy that is educational rather than 
emotional in character have in nearly every 
case at least held their gwn. Many of 
them have actually imcreased their business. 


Extravagant statements no longer sell 
goods. They do create distrust. Go 
through the advertising columns of the 
newspapers and pick out those advertise- 
ments that contain extravagant statements 
and also pick out those that are conserva- 
tive, that are sober in their statements and 
give real information rather than wild 
promises. Then find out just what the 
sales of these concerns have been during 
the past two years. It will be found al- 
most invariably that those concerns that 
have consistently advertised and have given 
real information in their advertisements, 
without a _ single extravagant statement 
have been doing a good business, 

On the other hand those concerns that 
have made extravagant statements have not 
been able to get satisfactory returns from 
their advertising. A single statement in 
an advertisement that is not unquestionably 
true, that is not obviously true, that can 
in any way lead the reader to a wrong con- 
clusion hurts sales to a far greater extent 
than any such statements ever have in the 
past. 

It is not an 
fool the people. 


easy matter just now to 
It is an easy matter for 
a business man to fool himself. There is 
enough in the newspaper columns these 
days to show that business is on probation. 
It is under suspicion. It must prove that 
it is honest. The fact that so many in- 
vestigations are being conducted indicates 
this. 

For this reason if for no other it is highly 
important that every advertisement be 
worded first to create confidence. If this 
confidence can be created sales will surely 
follow. 

On the other hand if the advertisement is 
so worded as to inspire immediate sales 
by an appeal to the emotions or by making 
extravagant statements there is danger that 
it not only will not increase sales but that 
it will create distrust that will lead to fu- 
ture trouble. If a statement is not obviously 
true on its face it should be proved so 
conclusively that it cannot possibly be 
doubted. 








The advertising man needs to curb his 
enthusiasm sufficiently to write copy that 
is plausible to the most skeptical people 
because people are skeptical. There is 
scarcely a person who does not believe that 
everyone else got more war profits than 
he did and that they are still making more 
profits than they should. He feels sorely 
disappointed that he wasn’t able to get a 
bigger slice for himself and there is a good 
deal of satisfaction in doing what he can 
to make others suffer now, that there is 
no longer an opportunity to get these 
profits. 

Most people will not admit that this is 
the case, yet it surely is. There is nothing 
else that explains the psychology of the 
people so well. The business man who as- 
sumes that this is the case and conducts 
himself accordingly is in a position to in- 
crease his business. 

This calls for advertising of an educa+ 
tional nature. The jeweler must shqw 
the people to whom he sells that he is realhp 
trying to help them rather than to get afl 
the money out of them that he can. 


He needs to use more rather than less 
advertising and he needs to use it more 
intelligently than it has ever before been 
used, Just giving a‘list of goods for sale, 
and featuring prices does not result in the 
sales that this method once: did. | 

It is necessary to tell the people what 
these goods will do for them, how their 
possession will benefit them, the quality 
of the goods and the like, In other words 
it is educational rather than circus adver- 
tising that will get the results. 

People are keen for something new but 
they want this something new also to be 
something honest. Just how keen they are 
for something new is illustrated by the 
way they have bought “Eskimo Pie.” Last 
summer this confection was unknown, In 
November the Russell Stover Company be- 
gan to advertise it. This company does not 
manufacture it. It merely licenses others 
to do so, 

Within only sixty days from the time 
the first advertisement appeared this con- 
fection was known pretty well from coast 
to coast. It is gaining steadily in popular- 
ity and promises to make a fortune for 
its originator. 

This example merely shows how well it 
pays to advertise something that is really 
new. It shows that advertising pays if 
the advertising is backed up with goods 
and service up to the grade the advertising 
leads people to expect. 

People are ready to buy more than they 
are buying now if they are taught to buy, 
to have confidence in the people who are 
selling to them, It is confidence building 
advertising that is needed. The real cause 
of poor business is the lack of confidence. 
Silence, a non advertising policy on the 
part of either manufacturer or retailer tends 
to lessen rather than to increase confi- 


dence.—R. F. 
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Why Not Sell What People Want To Buy? 


UR advertising man recently tried an experiment, 
the results of which we believe will interest you. 
He seected a very nice pocket watch and 
showed it to the first twenty-five men he met during 
the following few days. Then he noted their com- 
ments : 
“My, what a handsome watch,” said one. 
“Say, it’s certainly a beauty,” said another. 
“It looks like a million dollars,” said a third. 
These were typical comments of every man to whom 
the watch was shown. 
Various questions were asked such as: “Was it very 
expensive ?”—“Where did you get it ?”—“Solid gold, isn’t 
it?”’—etc., but not a single man asked how long it ‘was 
guaranteed, or whether it gained or lost more than a 
minute a week. 
Then the same experiment was tried with a ladies’ wrist 
watch. 


“Oh, how beautiful,” said one lady. 
“It’s the loveliest I’ve ever seen,” said another. 


THE WADSWORTH WATCH CASE COMPANY 
‘Makers of Watch Cases Exclusively” 


DAYTON, KENTUCKY 
OFFICES: 
Chicago 
31 N. State St. 


Note: IHustrate your advertisements with watches. Electrotypes of watches illustrated 
above will be sent free to any jeweler. Order by number. Write for our big catalog 
sheet of watch cuts, advertisements, movie slides, etc., free on request. 


New York 
17 Maiden Lane 
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The ladies didn’t seem to be any more interested in 
guarantees and assurances of accuracy than were the 
men. 

Of course, people expect a watch to keep time, that 
is what it was made for. But apparently they don’t 
demand guarantees and rigid assurances of something 
they take for granted. 

With the majority of men, and to an even greater 
extent with women, the most important consideration 
about a watch is its appearance. 

Those who still regard a watch as “just a timekeeper,” 
are the people who carry the heirlooms and dollar 
watches today. 

When you are showing your stock of watches to 
prospective purchasers, emphasize the beauties of your 
watch merchandise. Talk about their style—the art 
and workmanship that goes into them—the pride of 
the owner in knowing that his possession is in perfect 
taste, and you will make the strongest possible appeal. 
Since people want watches to be beautiful, why not 
sell them what they want to buy? 
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Autuor’s Notre—Realizing that there is a scarc- 

ity of competent watchmakers employed or en- 
gaged in the jewelry business, this article is writ- 
ten at the request of the technical editor for the 
purpose of interesting the younger generation in 
the selection of watchmaking as an occupation. 
Among the mechanical occupations, watchmaking 
stands pre-eminent as a clean, profitable business, 
eliminating the monotonous routine of many other 
lines. The watchmaker has invariably been hon- 
ored as the highest exponent of human mechanical 
skill, and delicate precision instruments of every 
description come within the scope of the watch- 
makers’ ability. It would be impossible to operate 
our vast industrial system without the aid of 
accurate timepieces. Strictly speaking, the name 
“watchmaker” is a trade misnomer, as_ watch- 
making generally comprises the manufacture of 
watch movements. However, the name, ‘“watch- 
maker,” in the jewelry business, is invariably 
applied to one who repairs watches, and a com- 
petent watchmaker or watch repairer should be 
able to make practically any part of the different 
kinds and models of watches now in use. 

If the remarks contained in this article are “old 
stuff” to the competent workman, we trust that 
it will be considered in the same spirit in which 
it is tendered, viz.: that of interesting and im- 
parting information to the beginner.—L. B. P. 





(Continued from Technical Issue of Aug. 2.) 


Question—How shall we proceed to 
grind the angles on our spindle bearing, 6, 
So that they will be absolutely true? 

Answer.—It will be recalled, that in the 
July issue, we recut a wheel chuck in order 
to hold this bearing true while we turned 
the 45° angles. We may use this same 
chuck to hold the bearing while grinding 
the angles true. In order to do this grind- 
ng properly, we must have a suitable wheel. 
For this purpose, we shall require an Alun- 
dum Wheel, one-quarter inch in diameter 
by one-eighth inch face and with one- 
tighth hole and the wheel should be Grain 
3880, Grade K. We may mount this wheel 
on @ special taper that will fit into the 
— hole of our traverse grinder spindle. 
fe taper should protrude about one-half 
inch from the end of our traverse grinder 


‘spindle. After fitting this taper to our 
+9) then we may place the taper in 


- taper chuck and turn the end to fit the 
aa m our small grinding wheel. If we 
‘ od the end of the taper about one-eiglich 
erin inch longer than the width of the 
jan ing wheel, then we may thread it ard 

a smafl nut fo fit. This will provide 


a suitable means for securing the wheel ot 
the taper; in fact, it will be simply a small 
arbor to hold the wheel, Assuming that 
the wheel is properly secured to the taper, 
then we may use a small diamond tool and 
readily true the wheel. We now have a 
suitable means for grinding true, the angles 
on our hardened bearing, 6. We may next, 
set up the traverse spindle grinder in the 
slide rest and place the taper which carries 
the grinding wheel in the end of the spindle. 
Then we set the slide rest at an angle of 
45°. The spindle bearing, 6, is then placed 
in the wheel chuck and we must carefully 
observe that the outside diameter of the 
bearing runs true. When grinding this 
bearing and similar work, we must bear in 
mind that the wheel should always turn in 
the opposite direction from the work we 
are grinding. In this case, if we grind from 
the back side of the bearing we will attain 
this, When grinding at this angle, it will 
be necessary to use our idler pulley stand 
to carry the belt from the counter shaft to 
the traverse spindle. Also, we must run 
the traverse grinder spindle at a very high 
speed, while the lathe head which carries 
our bearing should travel at a low speed. 
Assuming that everything is properly set, 
we may proceed to take a light cut across 
the angle. In this case, we simply use the 
slides to bring the wheel into contact with 
the work, then we may guide the traverse 
spindle by means of the small knob. This 
will provide a very delicate feed for the 
grinding wheel and we may “feel” the very 
lightest cut, and for accurate work, we must 
take very light cuts. We may feed the slide 
rest in very carefully until we obtain a 
clean surface on the angle, then we pass 
the wheel over the work several times with 
no further feeding, which will produce a 
very accurate surface. The wheel should 
be kept well oiled while grinding to facili- 
tate removal of the grindings. After we 
have completed the grinding of this angle, 
then we reverse the spindle bearing in the 
chuck, and after truing the bearing care- 


ful y, we may grind the opposite end of 
the bearing true. This will complete the 
grinding on our bearing spindle, as we have 
previously ground the outside of the bearing 
to fit the frame, 

Question.—How shall we proceed to 
grind the loose bearing, which is to fit 
accurately on the hollow spindle? 

ANSWER.—Onr first step in this connection 
will be to set the slide rest exactly parallel 
with “the line of centers.” We may easily 
do this by grinding a short piece of rod 
and gauging each end accurately. Of course, 
if we set the slide rest at Zero, and with 
the traverse spindle grinder in the proper 
position, it is assumed to grind parallel, 
nevertheless, there may be a slight inac- 
curacy and we must correct this, where 
accurate grinding is required, We may 
select a piece of rod that will fit our largest 
chuck; say, about .1875 in diameter. Then 
we carefully center one end of the rod. If 
we allow about two inches of the rod to 
protrude from the chuck and rest the cen- 
tered end of the rod in a taper in the tail- 
stock we will have a suitable means for 
testing the accuracy of our grinding. 

We may take a cut across the rod with 
the grinder and when a clean surface is 
obtained for the entire length, then we may 
use our micrometer calipers and measure 
each end carefully. The two readings should 
be exactly alike and if they should not be 
so, than we may shift the slide rest swivel 
until we are able to grind the rod of uni- 
form diameter throughout. Assuming that 
we have attained this point, then we may 
grip the loose bearing, shown at 7, in Fig. 
63, in a wheel chuck, leaving the 45° angle 
in front for grinding at the same setting 
that we grind the inside true. For the 
inside grinding, we may use the same small 
wheel that we used for grinding the 45° 
angles of the spindle bearing. We shall 
also do our grinding from the back, just 
as we did with the spindle bearing. 

It will be recalled that we allowed .005 
for hardening, grinding and lapping. ~ How. 
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ever, we may not find it necessary to re- 
move all of this 005. We may proceed 
with the grinding until a clean surface is ex- 
posed clear through the loose bearing. If 
we have previously centered the loose bear- 
ing carefully, we may grind it quite true 
by removing from .002 to .003. Assuming 
that the inside grinding is completed, then 
we may set the slide rest to 45° and grind 
the angle on the end of the bearing. For 
the outside grinding, we may use our fine 
grinding wheel, 1%4 inches in diameter, and 
in this case we may do the grinding from 
the front of the loose bearing. If we cross 
the belt on the lathe head, the work will 
turn in the opposite direction from the 
grinding wheel as required. We may do 
this grinding by feeding the grinder spindle 
with the knob and a few light cuts will 
produce a clean. surface. 


QuesTion.—How shall we proceed to lap 
the inside of the loose bearing true and of 
uniform diameter clear through? 

Answer.—For this purpose, we shall re- 
quire a small brass lap, such as we have 
used in previous operations. To make such 
a lap, we may select a piece of steel rod 
about two inches in length by .1875 in 
diameter. This rod may be gripped in a 
wire chuck, turned true and with a slight 
taper, about 2°, and one inch in length. 
Then we may select a piece of brass rod 
about one inch in léngth by one-half inch 
in diameter, We may drill a hole through 
the center of the brass rod and drive the 
steel taper into the hole until the hole con- 
forms to the taper. Then we may replace 
the steel rod in the wire chuck and turn 
it true and of uniform diameter so it will 
fit inside the loose bearing. Next, we may 
remove the brass piece from the steel taper 
and slot it lengthwise, then file cross marks 
in the surface in order to hold the grinding 
powder, It will be readily observed that, 
with a lap which is slotted in this manner, 
we may drive the taper into the lap and 
enlarge the diameter as required in lapping 
operations, 

With the lap held in a wire chuck, we 
may apply a small amount of flour emery 
and plenty of oil and proceed to lap the 
inside of the loose bearing absolutely true 
and of uniform diameter inside, If the 
inside grinding has been properly done, we 
may lap the hole true with very slight re- 
moval of metal, say, from .0003 to .0005. 


Question.—How shall we proceed to 
grind the hollow spindle true? 
Answer.—When we made the hollow 
spindle, shown at 5, in Fig. 63, it will be 
recalled that we bored a hole clear through 
the spindle. This hole was .300 in diameter. 
We also bored a .370 hole for three-quarters 
of an inch. If we make a suitable mandrel 
to fit into these holes, we will have a 
means of holding the hollow spindle while 
grinding it true on the outside diameter. 
We may select a piece of brass rod about 
'wo and one-half inches in length by .400 
in diameter, This rod may be centered and 
should then be turned true on centers. 
ope one-quarter of an inch of each end 
‘ the rod should be turned to the exact 
mya to fit our largest wire chuck. Then 
as — hold either end in the wire chuck 
a and be assured that it will run 
- We may then turn the brass rod to 
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fit the inside diameters of the hollow 
spindle, which are .300 and .370. 

The mandrel must be turned to the 
proper diameters for a drive fit, as it must 
carry the hollow spindle while it is being 
ground true and there must be no per- 
ceptible side shake. 

Assuming that the hollow spindle is se- 
cured on the mandrel, then we may set our 
traverse grinder so that it will grind abso- 
lutely parallel, as in the case of the loose 
bearing. We shall place the mandrel with 
the hollow spindle attached, in the wire 
chuck and place the tailstock in the center 
hole of the mandrel. The threaded end of 
the spindle should be toward the tailstock. 
Then we may proceed to take a light cut 
clear across the hollow spindle. Unless there 
is considerable metal to remove, we may 
do this grinding complete with our fine 
grinding wheel. As soon as a clean surface 
is ground, we may gauge this carefully with 
our micrometer calipers, and observe that 
it ‘s of uniform diameter throughout. 

The loose bearing, 7, must fit freely over 
the spindle, with no perceptible side shake 
and as soon as we are assured of uniform 
diameter in the spindle, we may clean the 
spindle carefully and try the loose bearing 
for a fit. If we are able to grind the hol- 
low spindle very fine and smooth, it will 
not be necessary to lap it to a fine fit, but 
it must be ground very accurately to obtain 
the proper fitting. 

Assuming that the loose bearing has been 
properly fitted to the hollow spindle, then 
we may reverse the mandrel in the lathe, 
which will place the head of the hollow 
spindle toward the tailstock. Then we may 
set the slide rest to the 45° angle and pro- 
ceed to grind the angle. When the angle 
grinding has been completed, we may as- 
semble the spindle bearing and loose bear- 
ing on the hollow spindle and judge if our 
work has been properly accomplished. Our 
next step will be to fit the pin or key in 
the loose bearing to engage the slot in the 
hollow spindle. The key should be fitted 
very carefully, so that it will not bind at 
any point. It will not be necessary to 
harden the key, but it must fit securely, so 
there will be no possibility of its ever 
working loose. 


Question.—How shall we proceed to test 
the spindle to determine if the bearings fit 
properly? 

ANSWER.—We may assemble the spindle 
and bearings and then place the split ad- 
justing nut on the end of the spindle and 
adjust it so that the spindle bearing will 
turn freely on the spindle. When the proper 
fit is secured, the 45° angles are in contact, 
but the hollow part of the spindle bearing 
does not touch the body of the spindle. 

While the spindle may turn freely in the 
bearings and apparently seems to fit prop- 
erly, we cannot be sure that the 45° angles 
contact perfectly, and we must determine 
this point accurately. We may do such 
testing by applying a very small amount of 
soft rouge and sufficient oil to make a thick 
paste, to each of the bearing angles, It will 
be assumed that we still have the spindle 
on the mandrel and we may place the man- 
drel between the lathe centers and run it 
at high speed. Then, if we hold the spindle 
bearing with our fingers, the spindle will 
revolve in the bearings. If we run_ the 
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spindle in this manner for a few moments, 
and then take it apart carefully, any high 
spots on the angles will be readily observed. 
With all due care, it is a nice job to fit 
angle bearings and if we find, on taking the 
spindle and bearings apart, that they do not 
fit accurately, we may grind the angles to 
make the proper correction. By following 
this method of testing, we may correct the 
angles to obtain a perfect fit. 

Assuming that we have obtained a per- 
fect fit in the bearings, then we may press 
the loose bearing, 7, into the pulley, as de- 
scribed in the August issue. If we again 
assemble the spindle and bearings and place 


them in the frame locking them in position . 


by means of the locking screw, 3, we may 

place the frame in the slide rest and we 

are ready to grind the inside of the spindle. 
(To be Continued.) 


Motor, Polisher and Dust Absorber 


in a Convenient Unit 








A VERY efficient requisite for the jewel- 
er’s workshop is illustrated herewith. 

As will be seen from the illustration, there 
are two polishing wheels, arranged one on 
each side of the motor. Piping conveniently 
conveys the dust by means of an electrically 
produced suction into a dust box. 

The device is so constructed that there is 
no chance of dust flying around the room or 
hampering the operations of workers in 
other parts of the shop. 

The whole device is in a single unit. The 
operator is enabled to obtain a high-power, 





MOTOR, POLISHER, ETC., IN ONE 


individual, electrically operated buffing ma- 
chine having 3,500 to 4,000 revolutions per 
minute and still be able to regulate the 
power as required. Unusually high speed 
and power may be obtained for proper pol- 
ishing, buffing and suction. 

A series of more than one motor may be 
run in conjunction with one electrical suc- 
tion device. The suction device and dust- 
collecting box may be placed under the 
bench, through the floor, or several feet 
away, as may be found convenient. The 
electric sucker may be used on an ordinary 
suction motor or independently of the pol- 
ishing motor and dust collector, if the op- 
erator desires, for pressure blowing, sand- 
blasting, etc. The polishing and buffing mo- 
tors come in ten sizes, ranging from % to 
3 horsepower. The suction device and ex- 
hausters come in six sizes to fit polishing 
motor and to suit one’s individual needs. All 
sizes are made for both direct and alternat- 
ing current. As the polishing motor and 
suction device have separate electric connec- 
tions, they may be also used as separate 
units, 
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January 24, 1921 


The following quotations are taken from pages 35 to 37 of Circular No. 43 


making it possible to secure a better fit 


“The systems upon which the gauging of 
in placing a glass into a watchcase. 


watch glasses is based are in need of revision.” 

(b) Many watch glasses are manufactured in 
metric sizes and are sold in ligne sizes 
to satisfy the habits of the retail trade in 
the United States. On the continent of 
Europe metric sizes are used. 


“The metric system of gauging is recom- 
mended for use in preference to the ligne and 
its division into sixteenths, for the following 
reasons: 





(a) The step, or change in diameter, be- 
tween consecutive sizes in the tenth- 
millimeter system is less than the 
corresponding steps for glasses gauged 


(c) The ligne as a unit of length is obsolete 
except in a few industries and among 
them it is falling into disuse; the milli- 
meter is universal in most commercial 








by lignes and “‘sixteenths,”” thereby countries.” 
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HE go-getter gets more out of his busi- 

ness than the mere making of dollars. 
There is a great satisfaction in giving real 
service—giving the best merchandise for the 
Jeast money and making real friends of 
your customers, 

] am digressing from the subject assigned 
to me—the watch import situation—but I 
cannot refrain from expressing the 300d 
opinion I have of the jewelers attending 
these conventions. 

J am not sure just where | should start 
with my subject because the watch import 
situation is in an exceedingly chaotic staie 
at the present time, both in Europe as well 
as the United States. In Switzerland, the 
country which is the largest producer of 
watches for the world, there is a great lack 
of employment due to all countries, except 
the United States, being unable to buy, 
while in the United States we have the 
abnormal situation of an overcrowded mar- 
ket on certain classes of inferior goods, un- 
certain on account of the tariff situation 
and other causes. 

This is, however, only of a temporary 
nature, because the total watch production 
capacity of the world is not greater than 
the world’s unsatisfied demand for watches 
once the purchasing power of Europe and 
Asia is only partially restored. When this 
takes place the United States will not be 
sought after as the only market where 
watches can be sold. You will see a 
scarcity of watches such as this country 
has never known before and it is not such 
along way off. All through Europe there 
is a strong, unsatisfied demand for watches, 
but these countries cannot buy on account 
of the uncertainty of exchange rates. 

When I visited Central Europe last year, 
there were some stores we sold to before 
the war in certain larger cities, whose stock 
was so thinly spread out that they put one 
to three watches in the center of each tray 
that formerly had 16 to 20 spaces to the 
tray, so as to keep up a front and make 
some kind of a showing. 

Their watch stocks are bare, The new 
generation and the people as a whole have 
to have watches, and these peop!e will be 
back in the market to buy them and, once 
they start, Switzerland will devote its major 
capacity towards supplying them rather than 
the United States, which is the most ex- 
acting market in the world for timepieces. 

is will relieve the world market and cre- 
ate a great shortage here. 

Coupling this condition with the increased 
tariff, especially on 17-jewel grades, I pre- 

t a very considerable increase in prices 
of American and Swiss on these particular 
trades soon after the tariff bill is passed. 

From all indications this bill should be 
Passed sometime early this Fall, however, 
™ one can foretell as this tariff bill is too 
Much a political matter, rather than a Dill 

d on scientific data to secure protection 

‘and revenue only, 


The bill, as it is written, will make the 
very cheap termineur-made 15 - jewel 
watches cost more. The production of 


standard factories of 15-jewel good quality: 


will cost no more. The 17-jewel cheaper 
grades will cost considerably more, in fact, 
it will very likely accomplish the desired 
result of excluding the cheap makes of 17, 
19 and 21-jewel movements, made to sell 
and not to run, 

It will raise all the better adjusted :7 and 
19-jewel grades, also the 21-jewel adjusted. 
Grades of the precision and extra precis:02 
class, these ultra quality movemenrs will 
cost no more. 

Cases will have 50 per cent duty, a con- 
siderable increase, and the same will be 
true of watch materials except watch 
jewels, 

I predict that watches never will be sold 
so cheaply again as they have been this 
past year, once the rest of the world starts 
to buy again, 

Today the watch business generally in 
Switzerland is about the same as last year 
at this time, when every factory was closed 
down almost entirely, with only one or two 
exceptions. The only exceptions this year 
are the termineurs and factories making the 
very cheapest 7, 15 and 17-jewel goods, 
who want to get a good stock in before the 
tariff changes. 

There are also a lot of termineurs busy 
on rectangulars at prices below the cost of 
a good 10% line. There are some real 
small termineur shops, two to five men, 
who finish for larger termineurs at prices 
so low that they will not afford a wage, 
but hope to keep going until things are 
better. Naturally they are slapping out 
goods any old way merely to get by. 

There is very little, if any, change in 
wages because there is so little business 
and on account of chomage—the Swiss sys- 
tem of government support of workmen 
when out of work, a system on the face 
meritorious, but unsound because of its 
abuse and premium on loafing. As far as 
we can learn we still are the only factory 
in Switzerland that is running full time 
with as great or greater number of work- 
men as in boom years, 

Many factories are now running full time, 
but with greatly reduced forces; for ex- 
ample, one factory I know of is employing 
250 people now working practically for 
United States only, as against 600 in 1919, 
working for all other countries. 

It is reported that 32,000 watchmakers 
appealed to the Swiss government for a 
subsidy and are idle in spite of the fact 
that they are offering goods below cost in 
many instances. Personally I don’t believe 
this subsidy will be granted. 

There are two great evils which Switzer- 
land is suffering from and which reflect 
upon the whole watch situation both here 
and abroad: 

1. The money exchange situation. 
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2. The termineur system of finishing 
watches as against the production of regu- 
lar standard factories. 

The moment exchange becomes steady 
so that a dealer in a country outside of 
Switzerland knows that it will take about 
the same number of marks or francs to 
buy a Swiss franc six months later as it 
does now—no matter how many, just so 
it’s the same quantity — steadiness of ex- 
change rates will start good buying and 
from that time on the watch business will 
boom. As it is now no one dares to buy 
as buying of merchandise now is a mere 
speculation—the risk is too great, 

The second very serious evil which should 
be eradicated is the termineur system, a 
house industry similar to our sweat shop 
system in the clothing lines here. These 
shops are not subject to factory regulations 
or the rules applied for the employees’ bene- 
fit. They work under very bad light and 
air and sanitary conditions, 

Termineur made watches have no real 
legitimate home or parents. A termineur is 
not a manufacturer—he is usually one who 
employs from one to a dozen other work- 
men in his own home or in a little shop— 
an epoge factory, makes an epoge blank 
which consists of the plates with the train 
and stem wind in the rough up to the 
escapement, It is like the shell of a house 
with a foundation and walls which a car- 
penter and other workers attack and fin- 


ish. The epoge maker sells these blanks 
to anyone, and the buyers are called 
termineurs, These in turn parcel out the 


work to cthers all over the country; any- 
one who can do a little assembling work in 
his own home can get this kind of work if 
he will do it cheaply enough, 

It is similar to the clothing sweat shop 
industry in America, where the coat is sent 
to one house, the pants to another, another 
for the sleeves, etc., each operation to who- 
ever does that part of the work at the 
cheapest wage. 

When the movements are finished the 
termineur delivers them to the importer or 
jobber, He will finish or termineur these 
epoges for any price you name, from five 
to 35 francs, using the same epoge, the same 
bridge and plates. Regardless of the price 
these movements look the same on top, but 
my, what a difference on the inside as to 
quality of material used and workmanship, 
and only the experienced man can detect 
this, 

The result of all this termineur evil is 
that there is no standard of quality or 
value except en factory produced goods. 
Termineur gocds are the imitation of the 
real quality article. 

When one says this is a 10% line 15 
jewel or a rectangular 15 jewel, it does not 
mean anything; for one may be worth four 
times as much as the other and look from 
the plate model the same. 

There is no standardization of quality or 
prices, There is no regulation of hours, 
wages, conditions of working, nothing at 
all. Anyone in a family can do work and 
thus no two series are alike. 

Now the great evil is that these termineurs 
parade themselves as manufacturers, and it 
is often hard to distinguish between a 
termineur and a real manufacturer because 
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al our earliest ancestors, living in 
caves, noted the regular succession of 
day and night, and saw how the shadows 
changed regularly, in length and direction 
as day grew on toward night, then was 
the first feeble germ of the beginning of 
time recording and time measurement. 

The sun has been from the earliest days 
the master of time. It served the cave 
man’s purpose very well, The rising of the 
sun meant that it was time to get up; its 
setting brought darkness and the time to 
go to sleep. It was a simple system, but 
society in tose days was simple and 
strenuous. 

Next to the sun the moon is the most 
conspicuous of the heavenly objects. Its 
name means “the measurer of time.” As 
our first ancestors perceived, the moon 
seemed to have a _ strange property of 
changing shape. Sometimes it was a bril- 
liant disk, sometimes a crescent, sometimes 
it failed to appear at all. The changes 
occurred over and over again, always in 
the same order, and the same number of 
days apart. What then could be more con- 
venient than for men inhabiting neighbor- 
ing valleys to agree to meet at a certain 
spot, at the time of the next full moon. 
For this and other reasons, the moon was 
added to the sun, as a human timepiece, 
and man began to show his mental re- 
sources, he was able to plan ahead. 

These observations and knowledge of the 
sun, developed the sun dial, the oldest 
known instrument for measuring time. 

The sun dial measures time only during 
the day and then only when the sun is 
shining. It was unreliable; it would get 
badly out of the way when used by travel- 
ers, since different markings were needed 
for different latitudes, while on shipboard 
the movement of the waves would cause 
the shadow to swing. around in the most 
bewildering manner. Under ideal conditions 
it was never absolutely exact, because the 
apparent motion of the sun is not quite as 
dependable as most of us imagine, Astrono- 
mers find that they must allow for what 
they call “equation of time” in order to 
make their calculation come out true. 

As civilization advanced men realized that 
the sun dial was at least but a crude instru- 
ment, for measuring time, so they sought 
for a better means, and the Clepsydra was 
the result. The clepsydra was an interest- 
ing instrument and had an interesting name 
which meant the “thief of water,” and 
came from the Greek words, meaning 
“thief” “water.” ‘You can trace this in our 
words “kelptomania” and “hydrant.” The 
clepsydra was much more nearly a machine 
than was the simple shadow casting sun 
dial. At first it was merely that of a ves- 
sel of water having a small hole in the 


For most of the historical matter in my address 
Th am indebted to the books—“Time Telling 
wneagh the Ages,” by Harry C. Brearley, and 

¢ Old Clock Book,’ by N. Hudson Moore. 


bottom, so that the liquid dropped out, drop 
by drop. As the level in the jar lowered 
it showed the time upon a scale, Thus if 
the hole was so small and the vessel so 
large that it would reqyire twenty-four 
hours for the water to drop away, the 
clepsydra measured the hours of the day. 
This was a great improvement over the 
sun dial because it did not depend on the 
sunshine and told time in the night as well 
as in the day. 

The sun, which with the other heavenly 
bodies, had heretofore been the sole reliance 
of the cane race in its time reckoning, 
could now be ignored, and the would-be 
timekeeper called to his aid another mighty 
servant, the forces of Nature—that of 
gravitation, 

The clepsydra, like the sun dial, had its 
faults. It would freeze in cold weather. 
Water runs faster from a full vessel than 
from one nearly empty, on account of pres- 
sure, and it was found that it was hard 
to calculate the time. This trouble was 
partly done away with by using double 
vessels, the smaller one above, the one from 
which the water dripped, being kept con- 
tinuously filled to the point of overflow; 
the larger one below contained a fleat which 
rose as the vessel filled, thus marking the 
hours upon a scale. 


This improved form of clepsydra opened 
a field of fascinating possibilities in time 
recording. Jt gave the chance to make use 
of a machine, by applying wheels and pul- 
leys. This was done by attaching a cord 
to the float and causing it to turn a wheel, 
by use of the pulley principle, the motion 
of the wheel indicating the time. This was 
improved by using a turning pointer and in- 
creasing its speed, through the use of 
toothed gear wheels, which were placed in 
front of a stationary disk, divided to indi- 
cate the hours. This made the apparatus 
look not unlike a modern clock. 

In his Fitzpatrick lectures on Greek 
medicine in Rome, Sir Clifford Allburt has 
designated Herophilus as the first physician 
to count the pulse, and said he did it with a 
water clock. 

One novel use of the clepsydra, in Roman 
courts, at the command of Pompey, was to 
limit the time of speakers. “This,” says one 
writer of the day, “was to prevent babbling, 
that such as spoke ought to be brief in 
their speeches. It is not difficult to picture 
some pompous and tiresome advocate, roar- 
ing out sonorous Latin syllables, or reciting 
precedents, and building up arguments, while 
an unseen dropping checks the time against 
him, and to hear his indignant surprise and 
the chuckles of his auditors when the relent- 
less water clock cuts him short in the mid- 
dle of some period. Even now some of 
you may be wishing that a clepsydra was 
regulating my article, and that it was time 
for the bell to ring. 

Allowing for the fact that the clepsydra 
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was none too accurate at the best, it can 
be seen that this early form of timepieces, 
having played its part, was ready to step 
off the stage, when a more practical succes- 
sor should arrive. 

With one of its earliest successors we 
are all familiar—the hour glass. 

The principle of the hour glass is so 
similar to that of the clepsydra, and its 
first use was so early, that it is somewhat of 
a misnomer to speak of it as a “successor.” 
Nothing could be much simpler than the 
hour glass in which fine sand, poured 
through a tiny hole from an upper to a 
lower compartment. It did not adjust itself 
to astronomical laws, like the perfected sun 
dial. It merely permitted a steady stream 
of fine sand to pass through an opening at 
a uniform rate of speed until one of the 
funnel-shaped bowls had emptied itself, then 
waited, with entire unconcern, until some 
one stood it upon its head and caused the 
sand to run back again. However, it had 
its advantages. It would not freeze or spill 
over; it did not need refilling, and it would 
run at a steady rate, whether the reservoir 
was full or nearly empty. It could be 
made cheaply and would not wear out. It 
is not known definitely how old the sand 
glass is. It is said to have been invented 
at Alexandria, about the middle of the third 
century B. C. That it was known in ancient 
Athens is certain, for a Greek base relief 
at the Mattii Palace in Rome, representing 
a marriage shows Morpheus, the god of 
dreams, holding an hour glass. The Athen- 
ians used to carry these for timepieces as 
we do our watches. How would you like 
to wind your watch every hour, day and 
night? 

Another means of recording time applies 
the principle of the consumption of some 
slow burning fuel by fire. The Chinese 
and Japanese thus used ropes knotted at 
regular intervals, which slowly smoldered 
away. 

Alfred, the Great, that noble English king 
of the ninth century, is said to have in- 
vented the candle-clock, because of a vow, 
to give eight hours of the day to religion, 
eight to public affairs, and eight to rest 
and recreation. He had six tapers made, 
each twelve inches long, and divided into 
twelve parts, colored alternately black and 
white. Three of these parts were burned 
each hour, making each inch represent 
twenty minutes, so that six candles, lighted 
one after the other, by his chaplain, would 
burn for twenty-four hours. 

The Eskimos, also, through the long Artic 
night, have watched the lamp, which gives 
both light and heat in their cold huts of 
snow. But all of these are no more than 
crude conveniences, The Roman lamp clock, 
sheltered from the weather, was the best 
of them all, and was the only one which 
long continued in civilized use. 

I have been telling you about ancient 
timepieces. We now come down to the mid- 
dle ages, the time of the beginning of 
inventions, and real clocks. 

The very sound of the word clock gives 
a clue to its origin. It suggests the striking 
of a bell. The French called the word 
“cloche”; the Saxons “clugga,” and both 
of these, originally, meant bell. 

It is a general belief that Gerbert, the 
monk, who was the most accomplished 
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scholar of his age, and who later became 
Pope Sylvester 2nd, was the one who first 
took the important step of producing a real 
clock, and that this occurred near the close 
of the 10th century, or to be more exact, 
about 990 A. D. 

If Gerbert, after tinkering with wheels 
and weights in his stone-walled workshop 
really achieved some form of the clock ac- 
tion, as we know it, he was one of the 
greatest benefactors of the human race, 

It can be said, with certainty, that there 
were clocks of some sort in the monasteries 
during the eleventh century, that back of 
these were the clepsydra, and other record- 
ing devices, and that here and there, through 
the preceding centuries, were, more or less, 
tales of inventions that had to do with the 
subject. 

Some of the brilliant minds of ancient 
times made discoveries that were forgotten, 
after the barbarian waves overwhelemned 
preceding civilizations. The ages following 
the downfall of Rome were those of intel- 
lectual darkness, illiterarcy, and a rude 
force, until mankind groped slowly back to- 
ward the light, through the process of 
rediscovery. 


We now come down to modern clocks, 
and their creators. We learn that toward 
the close of the 13th century, a clock was 
set up in St. Paul’s Cathedral, London, in 
1286, and in Westminister in 1288, and one 
in Canterbury Cathedral in 1292. Chaucer 
speaks of a cock crowing as regularly as a 
clock in an abby orloge, and this shows, 
curiously, the early meaning of the word, 
for by the word clock Chaucer evidently 
meant the bell which struck the hour, and 
very obviously he used the word orloge, to 
indicate the clock itself. Many of the 
clocks of the middle ages had neither dials, 
or hands; they told time by striking the 
hour. 


In the fourteenth century clocks began 
to appear, which really were worthy the 
name, and of these there are authentic de- 
tails. They were to be found in many 
‘ands. The middle ages could not improve 
their clocks, without some radical invention, 
and such a mechanical type of invention 
was yet the province of few minds. 

For the first really important improve- 
ment in clock making we must pass to the 
latter end of the sixteenth century. The 
Italian Renaissance, with its great impulse 
to art and science, has come and gone, and 
the march of events has brought us well 
into the modern world. America had been 
discovered a century, and is beginning to 
be colonized; England is at the height of 
the great Elizabethan period. It is the time 
of Drake, Shakespeare and Sir Walter 
Raleigh. 

Just at this period of intellectual 
awakening a remarkable young man steps 
upon the scene. In 1564, the year in which 
the wonderful Englishman, Shakespeare, 
first saw the light of day, the scarcely less 
wonderful Italian, Galileo, was born in Pisa. 
He was gifted with keen eyes, and a swift 
logical mind. In 1581 this youth of 
seventeen stood in the cathedral of Pisa. 
Close at hand a lamp, suspended by a long 
chain, swung laxily in the air currents. 
There was nothing unusual in such a sight. 

illions of other eyes had seen other sus- 
Pended objects going through exactly this 
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motion, and had not given the sight a second 
thought. At this moment, however, a great 
discovery of far-reaching application, hung 
waiting in the air. Young Galileo took 
notice. The lamp swung to and fro, to and 
fro. Sometimes it moved but slightly. 
Again, it swung in a considerable arc, but 
always—and this was the point which im- 
pressed itself upon the Italian lad—the swing 
was accomplished in exactly the same time. 
When it moved a short distance it moved 
slowly, the farther it moved the faster be- 
came the motion. In its arc it moved more 
swiftly, accomplishing the long swing in the 
same time as it did the short swing. In 
order to make sure of the fact Galileo is 
said to have timed the swinging lamp by 
counting the beating of his pulse. Thus 
was discovered the principle of the pendulum, 
and its isochronism. He did not himself 
apply the principle to clock making, although 


some fifty years later, toward the end of 


his life, he did suggest such an application. 

The first pendulum clocks were probably 
made in 1665, by Christian Huggins, the 
celebrated Dutch astronomer, and by the 
English inventor, Dr. Robert Hook. From 
this time on, the important improvements of 
clocks were chiefly in two directions, that of 
the mechanical perfection of the escapement, 
and the compensation for changes in 
temperature, 

There is a little world of invention and 
discovery, behind the face of the clock which 
beats so steadily on your mantel. Look 
within it if you will and see the compact 
mechanism, its toothed gears, its coiled 
spring, and its swinging pendulum, in which 
the motion of the cathedral lamp is 
harnessed for your service. Nothing in that 
group has merely happened so. Each 
feature in the structure has been the result 
of study and experiment, as when Huggins 
hung the pendulum from a separate point, 
and connected it with a forked crank, astride 
the pendulum shaft. You can see that forked 
crank to this day, if you care to look. 

Next we come to one of the greatest 
single improvements in clock work. When 
the pallets in a clock are forced by an in- 
creased swing of the pendulum or by the 
form of the pallet faces against the teeth 
of the escape wheel in the direction op- 
posite to that in which the wheel is mov- 
ing, the wheel must be pushed back a little 
way each time, and the whole clock action 
is made to back up a little. You can see 
that this would tend to interfere with good 
time keeping. George Graham, in London 
in 1690, corrected this error by inventing 
the Dead Beat Escapement, which rather 
contradicted its name by working very well, 
and faithfully. The main idea of the escape- 
ment is this: At the end of each swing of 
the pendulum, the escape teeth, instead of 
being made to recoil by the downward mo- 
tion of the pallets, simply remain stationary, 
or at rest, until the commencement of the 
return swing of the pendulum. Then came 
another remarkably interesting contribution. 
The compensating pendulum, of which there 
are several. The inventors are Graham, 
John Harrison and others.. I won't at- 
tempt to explain the principles of these 
pendulums, for you all probably know what 
they are. 


The clock, as we know it, was now vir- 
tually complete. There were structural re- 
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finements, but no more radical improvements 
made. . 

In tracing its development from the 
fourteenth to the eighteenth century we note 
one curious likeness to the ancient history 
of recorded time. In this case, as before 
in Babylon, the people first concerned with 
the science were the priests, and after them 
the astronomers, but we note a still more 
important difference. As the medieval 
passed into the modern, the practice of 
horology passed more and more out of the 
hands of scientists into the keeping of com- 
mercial workmen. The custodian of time, 
was at first, a priest, and finally a manu- 
facturer, and this change was attended by 
a yast increase in the general use of time- 
pieces, and the correspondingly greater in- 


_ fluence of time upon society, and men’s way 


of living. The middle ages made clocks 
and watches; and clocks and watches made 
the age in which we live. 

On August 22, 1631, a charter was granted 
to “The Master Workmen and Fellowship 
of the Art of Clockmakers of the City of 
London.” Like other guilds, or companies, 
the clockmakers were empowered by this 
charter to regulate the trade in London, and 
to a certain extent throughout the kingdom. 

It gave them the power of search in 
order to prevent the public from being in- 
jured by persons making, buying, selling, or 
transporting, or importing any bad, deceit- 
ful, or insufficient clocks, watches, or sun- 
dials, boxes or cases for the said trade. 
Power was given to enter, with a constable, 
or other officer, any ships, vessels, ware- 
houses, or other places, where they should 
suspect such bad and deceitful works to be 
made or kept, for the purpose of searching. 
them, They might enter by force, if their 
progress was denied. 

If we could have a similar law, at the 
present time, the jeweler would be protected, 
better clocks would be sold, and the public 
better served. 

An act prepared by Mr. Pitt, of London, 
in 1797, carried a tax of two shillings and 
six pence, per annum, on each silver watch, 
ten shillings on each gold watch, and five 
shillings on every clock was passed. This 
act had such a disastrous effect on the trade 
that it was in force only one year. We 
present day jewelers can appreciate the un- 
fairness of such an act, for we have some- 
thing as bad in our unfair excise tax. 

The complete story of American clock- 
making is still to be told. In no branch of 
industry does one more deeply regret the 
absence of those great guilds, or companies, 
which were formed so early in England, 
than in studying the remarkable history of 
clockmaking in this country. 





(To be ccntinued) 








J. Wilbur Kay, president of Kay & Co, 
the Detroit, Mich., banking house, who died 
Saturday night, Aug. 24, in East Orleans, 
Mass., was 33 years old, and had been ill for 
the last three years. He was the son of John 
Kay, jeweler, 206 Book building, and brother 
of Wallace Kay, secretary and treasurer of 
Kay & Co. Mr. Kay was educated in De- 
troit. He was a member of the Detroit 
Athletic Club, Oakland Hills Country Club 
and the Detroit Stock Exchange. Surviv- 
ing relatives are his widow, his father and 
mother, a sister and a brother. , 
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The “Dixon” Improved SAVES TIME, 


Jewelers’ and Die Sinkers’ Flexible Shaft MONEY and 
LABOR 


Price Complete 
As Illustrated 


$39.00 


Fitted with a No. 0 
Jacobs Chuck, Capacity 
0 to 14” 





7 dahil 


pt JO. 1700 : 
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We can also Furnish This Larger and Heavier Shaft with a No. 1-A Jacobs Chuck, Capacity 0 to 
14,” at $35.00 Complete with Motor 


This new Dixon flexible shaft outfit has been designed especially to serve the requirements of the manu- 
facturing jeweler and silversmith, but is equally adaptable for die sinking, drilling, grinding, polishing 
and a general line of work such as daily occurs in fine tool and metal working shops. This is a fractional 
horse power, high speed motor, rated at 1/10 H.P. It has a varying speed regulation—from 2,000 to 
6,000 and 10,000 R/P.M. It will operate from any electric light socket, and is adapted to either direct or 
alternating current. It is universal in its make, having a regulator which gives three distinct speeds. 


WILLIAM DIXON, Inc. wevfonsatssnoow “119 ruLton Srmecr 
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superior opportunities afforded by this greatest of all Horological Institutions, for learning watch- 
work and its kindred trades, Engraving and Jewelry. 


BRADLEY, by its straightforward methods of doing business and the ultimate results, has gained the foremost place in 
the hearts of the Jewelers in general, and for this reason if you broach the subject of which school to attend, nine times 
out of ten, the answer will be “BRADLEY,” of course. Then join your forces with this Institution for a successful 
career. If you can make arrangements to enroll immediately, make the time as short as possible, as every day that you 
are not attending “BRADLEY” is money lost if you are really anticipating taking this course. Get one of our latest 
catalogues. It will interest you immensely. Address:—Bradley Horological, Peoria, IIl. 


a canqerice with its increased facilities, can now accommodate all who wish to take advantage of the 
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The above half-tone, made March 3d, 1922, gives a good idea of the number of students at Bradley Horological, taking Watchwork, 
Jewelry and Engraving. The fame of this big school reaches out to all quarters of the Globe, and 
nearly every civilized country has been represented in its student body. 
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Question No, 3867—Missing Wheel and 
Pinion.—Topping Escape Wheel Teeth— 
Will you kindly advise me in regard to 
the following problems? 

No. 1-—I have taken in for repairs a 
gent’s Swiss patent lever movement of which 
the fourth wheel and pinion are missing. 
Will you please advise me through your 
valuable WORK SHOP NOTES, how to 
find the correct number of teeth in wheel 
and leaves in pinion for same? No. 2— 
Also advise me what is meant by topping 
escape wheel teeth, A. D. 

Answer.—No. 1.—We must first of all, 
determine if the movement is a quick train 
or slow train. This may be readily done 
by counting the vibrations. With an 18000 
train we have 5 vibrations per second; 
16200 train, 434 vibrations, per second; 
14400 train, 4 vibrations per second. We 
may readily count the vibrations by moving 
the balance slowly back and forth for one 
second, as indicated on the watch dial. 
Then we may use the following formula 
to determine the number of teeth in the 
missing fourth wheel: 

10 for 18,000 train 

9 for 16,200 train 
8 for 14,400 train 

We will assume that the movement is 
18000 train and that the escape pinion con- 
tains 7 leaves. Consequently, we have: 
7%10=70, which will indicate the correct 
number of teeth for the missing fourth 
wheel, 

To find the number of leaves for the 
missing fourth pinion, we may use the fol- 
lowing formula: 

Fourth pinion = (center wheel x _ third 
wheel) — (third pinion X 60). We will 
assume that the center wheel contains 72 
teeth, the third wheel 60 teeth, with a third 
pinion of 9 leaves, Applying these figures 
to our formula, we have: (72 XK 60 = 
4320) + (9x 60). 4320 + 540 = 8. There- 
fore, the correct number will be 8 leaves 
for the missing fourth pinion. 

No. 2——By topping escape wheel teeth, 
we simply mean to trim the ends of teeth 
which have worn and are of uneven length. 
This may be done with any escape wheel, 
which has pointed teeth, but never with 
club teeth escape wheels. The operation 
is performed by gripping one pivot in a 
wire chuck and resting the opposite 
pivot in a female center in the tail- 
stock. Then we set the T rest close to 
the edge of the teeth and with the lathe 
Tunning at high speed, we apply a fine India 
oilstone lightly to the edge of the teeth. 
This will trim off the points of the teeth 
evenly. Any slight burrs that are thrown 
up ‘may be removed by scratch brushing 


Fourth wheel = escape wheel X 


a... 


QUERIES 


[Answers are also solcited from our readers to the questions published on this page.] 
No attenticn paid to communications unless accompanied by full name and address of the wiyiter. 
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with a circular brass, scratch brush. 
Previous to topping the teeth, it is a good 
idea to examine them carefully and 
straighten any teeth which may be bent. 
Topping escape wheel teeth is usually per- 
formed in the repairs of very old clocks or 
in any cases where new escape wheels are 
not obtainable. Excellent results may be 
attained if the work is carefully done. 


Question No, 3868.—Thread Cutting.— 
Kindly inform me how to cut good 
threads with a screw plate. I use soft steel 
wire for making special screws and many 
times these screws will break off before a 
full thread is cut? H. H. 

ANSWER.—The steel blank on which the 
thread is to be cut should be turned with a 
long bevel at the end, in order to start the 
die of the screw plate easily in cutting the 
thread. In cases where the shank to receive 
the thread must be turned smaller than the 
head of the screw, the shoulder should be 
rounded to avoid risk of breakage at the 
shoulder while threading. Case screws are 
a good example of this style of screw. If 
a square shoulder is to be the final form 
of the screw, you should first leave a round 
shoulder for the sake of strength, cut the 
thread up to the round shoulder, then turn 
the shoulder square, and cut the remaining 
short thread, if a thread is required close 
to the head of the screw. Generally speak- 
ing, it is unnecessary to have a thread clear 
to the shoulder, so the shank may simply 
be turned to cylindrical form with the 
shoulder. 

Turn the blank so that its diameter is 
equal to the full, outside diameter of the 
threads of the screw you wish to make. 
Make the first cut with a hole in the screw 
plate a size or two larger than the correct 
size, This will-cut a partial thread and to 
cut a full thread then will be found much 
easier, because there will be much less metal 
to remove, thus lessening the strain and 
consequently lessening the risk of breakage. 

Now cut the thread with the final size 
hole in the screw plate. It is quite an 
advantage to use a double notched screw 
plate. Notchless plates and single notched 
plates are still sold, but they will not com- 
pare with a double notched plate in ease of 
cutting. The latter may be distinguished 
by their having a slot in two sides of each 
hole; thus having two cutting edges instead 
of one, as in the case of the single notched 
plate. The notchless plate is nothing more 
than a relic of the past; it does not cut; 
it “worries” a thread on the metal and the 
torsional stress is excessive. 

Regarding the proper method of manipu- 
lating a screw plate in cutting a thread ; 
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first, let us impress on your mind the im- 
portance.-of usiag- plenty of oil; second, do 
not try to take too big a “bite” at: one help- 
ing. If you are cutting the thread with 
the blank held in the lathe you will be 
able to manipulate the: work to the best 
advantage. The plate should be held at 
right angles to the length of the screw 
being cut, and the plate should be held 
by its two sides, above and below the hole 
which is being used. The work should be 
turned by the hand, turning the pulley of 
the lathe back and forth as the cutting pro- 
ceeds, The hand is sensitive, and when 
too much strain is developed, it is quickly 
detectéd. This is the reason the hand should! 
be used to turn the work. If we hold the 
work and turn the screw plate, much of a: 
twisting motion is imparted. Obviously 
this will not produce a clean thread: iw 
fact, much breakage is due to this lack of 
care. It is best to cut about one turn, then 
reverse the work a half a turn and proceed 
in this manner until we complete the thread, 
alternately cutting and reversing, After 
cutting a full thread in this manner, the 
screw may be run through the plate once 
or twice to clean up the thread. 

In sizing blanks that are to be threaded, 
it 1s a very good idea to take our measure- 
ments with a micrometer. A notched screw 
plate does not compare with a well made 
die, in any case, so it is well to favor the 
screw plate as much as possible, 


Question No. 3869— Containers for 
Silver Plating Solution— We expect to 
make up a 5-gallon silver solution, so we 
can plate large pieces. Also will make a 
5-gallon copper solution, as we are manu- 
facturing some novelties and think we can 
work to better advantage with the large 
solutions. Now, can you advise us what 
kind of a jar or tank is most suitable for 
this purpose without going to the expense 
of enamel tanks? Previously we have been 
using the ordinary stone jars. L. & Co. 

ANSWER.—At one time, we had about this 
same trouble with plating solutions and de- 
cided to line the jars with some material 
that would resist the action of the solutions, 
First we tried some black, asphaltum 
varnish, that may be obtained from any 
paint store. We simply painted the insides 
of the jars two coats. This answered the 
purpose quite well, but it would not stand 
much heat as in the case of a hot copper 
solution. We finally obtained all new jars 
and when there was a paving job being 
done on one of our streets, we “bribed” 
the boss to pour some hot asphaltum into 
the jars. Then we used a swab and painted 
the jars thoroughly inside and neatly 
around the top edge. When this work was 
completed, we placed the jars upside down 
and at an agle so they would drain out and 
not leave a quantity of sticky asphaltum in 
the bottoms of the jars. We allowed the 
jars to stand overnight and next morning 
the asphaltum was quite hard. We prepared 
five, 3-gallon jars in this manner and placed 
them in a row and run a positive and nega- 
tive rod across the tops. These jars contain 
nickel, copper silver, yellow and green gold 
solutions. The nickel solution is, as you are 
aware, slightly acid, while all of the other 
solutions are alkaline. The asphaltum lin- 
ing answers equally as well with the acid ; 
and alkaline solutions. 
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It It 
White White 


Do you know there is a white gold that 
works like platinum? 


is the new 18 Kt. Palladium White 
ALBADOR Gold, containing precious metals 
only and in working qualities the nearest approach 
to Platinum. 











can easily be set,. beads raised 
ALBADOR without difficulty, danger of chip- 
ping eliminated. Its blue tint matches diamonds 
perfectly. 

contains neither nickel nor zinc, 
ALBADOR therefore can be remelted without 
changing its properties and can be soldered without 
tarnishing. 














does not tarnish, therefore does 
ALBADOR not require stripping or pickling. 








can be engine turned and takes 


ALBADOR enamel beautifully. 
ALBADOR 


Saves Tools, Labor and Time 

















Try it for yourself and find this out. 
If not satisfactory may be returned. 


American Platinum Works 


N. J. R. R. Ave. at Oliver St. Newark, N. J. 
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Refiners 


Gold 
Silver 
Platinum 








HANDY @ HARMAN 


31 Gold St., New York City Bridgeport, Conn. 


SHIP TO EITHER PLANT 

















THE 
HERPERS 


CATCH 





With Patch 


Twenty-one years old and still the 
Best and Most Reliable. 


“Try them and be convinced. 


99999 Ma 2 


i289 $15 761 6800 80! 855 lil '724 


Made in eight sizes 


WITH OR WITHOUT KARAT STAMP 
“ O WITH YOUR TRADEMARK 


HERPERS BROS. 
NEWARK, NEW JERSEY 


ESTABLISHED 1865 

















Established 1858 





Silver Anodes 
Gold Anodes 
Platinum 
Copper 


L. Lelong & Bro., lnc. 


Smelters and Refiners 
Halsey, Marshall and Nevada Sts. 


Newark, N. J. 





or 
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The Horological Institute of 
America 





Address delivered by Dr. A. F. Beal, Chief, Time Section U. S. Bureau of Standards, 
Washington, D. C. before the recent convention of the A. N. R. J. A. 
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F naamecnemenent 


AST year at your meeting in Buffalo 

you heard what our President and 
Founder, Mr. George W. Spier, had to say 
about the contemplated formation of the 
Horological Institute of America, and 
judging from the fine resolution you passed 
endorsing the institute, [ am sure it must 
have been an excellent address. This year 
it is my privilege to tell you what the insti- 
tute is accomplishing, and particularly about 
the benefits which the institute is bringing to 
the trade. Many of these benefits touch 
each one of you personally, and it is there- 
fore a special pleasure to serve you by 
bringing you this message. 

As you already know, the trade has vari- 
ous associations for looking after special 
questions that arise from time to time. For 
example, you are assembled. here on this 
occasion aS a national association to learn 
better and more ethical methods of mer- 
chandising and business accounting. Then 
there is the National Jewelers’ Publicity 
Association, the Jewelers’ Vigilance Com- 
mittee, the Jewelers’ War Revenue Tax 
Committee, and others, each one with its 
own special problems. They are all aiding 
you. In like manner, the Horological Insti- 
tute of America was formed to help you 
solve your technical and watch-repair prob- 
lems, It is our purpose as a scientific or- 
ganization to work for the good of the 
trade as a whole. We can and will aid 
greatly, not only the jewelers, but also the 
watchmakers. In fact, the benefits which 
the the institute wil] bring to the trade 
are about equally divided between the 
jewelers and the watchmakers. The ways 
in which we can be a benefit to the watch- 
makers are numerous, but I will not lay spe- 
cial emphasis upon this phase of the ques- 
tion on this occasion; I will be content 
merely to attempt to point out the benefits 
which the institute can bring to you people 
as jewelers, 

In serving the trade, our greatest stress 
at this time is being concentrated on an 
effort to develop better watchmakers, By 
this I mean inducing watchmakers to study 
and improve themselves so that they ac- 
tually become better and more valuable 
workmen, We all know that there are some 
excellent workmen in the trade at present, 
but we need more of them. On the other 
hand, we also know that there are some 
workmen who are not as skillful as they 
should be for the good of the trade. These 
need to improve themselves, and the trade 
should insist upon this for its own good. 
The trade is in great need of some means 
whereby the skillful) workmen can be sep- 
arated from the unskillful. The high-grade 
man and the high-grade store should both 
Welcome with open artns a means whereby 
hey can be permanently separated from the 
tinkerer and the panderer of soothing but 
séless guarantees, 








This, gentlemen, is the very service which 
the Horological Institute of America has 
undertaken to perform. We want to sep- 
arate the good from the bad and put our 
stamp of approval upon the good. The 
question remains, “How are we going to do 
it?” Our answer is by certifying the work- 
men according to their proficiency to repair 
watches. By this I mean that a watch- 
maker, by the payment of a small fee to 
cover expenses, can be examined as to his 
ability to repair watches, The examination 
is very practical indeed. Any good watch- 
maker can pass it. It consists mostly of 
repairing a watch under practical every- 
day working conditions. If a watchmaker 
meets the requirements in his examination 
a certificate of proficiency is granted him. 
There are three grades of certificates rep- 
resenting different steps of advancement. 
The first or lowest grade is known as Junior 
Watchmaker; the second as_ Certified 
Watchmaker; and the third or highest, as 
Certified Horologist. The three grades of 
certificates make provision for certifying 
every watchmaker of value to the trade, and 
at the same time provide ample distinction 
hetween the average workman, the excel- 
lent workman, and the rare expert. Our 
plans have been carefully worked out 
through conferences of the most able and 
interested men of the trade. 

The institute has been formed only a few 
months, but we are already issuing certifi- 
cates. Unusual interest in the institute has 
been shown, and some fine letters received. 
One man wrote that in his section of the 
country certification is looked upon by all 
good and conscientious watchmakers as one 
of the most important and marked events 
in the history of the profession. Another 
man wrote that he has been working at 
the bench for twenty-five years and has long 
advocated unions or something which would 
separate the tinkerer from the man who 
really takes a pride in his work and desires 
that his watches keep time. Also, a jewelef 
who recognizes the benefits which his store 
will derive from the certification of watch- 
makers expresses another viewpoint. He 
writes as follows: 

“We find some fearful and wonderful 
watchmaking done by tinkerers, and we 
think that if we could induce the public to 
look for the certified sign we could over- 
come a lot of dissatisfaction that exists 
today against the watchmakers.” 

These letters show what the men think 
who have actually had contact with the in- 
stitute. All of them are proceeding with 
their examinations. 

In a recent issue of your organization 
Bulletin, the one for July 19, I noted a long 
editorial calling upon the jewelers and 
manufacturers to stop the practice of 
“Plynder-Merchandising.” “Plunder-Mer- 
chandising” was defined as the selling of 
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inferior goods for a relatively exorbitant 
price. In this editorial the statement was 
made that the dealer who sells plunder- 
merchandise must ultimately lose. In the 
past the horological end of the jewelry busi- 
ness has been neglected and so poorly 
treated as to result in the present unsatis- 
factory condition. In the past the jeweler 
has been too indifferent to his repair de- 
partment. He has not developed it, but 
rather exploited it. He has conducted it 
not as a branch of his business, but more 
as a free service department. It has there- 
fore fallen into disrespect. Few jewelers 
today claim that their repair departments 
are more than breaking even. Modern ac- 
counting dictates that the repair department 
should be a distinct factor of the business 
and should be on a basis of equality with 
the selling of merchandise. At least 80 per 
cent. of the people who enter a jewelry store 
wish to have something repaired, and only 
the remaining 20 per cent, come explicitly 
to buy. A storekeeper is not a good mer- 
chant if he expects to receive his profit from 
only 20 per cent. of the business and con- 
duct the remaining 80 per cent. without profit 
or at a loss, 

The time has now come, gentlemen, when 
the repair department of every jewelry store 
must supply its share of the profit. To do 
this it must make its influence felt. The 
present unsatisfactory condition came about 
merely by neglect. But note, before you can 
expect a change, you will need to make 
your technical department an influence in 
your community. To do this, convince the pub- 
lic that your watchmaker knows his job. 
Successful merchants, particularly the de- 
partment stores, are more and more insist- 
ing that their sales force get informed and 
make the public realize that the store sales- 
man “knows the merchandise.” For a 
jeweler, the one factor which is most in- 
fluential in building up goodwill and trade, 
or the one thing which differentiates him 
from the department store, is his repair 
department. In the mind of the public the 
jeweler should be looked upon as a special- 
ist and a technical expert. The thing which 
will increase a jeweler’s influence most effec- 
tively is his ability to assert with pride that 
his watchmakers have been certified by the 
Horological Institute of America. By em- 
ploving certified watchmakers a jeweler will 
be able to give better work and at the same 
time protect the public from unskilled work- 
men. It will add prestige to his store, as a 
jewelry store’s success always depends upon 
its reputation for doing reliable repair “work. 

By employing certified men, a jeweler’s 
customers will be better satisfied and will 
seek his services. They will be willing to 
pay higher prices. Your main plea at the 
present time is, “How can I induce the pub- 
lic to pay more for repair work?” The 
answer to this question is to employ cer- 
tified watchmakers. A certified watchmaker 
will give better satisfaction and therefore 
will be worth more to his employer. The 
result will be that everybody will be better 
pleased, including the jeweler, the customer, 
and the watchmaker, 

I also want to tell you about membership 
in the institute. The institute has several 
kinds of members with dues ranging from 
$5 per year up. Your own president, Mr. 





(Continued on page 207) 
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Green’s Portable High- Power Electric Buffing Motors with Dust-Collecting Sucker and Exhaust | 
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This illustrates Green’s Electric Polishing and Buffing Motors 
operated in conjunction with Green’s Electric Sucker and Bx- 
hauster, but connected into one unit with a dust collecting box, 
It enables the operator to obtain a high-powered individual Elec- 
tric Buffing Machine of 3500 to 4000 revolutions per minute and 
be able to regulate the power of the Polishing Motor as required, 
The ordinary Polishing Head run by belt attachment to a power 
motor gives neither the speed nor the power required for 
proper polishing, buffing and suction. A series of 1, 2, 3 or 
more motors may be run in conjunction with one electric sucker 
as desired. 

The sucker and dust collecting box can be placed under the 
bench, through the floor or 25 feet away as found convenient. 
Green’s Electric Suckers are made with the same care, work- 
manship and high-class materials as Green’s Electric Buffing 
and Polishing Motors, which in the past 25 years have estab- 
lished a reputation from coast to coast. 


The Electric Sucker can be used, as an ordinary suction motor 
for Pressure Blowing, Sand Blasting, etc., independently of the 
Polishing Motor and dust collecting hoods. 

Outfits come in 10 sizes, % to 3 H.P. 

Both Polishing Motor and Sucker, having separate electric con- 
nections, may be used as separate units when desired. 


For Price List and Bulletins refer to E 103, E 104 and E 120 


The W. Green Electric Co. = * yy 


New York 


Makers of Polishing Motors, Plating Dynamos, Generators and 
General Equipment for Jewelers 

















REFINERS and SMELTERS 


Precious Metals 


PLATINUM 


In all Degrees of Hardness 
Works: 


NEWARK, N. J. 
BROOKLYN, N. Y. 


Welded on Gold in all Ratios 
General Office: 


24 JOHN STREET 
NEW YORK 











TELEPHONE 7583 BARCLAY 





CABLE ADDRESS, MATTHEY, NEW YORK 


JOHNSON MATTHEY & COMPANY, Inc. 


BULLION MERCHANTS 
CHEMISTS AND METALLURGISTS 


Dealers in Platinum, the Precious Metals and Rare Earths 


JOHNSON MATTHEY & CO., LTD. 
Hatton Garden 
London, E. C., Eng. 


Official Assayers and Refiners to the 
Bank of England 





36th Floor 
Woolworth Building 
New York 














C.W. BUTTS, Inc.*4 9" 


Manufacturers of 


Crowns, Pendants and Bows 


We make a specialty of white gold crowns and bows, and are 
prepared to make very prompt deliveries of same for bracelet watches. 








PIONEER PLATING CO. 


GOLD, SILVER AND NICKEL PLATERS 


CENUINE PLATINUM PLATING 
64 FULTON STREET NEW YORK 


Telephone Mesh Bags 
Beekman 5772 Repaired and I.cfinished 
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[Patents Granted by the United States. 
The United States Patents That Have Ex- 
pired and the Registered Trade-Marks.] 








UNITED STATES PATENTS 





Issue of August 15, 1922 


1,425,607. FOUNTAIN PEN. Joun C. Rortson, 
New York. Filed Aug. 18, 1921. Serial No. 
493,281. 4 Claims. 


A fountain pen having a main reservoir, means 
forming an auxiliary reservoir having an unre- 
stricted communication with said main reservoir to 





permit the supply of ink in said auxiliary reser- 

voir to discharge freely into said main reservoir 

when said pen is inverted or sufficiently shaken, 

said means being constructed and arranged to re- 

tain a supply when said pen is in writing position. 

1,425,670. COLLAR BUTTON. James S. MEap, 
Cincinnati, O. Filed Feb. 21, 1921. Serial 
No. 446,712. 1 Claim. 

A collar button comprising a body portion, hav- 
ing tabs extending upwardly from the ends thereof, 
another tab formed between the terminal tabs and 
bent downwardly from the upper edge of the body 


ra 
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Portion, between the upward tabs, and a small 
tongue formed out and bent upwardly from the 
said bent down tongue, said small tongue being 
located beyond the line of fold between the bent 
down tongue and the body portion, and in substan- 
tially the same vertical plane as the bent down 
tongue, as and for the purpose described. 


143,750. COMBINED KNIFE AND FORK. 
James S. CrawForp, Deadwood, S. Dak. Filed 








e 
Dec; 20, 1920. Serial No. 431,991. 9 Claims.: 
A device of the class described including articles 
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of utility of equal length each. having -one-end 
thereof provided with means adapted to engage the 
opposite end of an adjacent article for holding the 
articles in assembled position. 


1,426,042, WATCH FOB. Jurtan’ Evetyn 
Cuurcu, Providence, R. I. Filed April 14, 
1922. Serial No. 552,802. 4 Claims, 


} A watch fob comprising an attaching and ad- 
justing member formed from a single length of 
wire provided with a plurality of bends defining 



























parallel griping arms one end portion of said length 
of wire being formed with a hook adapted for 
engaging the article to which the fob is connected, 
the other end of the wire being formed with a bend 
defining a closed loop, and a ribbon having one 
end portion permanently attached to one of the 
arms and passed between and gripped by the other 
arm and forming short and long ornament support- 
ing loops. 

1,426,200. FOUNTAIN PEN. Tueopor Kovacs, 
Berlin, Germany. Filed Sept. 13, 1920. Serial 
No. 410,030. 8 Claims. 

Fountain pen comprising in combination with a 
hollow pen holder serving as an ink reservoir, a 
body inserted in said pen holder and stopping the 
open end, the same being of smaler diameter than 
said pen holder so that between the outer surface 
of which body and the inner wall of the pen 
holder a separate capillary space is formed which 
is connected on the one hand with the ink reser- 
voir and on the other hand with the atmosphere, a 
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ring at the inner end of said body bearing against 
the inner wall of the pen holder having a slot 
connecting said capillary space with the ink reser- 
voir and a capillary groove as extension of said 
slot designed to retain ink even if the ink level in 
the reservoir stands below said capillary groove, 
an extension at the outer end of said body having 
a capillary boring and a mouth piece for drawing 
thin lines being enlarged in one direction and 
forming a comparatively small tongue in a direc- 
tion of 90° with regard to the first direction 
mounted upon said extension. 


DESIGNS 
61,372. RING OR SIMILAR ARTICLE. Josnva 





W. Maver, New York. Filed April 18, 1922. 
Serial No, 1,819. Term of patent 7 years. 
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61,373. WEDDING RING. Cuarzes B. Namuot, 








New York. Filed Nov. 12, 1920. 
423,735. Term of patent 3%4 years, 


61,381. TRAY. Louis M. Scunitzer and LEon 
Garroway, Brooklyn, and NatHan GELFMAN, 


Serial No. 








New York. 
519,775. 


Filed Dec. 3, 1921. 
Term of patent 3%4 years. 


Serial No. 





UNITED STATES TRADE-MARKS 


[The following trade-marks have been adjudged 
entitled to registration under the Act of Feb. 20, 
1905, and are published in compliance with Section 
6 of said Act.] 





Trade-Mark Registration Granted 


157,733. CLEANING AND POLISHING MA- 
TERIALS FOR JEWELRY, METAL WARE, 


AND PRECIOUS-METAL WARE, Ovinc- 
__TON Bros. Company, New York, N. Y. 
Filed January 18, 1921. Serial No. 142,405. 


PUBLISHED MAY 9, 1922. 








Connecticut Notes. 





Thirty-six loving cups, 2 gold meads, 10 
silver medals, and 6 bronze medals have 
been purchased from G. W. Fairchild & 
Sons., Inc., of this city for the second an- 
nual field day of the American Legion to 
be held Labor Day. Trophies for the city 
Tennis Tournament, and for the annual 
water races, held Aug. 27, were also pur- 
chased from the same concern. 

A contract has been awarded and the 
work under way for the raising of the move- 
ment shop of the E. Ingraham Co., clocks 
and watches, Bristol, Conn., the structure 
to be five instead of four stories in height. 
The estimated cost of the addition is $25,000 
and it will be 192 feet long and 36 feet wide. 
When completed the watch finishing depart- 
ment will be installed on this floor, and 
bench and finishing will be conducted there 
only. 








Ralph McLoughlin, who for years has 
been a watchmaker with Ralph Pitcher, 
Conneaut, O., has become associated with 
and taken an interest in the Herrick, Loomis 
Co, of that town. Mr. Herrmann of that 
firm recently withdrew his active participa- 
tion in the company’s affairs to become sales 
manager for a real estate company. 
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A Hint From 
L. LEBER & SON, INC. 


Make your own 19¥% kt. White 
Gold with “L. L. & S. 19¥% kt. 
White Alloy.” 


Make your own 18 kt. White 
Gold with “L. L. & S. 18 kt. 
White Alloy.” 


Platinum Color is soft and will 
not tarnish. 








Use our Non-Tarnishable and 
Easy-Flowing Solder for 18 kt. 
White Gold. 








149 New Jersey Railroad Ave. 
Newark, N. J. 


Manufacturers uf 
“LL. L. & S. GOLD ALLOYS” 


Assayers, Refiners and Smelters of Gold, Silver and Platinum 











Gold, 


Platinum 
Refiners and Assayers 


Silver 





T. B. HAGSTOZ @ SON 











| 709 Sansom St., Philadelphia 












NYES OIL 


for 50 years the Standard Lubricant 
for Watches and Clocks 


Buy of Your Jobber 








DIXON’S 
Sand (Assay) Crucibles 


are the result of over ninety years’ 
experience in manufacturing crucibles. 
&@ They are made with the same care 
™ and excellence that have made 
Crucibles the standard of excellence. 
They have made a wonderful reputation in all aseay 
work. Write for prices and Circular 77 


Made in JERSEY CITY, N. J., by the 
Joseph Dixon Crucible Company 


>Oé Established 1827 dQ¥ 





Files, Jewelers’ Tools and Supplies 


Telephone Cortlandt 5222 
AGENTS 


“aperiodic FILES 


AMERICAN-SWISS FILE & TOOL CO.’S 


AMERICAN GAS FURNACE CO.’S 


Gas Furnaces for Melting, Annealing, Enamel- 
ing, Hardening, Assaying, Etc. Positive Pressure 
Sand Blast Blowers. 


Anchor Tool & Supply Co., Inc. 


Formerly Tool and Supply Dept. of 
E. P. REICHHELM & CO., Inc. 


24 JOHN ST. NEW YORK 
































GRIMSHAW, BAXTER & J. J. ELLIOTT, 11D. 


29/37 Goswell Road, London, England 


Cablegrams, Grimbax, Barb, Londun 


7 
—_, 


Movements only supplied or clocks complete in richly 
designed cases. 


Manufacturers of the celebrated 
London made 


“ELLIOTT” 
Chime Movements 


Will forward on receipt of business 
card a copy of their High Grade 
English Clock Catalogue. 





IN ONE MINUTE USE 


A perfect cement 
or quickly cement- 
ng glasses in 
yatch bezels, mak- 
Y ing a clean, neat, 
dust-proof job. 












(TRADE MARK) 


ASK YOUR MATERIAL MAN 








KEITH~ LANDIS 
Electric Clock 


Insured For Homes, 
Accuracy Offices, Automobiles 
KEITH-LANDIS CORPORATION, 








337 West Madison Street - Chicago . 25 West 45th Street, NEW YORK 
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The Watch Import Situation 





(Continued from page 195) 
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many termineurs use names on their watches, 
There are 30 epoge factories making the 
blanks, They take the epoge of, for in- 
stance, one of the largest epoge factories 
and put a name on it. These blanks are 
made good in the start, no matter what hap- 
pens to some after they are terminated. 

This one model epoge has at least 500 
different names given it by the termineurs. 
Some of these are finished in factories with 
good results, but by far the greatest ma- 
jority are finished by these termineurs and 
usually such as the ones who make the 
greatest noise as being manufacturers of 
standard quality and thereby bring injury 
to the reputation of the Swiss watch, 

It appears, every importer, firms who 
never had anything to do with watches or 
even jewelry business and termineurs, is 
incorporating for nominal capital of about 
$1,000 so as to be registered as a manu- 
facturer. Some termineurs will have sev- 
eral factory names on the same _ building 
or residence—a fine mess, 


I know one importer doing a fair volume 
of business during the past few years and 
claiming loudly to be a real manufacturer. 
He has rented a small office in combination 
residence and shop, with a girl in charge 
and several men to attend to assembling 
and shipping the goods gathered from all 
over the country under one name, 

By engraving the name on a certain 
bridge, these termineurs can have move- 
ments assembled and finished where they 
can buy the cheapest. To the injury of 
the trade as a whole, these importers, who 
never knew anything of watch manufac- 
turing, support these termineurs and even 
advertise these goods in trade papers as 
standardized goods at supposedly low prices, 
but high if compared to what these cheap 
goods made of same epoge can be replaced 
for by other importers. 

These are sold to dealers by comparing 
them to real factory standardized goods as 
being so much cheaper when, in fact, they 
only appear so, for there is no bottom to 
the price of termineured watches, 

It is these gross misrepresentations to the 
injury of the legitimate watch industry, that 
the majority of Swiss people are hoping 
the public arid the retail jewelers will soon 
understand and learn the difference between 
the termineur and factory-made goods. Some 
of these names are already well known to 
4 good part of the trade, but not one is 
favorably known to the public and, because 
of the quality never can be. 

There are in Switzerland over 900 term- 
meurs (the exact number cannot be deter- 
mined because so many do not belong to 
trade or manufacturers associations or 
tegister anywhere, working only for other 
lemineurs on certain work.) There are 
10) regular watch factories which make the 
Watch from the ground up, so to speak, 
ad make practically all their own epoges. 

ese regular factories include all grades, 

from the smallest up to the largest. A 
‘gular manufacturer has to abide by the 
‘actory rules of the government as to work- 
™ hours, standards of pay, employees’ 
Petsions, sick benefit funds.and other work- 
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ing conditions as to light, amount of air, 
space per person, etc. (Not so with 
termineurs. ) 

These factories are highly standardized, 
have expert technicians, the most up-to-date 
machinery, specialists for each operation, 
thorough inspection departments so that 
there is a standard of production and qual- 
ity according to the price such as is not 
excelled anywhere in the world for each 
class of watches produced. 

You can readily see how important it is 
to be sure you differentiate between fac- 
tory products and termineured goods if you 
want standard quality, for as I said before, 
termineur finished watches have no legiti- 
mate place of production and responsibility 
and should not find their way into a legiti- 
mate jeweler’s stock. 

Not one watch in 25 is a real factory 
product, for although there are 10 termi- 
neurs to one factory, these termineurs are 
greater producers in numbers because they 
make practically all the cheapest kinds of 
goods made to appear as big bargains. 

When these two evils are controlled, as 
they will be eventually, they will have an 
important bearing on the watch import 
situation in this country, as then there will 
be less of this undesirable merchandise 
imported. 

Another factor that will help in the new 
tariff is the specific duty as against ad 
valorem. The cheap, termineured watch 
will then pay the same specified duty as 
the higher grade factory made, according 
to the number of jewels, whereas with the 
present ad valoreum duty it is 30 per cent. 
on the cost, thus putting a premium on the 
trash and penlizing the higher quality 
goods, 

As I said in the beginning the imported 
watch situation has so many angles to it, 
I could keep on taking up your valuable 
time for hours. I want to thank you and 
my friend, the Chairman, for this oppor- 
tunity and will feel well repaid if I have 
helped somewhat to clarify some angles to 
the watch import situation. 








Echoes of the Convention 


The Ohio delegates to the national convention 
included C. J. Duncan, Massillon; G. J. Daum, 
Port Clinton; George Aylward, Bucyrus; A. L. 
Thoma, Piqua; E. B. O, Smith, Lancaster; George 


Newstedt, Cincinnati; Albert Zoellner, Ports- 
mouth; F. X. Russert, Cleveland, John Rich, 


Painesville; F. D, Ausman, St. Mary’s. 
* * * 


Wm. Schwab, Chicago manager for J. R. Wood 
& Son is not always too slow but will be hard to 
convince W. H. Buckmaster of that company and 
Mr, and Mrs. Ratcliffe, of the Cordova Co. They 
say the boat leaving Coney Island looked beauti- 
ful but was a heart breaker—‘“Bill” brought his 
friends into the city about 1:30 a. M. 

* * oe 


In the prize waltz which took place during the 
evening’s entertainment at Coney Island, Miss 
Peggy Perdieu, Marion, Ind., was pronounced 
the winner. Peggy was the recipient of a beau- 
tiful strand of Navarre Pearls, which were 
donated by Joe Goldstone of Blauer, Goldstone 
Co., Chicago. Walter Meller, of Michigan City, 
was Miss Perdieu’s partner in the contest. 

* * * 


One of the finest souvenir programs ever issued 
at any of our convention entertainments was that 
of the Cincinnati Wholesale & Manufacturing 
Jewelers’ Association, distributed at the Zoo out- 
ing on wednesday. It had a beautifully embossed 
cover, and many attractive illustrations of points 
of interest in and about the convention city, as 
well as incorporating the menu of the most excel- 
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élent banquet served at the Club House, and a 
+ program of the Grand Guignol, a highly developed 


specialty performance by the Russian Bolalaika 
Orchestra and groups of French and Russian 
dances, and a prima donna of Spanish extraction. 
This program was typical of the lavish entertain- 
ment furnished the guests of the convention. 

— + 


One of the enjoyable sidelights of the conven- 
tion was the Jewelers’ Jambouree, staged in the 
open air theatre at Coney Island, following the 
regular show given by the professionals, It was 
in the form of an extempore amateur minstrel 
show, of which Alfred O. Bald, of Buffalo, was 
interlocutor, and was ably assisted by the follow- 
ing superior talent, who made such a success that 
the professional talent immediately tried to sign 
them up for a barnstorming, backwoods tour of 
one night stands: Joseph Mazer, J. Clare Craw- 
ford, Harper Ransburg, Colonel Bigney, Stanton 
Pilcher, Walter Mellor and Al Lavy. Reports 
do not agree as to which one received the most 
presents over the footlights, but the close prox- 
imity of the remains of the banquet could have 
furnished plenty of ammunition. Mellor won 
a waltz contest, we are informed, but we are far 
from sure that the Dancing Masters’ Associa- 
tion would have accepted him as a pupil. It was, 
seriously speaking, an enjoyable finish to a 
pleasant outing, and enjoyed by all who remained 
after the early boat left for Cincinnati. 








The Horological Institute of America 





(Continued from page 203) 








Hufnagel, holds a position of responsibility 
in the institute, and also is chairman of 
our Membership Committee. He is heart 
and soul in the institute since he sees the 
benefits which it is bringing to the trade. 
He realizes that we are solving one of your 
most perplexing problems, and I am sure he 
joins with me in urging you to support the 
Horological Institute. You should do it not 
only by becoming a member, but also by 
urging watchmakers to become certified. 

In a new undertaking such as this, it is 
to be expected that progress at first will 
be slow, but yet we feel that we have made 
remarkable progress. To date, 141 men have 
applied for examination, and requests for 
application blanks are being received in in- 
creasing numbers, It is hoped that you will 
encourage your watchmakers to be certified, 
Each one of you ought to pledge to obtain 
at least one watchmaker for examination. 
The retail jeweler who has not subscribed 
to membership in the Horological Institute 
and has not urged his watchmakers to be 
certified, needs to go into a closet and take 
stock of himself. The institute has started 
upon a worthy undertaking and one which 
will aid each member of the trade. Further- 
more, this undertaking will be very difficult 
to accomplish, Big jobs cannot be carried 
to successful conclusion unless the hearts of 
all concerned are in the work. Our hearts 
cannot be in our work unless we take ad- 
vantage of every opportunity offered. For 
the good of the trade it is absolutely neces- 
sary that each retail jeweler impress upon 
the public and his watchmakers the neces- 
sity of supporting the Horological Institute 
and its certification work. The time has 
now arrived when the members of the 
jewelry trade must realize that the work 
of the Horological Institute is for the 
preservation and safeguarding of the trade. 
Selfishness must be eliminated, and united 
co-operated effort brought to the forefront. 
Let me urge all to put your shoulders to 
the wheel, and let us boost, and work, so as 
to make a success of this great undertaking, 
and bring it to its proper plane of usefulness. 
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REPAIRIN Sach as is here depict- 
edin genuine photo- 
graphic reproductions 


of a case repaired by our expert mechanics stands out 
as a beacon light in forceful blazonry in attestation of 
the high-grade work turned out by this house. For 
over 30 years we have specialized upon the complete 
restoration to original shape of seemingly worthless 
cases and have builded a reputation for superior work 
surpassed by no other watch case repair house in the 
country. Irregardless of how hee mon f battered up a case 
may be, we restore it Se its original shape speedily and 
accurately, and prpecall solicit work refused by other 

firms because of the difficulties incident to successful 


WATCH CASE REPAIRING 


Work by mor — a yo the one clnsteking A 
care as work brought in, and you can safely expec wl 
receive the same courteous treatment which has for so . AS IT LEFT US 
tong 8 ime Ps pee mapa = poues. Our — - OURS IS THE HOUSE THAT 
ng e add only a fair an egitimate pro o the os . 
AS IT REACHED US actual cost of the job. We don’t believe in killing the DELIVERS THE GOODS’ 
goose that laid the golden egg—we expect you to come back, and so treat you accordingly. Every piece of workis absolutely guaranteed tobe right. Send 
_ today—NOW —for free circular and price list, or, better still, favor us with a trial order. You" *ll be glad te know us. Send for prices on special work. ° 


> BECKER-HECKMAN CO, (Siiizir.c) CHICAGO, em 
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fame or initials and ore THE BEST THERE IS 


fully guaranteed to 
Our famous ‘ Tuneseet” is harder than any other steel but not brittle. 
Sample of the annealed steel mailed upon receipt of 25c. 


MILLGRAINING TOOLS BEADING BLOCKS 


For White Gold or Platinum Raised Inserted Points he. : 
i 2» The Best Sign 


GRAVERS AND LINERS BALL AND BEZEL PUNCHES : in the World, 


All styles, Straight or Bent All styles and shapes 


MANDRELS BURS SHOOTERS and A Brown 


All Shapes Plain and Crosscut GOUGES 
Karat Stamps, Numbering and Marking Stamps Street 


Bent, Curved, or Straight, for all purposes 
iota | Clock 


PLAT—FLUX 


A Superior Liquid Flux for use on Platinum and other precious ” 
metals. Will keep indefinitely. Price 25c. 
Will attract 


All Quality Tools and Supplies 
more atten- 


CHICAGO JEWELERS TOOL WORKS CHICAGO ILL: tion to your 


store than 
anything else. 






















































































5 a a i oe in the —_ are made by }{- 
e E. Howa ock Company of Boston. Alsoa {| { 
Be very complete line of substantial and accurate clocks #@..=%' Br own St. Clock Co. 
for the bank, office and school. : M P 
Write us for full information eee tale 


THE E. HOWARD CLOCK CO. 


i 373 Washington St., Boston 309 Broadway, New York 
31 North State St., Chicago 
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° Established 1897 
Confidence— An Intelligent faith based on Facts 


Jewelry Engraving Learn It—Safe a Accurate | | St. Louis Watchmaking Sched 


Established Thirty Years 
Results Produced with Albert A. Winter, Instructor Write Today m a— fl ee ineutiiy we ea Rm 
you would eome to see us at once, and eam i 


Winter’s School of Engraving sacl won a mat be ins ant can 
4624 Sheridan Rd. CHICAGO, ILL. Write for our Catalog at once. 


ST. LOUIS WATCHMAKING SCHOOL, St_Lesl, O80 
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